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From The Editor 


VEN EXTREME OPTIMISTS—YES, I KNOW А FEW—CAN 

be driven to hopeless tears trying to negotiate traf- 

fic in any of India's larger cities. It doesn't matter 
whether you are trying to get from Point A to Point B in 
Mumbai, Delhi or Bangalore, you cannot say with cer- 
tainty how long it will take you. Keeping a buffer of up to 
30 minutes, sometimes more, has become routine prac- 
tice before one sets out for a business meeting. And often, 
even that is embarrassingly inadequate. 

Then there is the small matter of other infrastructure 
that businesses need as a matter of course—power, water 
supply and other utilities. And unless there are some 
Rip Van Winkles lurking around, everyone knows what 
most of our cities score on these counts. Swathes of urban 
India routinely reel under power shortages. Outages are 
so common in big cities like Delhi and Bangalore and, 
newer, emerging ones like Gurgaon, that back-up power 
facilities have become primary sources of electricity. 

Although physical infrastructure forms one part of 
the Business Today-Synovate Best Cities for Business sur- 
vey, it is obviously one of the more important group of 
parameters that the survey is based 
upon. That's not to say the other fac- 
tors aren't important. The fact that our 
survey this year throws up two Gujarat 
cities—Ahmedabad and Surat—as be- 
ing perceived to be good places for 
business (both the cities have improved 
their ranks among the top 10) demon- 
strates that besides infrastructure, gov- 
ernment support and market potential 
determine how good a place is for business. Our fea- 
ture, Gung-bo in Gujarat (Page 72), shows how an am- 
bitious state government can help foster cities to become 
industry-friendly. The cover package also has a feature on 
the growth of business in cities other than the capitals of ` 
various states; as well as a disturbing story on how the tech ' 
triad— Bangalore, Gurgaon and Hyderabad—while being 
boom towns bursting with opportunities, are also fast 
turning into urban nightmares. 

And just when you were wondering whether we're miss- 
ing something, we do have a feature on Mumbai, which 
continues to hold the top spot in the survey despite its myr- 
iad problems that only seem to get worse and not better. 

Under a new CEO, who will take over this month, 
Dutch consumer major Philips is trying to re-invent itself 
yet again. Will it work? Turn to Fresh Fillip (Page 108) to 
see the company's innovative strategy to tap a mix of 
rural and urban consumers. 

Another story that you may not want to miss is on how 
Indian advertising agencies are gaining momentum in 
their efforts to spread their wings—by winning mandates 
from MNCs to do ads for markets other than India. 
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OPEC Woes 
IT’S NOT JUST THE HOME-GROWN 
IT companies and garment ex- 
porters who are worried over 
the fall in the value of the dollar. 
The ripples are being felt by ma- 
à jor oil producing nations as well. 
The sharp depreciation in the value of greenback is eroding the 
margins of the Organization of the Petroleum Exporting 
Countries (OPEC), though the price of crude is touching new 
highs. The falling dollar is lowering the ОРЕС% purchasing 
power, making the oil cartel reluctant to cut prices. 


Trade Tunes 

INDIA AND PAKISTAN HAVE 
decided to increase bilateral 
trade by six times to $10 billion 
(Rs 41,000 crore) by 2010. 
They have also agreed to ease 
barriers that hamper commerce. 
To strengthen ties, both countries have allowed banks in 
each nation to open branches in the other. The State Bank of 
India and the Bank of India will open branches in Pakistan and 
the National Bank of Pakistan will open a branch in India. 
Besides this, the trade basket will be increased and transport 
links will be improved. 








Banks Gain 

IN ITS QUARTERLY REVIEW OF 
monetary policy, the Reserve 
Bank of India (RBI) has man- 


tained its focus on curbing liq- 
uidity. It has increased the cash- 





s reserve-ratio (CRR) by 0.5 per 
cent, which indicates a loss in interest income because banks 
don't earn interest on parking the funds with RBI. What saved 
the day for banks was RBI's decision to remove the Rs 3,000- 
crore cap on reverse repo operations. This means banks can 
now deploy excess cash with RBI and earn higher interest. 
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72 Gung-ho in Gujarat 
Ahmedabad and Surat climb up the rankings in 
the Best Cities for Business survey. That may 
have something to do with Chief Minister 
Narendra Modi’s goal of achieving growth that’s 
even faster than that of China. 


80 Second 
As state capitals get crowded, businesses are 
scrambling for newer destinations within and 
outside their home states. Happily for India Inc., 
there are quite a few cities to choose from. 


86 Young and Eager, But... 
Uttarakhand, Chhattisgarh and Jharkhand are 
attracting big-ticket investment proposals. But, 
problems remain. 


90 Growth Pangs in Techie-land 
The IT boom has turned Bangalore, Hyderabad, 
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Pune and Gurgaon into cities of opportunities. 
But on the flip side, it has turned these cities 
into urban nightmares. 


96 Are SEZs the Future Cities? 
India’s Special Economic Zones promise to 
become booming microcosms of industrial, 
commercial and residential complexes. 
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Mumbai is still the best city for business. 
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Column by Ramesh Ramanathan, National 
Technical Advisor, JNNURM. 


104 The Top 10 Cities 


Across the six respondent categories, the metros 
are the favourites. 
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150 Native Intelligence 
An Indian-American fund manager serves up 
unique investing lessons from the ‘motel Patels'. 
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Philanthropy and social service find new takers 
in young professionals who are giving back to 
the society like never before. 
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Starring Royal & 
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VF Arvind Brands; ISB's 
Mendu Rammohan Rao; 
iGate Global Solutions’ 
Phaneesh Murthy; 
Mudra Group’s Madhukar 
Kamath; and Sunil Dutt, 
former Director (Sales), 
Nokia. 
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Equity Culture Missing 
IT IS EVIDENT FROM THE GREAT INDIAN 
Mutual Fund Illusion (Br, August 
12, 2007) story that the MF industry 
has lost sight of its mission. Besides 
saving the small investor from va- 
garies of stock markets, mutual 
funds were supposed to spread eq- 
uity culture by educating the retail 
investor and strengthening his con- 
fidence in the markets. However, it 
is the fixed income investment 
rather than equity that is corner- 
ing the big chunk of the industry. In 
the recent past, mutual funds have 
returned some impressive gains, but 
overall failed to inspire the retail 
investor. The government should 
encourage rural area-specific MF 
schemes by offering incentives to 
both the industry and the small in- 
vestor. Else, Mrs will continue to 
service rich clientele in big cities. 
R.K. SUDAN, through e-mail 


Indian Investor Too Conservative 

DESPITE BEST EFFORTS, RETAIL 
investors are still shying away from 
mutual funds, that too when they 
have been performing well. The 
reason for this could be that tradi- 
tionally the Indian investor is con- 
servative and prefers secure and 
safe returns from debt or fixed in- 
struments rather than explore the 


10 


MFs have Ignored Small Investors 
THE RETAIL INVESTOR ACCOUNTS FOR 
just 15 per cent of the mutual fund 
pie for a good reason. The retail 
investor in tier-II and tier IIl cities is 
largely unaware of what mutual 
funds can do. The stock market 
has been plagued with scandals, 
further making investors wary of | 
dabbling in shares. The mutual fund | 
companies, instead of wooing this 
section, have so far ignored this 
vastly untapped potential, sending _ 
out the message that they are happy | 
with their existing client base. 


JAGMOHAN RATHI, through e-mail | 


option of equities. Participation in 
mutual funds will remain low till 
this mindset persists. The mutual 
fund houses need to educate 
investors on the benefits of investing 


with them. 


BAL GOVIND, through e-mail 


One-sided Story on BPOs 
BPO'S YOUNG AND TROUBLED (BT, JULY 
15, 2007) was one-sided and failed 
to capture the positive side of the 
BPO industry. I have seen several 
young people join the industry at an 
entry level and rise to senior posi- 
tions in a span of six to seven years. 
Your article does not cover this 
important factor of career growth 
and, sadly, focusses on stray inci- 
dents of drug abuse, which could be 
happening in other industries also. 
You mention live-in relationships. 
Don’t people from other industries 
go in for such relationships? Isn't it 
a purely personal choice and not a 
predicament of being in a particu- 
lar industry? It would be good to 
see BT do an article on the posi- 
tive aspects of the industry like em- 
ployment generation. 

FARZANA BAIG, Hyderabad 


BPO Article Lacks Statistics 
BPO’S YOUNG AND TROUBLED MAKES A 
generalised statement about the 


young people working in the in- 
dustry without validating it against 
statistics. What is the percentage 
of youth from the outsourcing in- 
dustry that suffers from these prob- 
lems as compared to the youth from 
other industries? The outsourcing 
industry is not only about call cen- 
tres; it includes non-voice proce- 
sses such as finance & accounting, 
insurance, IT services, etc. The av- 
erage age of the employees in this 
significant category is around 25-30 
years. They are certainly mature 
enough to make important deci- 
sions about their lives and I don’t 
think they suffer from any of the 
problems mentioned in your article. 

SHALINI NAVEEN KUMAR, through e-mail 
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ү Nifty* Your everyday 
a guide to India's progress 


India. A land of many cultures and many languages. 
It throws up as many questions as it throws up answers. 
As India gets more globalised - and maybe more 
complex, people are constantly seeking new answers. 
How much has the country progressed? How well is the 
economy doing? The Nifty is the platform on which 
India finds these answers. The Nifty Index is a composite 
f of the top 50 stocks listed on the National Stock 
Exchange (NSE). It is a simplified tool, which helps 
investors and ordinary people alike, understand what 
happens in the stock market and by extension, 
the economy. If the Index performs well, it is a signal 
that companies in India are performing well and 
consequently that the country is doing well. 
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An upbeat economy is usually reflected in a strong 





performance of the Nifty Index. A rising index is also | 
indicative that the investors are gung-ho about the future. 
Ups and downs on a short term basis are inherent in stock | 


markets. Over the long term however, the index will be 
reflective of the economic trend. 

The Nifty Index is based upon solid economic 

T research and is internationally respected and recognised 

as a pioneering effort in providing simpler understanding 
of market complexities. 

The Nifty Index is computed and disseminated by 
NSE, the 4th largest stock exchange in the world in terms 
of trades in the capital markets. 
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performance Е Shareholders evaluation of management decisions - performance of a company vis-a-vis the market generally reflects the 
perception of the investor 8 Assist traders and market intermediaries to evaluate performance and sentiments across the market 8 Index funds 

can replicate Nifty indices to earn market returns Wi Derivative trading - Investors can use Nifty indices for hedging their exposures in the 
equity markets I Benchmarking NAV performances - Nifty is the benchmark for performance of open ended and close ended funds. 


“Nifty has been used to represent S&P CNX Nifty, owned and managed by India index Services and Products Ld. (150), a joint venture between NSE and CRISI 
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HEMANT CHAWLA 


The Promise of Small 


ESPITE 30 PER CENT OF INDIANS LIVING IN URBAN 
1 Эже, there are millions of people in small towns 
who don’t fancy the bright lights of big cities. Sure, the 
metros offer better jobs and more money, but unless you 
are in the top echelons and, therefore, more equipped 
with devices of material comfort, life is likely to be very 
tough. While you may work in the big city, you prob- 
ably live far away from it; spend hours commuting to 
and fro, live in localities where power, water, sanitation 
and other basic needs of life are in poor condition. As 
with most things in life, there’s an implicit trade-off in 
the big city-small city choice. Choosing the former 
means, perhaps, better career prospects, but worse 
quality of life, while the decision to stay on in a small 
town is prompted by a desire to put quality of life ahead 
of career and wealth. 

The reason why people are forced into such trade- 
offs is, of course, the fact that India’s small towns 
haven’t created opportunities at the same pace as the big 
cities. Businesses have preferred to locate themselves in 
metros because that’s where the required ecosystem is 
available. But most of India’s metropolitan cities have 
reached a stage where they are beginning to creak un- 
der the tremendous pressure of growth since the early 
90s. People from villages continue to pour into 
Mumbai, Delhi, Kolkata and Bangalore every day, 
creating additional demand for housing (failing which 
slums spring up), utilities (resulting in electricity and wa- 
ter theft), and transport (overcrowding buses and 
trains as a result). 

There are two ways in which the pressure on urban 
centres can be eased. One, by developing the 


Pragmatism Pays 





In the big league: India powers up its foreign policy 
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Destination next: Jaipur is moving up the Best Cities list 


infrastructure in them to cope with their growth. And, 
two, by developing smaller towns to a point where 
businesses will want to invest in them. Vital as the 
first option is, it is the harder of the two. Anyone 
who’s ever lived in a city that was trying to widen its 
main roads or build a flyover will know just how dis- 
ruptive such minor alterations can be to everyday life. 
Therefore, to talk in terms of rezoning or moving an 
industry or a slum out of the main city is a tall order not 
just physically, but politically. Despite such problems, 
the Jawaharlal Nehru National Urban Renewal Mission, 
the government of India’s ambitious urban renewal plan, 
intends to makeover 63 key cities. 

Developing smaller cities, on the other hand, is a win- 
win proposition. It not only lowers costs for businesses, 
but encourages more people to stay on in, or even 
move to, small towns. More importantly, since they are 
being developed from scratch, there is no urban ‘baggage’ 
that they need to deal with. Surat, Coimbatore, Madurai, 
Mangalore, Vizag, Nashik, and Durgapur are among the 
smaller cities that are fast emerging as the next desti- 
nation for Big Business. Accelerated development of 
smaller towns can change the face of India, and make 
growth less stressful for its people. 


HE INDO-US AGREEMENT ON NUCLEAR CO-OPERA 
Tu is now a done deal. Non-proliferation hawks 
in the Us and sections of the Indian Opposition will 
quibble over the fine print, but that's to be expected in 
open, democratic societies. The pact opens up massive 
business opportunities—some estimates put it in the re- 
gion of $100 billion (Rs 4,10,000 crore) over the next 
5-7 years—in the nuclear energy space. 

But the import of the agreement goes beyond mere 
commerce or energy security. It marks yet another 
step, and a giant one at that, in India's march to Big 
Power status and should be seen in the context of the 
country increasingly asserting its position as a major re- 
gional power. Its dalliances with the us in the field of 
military co-operation, its joining the informal Group of 
4 (the others in this group are the us, Japan and 
Australia) on Asia-Pacific Security and its increasingly 
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proactive moves in the Great Game going on in Central 
Asia are just some of the other axes of India’s increas- 
ingly complex foreign policy matrix. 

These mark a definitive end of the insular ideology 
that has defined India’s foreign policy since Indep- 
endence. As Prime Minister Manmohan Singh himself 
asserted a few months ago, all international relations are 
essentially power relations; and it’s evident now that 
Indian politicians are at last beginning to master the nu- 
ances of the hardball that the conduct of foreign policy 
actually is. This pragmatism in foreign relations has been 
in evidence for some years, but it is only now that the 
bigger picture, and the faint lines joining the myriad 
dots, is becoming evident. The Us administration has 
gone on record saying it will help India become one of 


Don’t Ban ICL 


HE BOARD OF CONTROL FOR CRICKET IN INDIA (BCCI) IS 
Tu hardball. It has threatened to ban for life any 
player who signs up for Zee TV-promoted Indian 
Cricket League (ICL) and is using its clout in world 
cricket to stop foreign players from turning out in 
matches organised by the latter, which has roped in 
Kapil Dev as 
Chairman. It is 
also trying other 
coercive methods, 
like asking affili- 
ated units not to 
allow ICL use their 
stadia and other 
facilities, to ensure 
that the league re- 
mains stillborn. 

Business Today 
thinks this is a bad 
idea. For one, it is 
clearly a restrictive trade practice; and whether or not 
a private body (yes, BCCI is one) can issue such directives, 
is open to debate. Interestingly, the scope of вссгѕ pow- 
ers had come under judicial scrutiny once in the early- 
90s, when senior players like Dilip Vengsarkar, Kapil 
Dev, Ravi Shastri and others took it to court over the 
restrictive terms of their contracts. The Supreme Court 
had then directed the board to settle the issue with the 
players. “If a player who refuses to sign the contract can- 
not play even Ranji Trophy matches, it is virtually a vi- 
olation of a citizen's right to freedom of action," then 
Chief Justice E.S. Venkataramaiah had said, but re- 
frained from passing any definitive judgment on Bccr's 
rights and powers with regard to restraining players from 
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Let's not play games: ICL's Kapil Dev (L) and BCCI's Sharad Pawar 


the Big Powers of the 21st century. This, expectedly, 
drew howls of protest from sections of the political class 
that are still clinging to the Nehruvian worldview that 
looked at the world through the prism of a greater good 
of mankind than through a purely nationalistic one. The 
US assertion, this lot claimed, was nothing but a thinly- 
veiled attempt to draw India into its (allegedly evil) 
global game plan, and away from "long-time friends". 
This argument does not hold any water. Countries 
have interests, not friends. If the US, in its own interest, 
offers India a seat at the high table of global powers, the 
government should grab the opportunity with both 
hands. Fortunately, the UPA government, and before it, 
the NDA, has realised that it's the prescription that 
counts and not the identity of the doctor. 


appearing in “unauthorised” matches. It is very likely that 
the ICL, or some other aggrieved party, will now reopen 
that question before the judiciary. 

But legality aside, BCCI’s stand—which is almost 
certainly driven by its desire to maintain its monopoly 
over the game that is now a multi-billion dollar industry 
in India—is also 
bad for the game. 
Just about three 
decades ago, an- 
other media 
mogul, Australia's 
Kerry Packer, and 
his Channel 9, 
had revolutionised 
the game by poac- 
hing the world's 
top players and 
organising One- 
Day matches be- 
tween sides formed from this pool. Day-night cricket, 
coloured clothing and white balls, now so much a 
part of the game, were all incubated by Packer's World 
Series Cricket. History is repeating itself as the next big 
innovation in cricket, Twenty20, takes root. 

It is a no-brainer that the local cricketers will ben- 
efit immensely from playing with world beaters (albeit 
recently retired ones) like Brian Lara, Shane Warne and 
Glen McGrath (the latter two haven't yet confirmed 
their participation in ICL). 

BCCI chief Sharad Pawar is a canny politician. He 
should force his team to come to an understanding with 
ICL; otherwise, there is every possibility of its 
monopoly being snatched away. Ш 
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What’s Troubling RBI? 


Y.V. Reddy is finessing his strategy to control 
inflation without sacrificing growth. RISHI JOSHI 


RBI Governor Y.V. Reddy: Tough act 


hovering in the central bank’s comfort zone of 4-4.5 per cent, there 

seemed to be a consensus among bankers that he would ease up on 
tightening monetary policy. Some, like ICICI Bank СЕО K.V. Kamath, had 
expected rates to soften. But in RBI's quarterly review of monetary 
policy announced on July 31, Reddy sprang a surprise. Though he 
left the key Bank Rate and repo rates unchanged, he once again hiked the 
cash reserve ratio (CRR) by another 50 basis points to 7 per cent and rem- 
oved the Rs 3,000-crore cap on daily reverse repos under RBI’s liquidity 
adjustment facility. 

This is the fourth time in eight months that the central bank has 
raised the CRR, in all by 200 basis points. The objective, it says, is to main- 
tain appropriate liquidity. The latest hike will drain Rs 16,000 crore 
out of the banking system. What will also help in mopping up excess liq- 
uidity is the decision to lift the cap on reverse repos. 

So, what will be the fallout of RBI's measures this time? The good news 
is that the CRR hike is unlikely to translate into higher interest rates. There 


R: GOVERNOR Y.V. REDDY IS PLAYING HARDBALL. WITH INFLATION 


The fortnight's burning question. 
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Maybe. T.K. Bhaumik, Chief 
Economist, Reliance Industries 
Given the geo-political turmoil 
around the world, the country 
should take a fresh look at the 
issue of nuclear energy. Since the 
country is dependent on imports 
of nuclear fuel to run its reactors, 
it doesn't seem like a sound opt- 
ion. But we can always resort to it 
as an alternative fuel. 
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is an estimated Rs 40,000-crore excess liquidity in the system. But, 
points out Subir Gokarn, Chief Economist, CRISIL: “It will certainly 
put an end to the banking sector’s plans of lowering lending 
rates as some banks had already started to do. That is one of the 
objectives of taking these measures.” 

With their net interest margins taking a hit (they do not get any 
interest on CRR deposits with RBI), banks will be forced to lower dep- 
osit rates. Some, like the Bank of India and Bank of Baroda, have 
already lowered their rates on one-year deposits by 50 basis points 
to 9 per cent. For the middle class, which has already been hit by the 
steady rise in interest rates on home and consumer loans over the last 
year, this is a double whammy. For one, the CRR hike almost certainly 


rules out any immediate 
THE GAMEPLAN 


softening of interest rates 
and then, they will get 
RBI is walking a tightrope between 
controlling liquidity—and inflation—and 


lower returns on their 
bank deposits. Says 


maintaining growth rates. Gokarn: "That's a trade- 
РЕСЕ 
Ашан c و‎ oer trolling inflation and en- 
excess liquidity suring macro-economic 
= Intervene ively in the forex stability might well be 
aggressively А 

market to the rupee stable worth the cost of taking 
keep pee | 8 

at 40-40.50 levels these measures.” 
The central bank is 
m Use the system already in place keen on ensuring that exc- 
to manage the excess liquidity as ess liquidity in the bank- 
a result of the above ing system does not push 
= Force banks to lower interest the inflation rate upwards 
rates on deposits, thus, ensuring en s m T.K. 
lower circulation of money aumik, Chief Economist, 
Reliance Industries: “RBI is 
= Focus on еее of the facing a dilemma. You have 
Strategy: sustain growth rates, high growth rates on the 
ensure that cost of money one hand and the central 
remains stable, and manage bank obviously doesn’t 
liquidity want to disturb this mom- 


entum. On the other hand, 

inflationary pressures re- 
main due to higher oil prices." This probably explains why it has kept 
interest rates untouched and opted for a CRR hike. 

Then, there is the problem of the appreciating rupee affecting exp- 
orts. Analysts feel that RBI is likely to intervene actively in the 
forex market in the days ahead to keep the rupee stable at 40-40.50 
levels to give some respite to exporters. This will result in fresh inf- 
usion of liquidity into the system as the central bank releases more 
rupees to mop up dollars. Says Bhaumik: “The CRR hike is a pre- 
emptive measure to suck some of the excess liquidity from the 
system before it intervenes to prop up the rupee." 

The central bank's initiatives then seem to be based on a three- 
pronged strategy—growth should not be hit, cost of money should 
not go up and yet liquidity must be managed. Whether it hits the 
bullseye with its gameplan remains to be seen. 
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Q&A 
"We Will Take 
India to the World" 


Ге DYNAMIC AND EXTREMELY 


articulate, Anne Bernard, 
Managing Director of BBC World, was in 
India recently for the launch of BBC's 
World News Today, an international 
news bulletin for the South Asia region. 
She spoke to BT's Anusha Subramanian 
on her vision for BBC World's India- 
focussed programming. Excerpts: 


Can you elaborate on World News Today? 
World News Today is our new flagship 
prime time live news bulletin at 9.30 
p.m. from Monday to Friday that is 
meant for the South Asian market. 
For the first time ever, an interna- 
tional news programme will have a 
completely Asia-India focus. The bul- 
letin, presented by Nik Gowing, will be 
on BBC World's global feed as well. 


Are you planning more India-focussed pro- 
gramming? 

Yes, we have launched India Business 
Report, a weekly half-hour business 
show on Sunday that will show what is 
happening in Indian businesses to aud- 
iences across the world. Then, begin- 
ning August, BBC World will be running 
a month-long programme—India and 
Pakistan at 60—to mark the anniver- 
sary of the countries’ independence. 
The series will explore the present and 
look at the future. 


Why are you focussing afresh on India? 
India is an important market for us. 
Our programming will take impor- 
tant events in India to our interna- 
tional audiences. 
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India Inc.: Other Income to the Rescue 


HE OVERALL OPTIMISM WAS KEPT 
Le by India Inc. which rep- 
orted another good quarter ended 
June 2007. At first glance, the per- 
formance seems fantastic, with 
2,308 companies registering a mas- 
sive 39 per cent growth in net 
profit to Rs 59,273 crore, against 
Rs 42,586 crore in the 
previous corresponding 
period ended June 2006. 
Topline grew 19 per cent 
to Rs 5,33,784 crore 
(Rs 4,49,058 crore) dur- 
ing this period. Despite 
other income surging 73 
per cent to Rs 23,578 
crore (Rs 13,619 crore), 
the performance by India 
Inc., at the operating inc- 
ome level, too, was quite 
impressive. It recorded 
margins of 38 per cent, 
compared to 28 per cent 
in the earlier quarter. 

Says Amitabh Chakr- 
aborty, President (Equ- 
ities), Religare Securities: 
“The overall first quar- 
ter result was in line with 
expectations. The rising 
rupee helped bring down 
the cost of raw materi- 
als. However, rising in- 
terest and salary costs 
somewhat offset this advantage.” 
Expenditure rose 14 per cent to 
Rs 4,10,240 crore (Rs 3,59,386 
crore), which was due to the 22 per 
cent rise in salaries to Rs 36,964 
crore (Rs 30,310 crore) and raw 
material costs that increased by 12 
per cent to Rs 2,85,169 crore (Rs 
2,53,830 crore). 

However, a closer scrutiny of 
the fine print reveals that this stel- 
lar performance is driven mainly by 
second-rung companies. For the 
30 Sensex companies, profits rose 
24 per cent to Rs 24,668 crore 
(Rs 19,900 crore) on a 16 per cent 
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rise in revenues to Rs 1,33,042 
crore (Rs 1,14,860 crore). 
However, the operating incomes of 
the Sensex companies grew only 
17.7 per cent, thus, indicating that 
the growth came mainly from 
higher other income. These com- 
panies reported a PBDIT growth of 


THE BIG PICTURE 





18 per cent to Rs 38,238 crore 
(Rs 32,474 crore). 

Says Rajesh Jain, СЕО, Pranav 
Securities: *There were no major 
disappointments in future guid- 
ance. That is why the markets have 
rewarded investors." Despite the 
crash on July 27, 2007—the 
Sensex tanked 542 points (3.4 per 
cent) following concern over global 
weaknesses—between June and 
July 2007, it gained 6 per cent. 

Among the Sensex stocks, the 
best performers were Maruti 
Udyog (profits up 35.2 per cent), 
Grasim Industries (up 64 per 


cent), SBI (up 78.5 per cent), ITC 
(up 20 per cent) and Dr Reddy’s 
Laboratories (up 35 per cent). 
The disappointments came from 
Bajaj Auto (down 18.1 per cent), 
Reliance Energy (down 18.5 per 
cent), Cipla (down 30 per cent) 
and NTPC (down 23 per cent). 
Meanwhile, overall, 
among sectors, bank- 
ing disappointed; alm- 
ost every bank, with 
the exception of SBI, 
reported lower net int- 
erest income than mar- 
ket estimates. Engine- 
ering and automobile 
and auto components 
companies also disap- 
pointed the Street; com- 
panies like Suzlon, BHEL 
and Siemens posted 
lower margins in the en- 
gineering space and 
auto companies like 
M&M, Punjab Tractors, 
Bharat Forge, Ashok 
Leyland Amtek Auto 
and Tvs Motor recor- 
ded lower than expec- 
ted profits. The cement 
sector, led by Grasim 
Industries, and compa- 
nies in the infrastruc- 
ture and FMCG sectors 
impressed the market with their 
higher margins. Says R. Sreesan- 
kar, Head (Research), 1L&Fs 
Investsmart: “Going forward, the 

road is tough for India Inc.” 
For now, despite the minor 
glitches in the fine print, Indian 
companies can look back at the 
first quarter with some satisfac- 
tion. However, if margins that are 
under pressure don’t improve— 
given the backdrop of high oil 
prices and concerns over global 
slowdown—it will be tough for 
the market to sustain at these levels. 
MAHESH NAYAK 
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No Kidding: Ads Can be Quite Misleading 


OLLOWING CONCERNS ABOUT 

companies promoting unh- 
ealthy practices—especially through 
advertising targeted at children and 
young adults—companies are beg- 
inning to make all the right noises, 
and some have even issued mar- 
keting guidelines on the same. For 
instance, Kellogg has decided to 
drop Spiderman and Shrek from 
ads for its cereals and snacks. 

We think it’s time to present 
some recent ads that have fallen 
foul with our very own ASCI 
(Advertising Standards Council of 
India). To be fair, most of these 
were withdrawn, but it goes to 
show that creativity often has little 
to do with good old common 
sense. All data has been sourced 
from ASCI website (bttp://uwww.as- 
cionline.org/fivelcccdecisions.btm). 


Cadbury India * 





Product: Cadbury Fruity Gems ad 
on Nick channel. 
Agency: N.A. 
Visual: *A child eating fruits and 
another child eating Gems of the 
same flavours. At the end of the 
advertisement, the child eating 
fruits is shown eating Fruity Gems 
instead of fruits (because it has 
many more flavours)." 

Complaint: Advertisement has inf- 
luenced the complainant's six-year- 
old daughter so much that she 
doesn't want to eat fruits and wants 
to eat only Cadbury Fruity Gems. 
Action: Advertiser assured appro- 
priate modification of the ad. 
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Neo Sports Broadcast * 





Product: Neo Sports channel. 
Agency: N.A. 

Visual: “A young boy, aspiring to 
become a big cricketer, is shown 
wearing cricket gear and playing a 
shot in the air. He later comes 
back to his original state with a 
bucket and broom in his hand." 
Complaint. Advertisement encourages 
child labour, which is banned. 
Action: Tv commercial withdrawn. 


Heinz India" 


Product: Complan. 

Agency: N.A. 

Visual: Claim of unnatural height 
increase by “this much” (visually 
depicted). 

Complaint: Height of complainant’s 
child has not increased by the 
amount shown in the commercial 
despite him being fed Complan 


for a year. Therefore, the claim of | 


massive height increase is not sub- 
stantiated, and is misleading 
audiences by gross exaggeration. 
Action: rv commercial modified. 


Nike India 





Product: Nike Sports Shoes. 

Agency: N.À. 

Visual: “Some boys kicking a football 
at a (girl) doll hanging from a door 
post. A small girl watches them 
with apprehension.” 

Complaint: This may lead someone 
to do this with a live baby. The adv- 
ertisement is demeaning, vulgar, and 
in bad taste. 

Action: None. Ad campaign con- 
cluded in January 2006. 


"mc 


Product: Sunfeast Biscuits 
Agency: FCb-Ulka 
Visual: “A young boy attempts to 
play basketball, is not able to reach 
the basket and is, therefore, bullied. 
The mascot of the company gives 
Sunfeast biscuits to the boy, who 
after eating it, instantly grows taller 
and is able to reach the basket." 
Complaint: Visual depiction likely to 
exploit the vulnerability of chil- 
dren. Ad is misleading. 
Action: rv commercial withdrawn. 
* ASCI member 

SHAMNI PANDE 
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et the bulls & bears to work for уои" 
Presenting HSBC Dynamic Fund, a fund that seeks to aggressively capture growth in bullish 
equity markets. Yet it has the flexibility to move 100% of its assets into money market instruments, 
fixed income securities and derivatives in an attempt to reduce the impact of market falls (a bear 
phase) on your investments. To know more, call us or your investment advisor. 








HSBC Dynamic Fund 
NFO | 3 Aug to 30 Aug 2007 


sms INVEST to 6767 HSBC © Mutual Fund 
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. Tel: 022-6666 8819. Statutory Details: HSBC Mutual Fund has been set up as a trust by HSBC Securities and Capital Markets (India) Private Limi 
{liability restricted to the corpus of Rs 1 lakh). The Sponsor/associates of the Sponsor/Asset Management Company (AMC) are not responsible or liable for any lo 
shortfall resulting from the operation of the Schemes. The Trustees of HSBC Mutual Fund have appointed HSBC Asset Management (India) Private Limited as the 
Investment Manager. Risk Factors: All investments in mutual funds and securities are subject to market risks and the Net Asset Value (NAV) of the Scheme may go up or 
down depending on the factors and forces affecting the securities markets. Market views expressed herein are for general information only and do not have regard to specific 
investment objectives, financial situation and the particular needs of any specific person who may receive thís information. There can be no assurance that the objectives of 
the Scheme will be achieved. Past performance of the Sponsor. AMC, Mutual Fund or any associates of the Sponsor/AMC does not indicate the future performance of the 
Scheme of the Mutual Fund. HSBC Dynamic Fund (HDF) is the name of the Scheme and does not in any manner indicate the quality of the Scheme or its future prospects 
or returns. The scheme endeavours to trade in various derivative instruments. For risk factors on trading in derivatives, please refer Offer Document. Scheme Classification 
& Investment Objective: HDF (an open-ended Scheme) seeks to provide long term capital appreciation by allocating funds in equity and equity related instruments. It also 
has the flexibility to move, entirely if required, into debt instruments in times when the view on equity markets seems negative. Asset Allocation: Equity and equity related 
instruments - 0 to 100%, and Debt and money market instruments - 0 to 100%. Terms of Issue: Units of the Scheme are being offered at Rs 10/unit for cash plus applicable 
load during the NFO and at NAV based prices thereafter, subject to prevailing loads. The AMC will calculate and publish the first NAVs within 30 days from the closure 

the NFO & will disclose the NAV of the Scheme on every Business Day. Load Structure (includes SIP/STP): During NFO & Ongoing basis - Entry - 2.5% for 
investments/switch ins* below Rs 5 crores, otherwise Nil. Exit ~ 1% for investments below Rs 5 crores, if redeemed/switched out? within f year from dat 
otherwise МИ. * No load in case of switches between equity Schemes of HSBC Mutual Fund. The entry/exit loads set forth above are subject to change at the 

AMC and such changes shall be implemented prospectively. Please read the Offer Document carefully before investing. ( 
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What is it? It's a scheme under 
which the Human Resource 
Development (HRD) Ministry will 
make expensive textbooks for Un- 
dergraduate and postgraduate 
courses available to students in a 
free digital format. 


Why e-textbooks? A digital text- 
book can provide integrated multimedia func- 
tions, such as video clips, animation, virtual reality, and 
hyperlinks, in addition to the documented materials, and also utilise a wider range 
of learning materials by linking them to the databases of other institutions. 




























At what cost? The government is willing to share the cost with the publishers 
and will compensate them for any losses they might incur. 


When will it be launched? The HRD Ministry wants to incorporate the proposal 
in the 11th Five-Year Plan. 


MANU KAUSHIK 


26 BUSINESS 





ECONOMY 


STATUS: Rs 8,739 per 10 gm on 
August 2, 2007. 


Poised for Take-off 


Gold prices have yo-yoed in recent times 


9,188 


8,739 


Jan. 1, 2007 


Figures in Rs per 10 gm 


Aug. 2, 2007 


IMPACT: Over the last month, gold 
prices have gained nearly 3 per cent. 
However, year to date prices are still 
lower by 5 per cent. In the short-term, 
the yellow metal is expected to re- 
main range-bound. However, in the 
medium- to long-term, the metal is 
expected to gain ground, as it will act 
as a hedge against all investments. 


STATUS: Telecos will invest $12 bil- 
lion (Rs 49,200 crore) in 2007-08. 
Rising Capex 


Telecom companies will double their spends 
this year. 


Bharti | 15 25 

Reliance | 1 3 
[ 
| 0.75 

BSNL | 125 

Vodafone 1 

Essar 3 

0.45 
Idea 0.9 
Tata 1 
2006-07 ШШй2007-08 (Projected) 
All figures in $ billion Source: BT Research 


IMPACT: India remains an under- 
penetrated market; so, higher invest- 
ments are expected to lead to more 
subscriber numbers. 


COMPILED BY MAHESH NAYAK 


Source: Kotak Commodities 
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The stylish new HTC $710 -— = " ewer 
powered by Windows® Mobile" (Available for Rs. 16,990 شن‎ 


Empower yourself and your team with Windows Mobile Phones. 
Get your e-mail on the move 


Most scalable mobile solution with no extra investment required on additional 
Servers or Software (with Microsoft Exchange Server) 


Access Word, Excel, PowerPoint and a wide range of applications 


Unlimited entertainment options like music, camera, internet, chat and much more 


Choose from a wide range of smart phones from leading device partners 


hrc | imate | O, | ЇЙ | 


HTC S710: Na 
Gurgaon. n ete 
‹ 888 89 Jaipur 
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perspective, for the power to see beyond. No wonder 
know best, read the best. 


E] pens tre poe tos d o тошт eli 


To subscribe to Indias No.1* business magazine log on to www.business-today.com 
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P-WATCH 


A bird's eye view of what's hot and what's 
not on the government's policy radar 





ECB LIMIT MAY BEHIKED 


USHED BY THE RECENT SLUMP IN 
Pa. net inflows of foreign 
funds and rising interest rates, the 
government is mulling over 
the possibility of hiking the annual 
cap on foreign borrowings 
through the external commercial 
borrowing (ECB) route by 10-20 
per cent from the current ceiling 
of $22 billion (Rs 90,200 crore). 
Last year, the limit was enhanced 
from $14 billion (Rs 57,400 
crore) in two phases. 





month, it had rejected the relax- 
ation of ECB and FDI norms for infra- 
structure financing companies 
which are permitted to raise ECBs of 
up to $500 million (Rs 2,050 crore) 
through the automatic route and 
another $250 million (Rs 1,025 
crore) through the approval route. 
The external borrowings route 
was opened in 2001, and repay- 
ments have become effective only 
from 2006 due to the tenor of the 
ECBs—they mature in five years. 


RBI Call: Tough stance? Underlying the tussle between 
the RBI and the Finance Ministry is 
the fact that the rupee is not convertible. Hence, mon- 
etary controls and manouevres have come to stay. 


Perhaps, puppeteers, have an easier job. 


The Finance Ministry is also 
planning to change the yardstick 
for fixing the ECB limit. It proposes to use net inflows 
(gross inflows minus loan repayments) instead of 
gross inflows as the criteria. 


The RBI, however, is taking a tough line. Just last 





FDI POLICY ON SHEDDING STAKE 


N A MOVE THAT WILL MAKE IT EASIER FOR FOREIGN COM- 
Tones to invest in India, the government is set to 
review the policy that imposes divestment stipulations 
on multinationals in key sectors such as petroleum, 


food processing and 
STAY INVESTED 


chemicals. The Food 
Processing Ministry, 
æ Govt. to make it simpler for MNCs 
to invest in India 


in particular, may be 
asked for suggestions 
following its recent 
run-ins with PepsiCo 
on the issue of manda- 
tory divestment in its 
bottling operations in 
India; the us cola giant 
wants to be exempted from the mandatory divestment 
obligation. The government, on its part, now wants to 
end the subjectivity involved in the entire exercise. The 
idea is to come up with a broad policy on the issue, 
instead of taking up proposals on a case-to-case basis. 
Exit arbitrariness; enter systems? Hopefully, it is not 
just food for thought. 





m Mandatory divestment stipulation 
being reviewed 


в The goal is to come up with a 
broad-based policy framework 


RISHI JOSHI 


RISHI JOSHI 


EASIER LAND DEALS? 


HILE THE GROUP OF MINISTERS | 
(GoM) looking into issues 
relating to various amendments 
to the Land Acquisition Act is still 
far from reaching a decision, the 
Rural Development Ministry has 
reportedly suggested that state governments be 
allowed to acquire 30 per cent of the total land 
required for industrial projects, instead of the present 
limit of 10 per cent. 

The suggestion entails a 70:30 formula, where 
the individual company directly buys 70 per cent of 
land from the owners and the state government 
acquires the remaining 30 per cent. Rural 
Development Minister Raghuvansh Prasad Singh, 
who chairs the GoM (constituted after violent protests 
in Singur), has reportedly been lobbying hard with 
other Cabinet colleagues on this. According to offi- 
cials, the GoM will meet sometime in August to con- 
sider the suggestion. It is an industry-friendly initia- 
tive, but will it attract criticism from the Opposition? 

AMIT MUKHERJEE 
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P-WATCH COLUMN The why, what and how-to of policy making. $ 





WHEN THE DUST BEGAN TO SETTLE 
on the controversial 4,000 mw 
Sasan mega power project and 
it became clear that it was being 
reassigned to Reliance Power, 
Anil Ambani got into a forgiving 
mood. -He suggested that the 





Power Ministry call off its en- 
quiry into the initial bid which 
led to Lanco nearly walking 
away with the project. Parties 
involved: Power Finance 
Corporation and consultants 
Ernst & Young. Power Ministry 
officials, of course, did not blink. 
After all, charity ought to stay 
firmly at home. 

BC 


JOBS FOR THE BOYS? 
FOR THOSE WHO THOUGHT THAT 
there was no sense of ownership 
of public projects in the bu- 
reaucracy, here is a contrarian 
point. Over the last few months, 
Ajay Dua, the recently retired 
Secretary in the Industrial 
Promotion Department, has fu- 
riously pursued the $100-billion 
(Rs 4,10,000 crore) Delhi- 
Mumbai investment corridor 
project with a keen sense of re- 
sponsibility. Post-retirement, 
Dua has been appointed a con- 
sultant to the project. Any 
coincidence? 

BC 


THE PARANOID DON’T SURVIVE 


VER THE LAST FEW WEEKS, THE STATES” INFRASTRUCTURE DEPARTMENTS 
were asked to fill up a questionnaire from the country’s apex secu- 
rity establishment, the National Security Council. The issue: with 
foreign investments gushing into the country like a torrent, what “filter” 
should the government use to protect national security? Expecting an objec- 
tive view from the bureaucracy on this issue is unrealistic—security or not, 
letting go of controls is not in its DNA. What is worse is that this consultative 
process is now adding fodder to a proposed legislation, Security Exception » 
Bill. The proposed active ingredient: the Ministry of Home Affairs will 
examine FDI applications in the infrastructure and pharmaceutical sectors. 

The question then is: is this extent of government intervention propor- 
tionate to the issue on hand? Certainly not. Rather, the chances of abuse by 
domestic industry and competitors outweigh any marginal benefit accruing 
from keeping the home ground "sterile". The loser: the Indian consumer, 
since competition will be restricted. Even the aspect of sterility needs to be 
put in perspective. By holding back Chinese telecom major 
Huawei's Indian business plans, is China's ability to 
infiltrate and compromise the country's security 
blunted? The links of the Huawei promoters with 
the Chinese establishment is common knowledge 
among the Indian security agencies; and this, 
itself, will prove to be a strong deterrent. So, 
why indulge in over-regulation? Yes, security 
concerns about doing business along the coun- 
try's borders are valid. And there, applying a fine 
lens is not inappropriate, only rational. 

The flip side of over-regulation is that it can 
turn away foreign investments. It is true that FDI 
flows into the country are consistently rising, year on 
year. But the government's proposal on choosing the qual- 
ity of FDI capital entering the country does not inspire confidence. 

Here's why: despite the flood of investments, we need to recognise that 
sustained inflows is not a given. Easing the bottlenecks is critical—the pace of 
power reforms needs to improve; the clogging in the ports must ease; and A. 
industry must spend less time in government offices for going about its busi- 
ness, to name a few. For, only then can we have a lasting and robust solution 
to a significant problem in recent times—one of battling inflation, which in 
turn, is affecting overall economic growth. This alone can resolve the infla- 
tionary situation of “too much money chasing too few goods” without hurt- 
ing growth. It is not just about investments in the country. Global competi- 
tiveness of Indian companies will suffer if they are not allowed to enter into 
alliances with so-called “suspect” foreign companies. 

Finally, here is a glimpse of what consumers could lose if filters are 
applied. Lanco Industries set a benchmark for power tariffs in the country 
on the back of Chinese turbines in the 4,000 Mw Sasan power project bid 
held early this year. It is another matter that it was finally disqualified. But 
the fact remains that Anil Ambani had to match this tariff when he wanted € 
the project. And, he did just that. 
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NEWS NUMBERS OF NOTE 


SANJAY DUTT 24. The number of Indian companies listed on the 
"т London Stock Exchange 


10,000. The number of people who left the 
top four IT firms—TCS, Infosys Technologies, Wipro 
and Satyam Computer Services—in the first quarter 
of 2007-08 


$260 million: The estimated annual earnings of 
Oprah Winfrey, the host and supervising producer of 
The Oprah Winfrey Show, making her the highest 
earning TV star in the world, according to TV 

Guide magazine 





AP 





Sanjay Dutt: To. i $1 194 (Rs 48,954): India's per capita 
, 
yum M vetet consumption expenditure, according to an 
e DUTT IS HARDLY A STRANGER i CONTROVERSY. Asian Development Bank study 
J The actor, the only son of Bollywood power 
Mose im Dutt a Muir a 264: The current size of India’s commercial 
decades 1 aircraft fleet 
had a turbulent life which has involved trysts with 
drugs, из ала Жай эйе ee 19.86. The tele-density in India in June 2007 
Чы to eres шы ES е im. Compared to 19.26 in May 2007 
оаа та бек n $ 1 5 . 2 million: The amount that Arun Sarin, 
siti before the blasts Abu Salem is said Chief Executive of Vodafone, took home last year. 
fake Dutt a hend He was the fourth highest-paid European CEO behind 
b ves il iy. ee Carlos Ghosn, CEO, Nissan Motor Co; Jean-Paul 
and a pistol, that were a eged y smuggled nto Agon, CEO of L'Oréal; and Alessandro Profumo, 
dee sr rh yide pl iita e CEO of Italian bank UniCredit 
leeds oie roin der D Md $500,000. The daily rent of deep-sea oil rigs 
vem аин reeds wel i in the Gulf of Mexico and West Africa 
та т Rs 40,000 crore: The amount companies 
Ue We put paid to those hopes. He did come ауе mobilised through public issues in India so 
‘back in style—and movies like Vaastav, where he !2' in 2007 
played a gangster, Mission Kashmir and Kaante 
were noticed by the audience. His biggest success, Rs 41 ,000 crore: The amount the 
however, was reserved for Munnabhai MBBS and its government will invest to modernise and expand 35 
sequel, Lage Raho Munnabhai which set the cash  —non-metro airports in the country by 2010 
registers ringing. 
Bi Ditis a ihr. He has faced and overcome 9 per cent: The contribution of the SME (Small and 
a string of adversities—drug abuse, the death of his Medium Enterprises) to the GDP 
first wife to cancer and several failed relationships — à 
but has never really allowed any of this to affect his 11 minion: The number of HARRY 
career. Bollywood producers, who have over Rs copies of Harry Potter and the POTTER 
100 crore riding on him, will be hoping for relief from Deathly Hallows sold in the US 
the higher judiciary. and UK in the first 24 hours Fox 
Meer! after its release on July 21, S2 de 
УГОНАМ 2007, according to figures rel- ї 
eased by Scholastic Incorporated 4 





Every day at Accenture, our work is helping to 
transform companies into high-performance 
businesses all around.the globe. With over 
30,000 professionals in India, and more'than 
158,000 people worldwide, we're making a 

meaningful difference in a wide variety of 
industries - whether it's playing a pivotal role 
to bring new medicines to market more quickly 
or helping to extend the reach of satellite radio. 


If this is your idea of a typical working day, 

now is the time to act, because August is 

Accenture careers month. To find out more, 

visit our website today. NOS 


SY 
Visit accenture.com/india accen re 


* Consulting « Technology.» Outsourcing High pet formance: Delivered: 





Colo: 
imageRUNNER 


SAVES COST: Increases business profitability | SAVES TIME: Increases manpower productivity | Total office documentation control now in your hands 


Business be simple For further information, call Canon: 1800 345 3366*/39010101' OR VISIT www.canon.co.in 
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Canon 


Delighting You Always 


* Presenting Canon imageRUNNER Colour series. 
Makes complete sense to go colour now. 


Here is a management tool that promises to add to productivity without adding to cost The Canon imageRUNNER colour 
series now comes to you at hardly any difference from a black and white machine. Its intelligent feature of password enabled 
access control lets you regulate colour prints, thereby assuring cost control unlike ever before. And also avail many more 


benefits like colour scanning, scan-to-mail etc. So get a Canon iRC for your office now. And make success a regular habit. 





A 
ІКС 4580i H 
& 
ALSO AVAILABLE: Model No. iRC3380, iRC3380i, iRC5185, iRC5870i & iRC6870i i 
~ 


e /2 


MID Р; 
Corporate Office : Canon India Pvt. Ltd., Second Floor, Tower A & B, Cyber Greens, DLF Phase-lll, Gurgaon -122 002 ‚шс Delightful Years 
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At Vestas, we design wind turbines for turbulent mountain 


winds, extreme arctic conditions, dusty deserts, choppy 


seas and rolling plains. 


As the world leader in wind power, we have designed 
wind turbines for all kinds of terrains in 60 countries 


around the world. 





In India, we faced a different c hallenge - designing a 
Ё gnin; 
wind turbine for low and medium wind conditions. 


The result - the V82, a 1650 kW turbine, the most 
powerful in the country today. Spec ifically designed to 
generate maximum power from Indian winds, the V82 € 


offers maximum value to customers. 


Vestas Wind Technology India Private Limited 298, Old Mahabalipuram Road, Sholinganallur, Chennai 600 119, India. Tel: + 91 44 2450 5100 
(Wholly owned subsidiary of Vestas Group, Denmark Fax: + 91 44 2450 5101 E-mail: vestas-india(Qvestas.« om Web: www.vestas.com 


$ 


there’s wind there’s Vestas 





Vestas backs the V82 with expert advice and 


lifetime service support. 
Just what you would expect from the world leader 


` 
World No. Tin wild Power 


Visit us at www.vestas.com 


Regional Off. Tel Nos Ahmedabad: 6543 3728 Bangalore: 4132 0488 Coimbatore: 2216 091 Delt 
Hyderabad: 2373 4590 Indore: 98260 79408 Kolkata: 2289 4270 Mumbai: 6597 2960 


This man says he wishes these 

Carriers well, but wants us to 

wait till he gets his new Airbus 

A340-500s in April 2008 that 

will fly non-stop between 

Bangalore and San Francisco. | 

“Luxury? You haven't seen ECONOMY CLASS stil 

luxury yet!” he said (ironically) | fy at the back of the plane, but both 

at the Air India showcase. | carriers are offering world-class in- 

We're waiting... flight entertainment systems with 
large screens and a huge selection 
of movies in several languages. 


Global Economy: Sprinting Ahead 


The global economy continues to expand at a brisk pace, with emerging markets leading the way, says a recent International Monetary Fund report 


PROJECTIONS PROJECTIONS 
2005 2006 2007 2008 2005 2006 2007 2008 
World output 4.9 i 5.2 5.2 Central and Eastern Europe 5. р, 9.1.5304 
Advanced economies 2.6 ; 26 28 Commonwealth of Independent States 6.6 7 По 7,1 
United States 32 : 20 28 Russia 6.4 ] 70 68 
Euro zone L5" y 26 25 Developing Asia 7 89.7 Co s 
Japan 1.9 22 38 20 China 11.2 
United Kingdom 2 29 27 India 9.0 | 9.0 
Newly industrialised 47 53 48 48 West Asia 5.3 7. o7 


Asian economies Western Hemisphere 4.6 0 
Other emerging markets 1 80 76 Brazil 29 7 221 
3 


and developing countries з 29 | 
Sub-Saharan Africa Ti 5 69 64 exico | 


Figures are annual percentage change 
4 E 












FIRST CLASS 
Both offer 23" TV screens, and lie-flat 
beds. Jet even has sliding doors to 
give the First Class traveller complete 
privacy at 35,000 feet; this is 
considered one of the best First Class 

in the world (better than 
even Emirates and Etihad, according 
to people who have seen them). 


BUSINESS CLASS 


This may not be as luxurious as First 
Class, but the amenities offered are 
comparable with the best in the world, 
with near-flat beds; and both carriers 
offer a wide selection of foods and wines. 
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*The opportunity in India is not smooth, we 
have to change the process of reforms and 
will have to go faster" 

P. Chidambaram, Finance Ministe The Inc Ex 


“I’m not going to have a legacy. Legacies 
are for dead people” 


Sumner Redstone, Chairman, Viacom and CBS, in Busine \ 


“Our customers are going global and we 


have to follow them” 
Chanda Kochhar, Deputy MD, ICICI Bank, in The Tit 


“Indian retailers want to compete with the best 
in the world; if you are going to build 1,000 
grocery stores in India over the next three 
years, and they look like a US store 30 years 
ago, when international competition arrives, 
then you will have to shut down” 

Harminder Sahni, MD, Technopak, in Hindustan T 


“The US, EU, Brazil and India need to move the 
talks forward, else there is a danger that parts of 
the world will relapse into a protectionist era” 


Gordon Brown, Prime Minister, UK, in The Econon 


“Its easier for our software to compete with 
Linux when there’s piracy than when 
there's not” 

Bill Gates, Chairman and Chief Architect, Microsof rf 


“The poor are more bankable; they are more 
creditworthy. Poor people will give you more 
margins. All over the world, large ticket, com 
mercial lending is more loss-making” 


Kamlesh C. Chakrabarty, Chairman and MD, Punjat 
in Mint 


“We belies e the iPhone offers tremendi 115 У alue 
that customers couldn’t have even imagined 
before” 

Timothy D. Cook, Chief Operating Officer, Apple т N 


“We may be a big company but we retain the 
mindset of a small and agile organisation which 
challenges existing norms all the time” 


Percy T. Siganporia, CEO, Tata Tea, in Business standard 





Sporty luxury. No longer a contradiction. 
The Audi A4 Limited Edition. 


The Audi A4, a symbol of quality, sophistication and luxury is even more 
desirable now in a Limited Edition. S line, Audi's exclusive symbol of 
supreme sportiness is standard on the Audi A4 Limited Edition. With 
Audi's distinctive single frame grill, front spoiler, integrated boot spoiles 
and S line badging. This Limited Edition also includes an exclusive Bose 
Sound System and Alcantara” leather seats. The highly exclusive A4 
Limited Edition provides a total package that is both luxurious and 


sporty without rp promisi л comfort 





Vorsprung durch Technik www w sod 


pan 


E. 208 


"c 


For further details please contact your dealer in: 


Mumbai, Tel.: 022 65292834, Email: info@audimumbai.com 
“Delhi, Tel.: 011 40510300, Email: info@audidelhi.com 
Bangalore, Tel.: 080 28521550, Email: info@jubilant-audi.com 
and opening soon in Gurgaon, Hyderabad, Chandigarh and Ludhiana. 


Audi Call “ee Tel ‘ 1800 11 2834 ог 011 261522889 Frail: infanti co in 
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POSTED: By the TV 
Today Network, 
which broadcasts Аа] 
Tak, a record 440 per 
cent growth in net profit to Rs 7.99 
crore in the first quarter ended June 
2007. Topline grew 50 per cent to Rs 
55.66 crore and the channel retained 
its leadership among all TV news net- 
works in the country. After a suc- 
cessful beginning in Europe and the 
US, TV Today will launch Aaj Tak in 
the UK this month. TVTN is part of 
the same group that publishes 
Business Today. 


UDA z; 





RANKED: By Asian Development 
Bank, India at #17 among 23 na- 
tions on a measure of people's eco- 
nomic well-being. China is ranked 
two slots above at #15. The 
economies are compared based on 
"actual final consumption of house- 
holds" (AFCH), which is a measure of 
what households actually consume. 
The five economies that top the list 
are: Hong Kong, Taiwan, Singapore, 
Brunei and Macao. 


LAUNCHED: By Nokia, its first-ever 
satellite design school in India in col- 
laboration with Shrishti Design School 
of Art, Design and Technology in 








Bangalore. Currently, 28 students of 
Shrishti Design are working on around 
10 projects with Nokia. 


RECORDED: By the Indian mutual 
funds industry, the highest-ever 
monthly inflows—Rs 86,100 crore— 
in July, taking its total assets under 
management to Rs 4,86,513 crore, 
up 21.5 per cent from Rs 4,00,333 
crore a month ago, according to the 
Association of Mutual Funds in India 
(AMFI). 


EXTENDED: By the Income Tax de- 
partment, the last date for filing retums 
for 2006-07 to March 31, 2008. 
However, those who will file retums af- 
ter July 31, 2007, will have to pay in- 
terest at the rate of 1 per cent per 
month on their outstanding tax liability. 


DIED: At age 89, 
Arvind Narottam 
Lalbhai, Arvind Group 
. Chairman. Lalbhahi 
= headed India’s largest 
intergrated textile company—the Rs 
1,845-crore Arvind Mills—for nearly 
three decades after he took over its 
reins in 1975 as Managing Director 
and in 1980 as Chairman. He was 
President of FICCI in 1981-82. 
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NDIAN ENTREPRENEURS JUST WON'T LET 
lio The recently released Grant 
Thomton Intemational Business Report 
(IBR) shows that 28 per cent of busi- 
nesses around the world are expected 
to change hands within the next 10 
years, But Indian business attitudes 
buck this trend—just one out of 10 
promoters are expecting to sell out 
over the next decade. The annual sur- 
vey found that business churn will be 
the highest in South Africa (52 per 
cent) followed by New Zealand (51 per 
cent), Canada (50 per cent) and The 
Philippines (48 per cent). 
The survey of 7,200 business 


{ 
i 


















owners in 32 countries also found 
that of those businesses expecting to 
change hands, 25 per cent will do 
so within the next two years. 
Worldwide, 25 per cent of prom- 
oters expecting to cash out of their 
businesses will do so through a trade 
sale—which is the disposal of a com- 
pany’s shares or assets in whole or in 
part; 20 per cent expect to sell out to 
private equity players or other fi- 
nancers; 16 per cent each expect to 
exit their companies either via man- 
agements buyouts or mergers. Only 15 
per cent expect to sell their businesses 
to another member of their families. 
AMIT MUKHERJEE 
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Touch a thousand emotions. 


Airtel presents NTC TOUCN 

A slim, smart and stunning phone that offers a whole new touch screen experience 
Feel the difference with the intuitive TouchFLO screen technology. Quick dial, browse 
and select at the slightest touch of a finger. Surf the web, e-mail and enjoy your 


favourite music and movie clips. Live a new emotion, every time on HTC Touch 


Now in India. Only on Airtel. 


ante EY Nobile 





BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 4 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in July 2007. 


Deal Particulars: Novozymes AS, a leading Danish producer of enzymes and micro organisms, 
has acquired the enzymes operations of Biocon through Novozymes South Asia Pvt Ltd. Under the 
terms of the agreement, besides the consideration of $97 million (Rs 397.7 crore), Novozymes will 
pay additional sums of $5 million (Rs 20.5 crore) subject to meeting certain business targets and $13 
million (Rs 53.3 crore) towards service fees and lease payments. 


Impact Analysis: The acquisition strengthens Novozyme's leadership presence in the 
DE ALTR ACKER Indian enzymes market and provides it with a wide range of new products in its portfolio, а 

Biocon's expertise within solid state fermentation technology (SSF), applications knowledge and 

formulations capabilities will further help Novozymes to develop innovative products. The Biocon 

Y enzymes business will benefit from Novozymes' R&D capabilities even as the company continues 

® to focus on its core bio-pharmacheuticals business. 
novozymes The two companies also have a strategic fit in terms of their product range and the geographical 
reach of their operations. While Biocon primarily serves the Indian market, it also exports overseas, 


DEAL OF THE MONTH where Novozymes' sales channel will open up previously underexploited markets. Consolidation 
will also occur in supply chain operations, thus, providing further benefits. 





TARGET ACQUIRER INDUSTRY c VALUE STAKE 
(KS crore) 

















Unza Holdings Wipro Retail Acquisition 1,010 100% 
Biocon's enzyme business Novozymes ^ . à Biotech Acquisition — 471 100% 
Boston Communications Group Megasoft 4 Software Acquisition 263 100% ` 
Ayngaran Eros International = Media Investment — 133 9176 
Schoeller Litvinov K.S Spentex Industries Textiles Acquisition — 101 100% 
SLS Power BhorukaPower — —— — Power Acquisition 80 100% 
Sara Lee Household and Body Care — GedrejSaralee FMCG Acquisition 52 51% 
ACL Wireless ИЙИШ Лл om E Telecom Investment 50 30% 
Vector Insurance Services Masten ets Бе А САЙТА Ш Acquisition 40 90% 
Logistics Solutions Kaashyap Technologies \ Technology Acquisition 34 100% 
Logan-Orviss International Patni Computer Systems Computer Software Acquisition Undisclosed 100% 
Innovative Foods Indian Hotels Co. кё Food Processing Acquisition Undisclosed 7076 
Global Hospitals Indivision India Partners -. Healthcare Investment Undisclosed 25% ic 
Lintas IPG ___ Advertising Acquisition Undisclosed 51% 
Punjab Tractors M&M — —  —— Automobiles Acquisition ^ Undisclosed 65% 
Orion Technology Roltalnda — Computers Acquisition Undisclosed 100%- 
Dabur Foods Dabur India ; FMCG Merger Undisclosed 100% 
FCB Ulka Is o cu Advertising Acquisition Undisclosed 100% 
TalentFuse SQL Star — 2 IT Acquisition Undisclosed 100% 
Tyroo Media Yahoo! — — Media Investment Undisclosed 3576 
Alcan's stake in Utkal Alumina Hindalco Metals Investment Undisclosed 45% 
International І ачы Керә 
Wipro BioMed RFCL Biotech Acquisition Undisclosed 100% 
Includes only M&A, private equity and brand sale transactions This is not a complete list 
> 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision 
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Emerging Economies Winning on Pay 


US companies face competition for top talent not only from other US companies, 
but also from companies in other countries that have a lower cost of living and 
lower tax rates, according to global management consultancy Hay Group. 
Management in the US is poorly paid compared to emerging economies. American 
managers are ranked just 24th in the world pay league table of 46 countries, with 
à buying power equivalent to an average salary of $104,905 (Rs 43.01 lakh) 
when tax and cost of living are taken into account. Saudi Arabia and the United 
Arab Emirates rank at the top of the list, with average Salaries in 

excess of $220,000 (Rs 90.2 lakh). 


Top management in India comes in at #36 on the list with a buying power 

of $92,750 (Rs 38.03 lakh). "However, India benefits from a large tier of educated, 
English-speaking local talent, making management pay more immune to 
fluctuations in the international market. That said, managers’ pay is increasing at 
double-digit rates in India-between 15 and 20 per cent-so it is unlikely to stay at 
the bottom of the pay table for long," says the report. 


In emerging economies such as Russia, Turkey and Mexico, managers are enjoying 
far higher levels of buying power than their counterparts in the US and other 
developed markets, earning an effective average salary of more than $150,000 
(Rs 61.5 lakh). Indeed, Switzerland, Germany and Ireland are the only European 
countries to make it into the top 20 countries for management buying power. 
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Today, my 
destination maybe 
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of the Far East. 
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How I live the connected life. With the makemytrip application on my Nokia Nseries, 





I begin by selecting the place of Next, the screen displays all the 
origin followed by my chosen results for the selected destination 
destination 





And receive a message 
confirming the transaction. 
It's that simple 


computer or wait patiently to connect online. 
The makemytrip application on my Nokia 
Nseries device 
allows me to 
make travel 
bookings from 
anywhere, 
anytime. 

And it all begins with a simple five Step process. 
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Nseries 





I submit my contact details 


Because with makemytrip and Nokia Nseries, 
making travel bookings is really that convenient, 
swift and secure. Little wonder, that my bags are 
always packed and my spirit of adventure is never 
too far away. 
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Bear Market Ahead? 


Perhaps in the US, but in India it’s a 
welcome correction. MAHESH NAYAK 


TOCK MARKET CRASHES, IT 

would appear, bring out 

the best—or should that 

be the worst—in e-mail 
forwarders. Last fortnight, 

some time when the BSE Sensex was 
headed southward—by 542 points 
on July 27, 615 points on August 1 
and 235 points on August 6—an 
e-mail did the rounds stating that 
previous bull markets reached their 
tops in years ending in ‘7,’ after 
which came massive sell-offs, mark- 
ing the beginning of a bear cycle. 
The market in question here is the us 
bourse which, according to the mail, 
crashed 40 per cent in 1917, 10.2 
per cent in 1927, 49.1 per cent in 
1937, 24 per cent in 1947, 19.4 
per cent in 1957, 25.2 per cent in 
1967, 26.9 per cent in 1977, 35.1 
per cent in 1987, and 13.2 per cent 
in 1997. The clincher? The majority 
of the sell-offs began in July-August! 
To be sure, the e-mail forward 
isn’t the work of an idle, panic- 
mongering punter, but based on 
what's known as the decennial cy- 
cle of the 20th century. As per this 
theory, the Us markets typically 
bottom in a year ending in 2, peak 
in a year ending in 6 or 7, before 
rising to another peak in a 9 or 0 
ended year. Since 2000, the de- 
cennial cycle has been true to form 
so far, with the Us markets bot- 
toming out in October 2002. The 
trillion-dollar question? Have the 
markets peaked out in 2007, and is 
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a global bear market in the works? 

Theories aside, last fortnight’s 
global turmoil was triggered by con- 
cerns of a slowdown in the Us econ- 
omy, set up in turn by a giant wob- 
ble in the housing market. Whilst 
the Dow Jones plunged by 6 per 
cent between 23 July and 3 August, 
all other major markets went into 
crash mode, signaling perhaps the 
onset of a global bear market. 

Are things really so bad? And 
should the Indian markets—which 
seemed pretty much self-assured 
till only recently as the Sensex 
spurted from 15,000 to 15,869 in 
just 13 days—be really that con- 
cerned about catching the flu? Says 
U.R. Bhat, Managing Director, 
Dalton Capital Advisors: “It’s an 
indirect impact. It (the Indian mar- 
ket) has been more liquidity-driven 
than a market riding on funda- 
mentals. Concerns of a slowdown in 
inflows from foreign institutional 
investors (Fils) have turned the sen- 
timent bearish." That concern is 
manifest in the selling by domestic 
mutual funds in July, even though 
the Fils were buying. In July, Fits 
pumped in over Rs 18,500 crore 
($4.5 billion), as against a Rs 900 
crore outflow from funds. 

However, by the first week of 
August even the go-go Fils had bat- 
tened down the shutters. Says 
Suresh Soni, Director & Chief 
Investment Officer, Deutsche Asset 
Management: “In the immediate 
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Earnings are lower, but not valuations... 





ШЙ Sensex PAT growth in per cent lll Sensex P/E 
Note: Sensex P/E is end of each quarter Source: CMIE; 
Motilal Oswal 





..Which may put the Indian market 
in the overheated zone globally. 


Trailing P/E 





Note: P/E as on August 3, 2007 
Source: Industry Data 





term, markets would be driven by 
the movements in global equity mar- 
kets. The Us sub-prime mortgage 
issue is a US-centric problem and is 
unlikely to affect some of the key 
long-term drivers of the Indian mar- 
kets like the strength in manufac- 
turing and the strong domestic con- 
sumption. But if this issue leads to 
reduction in global risk appetite, 
then further volatility cannot be 
ruled out. In the immediate term, 
Indian equity markets will largely 
mirror the movements of some of 
the key equity markets globally.” 
Adds Sandeep Sharma, Head— 
Private Banking (India), Societe 
Generale: “The sub-prime mort- 
gage troubles may worsen, with 
worries now spreading to investors 
(hedge funds and private equity 
players) holding securities backed 
by these mortgages.” 

Whilst lower housing prices in 
the us have doubtless spooked in- 
vestors globally, back home it might 
have also been a case of punters 
unnerved by an arguably overheated 
market deciding to press the sale 
trigger. The Us crisis in that sense 
was just what wannabe sellers were 
looking forward to. After all, the 
Sensex is trading at a price/earn- 
ings multiple (PÆ) of over 21 on a 
trailing basis, and 19 times on for- 
ward earnings. As Soni says: “There 
are markets across the world that are 
still cheaper than India." What's 
more, earnings of companies that 
make up the Sensex are lower than 
they were in the previous five quar- 
ters, and their operating margins 
are also under pressure. For the 
first quarter these margins grew by 
17.8 per cent, compared to 35 per 
cent in the fourth quarter ended 
March 2007. Says Bhat: *The room 
for error is much higher than the 
room for appreciation, as most of 
the positives in the market have 
been discounted." The silver lining 
of last fortnight's brutal dive is that 
Indian equities finally got the cor- 
rection they deserved. 


Software, 
Hard Battles 


Tier-Il IT companies аге 
facing the heat. 


SHAKE-OUT AMONGST THE TIER-II 
År firms was always on the cards, 
but the recent bout of rupee appre- 
ciation against the dollar would ap- 
pear to be hastening that eventuality. 
The report cards for the April-June 
quarter are a bleak reminder of the 
possibility of small and medium п 
services enterprises falling by the 
wayside in the near future. “With 


the government doing little to halt 
the currency appreciation and giving 
no assurance on the extension of the 
tax holiday under the stp! beyond 
2009, the survival of SMEs in the in- 
dustry is threatened," says Kiran 
Karnik, President, Nasscom, the body 
that represents the rr and rr-enabled 
services industry. 

With a section of analysts fore- 
casting a scenario in which the rupee 
will climb to some spot between Rs 
35 and Rs 38 to the dollar in less 
than two years, IT services players 
clearly have to derisk operations by 
focussing on non-dollar geographies. 
After all, every 1 per cent rise in 


Road to Nowhere 


Dues of over Rs 600 crore may delay Mumbai sea link project. 


T'S A PROJECT THAT WAS MEANT 
to alleviate Mumbai's traffic 
snarls by 2004. Three years later 
the 5.6-km Bandra-Worli sea link 
that will connect suburban 
Mumbai to central Mumbai still 
has some way to go. The latest 
roadblock: The contractor, 
Hindustan Construction Company 
(HCC), wants its dues of over 
Rs 600 crore to be cleared by the 
Maharashtra State Road 
Development Corporation (MSRDX). 
The root of the problem is 
cost-escalation. When нсс bagged 
the contract in 2000, the project 
cost was pegged at Rs 400 crore. 
However, a few changes down 
the line (including the introduction 
of a cable-stayed bridge at one 
end and a decision to have two in- 
dependent four-lane bridges, as 
against the original plan of an in- 
tegrated eight-lane bridge) have 
resulted in HCC contending that 
it has spent Rs 889 crore till date. 
The company says it has received 
a payment of just Rs 248 crore. 
Work on the project, however, 
continues and the government 
says it will be completed in 2008. 





HCC's Gulabchand: Dues pile up 


“We are confident of completing it 
in 2008. Two years ago, barely 5 
per cent of the project was com- 
pleted and today 60 per cent is 
done," Anil Deshmukh, Minister 
of Public Works, told вт. Ajit 
Gulabchand, Chairman & 
Managing Director, HCC, is con- 
cerned. “This is an amount of very 
large magnitude. The issue needs 
to be dealt with a sense of 
urgency." Clearly, Rs 600 crore is 
no laughing matter; for 
Mumbaikars a further delay in 
the sea link isn't funny, either. 
KRISHNA GOPALAN 
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the value of the rupee against the 
dollar shaves 30-50 basis points from 
operating margins of Indian soft- 
ware services exporters. 

Tier-II rr services players would 
appear to be more dependent on 
the us than their top-tier counter- 
parts. For Aztecsoft, for instance, 
85 per cent of revenues come from 
the us, and in MindTree’s case, that 
figure is close to 80 per cent. “We 
will be setting up offices in Eastern 
Europe and Latin America sooner 
than expected; earlier we had 
planned to do it in the next 2-3 
years but the currency appreciation 
has made us consider it in an ur- 
gent manner,” explains Rostow 
Ravanan, CFO of MindTree. 

Other strategies to protect mar- 
gins are also being executed. iGATE 
Global Solutions, for instance, is 
looking at ways to cut cost by re- 
ducing the average cost per em- 
ployee and by negotiating higher 
rates in all recently-renewed proj- 
ects/contracts. “As a longer-term 
strategy to mitigate the adverse im- 
pact of exchange rate risks, we 
started over a year ago, including 
provisions for rate revision in our 
customer contracts. These provi- 
sions are triggered when the rupee- 
dollar parity changes beyond speci- 
fied levels,” says N. Ramachandran, 
Member of the Board and cro, 
iGATE. But many feel the focus has to 
be on cost control, and especially 
salary cost, which is by far the biggest 
component (40 per cent) of total 
costs. “For many small and medium 
level companies, wage revision could 
be revisited,” says Ravanan. 

But not everyone is looking at 
such a grim future. Says Ashank 
Desai, Chairman, Mastek and 
President, Asian-Oceanian Comp- 
uting Industry Organization (ASO- 
CIO): “There would be some com- 
panies that won't be able to survive, 
while there would be companies 
that have moved up the value-chain. 
So, I don't expect a catastrophe." 

PALLAVI SRIVASTAVA 
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Thrill of the 
Magic Pill 


Dr Reddy’s is closer to taking a 
molecule to market. 


HEN DR REDDY'S LABS ANNO- 
X unced last fortnight that its 
anti-diabetic molecule Balaglitazone 
had entered phase II clinical tri- 
als, it was easily one of the highest 
points of the Indian pharma sec- 
tor's research & development (R&D) 
programme in a long time. This is 
the first time that an Indian new 
chemical entity (NCE) has reached 
this far on its development path. If 
this molecule, an insulin sensitiser, 
does sail through this phase, it 
would be ready to hit the market— 
a multi-billion one—as an oral anti- 
diabetic drug by 2010-11. 

Dr Anji Reddy, Chairman, Dr 
Reddy's Labs, says he is upbeat about 
the prospects for the molecule. As he 
explains, the anti-diabetic NCE would 
result in better targeting, and have a 
better side-effect profile than those 
drugs present in the market. For in- 
stance, some of those taking the 
treatment at the moment currently 
have to worry about weight gain 
and swelling in the ankles. 

*Dr Reddy's molecule entering 
phase III trials is surely a positive 
for the industry and further rein- 
forces the point about India being a 
(preferred) research destination," 
says Glenn Saldanha, СЕО, Glenmark 
Pharmaceuticals, another company 
that has some eight molecules in 
the pipeline with three in phase II. 
Saldanha is hopeful that “some of 
them could move into phase III in 
the next financial year." 

For Dr Reddy's, the study is the 
first in a series of planned phase III 
trials which will investigate the safety 
and efficacy of Balaglitazone as an 
oral anti-diabetic drug. So, is Dr 
Reddy's close to getting that coveted 
innovator tag? Talk to analysts and 
while they see reasons to be upbeat 


A. PRABHAKAR RAO 





Dr Reddy's Anji Reddy: New drug hope 


about the drug moving thus far, 
they would rather prefer to wait 
to hear more announcements, par- 
ticularly when the company an- 
nounces its plans to enter into an 
out-licensing agreement for mar- 
keting it in the Us/Europe. At the 
moment, the company is going it 
alone on marketing it in the us. 
Balaglitazone is being developed 
under a co-development agreement 
between Dr Reddy's and 
Rheoscience in Denmark. Rheosci- 
ence will retain the marketing rights 
to European Union and China and 
Dr Reddy's will retain the market- 
ing rights in the territories of United 
States and rest of the world. 
Rheoscience shall obtain all neces- 
sary regulatory approvals on behalf 
of Dr Reddy's in the us. 

The biggest risk involved in 
drug R&D is that it can be a case of 
being so near, yet so far. Dr Reddy's 
knows what it's like to be there: 
In 2004, its stock took a pounding 
when Novo Nordisk suspended 
clinical development and returned 
the molecule, which was out-li- 
censed by Dr Reddy's to the Danish 
firm in 1997. This time around, 
the company prefers to wait till 
the ‘first headline data’ emerges, 
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which could be by end of 2008. 
Analysts point out that close to 
10 companies (including other com- 
panies like Ranbaxy, Wockhardt, 
Nicholas Piramal and Zydus Cadila) 
are pursuing serious NCE research 
and working on about 40 NCE leads; 
the most aggressive among them 
are players like Dr Reddy’s and 
Glenmark. Saldanha points out that 
India having started late on this 
path has still a lot of catching up to 
do to get close to the quality of re- 
search being generated globally. Dr 
Reddy’s has surely shown the way. 
E. KUMAR SHARMA 
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Medicine? 
Novartis' plea to patent Glivec 
is set back. 

T WILL HAVE LONG-TERM NEGATIVE 
Lobo for research and de- 
velopment into better medicines for 
patients in India and abroad." This is 
how Novartis, headquartered in 
Basel, Switzerland, reacted to the 
much-awaited High Court ruling on 
August 6 in Chennai, which dis- 
missed its writ petition challenging the 


Another Billion-Dollar Baby 


NVIDIA has big plans for India. 


LIKE MEGA-CORPS LIKE 
Microsoft and sap, which have 
committed $1 billion-plus invest- 
ments in their Indian operations, 
NVIDIA, a Santa Clara-based graph- 
ics cards-maker, is a relative un- 
known. The $4-billion company, 
which is best-known for its graph- 
ics cards used in everything from 
aeroplane design to animation, has 
now joined this elite league by put- 
ting down a $1-billion investment 
in the country over the next 10 
years. Much of those funds will 
go into scaling up its R&D pres- 
ence, buying local companies like a 
Hyderabad-based portal player and 
just stepping on the gas in a fast- 
growing local market. 

“We started our engineering 
operations with under 30 people in 
2004; now we've grown to over 
700 and become Nvipia’s largest 
presence outside the us,” says Jen- 
Hsun Huang, the company’s chief 
executive. According to him, NVIDIA 
focusses on high-productivity tasks 
at its centres in Bangalore and 
Hyderabad and its engineers have 
been responsible for developing 
the Nforce 680i 511 motherboard 
and the GoForce 6100, a chip tar- 
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geted at the company’s new mobile 
phone business. “We are in a very 
expensive line of business... it costs 
around $400 million to develop 
each generation of technology and 
we're in an extremely competitive 
market,” he adds, 

While NVIDIA has been histori- 
cally focussed on the desktop and 
work station market, its next big 
thrust is expected to be in the bur- 
geoning mobile phone market, ac- 
cording to Huang. The company 
acquired PortalPlayer for $357- 
million in November last year, 
which will give it an added edge in 
the rapidly growing (and chang- 
ing) mobile phone market. “We 
believe that the mobile phone will 
become your most personal com- 
puter. Devices such as Apple’s 
iPhone have advanced the abilities 
of mobile phones and we want to 
give more handset-makers this ca- 
pability,” says Huang. India will 
play a central role in this diversifi- 
cation, with NvipiA's Hyderabad 
centre already taking one solution 
to market and focussing on devel- 
oping the company’s portfolio in 
this segment. 

RAHUL SACHITANAND 





Novartis’ Shahani: Patent problems 


constitutionality of Section 3(d) of 
the Patents (Amendment) Act 2005, 
and deferred to the World Trade 
Organization (WTO) forum to resolve 
the matter. “We disagree with this 
ruling; however, we likely will not ap- 
peal to the Supreme Court," says 
Ranjit Shahani, Vice-Chairman & 
Managing Director, Novartis India. 

The case relates to Novartis’ 
patent right for its anti-cancer prod- 
uct Glivec. Provisions under section 
3(d) of the Act exclude incremental 
innovation. “It is clear there are 
inadequacies in the Indian patent 
law that will have negative conse- 
quences for patients and public 
health in India," says Paul Herrling, 
Head of Corporate Research at 
Novartis. “If Indian patent law does 
not recognise these important ad- 
vances, patients will be denied new 
and better medicines." 

According to Novartis, during 
the India Trade Policy Review in 
May 2007, wro urged India to 
strengthen its intellectual property 
rights system. Shahani says: 
"Novartis originally filed the ap- 
peal in India because the Indian 
patent office rejected the Glivec 
patent application. Because the 
patent rejection was based on 
Section 3(d), we challenged this spe- 
cific provision in India.” 

Clearly, Novartis is miffed why 
a patent for Glivec was denied in 
India even though it was granted in 
nearly 40 countries, including 
Russia, Taiwan and China. The 
Glivec patent appeal will be de- 
cided separately by the newly-op- 
erational Intellectual Property 
Appellate Board (pas). 

E. KUMAR SHARMA 


Little wonder we call it GOLD. 
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RIL’s $100-bn 
(Long) Shot 


That's how much Reliance 
could soon be worth. 

ARLOS SLIM HELU, BILL GATES AND 
Cii the other billionaires with 
more money than they can count, 
had better watch out. Mukesh 
Dhirubhai Ambani is on the move 
and he may soon get the bragging 
rights as one of the world's top 
three or four richest men (Forbes 
2007 rich list puts him at a distant 
14, with a net worth of $20.1 bil- 
lion). Making that prediction in ef- 
fect is a recent Morgan Stanley re- 
port on his flagship company 





Mukesh Ambani: Rich story 


Reliance Industries, which, the Wall 
Street firm believes, could touch 
$100 billion (Rs 4,10,000 crore) 
in market cap sometime soon. If it 
does, Reliance will be the first com- 
pany in India to do so. 

Reliance Industries’ current mar- 
ket cap is around $63 billion, and 
Ambani owns more than half of the 
company. So what makes Morgan 
Stanley analysts believe its value will 
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Thirsting Once Again 


New launches and M&As are back in bottled water market. 


HERE’S A GUSH OF NEWS ABOUT 

players wanting to enter the 
packaged water business. Just look 
at the names doing the rounds: 
Coca-Cola India, Groupe Danone, 
surprise entry of Wipro and of 
course, the usual suspect Віѕ1егі. 
As the dust settles, or should 
we say water, Wipro has 
denied even an interest 
in the category, for 
now. “There have been 
rumours in media that 
Wipro is considering 
acquisition of Bisleri, 
which is not part of our 
current market ad- 
dress,” says Vineet 
Agrawal, President, 
Wipro Consumer Care 
& Lighting. “While we 
continue to look at inorganic 
growth opportunities, these are 
focussed on supplementing growth 
in our current addressable mar- 
ket segments,” he adds, Ramesh 
Chauhan, the old warhorse chair- 
man of Bisleri International, also 
denies being in the race: “I do not 
want to sell out to Coca-Cola India 
or anyone. There are no plans for 
raising private equity either. We 
are a cash-rich, zero-debt 
company,” he says. 

So what’s all the song and 
dance about? The noise in the ap- 
proximately Rs 2,000-crore 


jump by 58 per cent? As the report 
says, the fact that from next year 
onwards, RIL will start pumping oil 
from its proven reserves of 1.4 bil- 
lion barrels. It adds that given RIL’s 
total proven and possible reserves 
currently of 5.4 billion barrels, the 
company's exploration and pro- 
duction (E&P) business will gener- 
ate $3.5 billion (Rs 14,350 crore) in 
profits between 2010 and 2015. 






category (organised only) is gain- 
ing ground as French player 
Danone is supposed to be in talks 
with smaller players such as ps 
Group for its packaged water 
brand ‘Catch’. And joining the 

race for valuations are many 
other players that have built 
sizeable businesses. For a 
few years now, things 
have been quite tepid in 
the water business, due 
to distribution hurdles 
and poor profit mar- 
gins. “But as the econ- 
omy has grown, there’s 
| potential now for bene- 
Í fits of economies of 
scale to kick in," says 
Ritesh Chandra, 
Associate Director, 
Transaction Advisory Services, 
Ernst & Young India. 

Therefore, there are reports 
that Coke wants to launch its in- 
ternational brand Bonaqua, be- 
sides which big Indian players 
such as rrc, Dabur, and Reliance 
Retail may enter the market as 
well. But as E&v's Chandra says, 
"it will only be a few large players 
that will dominate the scene". So 
smaller regional brands such as 
Catch, Aava, and Oxyrich may 
get bought by their bigger and 
more ambitious rivals. 

SHAMNI PANDE 


While the Morgan Stanley 
report fails to specify how RIL will 
unlock its share value to touch $100 
billion, an RIL spokesperson says 
that the company would have to 
opt for both organic and inorganic 
growth to achieve the target. Also, 
RIL would need to substantially raise 
its share of revenues from E&P— 
currently a measly 2 per cent of its 
$22-billion turnover. *Currently, 


60 to 70 per cent of RIL’s turnover 
of Rs 1,10,000 crore comes from 
the refining business,” says 
the spokesperson. 

However, Sanjiv Agrawal, 
Partner, Transaction Advisory 
Services, Ernst & Young, says that 
the report relies largely on E&P, 
though the issue of gas pricing re- 
mains unresolved. “If you look 
closely, one-third of the value is 
coming from gas and if the gov- 
ernment—which has a profit sharing 


ROE (2007 M NA 
Shares outstanding (basic) 157.3 cr 


RNOA (2007 est.) 31.8% 
Source: Morgan Stanley estimates. 
ROE: Return on Equity. RNOA: Retum on Net Operating Assets 


agreement—fixes a lower price, Ril 
could suffer.” 

Surprisingly, RIL’s retail foray is 
given short shrift not just by Morgan 
Stanley but even by RIL, whose 
spokesperson says that it will con- 
tribute only to the topline—with 
an expected turnover of Rs 
1,00,000 crore by 2010. But that’s 
not a big cause of concern, accord- 
ing to Agrawal. “The report clearly 
bases its claim on a bull-run case. So, 
if the Sensex rises 30 per cent in the 
next one year, you could see Ril 
hitting the $100-billion mark sooner 
than expected,” he says. 

In other words, RIL joining the 
$100-billion market cap club is not 
a matter of if, but when. 

TEJEESH N.S. BEHL 





Private 
Equity Pasha 


No other Indian VC raises 
money like this man does. 


T SEEMS LIKE THE GOLD RUSH IS ON 
Ii the Indian private equity mar- 
ket. And the man who can claim to 
be cheer-leading the rush is Ashish 
Dhawan. Having raised $1 billion in 
capital over the last eight years, the 
38-year-old Senior Managing 
Director of  Delhi-based 
ChrysCapital has mopped up an- 
other $1.25 billion—the highest by 
any ‘entrepreneurial vc’ like him. 
That’s $2.25 billion under the belt, 
then. How significant is the achieve- 
ment? Well, consider that when 
Blackstone, the world’s biggest pri- 
vate equity investor, entered India, 
it set aside $1 billion and promised 
to bring in another $1 billion if 
need be. It’s been 26 months since 
Blackstone set up shop in Mumbai, 
but it has invested around $525 
million. As for other ‘entrepre- 
neurial’ PE players in the country 
like Rahul Bhasin of Baring Private 
Equity Partners India (BPEPI) or 
Donald Peck of Actis, they are yet to 
raise anything close to $1 billion 
on their own steam. “The purpose 
is to provide long-term capital for 
high-growth companies and get 
good rewards in return," says the 
Harvard-educated Dhawan, who 
invests in about five firms in a year. 

But this being the PE business, 
raising money is often easier than in- 
vesting it—at least, investing it in a 
manner that generates the sort of re- 
turns investors in such ‘alternate 
assets' have come to expect. In a 
market where the average IRR is 
around 33 per cent (global IRR is 
around 14 per cent), ChrysCapital 
expects returns from the new fund 
to be around 20-25 per cent against 
the hefty average annual return of 
60 per cent since January 2000. 
*We expect returns to be lower 


AMIT KUMAR 





ChrysCapital's Dhawan: Striking it rich 


than the historical rates. The firm 
has already plucked the low-hanging 
fruits and the objective now is to 
control the risk with longer holding 
periods,”says Dhawan. 
ChrysCapital’s diversified port- 
folio comprises more than 40 com- 
panies across sectors such as financial 
services, manufacturing, consumer 
services, pharma, business services, 
and infrastructure. Last year, 
Dhawan made his biggest invest- 
ment when he picked up 5 per cent 
stake in Idea Cellular for Rs 500-550 
crore, which could well be a long- 
term investment. Says Dhawan: 
“Idea is performing extremely well 
and the telecom story as a whole 
looks promising.” Yet, it’s a crowded 
market where ChrysCapital oper- 
ates. Apart from Blackstone, there’s 
Carlyle, Texas Pacific Group, 
Kohlberg Kravis Roberts (KKR), 
Warburg Pincus, not to forget 
smaller but nimbler players such as 
BPEPI, Actis, and ICICI Venture. 
Worse, the private equity in- 
vestor's worst enemy is a booming 
stock market. When stocks are on a 
roll, like they have been in India, it 
becomes harder to pick unlisted 
stocks early enough and cheaply. 
Promoters tend to expect higher 
valuations for their companies, and 
that makes it harder for the РЕ in- 
vestors to earn the fancy returns 
they promise their own investors. 
Thats one reason why 
ChrysCapital, born as a venture 
fund, decided to turn to private 
equity. Now, with another $1.25 
billion to invest, it's looking at rein- 
venting itself some more. *We are 
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CFA vs ICFAI 


One-time partners have turned bitter foes. 


T'S A 10-YEAR-OLD TRADEMARK 
battle that has blown into a full- 
fledged war. In the mid-80s, the 
Chartered Financial Analyst (CFA) 
Institute of the us tied up with the 
Institute of Chartered Financial 
Analysts of India (CFA) to lend its 
name to the latter's programme. 
By the mid-90s, the deal was al- 
lowed to expire and in 1997 the 
CFA Institute filed a case against 
ICFAI Over its CFA course. After а 
protracted legal battle, the Delhi 
High Court in August last year 
asked ICFAI to drop CFA from its 
name. Not the one to give up eas- 
ily, ICFAI filed a case against CFA at 
the Guwahati High Court, claim- 
ing that the American institute 
was offering an unapproved tech- 
nical programme. The court di- 
rected the All India Council for 
Technical Education (AICTE) to ex- 
amine whether the institute ought 
to have registered with it. 
Eventually, the CFA Institute was 
given a show-cause notice and told 
to shut down operations in India. 
The case, arguably the first 
trademark dispute in the Indian 
education business, is interesting 
for one simple reason: It brings a 


looking for both growth and buyout 
investment options and would invest 
between $30 and $300 million per 
deal with a holding period of 4-7 
years. We would also consider part- 
nering with domestic companies in 
overseas acquisitions," says Dhawan. 

In terms of size, ChrysCapital 
had already differentiated itself from 
its Indian peers. With ChrysV, as its 
recent round of fund raising is chris- 
tened, it has put a lot more gap be- 
tween itself and its home-grown ri- 
vals. Perhaps some day, he may be- 
come India's very own Stephen 
Schwarzman, Blackstone's legendary 
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new medium of education delivery 
head on with India’s regulations. 
For example, the CFA Institute has 
no issues registering with AICTE, 
but to do so it must prove that it 
has physical infrastructure in India, 
including a permanent faculty. 
Whereas, by design, the CFA 
Institute is a non-profit, global as- 
sociation of investment profes- 
sionals that delivers courses vir- 
tually to students. It has more than 
78,000 ‘charterholders’ around 
the world and several employers 
consider its CFA programme a gold 
standard in the business. India itself 
has 300 charterholders. When BT 
went to press, the Delhi High 
Court was slated to hear on 
August 7 CFA's appeal against the 
AICTE decision. It would be unfor- 
tunate if a good programme were 
shut down just because it didn't fit 
in with AICTE's conception of an in- 
stitute. At a time when India is 
trying to create professionals for 
the global job market, AICTE ought 
to be looking at the content and 
reputation of the institute in ques- 
tion, and not if it delivers 
education the old-fashioned way. 

E. KUMAR SHARMA 


co-founder, who recently made $2.6 
billion with partner Peter Peterson 
when the firm IPO-ed. And don't 
rule out Dhawan making money 
like Schwarzman; the private eq- 
uity business works on a 2/20 prin- 
ciple, which means the firm gets to 
keep 2 per cent of the fund raised as 
management fee and another 20 
per cent of whatever it makes, pro- 
vided it is above a certain agreed 
upon rate. So, if ChrysV ends up 
doubling the money, Dhawan (and 
his A-team) will stand to gain 
$500 million. 

MANU KAUSHIK 
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Create, But 
Don’t Own It 


TV’s content producers 
are a disgruntled lot. 


HERE ARE FEW MARKETS IN THE 
j == where television is 
already a $3.4-billion business and 
where advertising spend on TV is 
clipping at 21 per cent. India is one. 
So, content producers must be mak- 
ing a killing, right? They are making 
money for sure, but they are also 
getting stiffed in some sense. Unlike 
those in the us, the networks in 
India (apart from some like pp and 
Sun) believe in owning the creative 
rights of the programmes created for 
them by production houses. All IPR 
rests with the channels, as a result of 
which there are hardly any big pro- 
duction houses in the country (bar- 
ring a few like Sri Adhikari Brothers 
and Balaji Telefilms), who can ben- 
efit from any of their programmes 
in the long term. *It has mainly 
been a buyer's market," says 
Siddhartha Basu, Chairman and 
Managing Director, Synergy Adlabs. 
Interestingly enough, western con- 
tent producers aren't subject to the 
same rule by Indian networks. 





Sony show in progress: Networks rule 
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in 53 countrie 


A business with millions of customers globally, called for an innovative and holistic approach to 
increase its client satisfaction, with decreased time to market and reduced costs world over. 
To achieve this, ABN AMRO needed a comprehensive IT solution that would increase efficiencies 
and minimise risks in its daily operations. An IT solution not just for the immediate time frame 
but for the future as well. As one of the world’s fastest growing technology and business 
solutions providers, Tata Consultancy Services (TCS) helped ABN AMRO make a seamless 
transition to a new system by leveraging a methodology developed by TCS’ Innovation Labs. 
Ensuring that ABN AMRO was a step ahead in reassuring its customers of a higher and better level 
of service. And of course, enabling ABN AMRO to experience certainty. 
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Understandably, production 
houses want stronger intellectual 
property rights protection from the 
newly-drafted Broadcasting Bill. 
Anuradha Prasad, Managing 
Director, BAG Films, says there 
should be a middle path where both 
the creator and the channel can 
own the content jointly for future 
use. “End of the day, my show is my 
only asset but I don’t get to own 
that too,” she says. The situation 
in the case of smaller production 
houses is worse for obvious rea- 
sons. “Research-based Indian con- 
tent has tremendous recycle value 
and both the channel and the pro- 
duction house stand to gain from 
such an understanding,” says 
Dheeraj Kumar, CMD, Creative Eye. 
“There is a huge potential to sell 
stuff (recycled content) in other 
forms like mobisodes, CDs or on 
the net, but no one’s discussing that 
in India,"complains Niret Alva, 
President, Miditech. *The new 
broadcasting bill should look into 
it.” Will it? Wait and watch. 

PALLAVI SRIVASTAVA 


Hae DESDE en Occ DRE 
The Sweet 


Sasan Coup 


How Anil Ambani finally bagged 
the Sasan power project. 


ETURNING FROM THE BRINK OF 

defeat to clinch the crown is a 
phenomenon common in sport. But 
last week, it was played out in busi- 
ness. Anil Ambani's Reliance Power 
Ltd (RPL) bagged the Rs 16,000- 
crore, 4,000 Mw Sasan ultra-mega 
power project. But not before 
Andhra Pradesh-based Lanco 
Infratech (also see There's Life After 
Sasan on page 64) nearly walked 
away with the deal early this year. 
Lanco was given the Letter of Intent 
by Power Finance Corporation, 
which oversaw the tendering 
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Anil Ambani: Power play 


process. Early this year, Lanco 
quoted a tariff of Rs 1.19 per unit, 
well below the Rs 1.29 quoted by 
RPL for the captive-mine based 
power plant. 

However, with Lanco's foreign 
partners not willing to stay the 
course, its bid was declared void 
by the government—a process that 
took close to five months. It in- 
volved hectic lobbying on the part 
of RPL, led by Anil Ambani, who 
paid several visits to Power Secretary 
Anil Razdan and Power Minister 
Sushil Shinde during the recent 
months. Says Power Secretary 
Razdan: “Yes, the bidders voiced 
their concern on the project.” 

Lobbying helped, but only up 
to a point. With Lanco’s bid de- 
clared void towards the end of July, 
the stage was set for the next qual- 
ified bidder, RPL, to walk away with 
the trophy. But that was not to be 
—at least till RPL agreed to match 
Lanco’s offer. According to offi- 
cials, the government's informal ad- 
vice to RPL was simple: shed profits 
and match the price, else the tender 
will be scrapped. Ambani bought 
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the bait, even though his original 
tariff was extremely competitive 
given the risks of the sector. In the 
power sector, for every rupee of 
power sold, only 65 paise is col- 
lected, owing to theft and technical 
inefficiencies in near equal measure. 
The question then is, was the 
government negotiating hard for 
the consumer or was it realpolitik at 
play? According to officials, a mix of 
both. Here's why: Lanco Infratech 
is founded by a Member of 
Parliament (Mp), L. Rajagopal Rao, 
belonging to the ruling Congress 
party. Moreover, when Lanco's for- 
eign partner for the Sasan project, 
Globeleq, went on the block early 
this year, Jindal Steel and Power 
bought the company. The promoter, 
Naveen Jindal, is more than just a 
businessman with interests in steel 
and power. He, too, happens to be 
a Congress MP. On the other hand, 
RPL promoter Anil Ambani's politi- 
cal credentials don't serve him very 
well in the current regime—till last 
year, he represented the opposition 
Samajwadi Party in the Upper 
House of Parliament. 
Notwithstanding the patronage 
that Lanco and Jindal enjoyed with 
the Establishment, their case was 
indefensible—changing partners 
midcourse was not acceptable. On 
July 25, the GoM disqualified 
Lanco’s bid for the Sasan project. 
However, while Lanco was willing 
to concede the project, it wanted an 
honourable exit. This meant that 
Lanco was returned its pre-bid de- 
posit money of Rs 120 crore. 
According to officials, it is then that 
the government felt that unless it got 
RPL to reduce its tariff, the Sasan 
deal would be seen as a ‘sell out’ by 
public. Hence, the informal terms 
set out to Ambani, who was finally 
willing to sacrifice Rs 280 crore 
per annum and match Lanco’s offer. 
Does the Sasan deal make sense 
for RPL? After all, the market leader 
NTPC’s new plants are more expen- 
sive and yet earn modest returns. 







Experts argue that RPL can hope to 
make more money than what flows 
from the 4,000 Mw power plant it- 
self. That’s because the captive coal 
mine it gets as part of the deal has 
the potential to feed additional gen- 
eration capacity due to the high 
calorific value (energy content) of 
coal. As a result, RPL can use less coal 
to generate the same volume of 
electricity. If this happens, RPL could 
technically expand its capacity and 
sell additional power. Says Shyam 
Wadhera, Director, Power Finance 
Corporation, who oversaw the 
Sasan project: “The coal quality in 
the captive mine is excellent, per- 
haps better than that in most coal 
mines in the country.” 

While the dust is beginning to 
settle on the project, it might not for 
a long time on the fate of the Sasan 
project consultants, Ernst & Young. 
After all, the controversy was stoked 
by E&Y's inability to assess the va- 
lidity of Lanco’s bid. Ironically, the 
wake-up call on the project was de- 
livered by media, shortly followed 
up RPL itself, which actively lob- 
bied with the government. On its 
part, the government has initiated a 
vigilance enquiry into the project. 

For Ambani, the project marks a 
reversal of fortunes in the infra- 
structure sector. Early this year, he 
lost the 1,000-Mw Anpara C power 
project to none other than Lanco. 
Surely, that should make the Sasan 
victory only sweeter. For the sector, 
the Sasan project sets a tariff bench- 
mark for coal fired power plants 
in the country. “The tariff quoted by 
RPL is indeed very aggressive," says 
T.N. Thakur, Chairman, Power 
Trading Corporation. In a power- 
starved country like India, more 
such power bids may be required to 
make a difference. 

BALAJI CHANDRAMOULI 
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Dusting Up 
SpiceJet 


A new investor gets the low 
cost carrier to shape up. 


HY WOULD WE WANT TO El- 

X ther sell out or make whole- 
sale changes when we are doing so 
well?" protests Partha Sarathi Basu, 
Chief Financial Officer (CFO), 
SpiceJet, when asked if the new 
private equity investor in the com- 
pany, Dubai-government backed 
Istithmar is forcing a revamp. 
Despite Basu's protestations, his 
claim that SpiceJet is doing ‘well’ is 
a relative statement. Sure, the two- 
year-old airline declared a profit of 
Rs 18.5 crore for the first quarter 
ended June 30, but that came from 
a foreign exchange windfall of Rs 
33.3 crore due to a stronger rupee 
(which made the dollar borrowings 
cheaper), and sale-leaseback of two 
aircraft. SpiceJet does make oper- 
ating profits, but that’s fairly small. 
Still, Chairman Sidhant Sharma, 
who was given Executive responsi- 
bilities at the last board meeting af- 
ter CEO Mark Winders quit in 2005, 
maintains that there is no pressure 
from Istithmar, which now owns 
11 per cent of SpiceJet. “One 
change that has already happened 
was to give me executive responsi- 
bilities. And we are looking for a 
person to run our customer service 
operations, but not as a Chief 
Operations Officer (COO)", says 
Sharma. Basu adds that SpiceJet has 
brought its costs down to global 
levels similar to those of Ryanair 
and easyJet, if fuel costs were ex- 
cluded, and is now studying the 
model of Tony Fernandes’ AirAsia, 
a Malaysian low-cost carrier that 
is setting global benchmarks in costs. 


for rigid and flexi 


DEBASIS PALIT 


“We have tried to make cost man- 
agement a mantra throughout the 
company. Even if we save one paise 
per seat kilometre, that adds up to 
Rs 7 crore annually. If we save a ru- 
pee per boarding pass, we save Rs 
60 lakh annually. In a business like 
ours, that is big money”, Basu says. 

Sometime ago, there were ru- 
mours of SpiceJet being in play. 
Sharma has since denied the ru- 
mours and said that the airline will 
focus on becoming a strong, 





SpiceJet’s Sharma: Passage to profits 


independent player. To start with, 
SpiceJet will put four new 737- 
800s into operation in August and 
will start operations to Kochi. 
Sharma say that the airline’s plans to 
have 35 aircraft in operation by 
2011 remains intact. Suppliers like 
Boeing seem confident of SpiceJet’s 
future, too. Boeing’s Senior Vice 
President Dinesh Keskar says that 
his company is so confident about 
SpiceJet that it is facilitating loans 
from the us Exim Bank. “I believe 
SpiceJet has a great future ahead 
of it,” says Keskar. Everyone lives in 
hope. If you are in the aviation 
business, it’s more so. 

KUSHAN MITRA 


Did you know DuPont science helps cellphones 
become smaller yet more powerfully packed? 


Innovations for Sustainability 


DuPont material science addresses the challenges of intricate flex circuitry. Reliably routing as many as 
perin wide suring a minimum of 100/000 18 depen б 

material circuits or for advanced displays. DuPont science provides sustainable 

solutions for a better, safer, healthier life for people everywhere. 
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There's Life - 
After Sasan 


Lanco takes stock after losing 
the ultra-mega power project. 


T'S BETTER TO HAVE BID AND LOST 
Га never to have bid at all. 
That’s how Lagadapati Madhu- 
sudhan Rao, Chairman, Lanco 
Infratech, prefers to look back at the 
loss of Sasan power project. One of 
the first two 4,000 Mw ultra mega 
power projects to be thrown open 
for bidding, Sasan will now be exe- 
cuted by Reliance Energy, the sec- 
ond-lowest bidder in the fray. “It is 
a good opportunity lost,” shrugs 
Rao, “but we will start looking 
afresh at new opportunities emerg- 
ing in power, including other ul- 
tra mega-power projects.” 

The loss of Sasan has also taught 
Rao some hard lessons. “We will 
now need to be very cautious when 
choosing our global partners, par- 
ticularly those that are fund-based 
structures,” he says. Lanco, which 
had bagged the Sasan project last 
December, found its bid coming 
in for a fresh review after its 
Singapore partner, Globeleq, which 
was part of the bid, decided to exit 
the power generation business. 
That’s when the government dec- 
ided to review Lanco’s bid. 

Rao sees other takeaways from 
the failed bid. For instance, he is sat- 
isfied with the leadership role played 
by Lanco in setting a competitive 
tariff benchmark for the sector. 
Lanco’s benchmark tariff bid of 
Rs 1.196 per unit is what Reliance 
Energy will now have to offer. 

As far as Rao and Lanco are 
concerned, Sasan is now history. 
But the group’s interest in power is 
hardly that. Backed by what it calls 
its innovative and competitive strat- 
egy, Lanco hopes to tap into some 
of the opportunities that will arise 
courtesy the government's target 
of adding about 75,000 ww in the 
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Lanco's Rao: Realty dream 


XI Plan period (2008-2012). 
Currently, it has 3,500 Mw spread 
across six states under implemen- 
tation and has a target to reach 
15,000 Mw by 2015. Group 
turnover is around Rs 1,700 crore 
and the goal is to reach Rs 15,000 
crore by 2012. As things stand, 
it plans to close the current fi- 
nancial year with Rs 3,000 crore 
turnover, half of which will come 
from construction projects. 
Lanco's other high-profile proj- 
ect is the 1,000 Mw Anpara ‘C’ 
power project, which, according 
to Rao, has now been increased to 
1,200 Mw. The project is *moving 
ahead" and Lanco is in the process 
of finalising the EPC contractors; 
the group has time till November 
2007 for financial closure which, 
Rao says, is possible. 

For the moment, Rao seems 
more upbeat about what he terms 
"a good response (in terms of book- 
ings)" to the group's first foray into 
realty with a venture that will in- 
clude the world's tallest residential 
complex, all of 112 floors, in 
Hyderabad. The skyscraper is to 
be part of a largely self-funded 
Rs 5,500-crore, 108-acre integrated 
techno-township that Lanco plans to 
set up near Hyderabad. By the time 
that project sees the light of day, the 
ghost of Sasan would have been 
truly exorcised. 

E. KUMAR SHARMA 
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Celebrity - 
Clutter 


Will the real Big B please 
stand up? 


HO—OR, RATHER WHAT—IS 
X the Big B really? Is it the leg- 
endary Amitabh Bachchan? Or is 
it Binani Cement, the latest brand to 
be endorsed by the evergreen star? 
On another level, is the real Big B 
the one expounding the virtues of 
Parker Pens, or the agile Matrix- 
extra wannabe dressed in Reid & 
Taylor? Hang on, the Big B may 
actually be the playful grandfather in 
the Dabur commercials, or the 
avuncular propagator of Cadbury 
chocolate. Other celebrities who 
could be facing a similar identity 
crisis—along with the brands they 
endorse—are Shahrukh Khan and 
Sachin Tendulkar. It's difficult, for 
instance, to believe that Khan drives 
around in a Hyundai Santro, or 
that Tendulkar eats Sunfeast bis- 
cuits and drinks Boost before hitting 
a ton (which anyway isn't coming 
too easily these days). 

To be sure, celebrity endorse- 
ments are nothing new and can be 
traced back to the 1920s. Indian 
marketers, however, it would seem 
have discovered the power—or 


Amitabh Bachchan: Brand power 
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should we say, the convenience—of 
endorsements more recently. A 
decade ago, nearly 20 per cent of 
prime-time television commercials in 
India featured celebrities in them, 
and 15 per cent of advertising bucks 
were spent on celebrity-endorsed 
advertisements (Ad Age, 1997). 
Today, nearly 35 per cent of prime- 
time television commercials in the 
country feature celebrities in them; 
these ads account for 20 per cent of 
the advertising spend in the country. 

Do Indian advertisers really 
know what their brands stand for? 
Or is paying anything from 
Rs 1-5 crore to plaster a celebrity’s 
face all over brand communication 
just a short-cut? Says Mahesh 
Chauhan, President, Rediffusion 
DY&R: “Celebrities need to be used 
discretely so they don’t become big- 
ger than the brand, but in most of 
the cases, the celebrity seems to 
benefit more from the endorsement, 
rather than the brand. It’s only in a 
very few cases that the personality of 
the celebrity fits the personality of 
the brand. In most cases, it is defi- 
nitely a short-cut to creativity, and 
in lieu of a good idea.” 

Chauhan, for his part, can’t 
figure why Bachchan has been 
roped in to endorse Binani Cement. 
“Is it just because they both begin 
with *B'?" A few months ago, 
Tata Consultancy Servcies CEO 
S. Ramadorai made a similar point 
when BT asked him if TCS would 
ever plump for a brand ambassador, 
a la Tiger Woods for Accenture. 
‘I don't think we need a Tiger 
Woods to promote Tcs. I think 
Tiger Woods is promoted there and 
not the company. People recall 
Tiger Woods playing golf (and not 
the company).” 

Also, the most popular of the 
celebrities—like Amitabh Bachchan, 


Small-screen Superstore 
The TV18 Group spreads wings into home Um 


ON'T SCOFF THE NEXT TIME 
D you see a television infomer- 
cial (commercials that can run as 
long as a typical soap) extolling 
the virtues of a magic belt that 
makes a claim of permanent 


spells big business for teleshop- 
ping networks globally. In the us it- 
self, home shopping is a $40-bil- 
lion industry. In India, the industry 
is still young, with a clutch of com- 
panies like TeleBrands, Tele 
Shopping Network and Asian Sky 
Shop doing their bit. One broad- 
casting network that's aiming to 
make a mark in this nascent busi- 
ness is the TV18 Group, which is 

big on virtual retail with 
HomeShop18, which will have a 
360 degree approach. Other than 
a 24-hour shopping channel, 
HomeShop18 will also have а por- 
tal (with around 3,000 products 
and services on offer), tele-shop- 
ping, with a dedicated call centre 
to monitor calls, as well as a direct 

ing arm. 

Sundeep Malhotra, CEO, 
HomeShop 18, claims this is the 
first company in the country that 
can service 2,000 Indian cities and 
has roped in multiple logistics com- 


Shahrukh Khan and Sachin 
Tendulkar—endorse so many dif- 
ferent brands that it’s near impos- 
sible to keep track of who's advo- 
cating what. In cases such as these, 
more often than not, the brand be- 
comes a blind spot for audiences. 
Sure, a lot of people remember 





HomeShop18 site: Shop till you drop 


panies for deliveries across the 
country. To approach the cus- 


tied up with banks, airline com- 
panies and telecom operators for 
their customers. HomeShop18 ex- 
pects the infomercials to pull most 
of the crowd and the channel will 
also serve as a platform for launch- 
ing products and services. 
HomeShop 18 will offer some 35 


PALLAVI SRIVASTAVA 


Shahrukh Khan trying to pick up an 
Eastern European woman (with a 
very bad accent) in a computer 
store, but how many people really 
remember it’s for z brand? Some 
more questions: Which of the many 
jewellery brands is Aishwarya Rai 
hawking? And for which one is 


Did you know DuPont science helps us see crystal 
clear images of the Martian surface? 
m for Sustainability 
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Sushmita Sen the face? 

Tarun Rai, Managing Partner, 
JWT, explains it's not about using a 
celebrity brand endorser; it's about 
how the celebrity is going to be 
used. You can't use a celebrity only 
for the fact he or she is a celebrity. 
“I think it's their greed and their 
hunger to rake in as much as they 
can, as quickly as they can." Rai 
surmises that celebrities are here to 
stay as brand endorsers, and that 
is due partly to the advent of luxury 
brands into the country. *To me, 
that makes sense, because there's a 
perfect fit between luxury and some 
of our celebrities. But then the 
Shahrukh Khans and Amitabh 
Bachchans of the world better be 
careful, because you can't be en- 
dorsing cooking oil and the Rolexes 
and Omegas at the same time. Right 
now all these luxury brands are a bit 
desperate, because there aren't too 
many ‘celebrity superstars’, in that 
sense of the word, in India.” Adds 
Harish Bijoor, CEO, Harish Bijoor 
Consults Inc.: “Brand ambassadors 
must not moonlight. Brand ambas- 
sadors who focus on one brand can 
achieve great results.” The best ex- 
ample: the combo of Zakir Hussain 
and Taj Mahal tea. 

DEEPTI KHANNA BOSE 


Investing in - 
Allah’s Name 


Offshore Islamic funds make 
a beeline for Dalal Street. 


HE COLOUR GREEN IS WIDELY 
i pa by Muslims. This could 
explain the new-found affinity for 
greenbacks that comply with Islamic 
jurisprudence, Shariat. Shariah or 
Islamic funds are making a quiet 
beeline for India to participate in its 
growth story, led by a slew of banks 
in West Asia. At last count, funds 
worth a billion dollars had lined 
up to invest in the Indian stock 
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Parsoli’s Sareshw ala: 


- Fund Manager: А Madina, Gulf Bank 


GREEN BRIGADE 
At least $1 billion is headed the way of 


Indian «ie. 





Fund Manager: Kotak Wealth (Kotak India 


Shariah Fund) 
Amount: $50-100 million 


- Fund Manager: Parsoli Corp. and Baader 


Service Bank (First Islamic India Fund) 


Amount: $135 million 


Fund Manager: Khaleej Finance and 
Investment, Kuwait Investment Company, 
Kuwait Finance House 


Amount: $170 million 


Tapping the Islamic Billions 


Is India ready for Shariah-compliant financial products? 


HILE SHARIAH FUNDS ARE 

hogging the limelight, there 
are a host of other financial prod- 
ucts that can be offered to the 
community back home. For in- 
stance, global banks such as 
Standard Chartered have tailored 
conventional banking and financial 
products in Muslim-dominated 
countries like Pakistan, 
the UAE, Malaysia and Indonesia to 
suit Shariah principles. *The in- 
terest element inherent in bank- 
ing services such as loans and credit 
cards is not compliant with Shariah 
principles. For financing transac- 
tions, they need to be structured as 
trade finance deals with the banks 
taking title to goods (the bank 
buys a product directly from the 
manufacturer and resells it to the 
customer at a higher price in pre- 
determined monthly instalments— 
the price differential covering the 


bank's charges. So, instead of fi- 
nancing the customer, the bank 
sells him the product—which does 
not contravene Shariah princi- 
ples)" points out Afaq Khan, СЕО, 
Islamic Banking, Standard 
Chartered Bank. For credit cards, 
the bank charges a fixed monthly 
fee called Ujrab. In fact, while 
India is mulling over introduction 
of Islamic banking guidelines, 
countries such as Singapore and 
the UK have passed Islamic banking 
laws. Insurance is another sticky 
area. While non-life insurance is 
Shariah compliant, term life in- 
surance—which implies punting 
against death—goes against Islamic 
principles. Besides, what is of con- 
cern is where the premium is in- 
vested by the insurance company, 
which should be in Shariah-com- 
pliant stocks or companies. 
TEJEESH N.S. BEHL 






; Quorum is an ideal place for business 
Q | NTE RCO NT | N E NTAL. meets, presentations, analysis, review 
THE GRAND MUMBAI meetings and socia h 
In addition to the 
* comr 
sophisticated video conferencing fa 


Designed to accor 


and medium size 


REMINISCENCE OF THE can seat from 12-18 people 


Sahar Airport Road, Mumbai - 400 059 


FINEST BUSINESS MOMENT. Tel: +91 22 6699 2222 





bt current 


markets. The only condition? The 
money should be invested in com- 
panies that are Shariah-compliant. 
This precludes companies or in- 
dustries associated in any way with 
alcohol, tobacco, gambling, enter- 
tainment, pornography, hotels, 
pork-production, arms and ammu- 
nition, banking and financial services 
(because they profit via interest in- 
come), among others. 

“Shariah funds are nothing but 
socially responsible investments that 
allow Muslims to take part in the 
stock market boom without com- 
promising their religious beliefs. 
There’s a Shariah screen of financial 
ratios that enable fund managers 
to decide whether a company is 
Shariah-compliant or not, aside 
from the fact that its trading or 
business activities should not violate 
Islamic principles,” explains Zafar 
Sareshwala, MD, Parsoli Corporation, 
which has tied up with Germany’s 
Baader Service Bank to launch the 
First Islamic India Fund with a total 
corpus of $135 million. 

According to Sareshwala, for a 
company to be Shariah-compliant, 
its total debts should be less than 33 
per cent of its market capitalisa- 
tion; the net cash receivable should 
be less than 45 per cent of its gross 
net worth; it should have at least 25 
per cent of its assets as fixed; and in 
case it derives some income from 
“impure” (read non-Shariah com- 
pliant) means, that income should 
not exceed 10 per cent of its gross 
revenues. In the last mentioned 
case, 10 per cent of the earnings 
are donated to an approved charity. 
Each of the fund managers also has 
an Islamic scholar on board who 
screens each corporate entity for 
Shariah compliance. 

Investments are not limited to 
Muslims. “Many Shariah funds are 
billed as SRIs or socially responsible 
investments and nearly 60 per cent 
of the investors are non-Muslims,” 
informs Thomas Kelly, Director 
and Head, Asset Management, TAIB 
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Bahrain, which will be launching 
its Everest Fund II—to be managed 
by uri and sBi—during September- 
October 2007. Another common 
feature among the India-specific 
Shariah funds is that most of them 
are offshore funds, though 
Sareshwala is planning a 
rupee-fund. 

In fact, more by default than by 
design, the Tata Select Equity Fund 
has been rated as Shariah-compli- 
ant by Islamic scholars. However, 
according to Ved Prakash 
Chaturvedi, Mp, Tata Mutual Fund, 
the company has no plans of mar- 
keting it as an Islamic fund. The RBI, 
which had done a detailed study a 
couple of years back on Islamic bank- 
ing, says there is no proposal at the 
current juncture to issue any guide- 
lines to the banks to tap the growing 
market of Islamic financial services 
(see Tapping the Islamic Billions). 
That may appear surprising, consid- 
ering India is home to the world’s 
second-largest Muslim population 
after Indonesia. Sareshwala’s guessti- 
mate is that just the Shariah funds 
market in India is worth Rs 1,000 
crore. The money invested globally in 
Shariah funds is estimated in the re- 
gion of $500 billion. 

TEJEESH N.S. BEHL 





Out of 
the Box 


Dishtv's set-top box is com- 
patible with a PC and a TV. 


OON THERE WILL BE AT LEAST SIX 

players offering direct-to-home 
(DTH) satellite services to television 
viewers: Reliance ADAG, Bharti, Sun 
TV and the three who've already 
started operations, dishtv, Tata Sky 
and the state-owned рр Direct. 
Question: How do these players 
differentiate themselves? Well, they 
can't compete by offering exclusive 





SHEKHAR GHOSH 


Dishtv's Goel: Tech game 


programming because regulations 
written by the TRAI (Telecom 
Regulatory Authority of India) do 
not allow for that. They could com- 
pete on price, but that could turn 
into an ugly war that hurts all play- 
ers. A more sensible option would 
be to use technology as a differen- 
tiator. That's what the Essel 
Group's dishtv is attempting by 
introducing a new set-top box that's 
compatible with a computer as well 
as television (TV). 

Ajay Parmar, Head of Research 
Institution, Emkay Shares & Stock 
Brokers, says that this move on 
part of dishtv is a clever way to 
enter offices through pcs. “Until 
now we took into count only the 
households for cable & satellite 
homes, but now this move will 
increase the universe further. This 
technology exists in other parts of 
the world and it will not be long 
before competition catches up,” 
he says. 

The new box, which will cost 
Rs 1,000 more than the regular 
one available for Rs 4,000, will 
be rolled out in a phased manner, 
starting with eight big cities. “We 
expect to increase our monthly 
sales by another 10-12 per cent 
with the introduction of this 
product,” says Jawahar Goel, Man- 
aging Director, dishtv. Dishtv’s 
subscriber base currently stands 
at 2.2 million households. 
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NDPL PACKS MORE ‘POWER’ AFTER 
CHOOSING WINDOWS OVER LINUX. 





Ashok Choudhary for The Highly Reliable Times 
NDPL manages power distribution across Delhi using a strong IT backbone. 
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Responsive customer service requires 
reliable messaging platform 





By BIBHUTI V SINGH 


NEW DELHI, Mar. 2007 — 
A rapidly growing power 
distribution major supplying 
electricity to a major part of 
India's capital and harbouring a 
vision of making its IT 
environment "a benchmark in 

distribution business", 
NDPL realised it could not 
sustain on the Linux-Sendmail 
mail solution that did not scale 
up. was tough to maintain and 
had high overhead costs. 


"The Sendmail solution was 
highly unreliable in other 
aspects as well. The planned 
and unplanned downtime was 
quite high With no 
manageability features built-in, 
maintaining the solution was a 
huge task and required us to 
replicate technical support in 
various locations," says Jha. 

NDPL IT was looking for a 


reliable, seamless, integrated 
and scalable messaging and 
collaboration infrastructure and 
it found the answer in Microsoft* 
Windows Server platform. 

*When you take a look at the 
facts, Linux doesn't seem to 
offer the level of reliability that I 
thought and Windows Server 
2003 is more reliable than I 
realised," adds Jha. 

Today NDPL has 2,000 
desktops and 2,500 mailboxes 
approximately, across 120 
locations and over the last two 
and a half years, NDPL has also 

other technologies 
from the Microsoft stable. 

For the full NDPL case study 
plus other case studies and 
independent research findings 
on reliability of Windows Server 
versus Linux, visit us at 
m 


BREAKING NEWS: 
Windows over Linux: Profitable 


proposition 


Despite being open source software, there were cost intensive 
maintenance, service and upgrade issues with Linux Sendmail. 
Windows Server System™ has the administrators at NDPL 
spending far less time on managing the networks than earlier; the 
company has grown in strength with its revenues touching INR 1578. 


crore (US$ 367 mn) in 2004-05. 


—Continued on Page5 ` 
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BEST CITIES 


OR SO WE SAY 


Bangalore gets pummelled, Delhi climbs, and Mumbai stays put a | 
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#1. The surprise gainers in this year's survey: Ahmedabad and Surat. —_ 


OU ARE LAUGHING. LAUGHING AT THE SUPERLATIVE, LAUGHING AT THE 
irony. Yeah, we know. More than once last fortnight, you spent some 
three or four hours stuck in traffic. You live in Mumbai or Delhi. One 
is India’s commercial capital—and the #1 city for business, ac- 
cording to our survey—and the other is its political capital. There 
aren’t any other cities bigger or better than them, we are told. But any city that 
treats you like this, ought not to be described in superlative terms. We agree. So, 
thank you, readers, for not burning us, along with this issue, at the stake. 

Yet, incredible as it might seem, Indian cities are getting better. Delhi, gear- 
ing up to host the Commonwealth Games in 2010, has unclogged its so-called 
Ring Road (the chaos that you see in the picture above is recent and at an in- 
tersection that leads to the airport); it has added, and fairly successfully, a metro 
service that has eased everyday commuting for thousands of people; and it has 
also cleaned up its air. Those are some reasons why Delhi displaces Bangalore 
as the #2 city in the aT-Synovate survey of India's Best Cities for Business 2007. 

Mumbai remains #1 not because of its upgrade in infrastructure, although 
the state government has set an ambitious investment target of Rs 2,30,000 crore 
and the top bureaucrat in charge of its special urban projects says that the city 
ought to be comparing itself with Dubai or Singapore, and not Hyderabad or 
Bangalore. Mumbai is top of the heap simply because it continues to be the jet 
engine of commerce—and because of its stoic but sanguine denizens. But peo- 
ple are getting fed up with Bangalore. CEOs in our survey have knocked the city 
a notch down to the #3 position; self-employed professionals, who rated the 
Garden City as their #1 choice last year, have slammed it to #3. 

Far away from the glare of national media, Gujarat seems to be getting its act 
together. Ahmedabad has dislodged Pune to claim the #7 position, while another 
Gujarat city, Surat, has also gained a rank to jump to #9. This is no coincidence. 
As the following story explains, Gujarat has taken up urban renewal seriously. 
Both the cities are improving urban mass transport (now, CNG buses ply on their 
roads), and businesses like Reliance Retail see big opportunities there. 

There’s a massive urban renewal programme that the government has initiated 
under the Jawaharlal Nehru National Urban Renewal Mission (JNNURM), en- 
visaging an investment of Rs 1,20,000 crore in 63 cities (see Business Today, 
August 13, 2006 for more details on the mission). Understandably, renewing cities 
is a long and arduous process. The good news is we have got started. The bad 
news is the cities aren’t moving fast enough. 
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RANK 2007 2006 

1 MUMBAI Bangalore 
2 Delhi Mumbai 

3 Bangalore Delhi 

4 Chennai Chennai 

5 Hyderabad Hyderabad 
6 Kolkata Kolkata 

7 Ahmedabad Pune 

8 Pune Ahmedabad 
9 Surat Surat 


10 Jaipur Nagpur 


Ahmedabad moves to seventh 
position displacing Pune. Jaipur 
also moves into the top 10 
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OH, BANGALORE! 


India's Sil is sinking 
реа аи 


RANK RANK 
CELLE 2007 2006 


Mumbai Mumbai 
Delhi Bangalore 
Bangalore Delhi 
Chennai ^ Chennai 
Hyderabad Hyderabad 
Kolkata Kolkata 
Ahmedabad Pune 

Pune Ahmedabad 
Surat Nagpur 


Yes, boats would have fared better: For want of proper 
drainage, brand néw toads are rendered useless 
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1. Mumbai: Remains the jet set engine of commerce 
2. Delhi: Connectivity and air quality have improved, thanks to the metro 
3. Bangalore: Gets a thumbs down from CEOs 


SELF-EMPLOYED SENIOR MANAGERS Bs POLICY MAKERS 1 ) B- ual * 
PROFESSIONALS STUDENTS 


2006 RANK 2007 RANK 2007 RANK 2007 


11] Nagpur Surat 





1 MUMBAI Bangalore 1 MUMBAI Mumbai 1 MUMBAI Mumbai 1 MUMBAI Mumbai 

2 Delhi Mumbai 2 Bangalore Bangalore 2 Delhi Bangalore 2 Bangalore Delhi 

3 Bangalore Delhi 3 Delhi Delhi 3 Bangalore Chennai 3 Delhi Bangalore 

4 Chennai Chennai 4 Chennai Chennai 4 Chennai Delhi 4 Chennai Chennai 

5 Hyderabad Hyderabad 5 Hyderabad Hyderabad 5 Hyderabad Hyderabad 5 Hyderabad Hyderabad 

6 Kolkata Kolkata 6 Kolkata Kolkata 6 Kolkata Pune 6 Kolkata Kolkata 
A 7 Pune Pune 7 Ahmedabad Pune 7 Ahmedabad Kolkata 7 Patna Pune 

8 Ahmedabad Ahmedabad 8 Pune Ahmedabad 8 Pune Ahmedabad 8 Indore Ahmedabad 

9 Surat Nagpur 9 Surat Nagpur 9 Surat Nagpur 9 Nagpur Indore 

10 Indore Indore 10 Jaipur Surat 10 Jaipur Lucknow 10 Ahmedabad Nagpur 

Bangalore drops from first place Senior Managers corroborate Delhi vaults to #2 from #4, and Only set where Delhi drops (one 

to third and Delhi moves CEOs’ assessment of the two Kolkata moves to sixth position place to #3). Otherwise it’s 


up to #2 Gujarat cities status quo for the top five 
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Ahmedabad: A clutch of new projects promises to transform it into a city with first-class infrastructure 
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HIS IS AHMEDABAD WHERE 
my father lived,” gushed 
Sunita Williams nee 
Pandya to her half-a- 
dozen crew members on 
board the space shuttle Atlantis, thou- 
sands of miles away from the face of 
the earth. It would have been an 
emotional moment for the Indian- 
American astronaut (her father 
Deepak Pandya had migrated to the 
us way back in 1958, and had ac- 
quired American citizenship 
a few years later). Williams, 
who plans to visit the city 


under their own weight. 

And Modi it would appear has 
only begun his act. He’s got a whole 
host of projects lined up that prom- 
ise to put Ahmedabad on the global 
map. “We will try to emulate 
Amsterdam and Singapore in port 
development. Our roads will be as 
good as the Autobahns of Germany: 
Our rr/biotech parks will be com- 
parable to Silicon Valley," beams 
the Gujarat CEO. 


THE CROWN JEWELS 


Unlike a few of his counterparts, 
Modi isn't selling empty dreams (like 
the Shanghai one). Over the next 
couple of years, a clutch of projects 
will transform Ahmedabad into a 
first-class city with first-class infra- 
structure. Just one of these unique 
projects is a bus rapid transit system 
(BRTS) with a high-speed dedicated 
corridor for AC CNG buses that will 
ply a 55-km stretch. A longer-term 
project is the ambitious Gujarat 

International Finance Tec- 
City (GIFT), an international 
finance city. 


in the near future, would Vital Stats of the two cities. Some 230 km away, 
have also been pleasantly emy Facts but still in Gujarat, another 
surprised to see the Population (in lakh ) 3520 28.10 city is making waves. Surat, 
Sabarmati, which has been Area (sq kms) 191 326 placed ideally in between 
a dry riverbed for years NOW, Sey Ratio (Females per 1,000 males) 885 350 the busy Mumbai- 
flowing bank to bank. трчи ; m » Ahmedabad corridor and 

If the Sabarmati has be- : on the banks of the river 
gun to meander once again, Dutton ud ae Tapti, will soon have the 
that’s because the water is "fant Mortality Rate — — — — 272976 8— 19655 —  first-of-its-kind multi-layer 
coming from the Narmada Шеху |889% — — 933v. flyover bridge on Ring 


canal, courtesy the ambi- 
tious river-linking project of 
Narendra Modi, Chief 
Minister of Gujarat. If Will- 
iams visits Ahmedabad in 
2009, she'd likely see more 


Water litres) 


Per capita Water | 167.45 litres — 190 litres 
Power Tariff-Residential (Rs per unit) | Rs 5 per single phase 
| (Rs 2.70 per unit up to 50 units) 
Power Tariff-Commercial (Rs per unit) 
| (Rs 3.60 per unit up to 50 units) 


Rs 45 single phase 


Road between Udhana 
Gate and Majura Gate. The 
2,505-metre multi-layer 
overbridge will have four 
flyovers crossing each other. 
The country’s second 


development on both the Cost of Petrol (Rs per litre) | 48.61 50.40 longest flyover bridge—all 
banks of the river—com- Diesel (Rs per litre) 13674 3190 of 2.7 km—is already 
mercial complexes, parks, cya (gs 263 n9 operational at Varachha. 
walkways, along with houses estate Residential Prices (Rs per sq (2000-4000 | 1500-1700 “There is a difference of 
for the poor, along the 11.5 — i ; hell and heaven in Surat 
km stretch on the Sabarmati Commercial Prices (Rs per sq. fi) | 4000 and above 2000andabove today,” says Girish Patel, 


riverbanks. 

To be sure, the Sabar- 
mati in full flow is an apt 
metaphor for the miracle 
that Modi has pulled off in 
making Ahmedabad a 
model for urban develop- 
ment. Wide roads, mini- 
mum traffic congestion and 
ample green spaces along 
with the new temples of 
modern India—malls, mul- 
tiplexes and coffee shops 
—have given 35 lakh Amd- 
avadis plenty to smile about. 
This is at a time when most 
Indian metros are creaking 


Flight Services 


| but few direct 


(Population 2001 census) (Source -Municipal Corporation Ahmedabad and Surat) 





Good connectivity | One flight a day 
to and from 
international flights Delhi 


Entry Level Job (Salary per month) | 3,000-6,000 — 2,000-3,000 


Vice Chairman & CEO of 
the Ahmedabad-headquar- 
tered Paras Pharmaceu- 
ticals. The *hell" Patel is 
referring to is the plague 
that hit the city in 1994. 
Today, Surat is one of the 
cleanest cities in India, 
thanks to initiatives like 
door-to-door garbarge col- 
lection and a bio-medical 
waste treatment plant—one 
of the very few in the coun- 
try. Says Pradipsinh Jhala, 
Deputy Municipal Comm- 
issioner, Surat Municipal 
Corporation: *We have 
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emerged as the cleanest city be- 
cause of such initiatives.” 

Clearly, it’s not for nothing that 
these two Gujarat cities have been 
able to move up the rankings— 
from 8 to 7% and from 10% to 
9th, respectively—in the Br-Synovate 
survey of the Best Cities for 
Business. That, in the bargain, 
they’ve been able to unseat two 
cities of Maharashtra—Pune and 
Nagpur—is noteworthy, and points 
to some visionary planning at the 
state and municipal levels. 

Indeed the current year has seen 
special focus on infrastructure 
development, not just in 
Ahmedabad and Surat, but virtu- 
ally in every nook and cranny of 
Gujarat. “We are celebrating 2007 
as “Nirman Gujarat” to improve 
the quality of life of the people by 
ensuring clean water, proper 
drainage facilities, cleanliness, and 
better roads,” explains Modi. 


THE INFRASTRUCTURE THRUST 
Ahmedabad and Surat are getting a facelift. 


AHMEDABAD 

в Sabarmati Riverfront Facelift: Sabarmati Riverfront Development Corporation Limited 
(SRFDCL) is developing a 11.5-km stretch on both banks of the river along the city, 
which will have commercial complexes, parks, walkways and also houses for the poor. 
The first phase of the project that was initiated in 1997 (though work started in 2004) 
is complete and the project is expected to be completed by December 2009 


m BRTS: The Bus Rapid Transit System is a high-speed dedicated corridor for AC 
CNG buses to ply on a 65-km stretch. In the first phase of this Rs 600-crore project, 
the tenders for the 22.5-km has been floated. BRTS is likely to be completed in 
December 2009 


m Kankaria Lake Facelift: New concrete structures are coming up around the lake. 
There is a provision to run a toy train around the lake along with food plazas and other 
entertainment zones 





SURAT 


m Multi-layer Fly Over Bridge : First of its kind with four flyovers crossing each other. 
The project, with an estimated cost of Rs 29 crore, will get completed in 18 months. 
The bridge is 2,505 metres long 


m Pylon Bridge: The cable-stayed twin pylon bridge (like Kolkata's Howrah Bridge) 
has been proposed near Tapti river joining Athwa and Adajan areas. The bridge is 
proposed to be 700 metres long. The bridge will have four lanes 


= Science Centre: Under construction, the total built-up area is about 17,000 sq 
metres. Will include a museum, an art gallery, a planetarium, an auditorium and an 
amphitheatre 


Reliable power (the concept of a 
generator is unheard of; even IIM-A 
doesn’t bank on one), safe drinking 
water, and absence of potholes are 
just a few manifestations of com- 
mitment in the state. 

Gautam Adani, Chairman of the 
Ahmedabad-based Adani Group, 
has an interesting observation to 
make: “Unlike Pune, Bangalore and 
Hyderabad, where infrastructure is 
collapsing because of population 
growth, the peripheral develop- 
ment of Ahmedabad is well planned 


to take the pressure of a growing 
population.” That’s possible, say 
officials at the Municipal 
Corporation, because of township 
planning based on the ring road 
concept, with the outskirts linked 
with the cities like arteries. 

“It is the rapidity of change in 
Ahmedabad that strikes anyone who 
visits the city,” observes Bakul 
Dholakia, Director, IIM-A, who has 
been living in Ahmedabad for the 
last 32 years. Dholakia, who is part 
of Gujarat Institute of Housing & 
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bt cover story 


“We are growing faster than 
some Asian economies” 


IFTY-SEVEN-YEAR-OLD NARENDRA 

Modi, Chief Minister of 

Gujarat, is an early riser (he 
wakes up at 5.30 am) and loves 
reading all the national dailies on the 
worldwide web. A tough taskmaster, 
Modi is known in the Gujarat bu- 
reaucracy as a man of action. His 
aim is to put Gujarat on the global 
map. Excerpts from an exclusive 
interview with Associate Editor 
Anand Adbikari conducted at 
Modi's Gandhinagar office. 


Gujarat is probably the only state wit- 
nessing a double-digit growth for a 
long time and also the only state grow- 
ing higher than the country's 8-9 per 
cent growth. Which are the key growth 
drivers? 

We are growing even faster than 
some of the Asian economies. The 
Planning Commission has given us 
the highest growth target of 11.2 
per cent in the 11th Five Year Plan 
as compared to 10.2 per cent 
achieved during the 10th Plan. I 
would say labour harmony, infra- 
structure development, transparent 
policies and prudent State fiscal 
management have contributed to 
our growth. For instance, the man- 
days lost due to labour unrest in 
Gujarat is only 0.65 per cent as 
against 5 per cent in Maharashtra. 


How would you say Gujarat compares 
with another fast-growing state, 
Maharashtra? 

I do not wish to enter into any such 
comparison. My goal is to com- 
pare Gujarat's economic develop- 
ment with the growth rate of South 
East Asian tiger economies such as 
South Korea, Singapore and 
Thailand. Our goal is to even sur- 
pass the growth rate of China. In 
fact, Gujarat has the best example of 
balanced growth in the country. 
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Why is that agriculture growth lags 
behind, with services and industry 
dominating in their contribution to the 
state domestic product? 

On the contrary, our agriculture 
growth is over 10 per cent which is 
well above the national average. 
Just a couple of years back, Gujarat's 
agricultural income was only 
Rs 9,000 crore; today it has gone up 
to Rs 34,000 crore. This income 
directly goes to farmers. We are 
also the first state in the country 
to start 'river grid' process. We have 
already linked close to two dozen 
rivers in Gujarat, while plans are 
under way to link some more rivers. 
You have to understand that Gujarat 
is a state that faces famine in seven 
out of 10 years. But with new ini- 
tiatives like river-linking, water-har- 
vesting, and a green revolution proj- 
ect, the state is making strides in 
the agricultural space. We have seen 
a 20 per cent increase in milk pro- 
duction in the last few years. 


Is enough being done on the education 
front to complement the growing ac- 
tivity in services and industry? 

In the last five years, the number of 
seats in professional courses has 
more than doubled. We have 
14,161 degree and 17,670 diploma 
seats in engineering collages. iT 
Powai is starting its branch in 
Gandhinagar. 


You also have a vision to make Gujarat 
a global city. What are the bench- 
marks you have in mind? 

We would try to emulate 
Amsterdam and Singapore in port 
development. Our roads will be as 
good as the Autobahns of Germany. 
Our chemical and petrochemical 
industry will be comparable to that 
of Japan; we are already in touch 
with the Japanese government for 





this. Our ret (biotech) parks will 
be comparable to Silicon Valley. 


Industry often complains about inade- 
quate airport facilities. For instance, few 
international flights fly out of Gujarat. 
Gujarat has the maximum number 
of airports. We have over a dozen 
airports. In fact, in the Kutch 
district alone we have as many five 
airports. 


How do you look at Bharuch and 
Bhavnagar, cities that are increasingly 
attracting investments and employ- 
ment? 

Bharuch is emerging as an oil and 
gas, chemical and petrochemical 
hub in India. The industrial corridor 
project betwen Mumbai and Delhi 
will pass through Bharuch district. 


Which are the cities that you expect to 
evolve into big cities of the future? 
We have evolved a new concept of 
promoting ‘twin cities’ and radial 
development. For example: Surat- 
Navsari, Ahmedabad-Gandhinagar, 
Baroda-Halol, Rajkot-Jamnagar, 
Surendranagar-Vadhavan, and 
Valsad-Vapi. It's more like New 
York-New Jersey. We will create a 
new model of development. We 
expect nearly 50 per cent of the 
population of Gujarat to be living in 
cities in the next 10-15 years. 


Do you think it makes sense to lift 
prohibition if Gujarat has to be pro- 
moted as a tourist destination? 

We will talk on this subject some 
other time. 
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CH ICAGO OF GUJARAT 
An international finance city is in the works. 


w Call it Modi's GIFT to Gujarat: The Gujarat International 
Finance Tec-City (GIFT) is the proposed international finance 
city to be developed in Shahpur village on the banks of the river 
Sabarmati, 8 km from Gandhinagar and just 12 km from the 
Ahmedabad international airport. The project has been con- 
ceptualised as a modern city that will rank among the best fi- 
nancial centers in the world and will provide the best in class 
technology and infrastructure facilities 


= Built-up area: 75 million sq ft. to be developed in phases 
= Total cost: Rs 3,000 crore 

m Elements: An international financial city segment, a domestic 
finance segment, a technology park and an integrated town- 
ship with ancillary support. 

m Developer: Gujarat Urban Development Company (GUDC) 
and Infrastructure Leasing & Finance Services (IL&FS) 


m Designer: East China Architectural Development Institute 





(Ecadi). Ecadi is famous for developing Shanghai, a well-known 
commercial city in China 


ш Status: Modi laid the foundation stone in June this year 


m Project completion: Phase | of 25 million sq ft. by 2010 
s Interested corporates: Kotak Mahindra, Chescor Capital (in- 
vestment banking firm from UK), Orix (integrated financial 
services group based in Tokyo), Sembawang Engineers and 
Constructors Pvt. Ltd. Singapore (subsidiary of Punj Lloyd) 
and Fairwood Associates (private sector project consultants) 


Developers (GIHED) initiative to pro- 
mote Gujarat 2020, says, one can 
cover a distance between the man- 
agement institute at Vastrapur to 
the airport, a distance of 17-18 km, 
in just half an hour during the peak 


Malls and multiplexes are mush- 
rooming in the all the major cities. 
Mukesh Ambani's Reliance Retail is 
building a massive Mall near cG 
Road in Ahmedabad, spread over 
1.67 lakh sq ft. Surat, too, is in the 


firm grip of a retailing revolution. 
Says Arvind Kumar, General 
Manager (projects) at Essar Hazira, 
which is 25 km away from Surat: “I 
visit Surat twice a week for shop- 
ping and watching movies. The city 


in Gujarat in half the time it 
would take in most other states. 
This speaks volumes of 
Gujarat’s infrastructure," says 
Arvind Shah, a senior executive 
at an Ahmedabad-based firm. 


traffic. “You can travel 400 km 
STATE ON TOP 


Gujarat 16 
Maharashtra 14 


If the cities of Gujarat ap- Andhra 
peal to the senses, it may have Pradesh 9 
a lot to do with the futuristic Chattisgarh 8 
nature of governance. For in- 
Tamil Nadu 7 


stance, at one time Ahmedabad 
used to be one of the most pol- 
luted cities in India. A switch to 
CNG as a fuel in the public 


transport system two years ago Gujarat 
swiftly turned things around. Maharashtra 
And projects like the BRTS have Andira Friisk 
been blueprinted for Trades 
Ahmedabad keeping in mind Chattisgarh 
the future demands on the city. Uttar Pradesh 
“In the next 20 years to come, Giles 
Ahmedabad is not going to face 
the kind of traffic congestion Tamil Nadu 
one associates with big cities," ^ Karnataka 
declares Dholakia. 

Р Ре - Jharkhand 

Meantime, the cities of _ 

Gujarat are also in sync with = West Bengal 
the rapid pace of change taking Figures in $billion 
place in the entire country. = Source: Gujarat government 
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Gujarat attracts the most investment proposals... 









Percentage of proposals received between 1991 and 2006 





Total investments between 1999 and 2006 


is clean, safe and looks good." 
The youth are finding attractive 
opportunities in fast-growing 
sectors like IT and rr-enabled 
services. “The transformation 
of Ahmedabad started right 
from the collapse of textile 
mills; then came the emergence 
of the pharmaceutical sector; 


Other States 22 
Karnataka 5 
Jharkhand 5 


Uttar 4 
Pradesh 7 and now гг and BPO are flour- 
ishing,” believes Patel of Paras, 
- Orissa 7 


who was born and brought up 
in Gujarat. 

What many Gujaratis 
would be looking forward to is 
a relaxation of the prohibition 
decree. Amdavadis joke that 
their city may be dry outside, 
but it's wet at home. “The lift- 
ing of prohibition could bring 
Rs 2,000-2,500 crore to the 
exchequer,” says a government 
executive who didn't want to 
be identified. However, pro- 
hibition is one holy cow that 
few chief ministers would want 
to play around with, and even 
an aggressive reformist like 
Modi may think it foolhardy to 
attempt otherwise. IM 
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IMAGING AND DISPLAYS 


bt cover story 


SECOND OPTION CITIES 


As state capitals get crowded, businesses are scrambling for newer 
destinations within and outside their home states. Happily for India Inc., 
there are quite a few cities to choose from. kristina Gopal an 
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MYSORE 


WHAT THE CITY OFFERS 

ә Easy access to state 
capital Bangalore 

e Significant IT development 
with Infosys' 270-acre 
campus being the 
big story 

€ Access to local talent 
pool and lower costs 

ә 21 new IT projects in 
the pipeline, including 
one of TCS 


80 BUSINESS TODAY AUG 


ren 


ETT RESP m 
v vus ts 
ре ЗЧ 






= 


ITH BANGALORE'S IN- 
frastructure contin- 
uing to crumble and 
real estate prices sky- 
rocketing, Infosys 
and Wipro, two companies synony- 
mous with India's capital, are leading 
the flight of rr firms to cheaper tier-II 
locations across the country. While 
Infosys already has a 300-acre campus 
in Mysore (including its much-vaunted 
leadership institute), it has also 


| Following in Bangalore's Infosys' leadership institute in Mysore 













acquired 300 acres in the coastal town 
of Mangalore, 350 km west of 
Bangalore, while cross-town rival 
Wipro is also among the pack of 
around 20 companies heading to these 
two emerging locations. *There is no 
space for us to expand in Bangalore," 
quips T.V. Mohandas Pai, Director 
(HR), Infosys Technologies. 

Since the 90s, breakneck growth in 
metros such as Mumbai, Delhi, 
Bangalore, Kolkata, and Chennai has 


AV) HS339I^5 


left the cities overcrowded, while 
their infrastructure hasn’t kept pace 
at all. With the result, mega cities 
have long expanded into suburbs. 
Delhi, for example, has clawed into 
Gurgaon and Noida. 

What's happening now is that 
businesses are looking beyond the 
suburbs and farther into smaller 
cities such as Agra or Meerut, or, if 
you are in Mumbai, then Nashik 
and Nagpur. There’s frenetic de- 
velopment taking place from Siliguri 
to Mangalore and from Ludhiana to 
Durgapur. It’s not just offices that 
are coming up, but residential com- 
plexes, malls and entertainment 
centres. By all accounts, India’s 
story over the next decade will be 
about these cities and how they 
morph into tier-I cities themselves. 


The IT Effect 


One industry that has done more 
than others to turn around fortunes 
of smaller cities is IT and ITES, 
especially in South India. Take 
Mangalore, for example. This 
coastal city is a big attraction for the 
BPO industry. MphasiS (now part 
of EDS) is looking to hire 3,000 
people for its facility here, and there 
are other players as well looking 
to get a toehold in the city. Madurai 
is another city that's benefiting from 
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NASHIK 


WHAT THE CITY OFFERS 
e Existing manufacturing base, 
courtesy M&M's plant 


e Huge potential for the wine 
industry, given the wineries 
that exist 


e An emerging IT/ITES 
destination and is in list of the 
selected tier-ll cities for 
BPO/IT companies 


e Has five industrial zones 
around the Nashik area and 
its outskirts 


BHOPAL 


WHAT THE CITY OFFERS 

© Is home to a large 
population of educated middle 
class with rising aspirations 
and consumption 

e Has—and is acquiring—a 
very solid educational and 
medical infrastructure 
(including higher education 
institutes, AIIMS and other 
institutes) 


€ Is well connected to metros 
like Delhi and Mumbai and 
other cities by road, rail and air 
(has an airport) 

e The forthcoming software and 
hardware technology park 
expects to give a fillip to the 
IT industry 


IINVASOOD HSIWA 


WHY WE NEED 
ALTERNATIVE CITIES 


The reasons are many 
and predictable. 


Housing Crunch: Proper 
housing has e increasingly 
expensive and, therefore, scarce 
for a large number of city dwellers. 
Smaller cities tend to offer better 
housing at lower costs. 


Better Infrastructure: It's 
easier to build bigger and better 
roads in small and less populated 
cities than in bigger cities, where 
unplanned expansion may offer 
little scope for urban changes. 


Better Urban Planning: 
Zoning, which doesn't seem to exist 
in any Indian metro, can be better 
introduced and followed in smaller 
cities, and thereby, offer better 
standard of living to the people. —— 


Better Civic Life: 
Municipalities tend to be inefficient 
and corrupt in the larger cities. 

In smaller cities, where the 
municipalities tend to be smaller 
and less sclerotic, there is 
opportunity to ensure better 
delivery of civic services. 


Lower Cost of Living: For 
both employers and employees, the 
lower cost of living in smaller cities 
is a big attraction. Their coming, in 
turn, multiplies wealth in the local 
economy. 


the rr boom. A historic city more 
than 2,500 years old, Madurai was 
once synonymous with Tvs and 
Madura Coats. Today, it is busy 
giving its bigger cousin, Chennai, a 
run for its money. An IT park of 7 
million sq. ft within an integrated 
township is slated to come up in the 
city in the next four to seven years. 
*While we envisage that manufac- 
turing will take off in a bigger way 
four years down the line, we think 
that we can trigger growth rates by 
bringing in IT," says Ligi George, 
past Chairman of ci''s Madurai 
zone. Honeywell Technologies al- 
ready has a base in Madurai. 


bt cover story 


Within Tamil Nadu, Coim- 
batore is another city that is an- 
gling for a ride on the rr band- 
wagon. For years, it has been home 
to industries like textiles and auto 
parts, apart from educational insti- 
tutions that include a host of col- 
leges. Although a latecomer to the rr 
party, it has managed to excite IT 
majors like Cognizant Technology 
Solutions. More such players may 
troop in, if the city's plans of up- 
grading its infrastructure bear fruit. 
Under the Jawaharlal Nehru 
National Urban Renewal Mission 
(NNURM), Coimbatore will get 
Rs 3,000 crore to modernise its in- 
frastructure. It plans to invest that 
money in six-laning its major roads 
and improving sewerage and 
Civic services. 

Even cities in north and central 
India that have traditionally de- 
pended on manufacturing indus- 
tries, are trying to woo IT compa- 
nies. Bhopal, for example, plans to 
set up a software and hardware 
technology park that is expected 
to host companies like Genpact, 
Fujitsu, and Taurus Microsystems 
(an American custom design 
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engineering firm). The city has al- 
ready seen growth in the market 
for technology products as is evident 
in the presence of a large number of 
hardware and software vendors at 
Maharana Pratap Nagar, a major 
commercial area. It’s not hard to see 
why Bhopal wants rr. Although in- 
vestments by IT companies tend to 
be small, the wealth they create per 
employee is vastly greater than what 
blue-collar industries do. Therefore, 
the economy that such jobs create is 
far more affluent. 


Manufacturing: 

Mass Employer 

That’s not to say manufacturing is 
passé. It is still a key focus at cities 
like Nashik, Durgapur and 
Ludhiana. Nashik, for example, al- 
ready has a significant auto industry 
thanks to Mahindra & Mahindra. 
That apart, it has a thriving wine in- 
dustry that is getting noticed glob- 
ally. Interestingly, Nashik is also 
the base for the National Treasury 
Printing Press apart from housing 
five industrial zones on its outskirts. 
“I have been watching Nashik for 
over a decade and it has changed 
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COIMBATORE 


WHAT THE CITY OFFERS: 

€ Very big in industries like 
pumps, textiles and auto 
components 


€ Has an IT potential 
since there are at least 30 
engineering colleges 

€ International connectivity 
with Silk Air offering flights 
to Singapore 

€ Proposal underway to convert 
major roads into six lanes 


DURGAPUR 


WHAT THE CITY OFFERS 

€ Access to Kolkata, which is 
about 200 km away, and to 
the Haldia port 


€ Established manufacturing 
base that includes industries 
like steel and petrochemicals 
е High levels of realty and retail 
activity in terms of malls 
and shopping centres 


ө Big focus on developing the 
road network around the city 


SILIGURI 





WHAT THE CITY OFFERS: 
€ It is the gateway to the 
North East 


e Huge potential for commodity 
goods since there will be 
exports to China 


е Main growth has been in the 
services sector apart from the 
small-scale industry 


LUDHIANA 


WHAT THE CITY OFFERS 

€ Located along the GT Road, 
Ludhiana is well connected 
with Delhi by road and rail 


* Has a large manufacturing base, 
skills and entrepreneurial talent 


€ One of the cities with highest 
consumption expenditure 


© Proposed textile and apparel 
parks and international airport 
are expected to give a boost 
to Ludhiana's competitiveness 
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from a one-horse town to one of- 
fering a multitude of shopping op- 
tions and entertainment,” says 
Rajeev Samant, MD, Sula Vineyards, 
which owns more than 300 acres in 
Nashik. The proximity to Mumbai 
has helped Nashik a great deal. 
According to Akshay Kumar, MD, 
Park Lane Property Advisors, be- 
yond Mumbai and Pune, one can- 
not afford to ignore Nashik as far as 
Maharashtra goes. “It is cheap, has 
a population that is well educated 
and offers a good talent pool. The 
infrastructure, too, is reasonably 
good,” says Kumar. 

Speaking of manufacturing, 
West Bengal’s Durgapur is another 
interesting story. It was in the late 
50s that the place got its first major 
industry—a state-owned steel 
plant—that changed its fortunes. 
Following several periods of strug- 
gle, the city is now looking at new 
opportunities in the fields of met- 
alwork, engineering, petrochemi- 
cals and telecommunications. *This 
vibrancy of Durgapur can be at- 
tributed to the revival of the iron 
and steel industry in the area," says 
Nirupam Sen, West Bengal's 
Commerce and Industries Minister. 

Today, the Durgapur-Asansol 
belt has over 30 iron and steel units. 
The city of Durgapur, on its own, 
has a swanky Durgapur City Centre 
spread over an area of 3.7 lakh sq. 
ft, and a multiplex, to name a few 
things. If that's not enough, there is 
a Ginger hotel (of Roots 
Corporation) that has just come up 
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WHAT THE CITY OFFERS 


€ It's a port city that has 
historically been wealthy 


% The IT industry has a significant 
presence thanks to HSBC 
and Satyam, among others 

€ A pharma city is coming up; 
players like Dr Reddy's and 
Divi's are investing in SEZs 

€ Tourism could be a big one with 


the city's beaches and 
weekend resorts 


MANGALORE 


WHAT THE CITY OFFERS 
e Vicinity to the university town 
of Manipal 


e Base for BPOs with players like 
MphasiS having some big plans 


ә Overhaul of the New Mangalore 
Port will increase capacity 


€ ONGC's SEZ is coming up 
which can bring in investments 
of up to Rs 1,00,000 crore 


MADURAI 


WHAT THE CITY OFFERS 

© Well located with the Tuticorin 
port, which is just 110-km away 

Ф All important roads getting out 
of the city will have either a 
four- or six-lane connectivity 


e Manufacturing is already a big 
story, thanks to companies 
like TVS and Fenner 


€ An IT park is coming up and 
it is expected to be bigger 
than Chennai's Tidel Park 
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in the city. Says Roots’ CEO, Prabhat 
Pani: “Tier-II and tier-III cities are 
growing across the country. This 
belt is probably growing the fastest 
because this is backed by an ex- 
tremely vibrant manufacturing and 
engineering industry." 

Duragpur's peer in West 
Bengal, Siliguri, is catching up, too. 
Situated interestingly at a place 
where the borders of four coun- 
tries—Bangladesh, Nepal, Bhutan 
and China—are in the vicinity, the 
region is often referred to as the 
Gateway to the North East. At one 
point, it was all about tea, timber, 
tobacco and tourism. Today, there 
is a lot of activity on the services 
front in addition to small-scale in- 
dustries that are coming up. The 
Siliguri Jalpaiguri Development 
Authority (SJDA) has set up a truck 
terminal, two satellite towns and 
several bridges. *We want more 
private investors and business houses 
to come into the region and we are 
looking at sectors like infrastruc- 
ture, tourism and agri-based indus- 
tries," says West Bengal's Urban 
Development Minister, Ashok 
Bhattacharya. 

A bit of everything is what 
Visakhapatnam offers and that 
could well be its usp, It has a pharma 
city in the works, although drug 
companies like Divi's Labs has an 
SEZ in operation since last year and 
Dr Reddy's is planning one, too. 
It's also got IT, thanks to HSBC, 
which has a group service centre 
here, and Satyam that has set up 
an 800-seat facility. 

As Park Lane's Kumar puts it, 
“In the next 10 years, all the tier-II 
and tier-III cities will look com- 
pletely different. The momentum 
of the Indian economy along with 
that of the local economy is what 
will work well for these cities." Let 
us hope he's right. ш 
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Dehradun, Uttarakhand: Rapid industrialisation is spreading prosperity all around 


SATISH KAUSHIK 


YOUNG AND EAGER, BUT... 


Three new states, Uttarakhand, Chhattisgarh and Jharkhand, are 
attracting big-ticket investment proposals and latent demand is 
fuelling a boom in these states, but problems remain. 


UTTARAKHAND THE INCENTIVES... 


HE LIST OF INVESTORS QUEU- 
ing up to invest in the state 
reads like a virtual who’s 


who of India Inc.—Tata Motors, 
Bajaj Auto, Mahindra & Mahindra, 
Hero Honda, Ashok Leyland and 
Nestle have all trooped in, and have 
invested about Rs 30,000 crore in 
the state since 2003. *We don't 
have any more land in our industrial 
estates. There's a long waiting list of 
companies, but we can't accom- 


modate everyone," says S.P. Trip- 
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Zero excise duty for the first 10 years 
Zero income tax for the first five 
years, and 30 per cent thereafter 
Subsidy on capital of 15 

per cent, with a cap of 

Rs 30 lakh 

Concessional central sales tax at 
1 per cent for the first five years 
Exemption from entry tax on 
plant and machinery 

Stamp duty concession on 
Specialised Commodity Parks 


. AND THE INVESTMENTS 


Tata Motors: Rs 2,000-crore 
plant to manufacture cars 
and mini trucks 

Ashok Leyland: Rs 1,200- 
crore plant to manufacture 
commercial vehicles 

Sterlite Optical: Rs 1,000- 
crore plant to manufacture 
cables and telecom equipment 
Hero Honda: Rs 600-crore 
project to manufacture two 
wheelers 
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athi, GM, State Infrastructure and 
Industrial Development Corporation 
of Uttarakhand (SIDCUL), the nodal 
agency for infrastructure develop- 
ment in the state. The industrial es- 
tates of Haridwar, Udham Singh 
Nagar and Dehradun have emerged 
as the main industrial centres. Over 
the last four years, Uttarakhand has 
clocked an SDP (state domestic prod- 
uct) growth rate of 10 per cent, 
placing it among the high growth 
states in the country. 

So far, SIDCUL has mostly utilised 
unused government land for the 
purpose. The supply of such parcels 
of land has now run out. So, the 
the government can either turn away 
investors, or it can start doling out 
agricultural land. Says Maj. Gen. 
(Retd) B.C. Khanduri, Chief 
Minister of Uttarakhand: *In prin- 
ciple, I wouldn't like to take over 
agricultural land. But we'll do what's 
in the best interests of the state." 
Cautions V.K. Dhawan, former 
Chairman, cit (Uttarakhand): “If the 
government adopts a rigid attitude 
on acquisition of agricultural land, it 
will finish the process of industrial- 
isation in the state.” 

On other fronts, too, there are 
challenges that need to be addressed. 
Basic infrastructure needs an ur- 
gent overhaul. The supply of power 
has not kept pace with demand. At 
present, the state generates 950 Mw 
of power, against a peak demand of 
1,200-1,300 Mw. An investment of 
Rs 11,000 crore is expected to be 
made in the sector (mostly by cen- 
tral government utilities) over the 
next three years to ramp this up to 
3,500 Mw. Then, a Rs 2,200-crore 
ADB-funded project is underway to 
overhaul and build roads in the 
state. The National Highway 
Authority of India is also upgrading 
the stretch between Dehradun and 
Delhi and between the Kumaon 
and Garhwal regions. 

The state’s urban centres also 
need large doses of investment. Says 
Pankaj Gupta, President, Industries 


INTERVIEW: B.C. KHANDURI, CHIEF MINISTER 


“Finding Land Will Not Be a Problem” 


"ARAKHAND CHIEF MINISTER B. C. 

Khanduri spoke to Business Today's 

Bibi Jodi ow bis efforts to industriali 
his state. Excerpts: 


There is no land available in industrial estates 
panies eager to make fresh investments in the 
state? 

We will divide land into three cate- 
gories—extremely fertile land, which 
we will not touch; ordinary land; and 
government land. Then we have to decide what type of industries the 
state needs and where we want them to be based. Industries could come 
up on land which is not being used for agriculture. 


Will you acquire farmland for industries? 
In principle, I would not like to take over agricultural land. But we will 
do what is beneficial for the people of the state. 


What is the government doing to build infrastructure in the state? 

We are keen on harnessing the hydel energy potential of the state. My 
own estimate is that we can generate 40,000 Mw for which we have to 
invest in a number of big and small projects. We are also looking to build 
a network of roads that will link all the regions—in particular, we will 





focus on the Pradhan Mantri Gram Sadak Yojana. 


What about the hill regions, that have so far been largely left out of the in- 


dustrialisation that has taken place? 


My government has begun to identify districts where land is available 
for environment-friendly small industries. We could also set up agri-pro- 
cessing and cottage industries. rr companies, too, can be based in 


these regions. 


Association of Uttarakhand: “We 
have surpassed the carrying capacity 
of cities like Haridwar and Deh- 
radun.” Three cities (towns, really) 
in the state—Haridwar, Dehradun 
and Nainital—have now been bro- 
ught under the Centre-sponsored 
Jawaharlal Nehru National Urban 
Renewal Mission for beefing up 
the urban infrastructure. 

The lack of trained manpower is 
another issue. The government is 
trying to address this by inviting 
companies to adopt Industrial 


Training Institutes. But in the im- 
mediate term, this shortage has re- 
sulted in large-scale poaching of 
skilled manpower by larger compa- 
nies and led to the closure of several 
5515 that have borne the brunt of 
the talent flight. 

Government officials privately 
admit that industrial development is 
largely due to the efforts of the pre- 
vious N.D. Tiwari regime, and that 
maintaining this trajectory will be 
the acid test for Khanduri. 

RISHI JOSHI 
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O.P. Jindal Super Thermal Plant: Expanding operations in the state 


AIPUR, A SLEEPY PROVINCIAL 
town till a few years ago, 
became the capital of the 


newly-formed state of Chhattisgarh 
in 2000, and since then, its graph 
has shown a steep upward climb. 
“On an average weekday, my mall 
records 15,000 footfalls; on week- 
ends, this figure nearly doubles,” 
claims Sanjay Gupta, MD, City Mall 
36, Raipur’s first shopping mall 
that opened last month. Says Raman 
Singh, Chief Minister of the min- 
eral-rich Chhattisgarh: “The gov- 
ernment is doing everything possi- 
ble to rapidly industrialise the state.” 

That claim has to be taken with 
a largish pinch of salt. While it is 
true that the state has inked nearly 
80 mous worth nearly Rs 90,000 
crore since 2001 with various com- 
panies, government officials and 
local businessmen admit in private 
that big-ticket greenfield invest- 
ments have made little progress 
since the memoranda were signed. 

So, while companies like Jindal 
Steel & Power, which already has a 
significant presence in the state, have 
been investing in brownfield’ projects, 
others like Tata Steel and Essar Steel 
are finding it difficult to live with po- 
litical instability in the Naxal-af- 
fected areas in the mineral-rich 
Bastar and Dantewada regions. For 
the record, though, Varun Jha, VP 
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(Chhattisgarh Project), Tata Steel, 
claims his project is on track. “We 
have the full support of the gov- 
ernment,” he says. Adds a local busi- 
nessman who is considered close to 
the ruling BJP: “The Маха! problem 
is just one part of the story. The 
fact is that the government itself 
has more than one power centre; 
and the bureaucracy, too, is divided 
Result: the frenetic pace with which 
the government wooed investors 
(mostly in core sectors like cement, 
power and steel) is not matched by 
activity on the ground. 

AMAN MALIK 
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A rough ride: Given the Naxal menace, 


THE INCENTIVES... 


Concessions for "special 
thrust industries" like 

herbal medicines, auto com- 
ponents, food processing, 
white goods and non- 
conventional electricity 
Service charges for land 
allotment reduced from 35 per 
cent to 15 per cent 
Infrastructure subsidy on 
capital investment up to 

9 years equivalent to 
commercial tax pay out 


Tata Steel: Rs 10,000-crore 

greenfield steel project 

Essar Steel: Rs 7000-crore 

greenfield steel project 

MoUs signed for 30,000 MW 

of power generation (coal 

availability in the region can 

only support an additional 

6,000 MW) 

Several of these proposals are 

in a limbo due to political and 

bureaucratic wranglings 
a a ERR À—— 





investments will take time to materialise 
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JHARKHAND 


IRCA 2000, A THREE-BED ROOM 
( flat at Belaire Apartment in 

an upmarket locale in the 
central business district of Ranchi 
was available for Rs 750 per sq. ft. 
The same flat now costs Rs 2,700- 
2,800 per sq. ft. Property prices 
across the city have zoomed over 
the last 6-7 years. But not everyone 
is attributing this boom to the Rs 
2.50,000-crore worth of investment 
proposals that the state has received 
over the last two years, mostly in 
core sector industries like iron and 
steel, power and aluminium. Says 
Rahul Maroo, Director, Express 
Residency, a leading local real estate 
developer: *People here always 
have had the money, but didn't 
have any avenues to spend it." 

Therein lies a paradox. Despite 
the existence of large companies 
like Tata Steel, Central Coalfields, 
Heavy Engineering Corporation, 
Usha Martin, Mecon, and Coal 
Mines Planning & Designing India, 
the industrial scenario in Jharkhand 
is still a start-stop affair. 

Arcelor Mittal, for instance, had 
proposed to put up a 12 MTPA steel 
plant at an outlay of Rs 40,000 
crore. However, even after two 
years, it's a non-starter, thanks to the 
imbroglio over allotment of mining 
lease at Chiria ore reserves. Tata 


 Ranchi, Jharkhand: in real estate and retail is palpable 


"e ESI 


THE INCENTIVES... 


е Capital investment incentives, 
captive power generation sub- 
sidy, interest subsidy, rebate 
on registration charges and 
stamp duty for sale/lease of 
space for IT infrastructure if 
at least 30 per cent 
employment is reserved for 
Jharkhand residents 

е Special incentives for the IT 
industry include exemption 
from environmental and 
zoning regulations 

» Permission to run three-shift 
operations 


... AND THE INVESTMENTS 

з Arcelor Mittal: 12 МТРА steel 
plant at a capital outlay of 
Rs 40,000 crore 

ә Tata Steel: 12 МТРА 
greenfield steel plant апа 
expansion of its existing plant 
at Jamshedpur at a cost of 
Rs 48,000 crore 

Essar Steel: 10 MTPA steel 
plant at an investment of 
Rs 23,000 crore 

Jindal Steel & Power: 5 MTPA 
steel plant at a cost of 
Rs 10,480 crore 

o RPG Power: 1,000 MW 
thermal power plant at an 
outlay of Rs 5,000 crore 


SHAMIK BANERJEE 





Steel proposes to set up a 12-MTPA 
steel unit at a cost of over Rs 48,000 
crore. Jindal Steel & Power and 
Essar Steel have also lined up large 
steel units worth Rs 10,500 crore 
and Rs 23,000 crore, respectively. 
But frequent changes in govern- 
ments, a legal battle over mining 
leases and social unrest over land ac- 
quisition have been standing in the 
way of these projects. 

Says Chief Minister, Madhu 
Koda: *We are trying to sort out all 
pending issues at the earliest. After 
my government assumed office, 
L.N. Mittal has reiterated his in- 
vestment commitments in the state. 
Jindal's and Essar's projects are also 
set to get off the ground. My gov- 
ernment is committed to extend all 
possible help." 

RITWIK MUKHERJEI 


Tata Steel, Jamshedpur: In expansion mode 
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GROWTH PANGS 
IN TECHIE-LAND 


The IT boom has turned Bangalore, Hyderabad, 
Pune and Gurgaon into cities of opportunities. 
But on the flip side, it has turned these cities into 
urban nightmares. T.V. MAHALINGAM 


ANGALORE, HYDERABAD 

and Pune have a lot in 

common. Like many 

well-known brands, 

these cities love their ep- 

ithets. Bangalore, for example, has 

prided itself as being the Garden 

City and Pub City; Pune is known 

as the Oxford of the Fast and the 

Detroit of India; and Hyderabad 
as the City of Pearls and Lakes. 

Each of these cities was once a 

pensioner’s paradise—sleepy towns 
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that were known for their laidback 
lifestyles. However, over the past 
decade, the tech boom has resulted 
in the creation of swank campuses, 
jobs and more epithets. Bangalore is 
now the Silicon Valley of India; 
and Hyderabad’s is India’s uber- 
cool Cyberabad. But the dazzling 
growth of these cities has not just 
brought in dollars and malls, but 
also large-scale migration, traffic 
jams, pollution, creaking infra- 
structure and discontent. 


Population: 7 million 

Rank in 2006: 2 

Rank in 2007: 3 

Software exports: Rs 44,000 crore 


Major players: Infosys, Wipro, 
IBM, Accenture 


Advantages: Talent pool, climate 


Disadvantages: Rising costs, expensive 
real estate, crumbling infrastructure 


SOLUTIONS: Expanding scope of city 
municipality, expanding public 
transportation with Bangalore Metro 


Silicon Woes 

In Bangalore, serpentine traffic jams 
are a daily feature as thousands of 
code-jocks make their way to 
Electronics City—home to Infosys 
Technologies, Wipro and other tech 
majors. Almost 18,000-20,000 cars 
trundle up and down Hosur Road, 
en route to Electronics City. The 
metamorphosis of Bangalore into 
India's rr capital, with over 1,600 - 
companies generating exports of 
over $12 billion (Rs 44,000 crore), 


RAO 


З EVE Flyovers are the only option to decongest Punjagutta, the city's new commercial hub 


has been anything but smooth. The 
city’s infrastructure is decaying across 
all segments. It faces a chronic power 
shortage of around 1,000-1,500 
MW, and public transportation is er- 
ratic and inadequate, to say the least. 

Bangalore’s roads are like lunar 
surfaces—cratered and hostile to 
navigation—and road and traffic 
planning within the city often defy 
reason. For example, Bangalore has 
the dubious distinction of having 
what is perhaps the world’s only 
traffic signal on a flyover. The rapid 
deterioration of the infrastructure 
has miffed the rr industry which is 
calling for the city’s administration to 
be overhauled. “The city adminis- 
tration needs to be autonomous and 
should chart and fund its own ex- 
pansion and growth,” says T.V. 
Mohandas Pai, Director (Human 
Resources), Infosys Technologies. 
Ramesh Ramanathan of Janaagraha, 
a citizen's empowerment movement, 
says that the city municipality, the 
3ruhat Bangalore Mahanagara Palike 
(BBMP), suffers from a “chasm of 
credibility" and needs to drastically 
change its functioning if it wants its 


initiatives to be taken seriously. 

There is also a growing feeling 
that the government is refusing to 
learn from past experiences. For 
example, a couple of years ago, a 
day's heavy rains floc xled the streets 
and forced companies to shut shop 
for two days. *The government 
seems to have learnt no lessons 
from that. We continue to have 
clogged drains and flooded streets," 
grumbles Biocon CMD Kiran 
Mazumdar-Shaw, who is in the 
process of moving her manufactur- 
ing to Visakhapatnam in Andhra 
Pradesh to counter poor infra- 
structure and rising real estate costs 
in her home town. 


Toxic Air and Queues 

Pune’s traffic woes are similar to 
those in Bangalore but it also has 
its own sets of other problems. 
Pune’s foul air has “Talibanised” 
its women, who have to wrap du- 
pattas around their faces to es- 
cape the smothering pollution. A 
report tabled by the Pune 
Municipal Corporation (PMC) 
ranks the city as the 13" most 
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Population: 7.5 million 

Rank in 2006: 5 

Rank in 2007: 5 

Software exports: Rs 16,000 crore 


Major players: Satyam, Infosys, Wipro 
Infotech Enterprises, Microsoft, Oracle 
Nipuna, Dell and Google among other 


Advantages: Availability of talent better power 
and water supply, relatively cheap housing 
rental, equidistant from major cities 


Disadvantages: Increased commuting time 
at present resulting from traffic bottlenecks at 
key locations 


SOLUTIONS: Timely completion of major 
projects such as flyovers under-constructon 
the outer ring road and the proposed metro rail 
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polluted in the country. A World 
Bank report released in 2003, was 
less kind—it ranked Pune as Asia's 
fifth-most polluted city. “The 
rankings of PMC keep changing 
like the flavour of the season. But 
the fact remains that Pune is 
among the most polluted cities in 
the country. The main reason for 
that is auto pollution," says Sujit 
Patwardhan of Parisar, a respected 
NGO working in the areas of en- 
vironmental action in Pune. The 
number of vehicles registered in 
Pune is growing at a rate of ap- 
proximately 9 per cent every year 
and has crossed the 14-lakh mark. 
The sound pollution, according 
to reports by PMC, was 30 per 
cent higher than the permissible 
limits of 65 decibels. The city's 
administration has its hands full 
tackling these problems in the 
face of large-scale migration to 
the city. 

But overall, Pune-based CEOs 
believe that the city is still better 
off than Bangalore. *People who 
are born and brought up in this 
city are far more loyal to the city 
and do not easily move out. As a re- 
sult, attrition levels are low,” says 
Ganesh Natarajan, MD, Zensar 
Technologies. Also, the abundance 
of educational institutions in Pune 
makes it a great city for companies 
to hire talent. Like Srikanth 
Sundararajan, COO of Pune-based 
Persistent Systems says: “It’s a good 
place to hire talent.” 

Meanwhile, Gurgaon’s infra- 
structure belies its position as India’s 
third-largest rr hub. Traffic jams, 
absence of parking spaces and daily 
power cuts continue to challenge 
the city’s growth. “Who is respon- 
sible for the productivity lost be- 
cause of these daily traffic night- 
mares?” questions Yogesh Vaidya, 
Chairman and CEO of the Silicon 
Valley-based Software Technology 
Group, which has its primary off- 
shore development and support 
centre in Gurgaon. 
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Compared to these cities, 
Hyderabad seems to be better off— 
at least for now. B. Ramalinga Raju, 
Chairman, Satyam Computer 
Services, which is headquartered in 
the city, says: “Every city is under 
pressure when it comes to infra- 
structure. The contrast becomes all 
the more glaring when we compare 
these with cities in other countries, 
and especially in China. However, if 
we rank only Indian cities, then 
Hyderabad will fare quite well." 
Raju believes that Hyderabad is bet- 
ter off because it does not face prob- 
lems on the utilities front (like power 
and water). More importantly, the 
city is in the process of building in- 
frastructure (like the new interna- 
tional airport, new flyovers, outer 
ring road and the numerous housing 
development projects). *Hydera- 
bad's infrastructure and traffic is not 
bad and we just have to remove a 
few bottlenecks," says M. Vidyasagar, 
Executive Vice President, TES. He 
is referring to the need to speed up 
projects, like the flyovers, that are be- 
ing built along some of the key roads. 
The only problem in Hyderabad 
seems to be the increase in com- 
muting time which has been forced 
by a slight delay in the completion of 
a couple of flyovers. 


YUSUF KHAN 


Population : 34 lakh (approx) 
Rank in 2006: 7 

Rank in 2007: 8 

Software exports: Rs 15,150 crore 


Major players: Infosys, Wipro, Zensar, 
TCS, Cognizant 


Advantages: Talent pool, reasonably proactive 
government, minimal power problems 


Disadvantages: Pollution, bad traffic jams, 
talent advantage may get eroded as more 
and more players set up shop 


SOLUTIONS: Better public transport projects, 
expanding area of city, and setting up of 
satellite townships 


Urban Angst 

Infrastructure constraints are only 
one half of the problem facing these 
cities, The increasing alienation of 
the local populace, who feel 
swamped by burgeoning migration, 
is another issue. In Karnataka, the 
Karnataka Rakshana Vedike, an out- 
spoken advocacy group for the rights 
of Karnataka and Kannadigas, vo- 
ciferously protested the undue in- 
fluence of immigrants in Bangalore. 
Its activists have attacked shops for 
not displaying local language sign- 
boards and even criticised the gov- 
ernment for not protecting the rights 
of Kannada entrepreneurs. “We 
want the government to recognise 
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the important role they have played 
in Karnataka’s progress and not give 
undue attention to outsiders,” said 
Narayana Gowda, President, 
Karnataka Rakshana Vedike, at a 
recent protest rally that saw around 
5,000 cadres hold up traffic in cen- 
tral Bangalore. 

Intellectuals, such as Kannada 
littérateur U.R. Anantha Murthy, 
have contended that the govern- 
ment needs to do more to ensure 
equitable growth across the state. 
“Karnataka isn't just about rr. The 
government needs to recognise that 
there is much more to Bangalore 
and the state and address the con- 
cerns of its citizens across the 
board,” he says. 


Old Style Solutions 

Most of the problems that these 
cities are facing are typical of urban 
centres experiencing massive growth. 
And the solutions for these prob- 
lems vary from city to city. Pune 
faced severe power shortages less 
than a year-and-a-half ago. That was 
solved thanks to an initiative by cor- 
porate houses that used their idle 
generators to make captive power, 
and then feed it into the grid. 

Pune’s Mayor Rajlakshmi Bhosale 
believes that the large number of fly- 
overs and road widening projects may 
solve the city’s traffic problems soon. 
“We plan to build several satellite 
townships around Pune, like 
Hinjewadi, where the rr Park is lo- 
cated. We also want to strengthen the 
local public transport system by boost- 
ing the Bus Rapid Transit System that 
we have started implementing in the 
city,” says Bhosale. 

In Gurgaon, the Haryana gov- 
ernment is taking steps to improve 
the infrastructure. Says Bhupinder 
Singh Hooda, Chief Minister of 
Haryana: “We will take care of any 
gaps in Gurgaon’s infrastructure.” 
V.S. Kundu, Special Secretary and 
Director, rr, Haryana, adds that the 
state will add more than 5,000 Mw of 
generation capacity at a cost of Rs 
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15,000 crore. 

Hyderabad, meanwhile, continues 
to boost its existing city road net- 
work. Work is in progress on the 
first phase of the Rs 4,000-crore 
Outer Ring Road (ORR) project to 
decongest traffic flow and provide 
quicker access to several parts of the 
city. This is expected to be commis- 
sioned by March 2008. Equally im- 
portant is the proposed Rs 8,482- 
crore elevated metro rail project for 
Hyderabad that will cover 66 km. 
“We have just opened the technical 
bids and will identify the BOT (build, 
operate and transfer) developer by 
October. Work on the project is ex- 
pected to begin by early 2008," says 
N.V.S. Reddy, Managing Director 
of Hyderabad Metro Rail and 
Additional Commissioner, Greater 
Hyderabad Municipal Corporation 
(GHMC). 

Bangalore, however, seems to be 
ominously leaden-footed for a leading 
technopolis. Despite the progress 
made by the state government in 
kick-starting several infrastructure 
projects, critics are already up in arms 
at the delays and the apparent lack of 
co-ordination between civic agencies 
that have plagued them. For example, 
the Bangalore International Airport 
may begin operations next year, but 


SATISH KAUSHIK 
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Advantages: Proximity to Delhi, low pollution 


Disadvantages: Chaotic traffic, lack of 
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Expressway; multi-level parking; development of 
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travellers can expect to spend 90 
minutes or more driving across town 
to the airport, which is located 40 km 
away from the city centre. The rea- 
son? A connecting expressway won't 
be ready until 12 months after the air- 
port opens and worse, a rail link 
could take three years more. 

So, with second-tier cities 
improving their infrastructure and 
attracting investors, Bangalore and 
the other rr hubs may need to smarten 
up their act if they are to retain their 
current leading status in India’s 
IT industry. 8 

ADDITIONAL REPORTING BY 
E. KUMAR SHARMA, 

RAHUL SACHITANAND AND 
SAUMYA BHATTACHARYA 
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Sprawled across hundreds of acres, India’s Special Economic Zones 
promise to become booming microcosms of industrial, commercial and v 
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HE YEAR: 2012; THE TIME: 

6.30 a.m. Radha, 35, a 

homemaker-cum-working 

woman gets up, cooks for 

the family, drops her chil- 
dren off at the neighbourhood school 
and then walks to office just 10 minutes 
away—all by 8.00 a.m. Her morning 
chores are a breeze. And why not? 
Pressurised water supply is available 
on tap, literally, 24x7; voltage fluctu- 
ation and load-shedding are words she 
hasn’t used in half a decade; water- 
logged streets with rotting garbage are 
nightmares she has long forgotten; and 
grocery shopping, medical check-ups, 
and visits to the bank or the movie 
hall are not energy-sapping struggles 
any more. And best of all, everything is 
within walking distance. 

Is this a dream? You bet it is. It’s a 
dream being sold by the private sector 
which is pitching for large-format 
Special Economic Zones (SEZs). And 
urban Indians won't mind lapping it 
up. After all, reality is much too stark. 
Waking up in the morning to dry taps 
is a fairly common experience for 
many urban Indians, as is the sight of 
overflowing garbage, waterlogged 
drains and streets, bumpy, potholed 
roads and senseless traffic. Indian cities 
have degenerated into “living hells” 
as Prime Minister Manmohan Singh 
puts it very aptly. 

The reasons are well known. In- 
migration, well in excess of what the 
cities were planned to handle, is the 
main one. As a result, there is unbear- 
able strain on urban infrastructure and 


THE BIG ONES 
SEZs 


services. Yet, despite their squalor, the 
cities hold the promise of livelihood. So, 
the pressure on Indian cities is only 
expected to aggravate as the country, 
and, indeed the world, hurtles towards 
rapid urbanisation. 

According to 2001 census estimates, 
the level of urbanisation in India is 
likely to rise to 32 per cent (433 million 
urbanites in a total population of 1.34 
billion) by 2021, up from 27.8 per 
cent in 2001. And the Eleventh Plan 
predicts that nearly 36.8 million 
additional people will move to urban 
areas in India during 2007-2012— 
that’s 7-8 million people per annum. 

So, what are the solutions? Reg- 
eneration of existing cities is one opt- 
ion that the government is exploring in 
a series of reform-linked funding meas- 
ures through the Jawaharlal Nehru 
National Urban Renewal Mission 
(JNNURM). Under this, it plans to spend 
nearly Rs 50,000 crore on inf- 
rastructure and service projects in 63 
cities across the nation over seven 
years, starting 2005. “To some extent, 
JNNURM will put life back into our exi- 
sting cities,” says Kavas Kapadia, 
Professor and Head (Department ot 
Urban Planning), School of Planning 
and Architecture, Delhi. 

Yet another option that is avail- 
able is fresh development—integrated 
townships—that avoid the mistakes of 
the past. In the post-Independence 
period, there are not too many exam- 
ples of this sort of development, bar- 
ring Chandigarh. 

Now, with the opening up of the 
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real estate sector to foreign direct 
investment (FDI) and the formulation 
of the sez policy, where nearly half 
the designated area can have sup- 
porting infrastructure, a new op- 
portunity may be in the offing. 
“Perhaps, large SEZs will be the an- 
swer,” says Rajeev Talwar, Group 
Executive Director, DLF, adding that 
these new mini-cities will ease the 
pressures on the existing urban cen- 
tres as well. 

Reliance’s Haryana SEZ, which is 
one of the more ambitious SEZ 


projects, till date, is likely to cover 
an area of over 10,000 hectares. 
Its water requirements of 10 million 
litres per day and power require- 
ments of 400 Mw match those of 
any small city. The company is 
already tying up water and power 
supplies through arrangements with 
the local government or through 
captive production. Ditto for 
drainage, solid waste disposal and 
communications needs. 

In that sense, SEZ projects will be 
unlike anything seen in Indian cities 
where infrastructure and services 
invariably follow urban growth. In 
creating infrastructure beforehand, 
they will be taking a leaf out of the 
books of the Chinese SEZs. 
Incidentally, despite JNNURM, no 
Indian city really offers scope for 
creating urban infrastructure on 
such a grand scale. 

Ro Shroff, Principal, Callison 
Architecture, a US-based architec- 
ture firm that has designed a few SEZ 
projects in India, agrees that SEZs 
are, indeed, the future for a devel- 
oping nation with a sizzling econ- 
omy such as India. “Developers rec- 
eive more latitude and flexibility 
not only in design and planning 
but also in the mix of products 
(they can offer). There are also 
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greater incentives and fewer enc- 
umbrances than in a conventional 
development,” he says. 

But not everybody agrees with 
that. Part of the reason why many 
will demur is that many large SEZ 
proposals have a significant real est- 
ate component; this has led to alle- 
gations that the entire SEZ initiative 
is really a thinly-disguised land grab 
on a massive scale. However, that is 
an essential fallout of banking on the 
private sector to invest in 
infrastructure. 

As Shroff points out, in China, 
where the SEZ concept first became 
enormously successful, it was the 
government that spent billions of 
dollars on infrastructure develop- 
ment in a few selected regions. This 
investment then culminated in 
highly developed areas like 
Shenzhen, which was transformed 
from a sleepy fishing village in 1982 
to a bustling metropolis of 10 mil- 
lion people today. 

In India, when these large SEZs 
come up, they will become world- 
class urban islands in a sea of poor or 
sub-optimal facilities. Then, as 
Kapadia rightly points out: *Large 
SEZs will upset the social fabric of the 
regions in which they come up." 

Is there a way out then? Kapadia 





believes that the solution is to keep 
the SEZs small till they prove suc- 
cessful in India. He, for one, feels 
that the JNNURM offers more hope 
for urban India than SEZs. 

Anuj Puri, Chairman and 
Country Head of real estate consul- 
tancy, Jones Lang Lasalle Meghraj, 
says that if the issue is viewed only 
through the prism of urban impact, 
then integrated townships that are 
coming up on the peripheries of 
smaller towns are more likely to have 
a greater impact than SEZs, where 
the tax incentives cloud the issue. 

Fortunately it is not yet an 
*either-or" choice. Promod 
Mitroo, Director, Veolia Water 
India, points out that it could sim- 
ultaneously be both—urban re- 
generation of existing cities can 
happen alongside the setting up 
of new urban settlements either 
as part of SEZs or otherwise. Veolia 
has been involved in improving 
water supplies in several Indian 
towns. On the JNNURM, he says: “It 
is a fantastic programme not just 
conceptually but in the manner in 
which it is being implemented." 

Urban Indians, meanwhile, con- 
tinue to live in hope as they steer 
past yet more piles of garbage on 
their daily commute to work. Ш 
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Bandra Reclamation Road: An antidote to Mumbai's traffic woes 


ELCOME TO SKY 

city 2015. That's 

Mumbai in its 

new-fangled avatar, 

with skyscrapers 
that dot a dazzling skyline and 
boulevards that thrust out magnifi- 
cently from the seafront. Green 
spaces abound, thanks in no small 
measure to the freeing up of bun- 
dreds of acres of mill land, sea links 
built over the Arabian sea have made 
intra-city travel a breeze, a metro rail 
service and a mass-rapid transport 
system have helped ease congestion 
at hitherto choked-up points, and 
an expressway that leads into the 
heart of the city ensures that it takes 


just 10-12 minutes to check out of 


it. Elsewhere, a financial services 
Special Economic Zone is home to a 
clutch of global investment and 


commercial banks, Dharavi—at one 
time the city’s non-concealable, 
stinging sore sprawled over 535 
acres—has now been redeveloped 
into a spanking township that’s 
home to five lakh households, and a 
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storm water drainage project en- 
sures that floods in the monsoon 
season are a distant memory. 
Being home to Bollywood— 
where fantastic tales of triumph 
against insurmountable odds are 











created on celluloid every other 
day—may be just one reason for 
the delusion of Mumbai’s grandeur 
created in the previous para. Yet 
it’s no pipe-dream, although the 
tedious promises of creating in- 
frastructure that will make the av- 
erage Mumbaikar's life finally fit 
for habitation are increasingly be- 
ginning to resemble the last local 
on the Western Railway—virtu- 
ally empty, and perhaps too late. 

If CEOs, senior managers (and 
their spouses), and B-school stu- 


dents have put Mumbai on top of 


the heap, it's not necessarily be- 
cause they're expecting a miracle 
out of plain brick and mortar. It’s 
just that their lives wouldn't be 
quite the same if they were in some 
other city. Mumbai after all is the 
hub for key industries like infor- 
mation technology, banking, edu- 
cation, media, accounting and con- 
sulting. The country's stock and 
commodities exchanges, and in- 
deed virtually the entire financial 
services sector (including brokers, 
mutual funds, insurance compa- 
nies) are based in Mumbai. It's not 
for nothing that Mumbai accounts 
for 70 per cent of the state's taxes 
(and just 2 per cent of its land mass 
and 22 per cent of its population). 
The upshot? If you aren't in 
Mumbai, you aren't anywhere. 
That may not hold true for too 
long. Already, states like Gujarat 


AWAITING SALVATION 


are getting their act together, and 
numerous second and third tier 
cities are emerging as attractive 
options, not just from the employ- 
ees' point of view but also that of 
the employer. As Nasser Munjee, 
Chairman, Development Credit 
Bank, puts it: “Eventually, business 
will go where people want to 
go. ..everything is slowing down in 
this city." Slowly but surely, the 
anger, despair and cynicism are 
spilling on to the potholed streets. 
*Are you sure," wonders an inc- 
redulous Hafeez Contractor, one 
of the city's best known architects, 
when informed that Mumbai is the 
Best City for Business in India. 
*We need more accountability 
in the case of infrastructure proj- 
ects," adds Ajit Gulabchand, 
Chairman, Hindustan Construction 
Company. Gulabchand couldn't 
have put it better. Projects like the 
Bandra-Worli sea link and the 
Mumbai Urban Transport Project 
(MUTP) are running way behind 
schedule. The government sure 
enough appears confident and is 
looking at a long-term vision for 
Mumbai. The investment on infra- 
structure which will include, among 
other things, a trans-harbour link, a 
metro railway network and better 
roads, tots up to a staggering 
Rs 2,30,000 crore. *The city cannot 
compare itself to Hyderabad and 
Bangalore. It needs to compete 
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against Dubai and Singapore,” says 
Sanjay G. Ubale, Secretary (Special 
Projects), Government of 
Maharashtra. 

But there are scores of road- 
blocks that make that noble ambi- 
tion sound ludicrous. “Some of the 
laws like the Rent Control Act are 
terribly archaic. What we need 
today are structural reforms and 
tax reforms,” says Gulabchand. 
“Water, sewerage, public trans- 
port—they’re all huge areas of 
concern,” shrugs Munjee. 
“Hopefully, a lot will change over 
the next 4-5 years,” he ventures. 
The government is upbeat. “The 
time for Mumbai has come and, by 
2015, there will be some dramatic 
changes,” says Ubale. Some 1.6 
crore Mumbaikars are waiting with 


bated breath for a chance to 
breathe easier. 


Housing (Cessed buildings reconstruction) - 
Redevelopment of Dharavi 7,400 2011 
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URBAN INDIA: COULD 


SMALL BE BEAUTIFUL? 


O YOU KNOW THE POP- 
ulation of Asansol? 
Or Meerut? Or, for 
that matter, Jabalpur, 
Dhanbad or Rajkot? 
These are all million-plus cities. 
That makes each one bigger than 
world-famous centres like Stock- 
holm, Frankfurt or San Francisco. 
India is teeming with cities and 
towns. Over 5,000 of them as per 
the 2001 Census are spread across 
the 600 districts of the country. 
There is a website with a compos- 
ite image of the world's night-skies, 
called *Earth Lights" (http://visi- 
bleearth.nasa.gov/view rec.php?id 
= 1438). The brighter spots show 
the urban centres, with their higher 
power usage. For instance, America 
has blazing lights across its entire 
eastern corridor, indicating the ur- 
ban saturation on that coast. While 
this is as expected, what is surpris- 
ing is the even light distribution 
in India. The constellation of India's 
towns and cities are spread out re- 
markably evenly across the entire 
country. This is unlike China, Brazil 
or Russia, the other three in the 
BRIC quartet, where the urban cen- 
tres are either closely clustered, or 
scattered spottily across the country. 
India's vast and distributed urban 
settlements are without doubt 
one of our national assets. 
Unfortunately, we haven't fully 
understood their potential yet. 
This is because the spotlight so 
far has been on mega cities like 
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Mumbai, Delhi, Kolkata, 
Bangalore, Chennai and 
Hyderabad. And although we have 
started to see a shift to the sec- 
ond-tier cities, even these are still 
mostly the familiar names. But 
there is enormous potential in 
towns that are below the radar of 
the top thirty cities in the country. 
The website http://www.mon 
gabay.comycities pop 03.htm ranks 
the world's cities by population, 
and it glows with Indian gems. 
For instance, Jaunpur, Nagercoil, 
Kakinada and Muzaffarpur are all 
towns with populations between 
two and three lakh, and thriving. 
These cities are growing out- 
side the pale of the public spot- 
light, fuelled by a quiet energy. 
They represent a potent force that 
could shape India's urban land- 
scape in many ways: first, to release 
the increasingly unbearable bur- 
den on the country's mega cities; 
second, to act as the flywheels of a 
distributed and diversified eco- 
nomic model; third, as the lynch- 
pins of a national rural-urban part- 
nership programme built on a hub- 
and-spoke strategy that links each 
town to its rural hinterland. These 
are competitive advantages that 
few countries have: vibrant cities 
can't be built overnight. 
However, they need help. Our 
smaller cities and towns have been 
pretty much on their own so far, 
growing chaotically, with little mu- 
nicipal governmental capacity, 
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urban planning or infrastructure. A 
few more years of this, and the 
potentially virtuous cycle can 
implode. 

Fortunately, there seems to be 
timely help, with the Jawarharlal 
Nehru National Urban Renewal 
Mission (JNNURM). While much of 
the focus of the mission has been 
on the top 63 cities—called the 
Mission Cities—there is a sister 
programme called UIDSSMT (Urban 
Infrastructure Development 
Scheme for Small and Medium 
Towns). UIDSSMT is focussed on 
the 4000-odd towns and cities that 
house 58 per cent of India’s 280 
million urban population. 
Importantly, it provides 80 per 
cent financial support for basic ur- 
ban infrastructure creation: water 
supply, roads, parking, drainage, 
solid waste management, sewerage 
and so on. 

Most government flagship pro- 
grammes start with large alloca- 
tions, but leave sizable dollops of 
unutilised funds at the end of each 
year. UIDSSMT has started off like a 
rabbit. From its inception in 





December 2005, the programme 
has met with tearaway demand 
from urban bodies. Last year, while 
the initial budgetary allocation was 
Rs 700 crore, this had to be raised 
by an additional Rs 500 crore to 
meet demand. This year, over 50 
per cent of the budgeted sum of 
Rs 900 crore has been disbursed in 
the first quarter itself. “We have 
been overwhelmed by the de- 
mand,” said M Rajamani, JNNURM 
Director in the Ministry of Urban 
Development, as he explained the 
programme’s intent, “We started 
UIDSSMT because we wanted to 
make sure that we didn’t leave the 
smaller towns behind. Clearly, we 
have struck a chord.” 

There is no mistaking the in- 
terest. States are queuing up to sub- 
mit projects on all the permissible 
sectors. As example, 
Rs 47 crore was sanctioned to im- 
prove the civic conditions of 
Hamirpur, Mandi and Dharamshala 
towns of Himachal Pradesh. 
Hamirpur would be using its money 
for repairs and strengthening of 


one 
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Quiet growth: Small cities in the country have grown with little help from the government 


the drainage system, prevention of 
soil erosion, development of solid 
waste management system and re- 
development of old city areas of 
the town. 

Hundreds of cities across the 
country are getting similar support. 
By the end of July 2007, total as- 
amounting to 
Rs 1,728 crore had been released to 
329 projects in 269 towns in 16 
states. But with the money, there is 
also another interesting outcome: 
there is a growing awareness of the 
challenges these cities are facing. 

For instance, there is precious 
little by way of skills in these 
municipalities, with few technical 
staff and less money. The danger is 


sistance 


that state governments—in their 
eagerness to deploy the new-found 
funds—establish special develop- 
ment authorities, or have state-run 
institutions take up the running of 
the cities. This will debilitate the 
small urban bodies, placing them 
permanently under the yoke of 
state supervision. What is really 
required is a balanced and prag- 
matic approach to build appropri- 
ate infrastructure through innova- 
tive means, while simultaneously 
investing in a sustained effort to 
build municipalities’ own capacities. 
In the long run, city governments 
will have to be the ones defining 
their cities’ destinies. 

We seem to be waking up to 


the potential of our smaller towns at 
the right time. If we get it right for 
a change, we might—just might— 
have discovered one area where 
we don’t have to fix a problem after 
the situation has gotten irreversibly 
bad. The economy will ensure that 
India’s urban clusters continue to 
thrive. The challenge for our policy 
makers is to stay on mission mode, 
so that these cities provide decent 
quality of life for everyone: sensible 
planning, good infrastructure, 
acceptable services. Ш 


Ramesh Ramanathan is the 

founder of Janaagraha, a Bangalore-based NGO 
focussed on public governance, and national 
technical adviser for INNURM 
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Across the six respondent Categories, the metros are the favourites. 
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Tell-tale signs of the economic boom in Hyderabad 
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Mumbai remains the country's commercial capital 
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Delhi moves up to the second slot, scoring 
heavily in the estimation of policy makers, 
CEOs, self-employed professionals and 
spouses of executives. 


Bangalore's fall to the third place owes to its 
haphazard growth that has severely strained its 
limited infrastructure and caused urban chaos. 


Gujarat makes a huge impression this time with 
two of its cities, Ahmedabad and Surat, figuring 
ahead of Pune and Nagpur respectively, in top 10. 
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“Ч HE FIRST TIME BUSINESS TODAY 
. published its Best Cities for 
. Business survey was in 1994. 
Since then, we have published six of 


at those surveys, including this one. 
i0 ет research partner this year was 
Опе again Synovate, a global market 


-research firm. Here's how Business 
` Today and Synovate went about 
the survey: : 


the survey has. always been the 
‘same: To rate top cities in terms 
of their business appeal. Broadly, we 
wanted to find out the quality of 
_ work life, the quality of social life 
гапа suitability for doing business. 


The Universe: The most important 
15 Indian cities—Mumbai, 
Bangalore, Delhi, Chennai, 
Hyderabad, Kolkata, Pune, Ahm- 
edabad, Nagpur, Surat, Lucknow, 
Jaipur, Indore, Kanpur and Patna— 
were identified for inclusion in 
the survey. 


Respondents: The research was con- 
ducted among a select group of re- 


spondents, picked from six different 
categories: CEOs and industrialists; 


self-employed professionals; senior 
managers; policy makers (govern- 
ment officials and bureaucrats); 
spouses of executives; and B-school 
students. A total of 1,614 respon- 

dents were polled. Synovate re- 
searchers conducted telephonic in- 
terviews using a structured ques- 
tionnaire. Respondents who refused 
to be telephonically interviewed 
were met personally, 


The Parameters: To arrive at the 
Perceptual Score, 36 parameters 
were drawn up and broadly di- 
-vided into four heads: Physical in- 
frastructure, social infrastructure, 
. labour and government support, 


and market Potential. The param- . 
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The Objective: The rationale behind. 


eters were assigned weightages de- 
pending on their importance as 
rated by the respondents. To arrive 
at the Objective Score, a master-list 
of parameters was drawn up. From 
this list, 10 parameters were culled 
for which statistics on the states, 
districts and cities were available. 


The Scoring: The following method 
was used to arrive at the Perceptual 
Score. A net score was derived for 
every city under each parameter. 
All respondents voted to give a 






DEMOGRAPHIC GROUP 
CEOs and industrialists i 


Self-employed professionals 1А 


Senior managers _ 


Policy makers (government 
officials and bureaucrats) — _ 0.15 


Spouses of executives MAUR 


B-school students 


The weightages were multiplied with the consolidated 
city scores to arrive at final rankings 
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particular rating to each city on 
each parameter. The ratings were 


гопа 10-point scale. Following this, 


each parameter was given a specific 
weightage based on the number 
of respondents who had voted it to 
be important or not important as 
far as its contribution to the over- 
all attractiveness of the city as a 
business destination is concerned. 
This gave the Perceptual Scores 
among each respondent category 
for all the parameters. For the 
Objective Score, the available data 
for each particular parameter was 
considered—for example, the total 
length of roads in a city, the pres- 
ence or absence of airports. Some 
of the negative parameters such as 


crime rate and pollution were, . 


however, assigned scores in a re- 
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verse order—a minus one for ‘high’ 
and a plus one for ‘low’. The over- 
all score for each city was arrived at 
by giving a weightage of 0.7 to 
the Perceptual Score and 0.3 to 
the Objective Score. Finally, to 
come to the individual city score, 
the following weightages were mul- 
tiplied to the consolidated score: 
CEOs and self-employed profes- 
sionals were assigned a weightage 
of 0.25 each, senior managers and 
policy makers (government offi- 
cials and bureaucrats) 0.15 each, 
and spouses of executives and 
B-school students 0.10 each. 


The Synovate team consisted of | 


Rahul Varma, Associate Director, 
Quantitative Research, and 


Swapnadeep Mitra, Senior Research 


Executive, Quantitative Research. 8 
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Fresh 


After virtually abdicating its position in 
the consumer electronics market to 
nimbler rivals, Philips India is coming 
back with a radically different, more 
inclusive game plan. Will it work? 
ANUSHA SUBRAMANIAN 


OR A COMPANY THAT HAS OVER 20,000 INVEN- 
tions under its belt—including the rotary 
head shaver, the audio cassette, and the CD, 
DVD, JPEG and MPEG formats—the past decade 
has been a long trip of learning the hard leo 
way for the Eindhoven-headquartered Royal Philips == CINEOS 
Electronics. Over this period, countless strategies have 
been crafted before being duly dust-binned, and the 
Dutch electronics major has gone through several 
makeovers. For instance, in 1998, then Chairman 
Cor Boonstra announced, more than two years after 
taking over, that Philips would henceforth focus on 
high-volume consumer electronics (CE). Analysts 
found that surprising as the CE portfolio was the 
biggest drag on Philips’ profits. A few years later, 
Gerard Kleisterlee, who took over as President & CEO 
in April 2001, threatened to close down Philips’ CE 
business in the Us, a $10-billion business at that time. 
Then, in 2004, Philips did something pretty radical. 
It abandoned its slogan *Let's Make Things Better” 
and opted for “Sense and Simplicity", even as it 
started a new business group for consumer health and 
wellness; and a year later, Philips put its semi-con- 
ductors business on the block. 
Indeed, it's been quite a shift over the past 10 
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years—from a high-volumes electronics giant and technology 
powerhouse to a pure lifestyle and healthcare company. The 
change was needed. Globally, market shares were stagnating, 
losses were piling up, and the brand promise was eroding. “We 
needed to come up with something that’s simple to understand for 
our customers, and also a company that’s simple to understand for 
our investors, because that has not always been the case,” explains 
Kleisterlee. The short point: offer consumers a great experience 
rather than tech and specs. 

As far as strategies go, this one’s working better than many from 
the past—not just for Philips worldwide, but in India too. Whilst 
global revenues climbed 5 per cent in 2006 over the previous 
year, net income (profits) shot up by 88 per cent. Back home, it’s 
been a mixed picture. Whilst in 2005, sales were up, profits fell, and 
last year, profits spurted 164 per cent, although sales were down 7 
per cent (see Sometimes On, Sometimes Off). For good measure, the 
Philips brand is moving up in the valuable sweepstakes, from #48 


in 2006 to #42 this year, according to Interbrand’s annual rank- 
ings. The value has increased by 15 per cent from $6.7 billion to 
$7.7 billion. This is the fourth consecutive increase in brand value 
for Philips. 

Back home, Philips’ growth is coming largely from the DAP 
(Domestic Appliances & Personal Care) division, medical systems and 
lighting. Consumer electronics, where Philips has more or less ab- 
dicated its position to LG, Samsung, Sony, Onida and Videocon in 
the television segment, is one area of concern. CF sales were down 
57 per cent in 2006 over the previous year, although the company 
claims to be making significant gains in niches like рур players. 

So, what is Philips doing right in India? K. Ramachandran, 
who retires from the domestic operations in October 2007, after a 
14-year stint, explains that Philips India has been following the global 
game plan to a T. “We need new technologies to improve people's 
lives, both in advanced as well as in new and emerging markets. But 
innovation and technology must make lives simpler rather than com- 
plex. In effect, we are isolating the consumer from the complexities 
and just giving him a Philips interface to deal with," explains 
Ramachandran. Murali Sivaraman, the new CEO designate for 
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NVNHSIWN VHOVU 


"We realise that it’s not just about understanding 
technology, but having consumer insights and 
meeting the unfulfilled needs of consumers” 


Alexius Collette/ CEO/ Philips Innovation Campus 





Philips in India, sings the same tune. “It’s the simplicity 
of the experience that we’re focussed on, even though 
the product itself can continue to be complex.” 

In a market like India, where around 120 million 
households live at the bottom of the pyramid, the com- 
pany has come up with several products and initiatives 
to improve the lives of the masses. Example: The 
woodstove or a smokeless chula for safe cooking, a UV 
water purifier for clean water on a mass scale and 
rechargeable battery lamps. Many such products are 
at pilot stages in various parts of the country (see The 
New Face of Philips). 

Consider the woodstove, which seeks to put an 
end to polluting and inefficient ways of cooking. Philips 
claims the woodstove reduces pollution due to smoke by 
90 per cent and organic volatile emissions by 99 per cent. 
A thermo-electric generator uses heat from the burning 
wood to run a fan, which forces air through the stove, 
leading to a better fuel to air ratio. If used properly, the 
woodstove is said to reduce fuel consumption by up to 
80 per cent. Apart from faster and more convenient 
cooking, this energy efficiency means the stove can 
save the cost of the time needed to gather fuel, and can 
slow down deforestation. Philips reckons the stove 
could benefit up to 300 million families in the world’s 
poorest regions. A commercial pilot of this product 
was launched last year and concluded recently. The 
product is expected to hit the market by 2008. 

Then there's the water purifier, for both households 
and communities. Cleaning with uv light is easily scal- 
able, making it suitable for both small-scale and large- 
scale use. Using filters, the purifiers remove bacteria, or- 
ganic chemicals, mud and sediments, providing families 
with clear, odourless and clean drinking water. The pi- 
lot has been successfully conducted and the company is 
currently exploring how to improve the robustness 
and ease-of-use of this product. 
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THE NEW FACE OF PHILIPS 


Products are targeted at rural and 
urban markets. 


FOR THE VILLAGE PEOPLE 


© WOODSTOVE, OR 

THE SMOKELESS CHULA 

In the hinterlands, women are forced to cook 
on indoor wood-burning stoves. This means 
blackened ceilings and walls, ash on the floor 
and a long wait. Philips’ woodstove claims to 
reduce pollution due to smoke by 90 per cent 


@ HOUSEHOLD AND 
COMMUNITY WATER PURIFIER 
Using filters, the purifier removes bacteria, organic chemicals, mud 
and sediments, providing families with clear odourless, clean 
and tasty drinking water. The pilot has been successfully "mn 
conducted, says Philips 


€ SMILE: UDAY AND SMILE: KIRAN—RECHARGEABLE á 
PORTABLE LANTERNS AND LED FLASHLIGHT 

Philips Smile (Sustainable Model in Lighting Everywhere) 
is an initiative to provide affordable, high-quality, 
energy-efficient, clean lighting solutions, 
primarily for rural areas. Smile: Uday is a 
rechargeable portable lantern while Smile: Kiran is a 
hand-cranked LED flashlight 


FOR THE CITY-SLICKER 


@ RIP ALL 

Enables one to rip music out of a cassette and convert it into a МРЗ 
format. The end product is a cassette player, a tuner, a CD Player 
and has a USB Port. Expected price: Rs 3,500-5,000 


@ DVD PLAYER WITH AN INBUILT AMPLIFIER 

The launch of the DVP-3136 combines sleek and premium design 
with razor-sharp pictures and digital quality sound output. 

The product is priced at Rs 3,999 









@ AMBISOUND HOME THEATRE SYSTEM 

It features five amplifiers integrated into a single horizontal sound 
bar, a three-band equaliser and DoubleBASS™ deep bass 
performance. The speakers feature soft dome tweeters for increased 
clarity and clear voice performance. Available at just under 

Rs 60,000 
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Advantages 
Competition 


WORLD CLASS EDPs FOR INDIA INC. 


The following professors exclusively visiting IIPM to take classes, will be additionally taking 
Executive Development Programmes for India Inc. as per the following calendar. 


INSEAD 
Amitava Chattopadhyay 
Customer focus 


April 06 


Bangalore, Chennai, Hyderabad, Delhi 


WHARTON 

Johannes Pennings 

Strategic Management Of Innovation 
Bangalore, Chennai, Hyderabad, Dethi 


CHICAGO GSB 

Pietro Veronesi 
Mrategic Financial Risk Management 
angalore, Chennai, Hyderabad, Delhi 


CHICAGO GSB 

Phillip Afeche 

Operations Management 

Bangalore, Chennai, Hyderabad, Delhi 


STANFORD GSB 

Wasim Azhar 

Managing Sales And Distribution Channels 
New Delhi, Hyderabad, Chennai, Bangalore 


CHICAGO GSB 
George Wu 

Effective Decision Making 
New Delhi, Hyderabad, Chennai, Bangalore 


NYU STERN 

Zar Shapira 

Decision making in organizations 

New Delhi, Mumbai, Ahmendabad 


YALE SCHOOL OF MANAGEMENT 
Prof. Ravi Dhar Jan 07 
Building Customer-Centric Organizations 

Delhi, Pune, Mumbai 


May 06 


June 06 


July 06 


Ang 06 


Nov 06 


Dee 06 


NYU, STERN SCHOOL OF BUSINESS 
Prof. Russell Winer Feb 07 
New Branding Strategies 

New Delhi, Bangalore, Hyderabad, Chennai 


NYU, STERN SCHOOL OF BUSINESS 
Prof. Samuel Craig Mar 07 
New-age strategies in the global media industry 

New Delhi, Ahmedabad, Pune, Mumbai 


IMD INTERNATIONAL, LAUSANNE 
Prof. Aurturo Bris Apr 07 
Firm Valuation and Investment Banking 

New Delhi, Bangalore, Mumbai, Chennai 


LONDON BUSINESS SCHOOL 
Prof. Craig Smith 

Strategic Marketing 

New Delhi, Ahmedabad, Pune, Mumbai 


HAAS SCHOOL OF BUSINESS, 


BERKELEY 

Prof. Frank Schultz 

Creating superior performance organizations 
New Delhi, Bangalore, Hyderabad, Chennai 


HAAS SCHOOL OF BUSINESS, 


BERKELEY 

Priya Raghubir 

Marketing Research for Executives 
Delhi, Ahmedabad, Pune, Mumbai 


STANFORD GSB 

Wasim Azhar 

Global © International Marketing 

Delhi, Chennai, Bangalore, Hyderabad 


WHARTON 

Skander Essegaier 

Pricing Strategy 

Delhi, Ahmedabad, Pune, Mumbai 


May 07 


Jun 07 


Aug 07 


Sept. 07 


De. 07 


All the above mentioned programmes are jointly taken with a member of IIPM faculty & 
conducted by HRIC, Planman Consulting 


AT THE MOST AFFORDABLE PRICES!!! 


Investment per participant for the above mentioned programmes ; Rs. 20,000/- plus taxes 
*Get in touch today with Chanda for more details and a more exhaustive list of MDPs at 


„ chanda.mehra@iipm.edu or training¢@planmanconsulting.com; www.iipm.edu; www.planmanconsulting,com 
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Communicate. Organise 


Other Internationally 
acclaimed Management 


Guru’s and experts who have 
taken sessions with IIPM 


students! 


Stephen R. Covey - 
Success Guru 
Oct. 03 


VAT MAT E S 
Leadersbip and 
Motivation Guru 
March ‘04, 


Philip Kotler - 
Marketing Guru 
Oct, ‘04 


Rajeev Kobli - Columbia GSB 
Destructive Innovation 


Gita Gopinath - Chicago University 
GSB 
Macro Econ. Planning 
Bharat Anand - Harvard 


Business School 
Competitive Strategy 


Arindam Chaudhuri - E IE 
Management Guru 
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Leadership & Strategic 
Vision 

Joel Stern - Originator of EVA 

Feb. ‘05 


Jack Canfield - Author of Chicken Soup 
for the Soul and Peak Performance Guru 
June ‘05 


Jim Rogers - 
Finance Guru 
Feb. 06 
Clayton M. 
Christensen - 


Innovation Guru 
May 06 
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John Philip Jones -Advertising Guru 
Aug. ‘06 


Gary Hamel - Strategy Guru 

Sept. 06 

Brian Tracy - Sales and Motivation Guru 
Nov. ‘06 

Ken Blanchard - Business Leadership 
Guru 

Jan. ‘07 

Ritch Davidson & Carla Rieger 

From PLAYFAIR-Having fun at work 
Apr. ‘07 
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City of Nawabs wants e 7 
Where are you? B 
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Hyderabad, the City of Nawabs, is witnessing exponential growth іп m 2: 
consumer spending power. Located in the heart of Hyderabad is 

Ashoka Metropolitan, the new age mall equipped with state-of-the-art 

facilities for the finest shopping experience. 





Right Facilities Right Retail Mix Right Location 
Complete air conditioning Hyper Market Junction of Banjara Hills 
100% power back up Food & Entertainment Road No. 1 and 12 
Centre stage & LCD display Apparels - Electronics + Footwear Hyderabad 
4 escalators + 5 automatic lifts Jewellery - Books 
350 cars parking area Accesories & more 


: | \ 
Architect Hafeez Contractor 


ASHOKA Limited Space. Ready for Fitout 
A For enquiries call 
“MX” DEVELOPERS & BUILDERS LTD. 


Park View Estate, Road No.2, Banjara Hills. Hyderabad 040 - 2360 7272 or 099088 74888 


www.ashokabuilders.com e-mail: manjoy@ashokabuilders.com 
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GLOW OF GROWTH 


Divisional sales reveal that lighting leads the way, even as consumer 
electronics loses its way 
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The rural thrust with affordable and accessible 
products is one prong of Philips India's strategy. The 
other is, of course, a focus on urban markets, per- 
haps without going head-on against the likes of LG and 
Samsung in the big categories like television sets. Here 
too, innovation and convenience are the guiding bea- 
cons. Consider, for instance, a product called Rip All, 
which will allow you to transfer music out of your cas- 
settes that are lying wasted and unused onto a CD in an 
МР3 format. Rip All will have a CD player, an FM radio 
tuner, a cassette player and a USB port. The product is 
scheduled for a September launch and the price will 
range between Rs 3,500-Rs 5,000. 

Having been priced out of the television and 
audio markets in the past, Philips India appears to be 
conscious about getting its pricing right. For in- 
stance, a DVD player with an inbuilt amplifier is 
priced just under Rs 4,000, and the recently launched 
Ambisound home theatre system is available at Rs 
60,000 as against a similar product from Yamaha that 
costs Rs 70,000 upwards. 

“Philips’ products have been doing well. Their fastest 
selling products are the DVDs, where 
they're leading the pack," says 
Neelesh Gupta, Partner, Vijay Sales, 
a Mumbai dealer of consumer elec- 


“We needed to come up with 
something that's simple to 
understand for our customers ... 
because that has not always 
been the case" 


Gerard Kleisterlee/ President & 
CEO/ Royal Philips Electronics 
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“We realised (in 2003) we needed three pegs to 
be successful: retail strength, good value for 
money products and a strong company itself” 


S. Nagarajan/ Vice President (Consumer Electronics) 





tronics and durables. Yet, DVDs make up just about 10- 
12 per cent of the CE pie, whose total size is estimated at 
between Rs 13,000 crore and Rs 15,000 crore. It is 
difficult to reconcile with a Philips that is just a bit 
player with a marketshare of under 2 per cent in the 
colour TV segment, which makes up over two-thirds 
of the entire CE market “It’s after the entry of players like 
Samsung and LG that Philips lost its shine,” says 
Venugopal Dhoot, Chairman, Videocon Group. 

If the Philips top brass is to be believed, there's 
clearly a method to their presence in the CE market. S. 
Nagarajan, VP (Consumer Electronics), says: “At the 
end of 2003, we realised we needed three pegs to be 
successful in this market, namely, retail strength, good 
value for money products and a strong company itself.” 
When it comes to value for money, 
the Philips Innovation Campus in 
Bangalore, which houses some 950 
people, has a major role to play. 
“We realise that it’s not just about 
understanding technology but hav- 
ing consumer insights and meet- 
ing the unfulfilled needs of cons- 
umers. Once we get the insights, we 
try and find out what kind of prod- 
uct we could offer and what kind of 
technology is needed to fulfil those 
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needs," says Alexius Collette, CEO, 
Philips Innovation Campus. 
Kleisterlee will approve. 8 
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Indian 


З Advertising’s 


Indian ad agencies are now pitching for, and winning, mandates 
from MNCs for creating ads for foreign markets. «siia soo scias 


NDIAN AD AGENCIES ARE CARV- 

ing out a niche for themselves 

in the global arena. Of the 

8,200 creatives from 116 

countries on Openad.net, 768 
are from India. *Currently, India 
represents 9 per cent of the total 
8,200 creatives up on Openad.net. 
After the Uk, Indians are the 
strongest national group on 
Openad.net followed by Argentina 
and Romania. This indicates that 
Indian creative talent is getting far 
more recognition globally than it 
used to a decade ago," says Nina 
Dinjaski, Business Development 
Manager, Openad.net, which al- 
lows clients to seek pitches for their 
business on the internet from the ad 
fraternity worldwide. 
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Speaking to Business Today, 
Rakesh Raghuvanshi, Managing 
Director, Live 1, says: "It comes as 
no surprise that Indian agencies are 
coming up with such versatile cre- 
ative ideas for varied needs. I believe 
this comes from our multicultural, 
ethnic and modern society." 
Initially, the Gillette Fusion pitch, 
won by Live 1 on Openad.net, was 
only for the Puerto Rico market, 
but now, it has also been licensed 
for the larger Us market. 

Recently, in a multi-agency pitch 
held in Singapore in June 2007, 
Publicis India has been assigned the 
regional assignment for the Aviva 
brand campaign in Asia. Based on 
Publicis India's relationship with 
Aviva India, it was invited for the 


pitch for the regional brand cam- 
paign development and rollout 
across India, Australia, Singapore, 
Hong Kong and won the business in 
a multi-agency pitch. The other 
agencies included were McCann- 
Erickson, BBDO and M&C Saatchi. 
The assignment is primarily to en- 
hance awareness of Aviva across 
these four markets and to make 
sure that the brand has a uniform 
and relevant meaning across the re- 
gion. O&M India is also understood 
to be pitching for some global work 
and looking to participate in inter- 
national pitches. However, there is 
no confirmation on this aspect from 
the O&M India executives. 
Further, more ads conceptu- 
alised and developed here by large 


agencies like O&M India, Lowe 
India, FcB Ulka and McCann- 
Erickson India, to name a few, 
are also being adapted in the West 
(see Created In India, Viewed 
Worldwide). 

So, can we say that Indian ad- 
vertising has come of age globally? 
Prasoon Joshi, Executive Chairman 
and Regional Creative Director, 
South & South East Asia, McCann 
Worldgroup, says: “There are var- 
ious ways of looking at this. At one 
level, which I consider the most 
important, Indian creativity is being 
acknowledged. We are witnessing 
increasing instances of perspectives, 
ideation and creative development 
out of India and being used in var- 
ious European nations.” 

For Intel's worldwide pitch for a 
multi-media campaign—McCann- 
Erickson’s India office played a key 
role in not just strategy and cre- 
ative development but in the pres- 
entation that was made by Joshi 
himself. Final outcome: McCann 
won the pitch. Similarly, McCann- 
Erickson India played a major role 
in Unilever’s Kwality Wall’s cam- 
paign for the worldwide market. 

Explains M.G. Parmeswaran, 
Executive Director & CEO, FCB 
Ulka: “The world is looking at India 
differently; and with India becom- 
ing a focus market for more and 
more clients, agency networks are 
discovering the jewels they have in 

their Indian affiliates and 
subsidiaries.” 

According to Nakul 

Chopra, CEO, Publicis 





CREATED IN INDIA 





VIEWED WORLDWIDE 


The following campaigns that 
have been adapted globally. 


m O&M's famous Centre Shock 
chewing gum ad for Italian con- 
fectionery giant Perfetti's was 
made for India. The concept was 
successfully used in Italy, China, 
Belgium, Luxembourg, Greece 
and Russia. 


m Happy Dent, made by McCann- 
Erickson India, has travelled to 
the US and the UK. 


m McCann India's famous Coke 
(featuring Aamir Khan) campaigns 
have been adapted for the 
Chinese and Indonesian markets. 


m Lowe's campaigns like Surf 
Excel, Lifebouy Little Gandhi and 
Clinic All Clear have been de- 
ployed in markets like Pakistan, 
Sri Lanka, Indonesia and China. 


m FCB Ulka's campaign for 
Chewits by Parry's Confectioneries 
was adapted and run in several 
European countries. 


m FCB Ulka's Compaq campaign 
was adapted and run in markets 
like Malaysia and Indonesia. 





India, while both quality and value 
play significant roles in the equa- 
tion, the real reason lies elsewhere. 
He says: *A global campaign will 
naturally be biased in favour of 
the 5-10 top markets for any 
brand. It will then be these markets 
that set the strategic and creative 
direction for ad campaigns sup- 
porting that brand. Since India is 
now among the top 5-10 markets 
for virtually all global brands, this 
naturally influences the choice of 
the agencies." The fact that India 
has a very well developed talent 
pool makes it very lucrative to ac- 
tually source major parts of the 
work from the country. 

Adds Pranesh Misra, CEO, Lowe 
India: “Most multinational clients 
are looking to centralise creative 
development. If a global brand is 
available across 15 markets, clients 
prefer one universal creative that 
can travel across markets rather 
than separate creatives done for 
each market. India is being looked at 
largely as a centralised hub by most 
clients as the quality of work here 
has improved a great deal.” 

Lowe Worldwide recently an- 
nounced its plans of setting up a 
24-hour studio in India to create 
multi-media creative solutions for its 
clients across the world. “Indian 
talent is being recognised across the 
world and this studio will allow us 
to make utmost use of the talent 
pool here,” says Stephen Gatfield, 
EVP of Network Operations and 
CEO, Lowe Worldwide. 

Lenovo Group has moved 
worldwide marketing services, such 
as creative development, to a new 
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hub in Bangalore in collaboration 
with advertising and marketing 
communications firm Ogilvy & 
Mather Worldwide. The new cen- 
tre offers these services to all of 
Lenovo’s operations outside China. 
The India team at O&M will dream 
up global marketing campaigns 
aimed at dozens of countries, 
including the us, France and 
Brazil, though not China. 
Speaking to Business Today 
from Bangalore, Rahul Agarwal, 
Vice President, Marketing, 
Lenovo India, explains why it 
decided on having a centralised 
hub there: “We are a new brand 
and need to build a consistent 
identity. Secondly, we have one of 
the strongest marketing teams in 
India and a good creative one as 
well. We have experience in India 
of building consumer brands from 
scratch. By setting up the global hub 
here, we will now leverage the mar- 
keting talent available in India.” 
Does cost play a major factor? 
Most agency heads say quality is 
what the international companies 
are looking for. In any case, costs in 
India are comparable to those in 
any other South East Asian country, 
In several cases, the ideation and 
conceptualisation is done in India 
while the production is done in the 
target country; so, in several cases, 
it is actually even more ex- 
pensive than before. But 
clients obviously attach a 
lot of value to Indian cre- 
ative talent. 
Then, it’s not just 
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home-grown creative ideas and in- 
sights that have found their way 
to distant shores. Even in the so- 
called backroom area of media 
planning, Indian ideas—especially in 
the field of qualitative media re- 
search tools, CRM, data analytics 


and rural marketing—are being no- 
ticed, appreciated and adapted. 
Media agencies like Lintas India's 
IMAG's and Starcom MediaVest 
Group's tools are being adapted 
for regional markets like China, 
the Philippines and Malaysia. About 
30-40 per cent of IMAG design com- 
pany dCell's work is being done 
for international brands that are 
not even present in India. dCell 
has designed Good Morning, a 
leading soap brand in Egypt; it has 
also done work for a toothpaste 
brand, Signal, also in Eqypt 
and on Unilever's worldwide 
brand Clear. 

IMAG-Linterland's rural tools are 
also being adapted for markets such 
as Indonesia, Sri Lanka, Bangladesh 
















On a winning streak: The Surf 
Excel ad (left), created by Lowe 
India, was recreated for Indonesia 
using local models 


and China. *Indian business 
and creative ideas are being 
appreciated globally," says 
Ashish Bhasin, Director, IMAG, 
Lintas India. 
Starcom MediaVest’s secular 
planning method (a tool to re-en- 
gineer the competitive targeting 
strategy) and strategic planning tools, 
that were developed in India, are in 
use in other Asian markets like 
China, the Philippines and Malaysia. 
Ravi Kiran, CEO, South Asia, 
Starcom MediaVest, says: “Besides 
these tools and processes, the suc- 
cess of many of our specialist busi- 
ness solutions is being replicated 
across other Asian markets.” In 
particular, business units of Starcom 
MediaVest India like Xpanse, 
Enhance and C, all of which have 
been appreciated by the group’s 
CEOs in those countries, might be set 
up in several markets in future. 
“When we develop a tool or a 
process for local market needs, we 
keep in mind its international po- 
tential as well,” he adds. XPanse is 
a rural marketing business unit of 
Starcom MediaVest India, which 
has now been set up in Thailand. 
So, while Indian ads may not yet 
have become the toast of interna- 
tional award forums, the industry is 
slowly carving out a very signifi- * 
cant niche for itself in distant cor- 
ners of the world. m 
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In tune with today's youth: MTV Network: 


Swamy (second gmp left) with his team 


HIT GOSWAMI 





How do you turn a music television channel into a marketing vehicle that 
goes beyond plain vanilla advertising? MTV thinks it has the answer. 
And it’s called Viacom Brand Solutions. ANUSHA SUBRAMANIAN 


Have you tried to pin back your right leg with your right 
hand, place the other hand on your shoulder, head 
butt your opponent out of the circle and you are a 
star at "Porok'....'Diyusa diyusa Porok moto apa’. For 
those unfamiliar with the lingo, this is the Xbox 360 ad 
created for the product's India launch and the spoken 
tongue ts a mix of almost 10 Indian languages to leave 
the viewer guessing. For the Microsoft Xbox 360 launch 
in India late last year, ‘Porok’, a sport played in certain 
parts of rural India, was picked up and given a grand spin 
to denote the power of gaming. 

Early this year, Nokia, one of the world leaders in 
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mobile communications, came up with a campaign 
‘Shot by You'—a first-of-its-kind initiative to utilise 
‘User-Generated-Content’ to create a music video. 
While the company partnered with уні, it was the first 
time in the history of the Indian music industry that a 
music video was created using video clips sent in by the 
consumers, thus pushing ‘user interactivity’ into the 
mainstream media. Pentagram, one of India’s contem- 
porary rock bands, was roped in for this initiative. 
When the Mumbai-based band Pentagram rocked to ‘It’s 
OK, it’s all good’; swaying to its beats in the music 
video were Nokia users. 


Cadbury India wanted 
to position its brand 
‘Bytes’ as a popular snack 
among the 15-25-year- 
olds in India. The 
company got a variety of 
customised MTV music- 
based ringtones that were 
available for free with the 
purchase of every pack of 
Cadbury Bytes. Thus, each 
consumer could get a free 
ringtone with every 
purchase, and would have 
multiple options to choose 
from, depending on how 
many packets he 
purchased. 


F YOU ARE WONDERING WHAT'S COMMON TO THE 

brand push for Xbox 360, Nokia and Cadbury 

Bytes, here's the answer. For one, the companies 

have all gone an extra mile to connect with 

their customer and what's more, all these cam- 
paigns were conceptualised and produced by MTV 
India's new division Viacom Brand Solutions (ves) that 
delivers customised integrated marketing solutions for 
select brands. 

From catchy taglines and crisp copy to companies 
nudging you to "broadcast yourself", the advertisement 
paradigm has changed. Explains Arvind Sharma, CEO, 
Leo Burnett India: “While in the era of two or three TV 
channels, TV marketing was equivalent to mass media, 
now as efficiency has begun to erode and (with) retail 
explosion and other non-traditional media vehicles 
gaining importance, customer-centricity is increasing." 

While all these campaigns or brand promotions 
were unique, common to the VBS brief across these ad 
campaigns was the *connect with the youth". 

Coming in handy, while executing this brief, are the 
existing strengths of MTV. “It’s a new approach to offer 
marketing solutions to brands by leveraging some of the 
key strengths that already exist within MTV Networks— 
youth expertise, unparalleled creativity and on-ground 
event expertise,” says Amit Jain, Managing Director, MTV 
Networks India. 

Giving an insight into the strategy, Jain categorically 
says: “MTV is not just a music channel, but a brand in it- 
self that connects with the youth very well. In India, 


"MTV is not just a music channel but a brand in 
itself that connects with the youth.” Amit Jain/ MTV India 





however, we were not 
doing enough justice to 
the brand and operating it 
like any other Tv channel. 
Viacom Brand Solutions 
will help us leverage the 
brand attributes." 

In most cases the 
clients themselves ap- 
proach MTV-VBS and some 
of them are Viacom's in- 
ternational clients as well. 
On why Microsoft chose 
MTY for Xbox 360 launch, 
Mohit Anand, Country 
Manager, Microsoft 
Entertainment and 
Devices Division India, 
says: “MTV embodies the youthful spirit of Xbox 
360 and is uniquely positioned for reaching out to the 
young gamers across the country.” 

The campaign was equally crucial for MTV Networks 
as it marked the launch of VBS in India. “(It was) no easy 
task considering the rich creative history of Xbox 
communication. After brainstorming with the creative 
team, what came out was the mammoth 150-second 
Porok,” says Jain. 

MTV also worked out a whole 
new set of unique program- 
ming content for Xbox 360, 
the online gaming service across 
its three channels—MTV, VH1 
and Nick. “That’s another ad- 
vantage that MTV can offer 
through vBs—presence 
across the entire net- 
work,” says Jain. 

So pronounced 
is the MTV-VBS po- 
sitioning as a 
youth-connect that 
another Xbox ad 
featuring actor 
Akshay Kumar and 
cricketer Yuvraj 
Singh—meant for 
mass consumption— 
was not done by it. 
Microsoft roped in 
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McCann-Erickson for the ad. 

In the case of Cadbury’s 
sweet snack Bytes, the company 
wanted to break into the 15- 
25-year segment and ap- 
proached the VES team at MTV 
to design and implement a full- 
fledged and turnkey solution. 
Central to the Bytes campaign 
was the need to “engage with 
the audience". Narayan 
Sundararaman, v? (Marketing), 
Cadbury India, explains: “We 
wanted to build a team-connect 
and a team franchise for Bytes. 
To be able to do this, we had to 
go beyond the conventional ad- 
vertising and engage with our au- 
dience. We realised that MTV un- 
derstands the language of youth 
very well and therefore ap- 
proached them for the promo- 
tional campaign of Bytes." 

The vss strategy for Cadbury 
was to create customised music- 
based ringtones. Reasons Jain: 
"MTV's key insight into the 15-25- 
year-old audience was that mobile 
phones have become a part of 
young adults' lives. Increasingly, 
the majority experiences music on 
their mobile phones—most 
commonly through the music-based 
ringtones and call-back ringtones. Therefore, ringtones 
were chosen as the strategy." 

The in-house creative team at VBS took care to en- 
sure that ringtones were of all types—i.e., monotones, 
polytones and truetones—to cater to the different mo- 
bile handsets that the consumer might have. 

According to Sundararaman, “Cadbury ran the 
promotion for 45 days, which reached out to approx- 
imately six million youngsters (six million packets of 
Bytes were sold)." 

For FMCG major Hindustan Unilever (earlier 
Hindustan Lever), VBS relied on the power of music. 
HUL released the special edition Lux Body Wash packs 
with a new dance track ‘Lux Friday Night Fever’. 
The premise: Friday Night Fever signature moves 
will be the ultimate swinging companion for India’s 
young adults. 

Explaining the rationale behind ‘Friday Night 
Fever’, Ashok Venkatramani, vp (Skincare), HUL, says: 
“The idea came to us first in a discussion on how the 
youth reflects the inner attitude. This album encapsu- 


We Bring 
The Music, 
You Get 
The Picture! 
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Sweet success: The Bytes ad 
reached out to 6 million youth 





lates the energy and confidence of 
Indian youth.” 

With all these campaigns in 
its kitty, does VBS propose to op- 
erate like any other production 
house and do campaigns for out- 
side clients? “No,” says Jain and 
stresses that MTV-VBS clearly does 
not operate like other production 
houses. As of now, MTV India 
works only with its key top clients 

like Coke, Cadbury, Levers, 
Microsoft, to name a few. 

The reason: For vss, it’s also 

about building its own brand 
while creating advertising tactics 
for others. “We will not produce 
ads or come up with communi- 
cations solutions for mainstream 
brands. We'll work with brands 
that bring us extraordinary 
mileage and are not restricting 
ourselves to being a production 
house like others. Everything 
that we do will have MTV rele- 
vance and feel to it,” emphasises 
Aditya Swamy, vP (Marketing), 
MTV Networks India. 

MTV India plans to offer ad- 
vertisers more touch points to 
reach their target audience. This 
could be through advertising 

deals and PR stunts, partnerships with FM radio stations, 

client-led events, road shows and music events. “We are 
going to be more than a TV channel which would be 
a pipe for advertisers to push ads,” says Jain. 

The search for the right connect could just be the 
trigger point for spawning of more marketing solutions 
providers like vgs. Says Sharma: “As clients are spend- 
ing across segments, there will be lot many marketing 
solution providers (like vBs) and each one will ad- 
dress different areas and different needs of clients. 
Such solution providers are in no way competing with 
the large or even medium-sized agencies.” 

In the race to capture the must-win market consti- 
tuting young adults, customer-centricity seems to be a 
win-win for all. “There is so much of media clutter and, 
each and every brand is trying to break through this 
clutter. In order to be able to do this, the key today for 
most brands is to find the right connect and engagement 
with the audience,” says Cadbury’s Sundararaman. 

To this end, it’s time for the ad makers to move at 
the speed of delight to capture the hard-to-please 
young and the restless. = 
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FEW WEEKS AGO, 
Reliance Industries 
Chairman Mukesh 
Ambani met 
Fertilizer Secretary 
J.S. Sarma and presented his pro- 
posal to set up a 2-million tonne 
fertiliser unit in the country. 
Ambani projected a 30 per cent 
return from the business. Defying 


gravity? After all, the rest of the 

Р : " : industry is not able to hit even 
Rising cost of production and delays in subsidy double-digit returns. Or is this 
: £ Ke А just a preview of the changing 

payments have stymied capacity addition in the ока, ооба 


tiliser sector that will be driven by 


fertiliser industry over the last six years. But with — Өн tlie а кед 

the government mulling a new subsidy regime, еттен hopes onal ina 

fertilisers promise to get hot again. و ا‎ ee Dioon md y 
nie erating Сет. 

BALAJI CHANDRAMOULI анат Fertilisers & 


Chemicals: “We have been subsi- 
dising the government over the last 
few years. Our returns are con- 
trolled by the state and we hardly 
net a 7 per cent return.” IFFCO, a co- 
operative and the largest fertiliser 
producer in the country, has mar- 
gins of under 2 per cent. 

The investment climate has been 
gloomy over the last five years. 
There is no better testimony to this 
than the government's estimates of 
capacity addition over the next five 
years—rather than fresh units, it is 
betting on a capacity addition of 
50 lakh tonnes of urea from the 
revival of sick units. Private sector 
majors like K.K. Birla's Chambal 
Fertilisers & Chemicals and the 
Tata Group's Tata Chemicals are 
also only revamping their existing 
facilities rather than investing in 
new ones. 


Import Parity Pricing 

But this is set to change. The gov- 
ernment is planning to do away 
with the cost-based, fixed returns 
regime and usher in deregulation 
and import parity pricing. This 
could be one reason why Ambani is 
now eyeing the sector. 

Another major reason for lack of 
investments in the production of 
urea, a fertiliser that supplies nitro- 
gen, a key nutrient for plants, is 
the lack of feedstock. Thus far, gas 
shortages have been crippling; here 
again, Ambani holds the aces—his 
huge gas finds in the Krishna- 
Godavari (KG) Basin, at peak pro- 
duction, can meet the entire short- 
fall in supplies. 

But agricultural growth has been 
stagnating over the last decade, and 
without a growing market, all this 
means little. However, there is rea- 
son for optimism. In May this year, 
Prime Minister Manmohan Singh 
announced a Rs 25,000-crore pack- 
age to resuscitate the sector. 

However, pumping money into 
the agriculture sector or improv- 
ing returns for fertiliser companies 





RAM VILAS PASWAN, Union Minister for Chemicals and Fertilizers 


Subsidy woes: Besides pricing of fertilisers, the government has to bring in 
structural changes in its subsidy disbursal mechanism 


The New Deal 


By simply changing the pricing formula, the government makes the sector attractive. 


Pricing ^ — Cost-based,fmed retum Import parity pricing of Return on investment 
of Rs 6,200 per tonne ^ Rs 12,500 per tonne vaults from an average 
of 5-8% to 15% 
Taxsops None for the moment ^ Sops to reduce capital cost Will reduce subsidy burden 
Subsidy Only on 15 products ^ Nutrent-based subsidy Balanced diet for the soil, 
focus improves yield — 
Subsidy Given to producers Give to farmers Direct subsidy will ensure - 


Subsidies are growing... 
21,874*. 


...And so are imports 
405 





2002-03 2003-04 2004-05 2005-06 2006-07 2007-08 


Ge Urea NEN **PAK fertilisers 
Figures are in Rs crore 

70% increase in subsidy bill is due to increase in production 
cost of fertiliser; 58% of the increase is on urea and 42% on 
P&K fertilisers ** P-Phosphate fertiliser; K-Potassium fertiliser 


— 

2002-03 2003-04 2004-05 2005-06 2006-07 
mE DAP" maU: 

*Diammonium Phosphate 


Figures are fertiliser imported as a percentage of consumption 
in the case of potash, 100% is imported 


*Projected 
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MUKESH AMBANI, Chairman & Managing Director, Reliance Industries 


On the horizon: Reliance is projecting 30 per cent returns in an industry 
that struggles to touch double-digit margins 


alone will not help. Certain struc- 
tural changes are also needed. 
Currently, the government sub- 
sidises only 15 specific fertiliser 
products containing nitrogen, potas- 
sium and phosphorous. Any varia- 
tion in the product, be it the pro- 
portion or change in nutrients, 
means the producer is no longer 
eligible for subsidy. In such a case, 
the producer can sell the product 
only at market prices. Further, mi- 
nor nutrients like sulphur and zinc, 
essential for properly nourishing 
the soil, are sold at market prices. 
Not surprisingly, farm yields have 
not risen in line with the increased 
use of subsidised fertilisers—most 
farmers cannot afford these non- 
subsidised but essential ingredients. 

However, degenerating soil con- 
ditions owing to nutrition imbal- 
ance is now driving some farmers to 
buy non-subsidised products. 
Cargill's urea blend, for example, is 
being bought in central India at 
market rates that are thrice the price 
of subsidised urea. 

In order to address anomalies 
like these, the government is plan- 
ning to change the way it doles out 
subsidies—instead of product-spe- 
cific subsidies, it is planning to offer 
subsidies on nutrients. This, experts 
argue, will enable the fertiliser in- 
dustry to work closely with the 
farm community to develop 
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suitable products. 


New Game Plan 

The big question, then, is: will this, 
like other reforms measures, offer 
end-users (farmers) greater choice? 
The key issue here is subsidy dis- 
bursal. While the bureaucracy is in- 
terested in directly offering subsidy to 
the farmer, Chemicals and Fertilizers 
Minister Ram Vilas Paswan is not. At 
present, the subsidy is paid to the 
fertiliser producer. 

Direct subsidies will put plastic 
money in the hands of the farmer, 
who can use the fertiliser products 
of his choice. Says U.S. Awasthi, 
Managing Director, IFFCO: “We 
are all for this scheme.” But 
Paswan’s concerns are genuine as 


Food for Growth 


Greater foodgrains production means 
more fertilisers. 


Current End of 2012 
244 
211.77 2135 
| 
| 
| 
тш Foodgrain production mmm Urea capacity 


Investments required: Rs 36,000 crore 
Figures in million tonnes 


well. “The ability to deliver this 
scheme is questionable—ineffi- 
ciencies can easily creep in,” says 
the minister. 

But there is more to it than what 
meets the eye. When the Central 
government tried to implement direct 
subsidies for kerosene last year, it 
was initially welcomed. However, 
when the states learnt of the Centre’s 
decision to prune the subsidy, re- 
stricting it to families below the 
poverty line, they turned their back 
even on the pilot scheme. This is 
not surprising, as the scheme pro- 
posed to deliver subsidies only to 
certain segments of society. This 
would have meant leaving other sec- 
tions out. However, the political 
class was not willing to take this risk. 

The situation in the agriculture 
sector is no different; implementing 
direct subsidies holds the key to 
pruning the subsidy bill over time. 
However, with general elections a 
little over two years away, it will be 
a challenge to push through this 
reform measure, say senior gov- 
ernment officials. 

So, the government's attempts 
at wooing investments in this sec- 
tor may well lead to an increase in its 
subsidy bill. The equation is simple: 
if fertiliser prices are not raised, rise 
in consumption will increase the bill. 
Secondly, any marked-to-market 
compensation to fertiliser units will 
be well above what they are paid 
currently under the cost-based 
regime. In the latter, a significant 
number of urea units (60 per cent) 
operate on natural gas that is sold at 
controlled rates, as low as half the 
price sought by Reliance for gas from 
the KG Basin. Says Fertilizer Secretary 
Sarma: “We are still debating the 
policy. No decisions have been 
taken as yet.” 

But the fact that the govern- 
ment has set its mind on increasing 
farm productivity—it can’t let the 
sector stagnate any longer—can 
only point to a bright future for 
fertiliser units. 8 
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Your Business 


Banks are Tol to extend credit to start up 
or expand your business. Here’s how to fund it. 
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Money 


The Best Loans 
for Entrepreneurs 


Banks are ever-willing to fund your start-up 
or finance your expansion plans. Here’s how 
to get the best deal. кари. BAJA] 


HEN DR SUMAN GUPTA, 

47, a Delhi-based 

doctor, and his part- 

ners incorporated 
Eden Hospitals Pvt. Ltd in 1997 
and set up a multi-specialty health- 
care centre in south Delhi, it soon 
became a success story. In 2001, 
Gupta decided that they needed to 
expand the hospital and it required 
a capital infusion of more than what 
the business could generate inter- 
nally. A Rs 15-lakh term loan from 
ICICI Bank, without any collateral, 
did the needful. All Gupta had to 
submit with his loan application 
were his three years of income tax 
returns, identity proofs, and post- 


(R) 
Expanding imports of their 
ceramic products 
i. Rs 40 lakh 
Cash Credit or CC 


dated cheques. The personal loan- 
type product for professionals, uns- 
ecured and repayable through ins- 
talments, though, was not Gupta's 
first bank loan. He had taken a loan 
against collateral from Oriental 
Bank of Commerce (OBC) in 1997 
and repaid it. “At the time of my 
second loan, I checked loans at ICICI 
Bank and a public sector bank. The 
interest rates were the same, but 
the former was more inclined to 
offer the loan without collateral. 
So, I went for it,” says Gupta. 

For Akshay Sangal and Satpal 
Gupta, both founder-directors of 
Delhi-based Prust Ceramics, an 
importer of ceramic products, the 


(L) 
To refurbish and expand 
10-bed Eden Hospitals to 25 beds 
Rs 15 lakh 


Unsecured personal loan 


bank loan came in 2006 in the 
form of ‘Cash Credit’ or cc (see 
The Core Products) of Rs 40 lakh 
from OBC. Sangal pays an interest 
rate of 14.75 per cent on this rev- 
olving Cc account. The company, 
which has a warehouse-cum-show- 
room in Delhi and marketing off- 
ices in many cities, posted sales of 
Rs 4.7 crore last year. 

“We wanted the loan for exp- 
ansion. Our business was already 
well run and generating handsome 
cash flows. The best option for us 
was to get a CC. OBC offered us the 
loan on the basis of the soundness of 
our business,” says Sangal. 

Sangal and Gupta are two of 
the millions of entrepreneurs fue- 
lling demand for credit. Almost 
all private and foreign banks today 
offer ‘personal loans’, with limits 
varying from Rs 10-25 lakh for 
small businesses. These loans are 
unsecured, come at a cost of 18-24 
per cent, are sanctioned without 
hassle and repaid through instal- 
ments. “Most of our high-ticket 
personal loan portfolio is actually 
for business deployment. The adv- 
antages of personal loan are fast 
approval, disbursement without 
the need for guarantor or secu- 
rity, and the ability to bridge 
medium- and short-term funding 
needs,” says Rajeev Yadav, 
Business Leader (Personal Loans), 
GE Money India. 








“The unorganised small 
businesses prefer 
collateral-free, EMI-based 
personal loans” 


, Executive Vice President and 
Head (Business Banking), HDFC Bank 


A Source of Funds 

Agrees Anil Kothuri, Head 
(Auto Loans and CitiBusiness), 
Citibank N.A.: “Personal loans 
have long been used by self- 
employed individuals to raise 
funds for investing in their busi- 
nesses. At Citibank, our ticket 
size and overall disbursements 
under personal loans are inc- 
reasing.” The popularity of per- 
sonal loans also reflects the 
hunger for credit in India’s SME 
sector, which is growing at a 
rate of about 12 per cent as 
compared to the GDP growth of 
about 9 per cent, according to 
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Cashing in 


Entrepreneurs have a plethora of options 
to choose from. 


k's ‘office equipment loans’ 
are available for a minimum amount of 
Rs 30,000 with a tenure of 12-36 months 
on hypothecation basis 


's wapaar scheme is 
focussed only on self-employed individu- 
als/small establishments with a turnover 
of less than Rs 2.5 crore per annum 


India offers ‘personal loans’ 
and ‘home equity’ loans, primarily 
to small business borrowers with 
interest rates starting from 16 per cent 
and 12 per cent, respectively 


's factoring service 
enables you to raise immediate cash 
against your invoices. The bank pays up 
to 90 per cent of the value of eligible inv- 
oices within a day of submission of 
invoice and the delivery documents 
No collateral and you pay interest only 
on the funds utilised 


offers ‘quick loans’ up to 
Rs 25 lakh without collateral for short- 
term fund requirements; it also offers 
unsecured overdraft up to Rs 2.2 crore, 
on which interest is charged only on 
amount utilised 


offers 
entrepreneurs loans up to Rs 5 lakh with- 
out collateral and Rs 5-25 lakh where 
collateral can be waived (based on 
business track record) 


Behind the Loan 


Essential conditions for a loan. 


If you have the required 
assets to offer as collateral, getting a loan 
sanctioned will not be a problem. This is 
the easiest way of taking a loan, which 
also comes with the lowest interest rate 


Disbursed on your 
revenue streams, but the lender will make 
a careful assessment of your business 
model. These loans will depend a great 
deal on your business plan and balance 
sheet. Purely cash flow-backed loans are 
costlier than asset-backed loans 


DCCESS 


WITH 


PECTACULAR 


quality construction, SG is establishing new 
benchmarks in the world of real estate. The 
Group boasts of a strong set of purposeful 
virtues which is amply reflected in its 
Corporate Hubs, Malls, Hotels etc. As а 
result SG Estates has been awarded KEY 
PLAYER OF 2006 by Builder Information 
Bureau. 


Undoubtedly, Success is Guaranteed with 
SG. And why not, Gravity is the very theme of 
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“Banks in India have been 
striving to reach out to millions 
of small enterprises that can't 
provide the collateral” 

Bhuvnesh Khanna, Head (SME), HSBC India 


Bhuvnesh Khanna, Head (SME), HSBC 
India. “Banks in India have been 
striving to reach out to millions of 
small enterprises that can neither 
provide the collateral nor have the 
past financials. Lenders are also try- 
ing to cut distribution costs. So inn- 
ovation is the way out,” says 
Khanna. HSBC, for example, recently 
extended its overdraft and factoring 
services to small and medium busi- 
nesses to help them scale up fast. 
Vijay Chandok, Senior General 
Manager (SME Group), ICICI Bank, 
says: “The small entrepreneur has 
been changing, in the last three 
years, from someone who wanted 
convenience to one who wants more 
money. Banks are realising that their 
collateral-based lending models will 
have to become flexible, based on 
cash flows and commitment of the 
entrepreneur to his/her business.” 
Bankers are also looking at a 
number of ‘credit surrogates’ to 
expand lending to the small entre- 
preneurs. Simply put, ‘credit sur- 
rogates’ usually don’t align with 
laid down norms of credit but give 
a degree of confidence to the lender. 
For the borrower, it means the 
lenders are more sympathetic to 
their needs. Most banks nowadays 
have ‘pre-approved loans’ designed 
to cut time of sanction, as well as 
loan against all kinds of assets, inc- 
luding stocks and mutual funds. 
Products are also tailor-made to 
suit the needs of a particular trade 
or profession. For example, sBi, 
ICICI and HDFC banks offer loans 
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“The small entrepreneur has 
been changing, from someone 
who wanted convenience to one 
who wants more money " 

Vijay Chandok, Sr GM (SME Group), ICICI Bank 


The Core Products 

Some types of loans on offer. 
Term: Commonly understood as a ‘loan’ 
—primarily for medium- or long-term 
(say three-to- 10 years)—this can be 
used for investments in fixed assets 
such as land and machinery, or renova- 
tion and expansion. It becomes due on a 


given date and has a pre-specified 
repayment schedule in installments 


factoring: A bank offering you over- 
draft allows you to overdraw your bank 
account up to an agreed amount and 
charges you interest at the agreed rate. 
A working capital loan (or Cash Credit) 
is quite a similar product wherein the 
bank opens a CC account of the agreed 
amount for the borrower, converts it 
into a current account, and allows the 
borrower to use it, charging interest. In 
factoring, the bank buys your accounts 
receivables at a discounted beg 
assuming the res 

collecting them from the xs that 
owes you money 


for transporters. Similarly, there 
are products for construction, phar- 
maceuticals, apparels, gems and 
jewellery, tourism, and many pro- 
fessional services. Aseem Dhru, 
Executive vp & Head (Business 
Banking), HDFC Bank, says his bank 
has been experiencing huge credit 
pull from shopkeepers, artiyas 
(traders-cum-commission agents in 
farm commodities), and those eng- 
aged in numerous other trades in 
the unorganised sector. Most of 
this demand is coming from Tier-II 
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cities, towns and rural areas. “The 
unorganised small businesses prefer 
collateral-free, EMI-based personal 
loans, which are growing at 35 per 
cent. We have been lending as small 
a sum as Rs 50,000 to a vada pao 
vendor to Rs 15-20 lakh to larger 
businesses," he says. 

Though the public sector banks 
do not offer ‘personal loans’ of the 
kind that private and foreign banks 
do, their business loans are also bec- 
oming increasingly competitive. 
Ravindra Yadav, CEO (Rural 
Development Trust), OBC, says his 
bank has been offering loans up to 
Rs 5 lakh without collateral and up 
to Rs 25 lakh where collateral can 
be waived based on business metrics. 
OBC also offers loan against property 
for business purposes at a very com- 
petitive rate of 13.25 per cent. 


Pro Start-ups 

Most bankers agree that organised 
lenders generally avoid start-ups, 
but the growth of unsecured loans is 
a reason for hope for the new ent- 
repreneurs, particularly high-skill 
professionals and those who can 
part finance their businesses. 

Some people in the banking ind- 
ustry believe that India’s “sub-prime 
lending” market, which offers loans 
at very high interest rates to bor- 
rowers with risky credit profile like 
new entrepreneurs with no collateral 
or financials, is expanding fast. 

“A number of banks have been 
lending at rates of 36-40 per cent to 
business-borrowers that present high 
degree of risk. For example, old 
private banks have been lending on 
sub-prime basis to entrepreneurs in 
small towns and rural areas. And 
public sector banks have been doing 
it for a long time. Now, at least 
one foreign bank is known to have 
been offering these kinds of loans, 
which I would call a kind of ‘ven- 
ture capital’,” says a senior banker 
who didn’t want to be named. So if 
you want money for your business, 
this is your best time. 
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Health in Your Hands 


When it comes to health insurance, floater policies 
are tailor-made for your family. NITYA VARADARAJAN 


ACK IN 1990, AMIRDHA 
B Sriram, 42, resolved her fam- 

ily required health insurance, 
and ever since she has been dili- 
gently renewing the policies. The 
Srirams—husband G. Sriram (50), 
son Siddarth (16) and daughter Sree 
Harini (10)—have a cover of Rs 3 
lakh each. It’s not that Amirdha 
and her family members were prone 
to illness—they made just four in- 
termittent trips to the hospital for 
minor ailments—but seeing that 
the family has adequate health cover 
in an emergency was top priority. 
And the total premium of Rs 
11,000 per year has been worth 
the price. “A mediclaim policy gets 
rid of health-related financial ten- 
sion,” she says. If Amirdha were to 
take a fresh policy today for each 
family member, she would have to 
cough up around Rs 20,000 
per annum. 

With the ever soaring cost of 
health care—a bypass surgery costs 
over Rs 1 lakh—the need for health 
insurance is getting more acute. It is 
not just the stress of today’s 
lifestyles, but the increasing lifes- 
pans that is driving the health care 
insurance business. With private 
players, the health insurance field is 
getting crowded, but that has also 
brought variety to these products. 
Bajaj Allianz General, for exam- 
ple, has a policy that 
covers critical ill- 
nesses exclu- 
sively, including 
cost of organ 
transplant with a 













The Srirams have had their health 


since the 1990s. 
INDIVIDUAL COVER FOR EACH: Rs 3 lakh 


Rs 11,000 


TOTAL PREMIUM: 


cover limit of Rs 50 lakh. 

The prohibitive health care cost 
has necessitated a cover of at least 
Rs 5 lakh per individual, if not 
more. The early starters enjoy 
lower premiums, though some ins- 
urers don’t guarantee an auto- 
matic renewal. When looking for 
a health insurance, therefore, 
check with friends about their exp- 
erience in making claims, facing 
speed breakers in renewing their 
policies, etc. Check also whether 
the policy document specifies that 
renewals are not guaranteed. 
Before buying your insurance, ask 
these questions: 

ө What will my health insurance 
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policy cover? 

e How much will I be paying for 
health insurance and can I sustain 
the premiums over the long term? 
e Will my policy be automatically 
renewed if I don't pay on time? 

€ Under what circumstances will 
my health insurance policy end? 

e How will future premiums/dis- 
ease coverage get affected after | 
have made a claim? 


Go for Floater 

Decide your affordability. Medical 
insurance can get expensive so go 
for a floater cover. It allows all 
members of a family to share the 
advantage of a single health insur- 
ance cover. On the other hand, 
an individual health policy is sep- 
arate cover for each individual, 
and the premiums vary depend- 
ing on the age. 

It is very important to be clear in 
your declarations about pre-existing 
conditions as this could cause prob- 
lems later on during claims. Lifestyle 
problems such as blood pressure 
or diabetes and diseases leading 
from these as a consequence require 
reporting as there is ambiguity over 
pre-existing diseases. Insurers may 
track your past years for any claims 
made, if you are changing insur- 
ers. If no claims were made, they 
may allow you cover for pre- 
existing diseases in their newly iss- 
ued policy. Others could exclude 
the pre-existing disease conditions 
for a few more years just to be on 
the safe side—but that may not be a 
very good option for you. 


And Critical Too 

Life insurers also offer ‘critical dis- 
ease’ cover as riders along with 
the regular life policy. Rahul 
Aggarwal, CEO, Optima Risk and 
Insurance Management Services, 
advises that it is better to take a 
separate health insurance policy 


5 


Best cover 





Reliance-Gold 
Pre-hospitalisation 60 days 
(no. of days) Ms 
Post-hospitalisation 90 days 
(no. of days) 
Maximum aga ill which 75 years 
the policy will cover 
—— After 2 claim- 
(coverage after no. of years) ree years 
Room rent limit No 
Per illness limit M 
Coverage of pre-existing No 
disease from day one 
Co-payment No 
No claim discount 5% for every 
claim-free year 
with a maximum 
] of 50% 
No claim bonus ЖЕН = 
Specified diseases First two years 
excluded for 


Third party administrator Paramount 


and not take the riders in the life 
policy. “In most cases, in a life 
policy, the policy lapses in the 
event of a critical illness. A per- 
son, therefore, loses a life cover if 
he survives,” he says. 

Bajaj Allianz Life introduced its 
Care First policy in June, which is 
like a typical health policy offered by 
any general health insurer, but is 
about 12-15 per cent more expen- 
sive; but it guarantees renewals till 
the age of 65. Medical records will 
be available online, but the premi- 
ums are a deterrent. “The health 
market is turbulent and it is impor- 
tant to check claims servicing,” says 
Vinay Taluja, Vice President 
(Insurance), Bajaj Capital Insurance 
Broking. Pure health insurer Star 
Health has a policy for senior citi- 


For a Healthy You 


zens. All these policies have ‘cover’ 
restrictions—in the range of Rs 2 
lakh. Star Health has also intro- 
duced a Diabetes Care policy for 
Type 2 diabetes. The policy cover 
ranges from Rs 50,000 to Rs 5 lakh. 
Generally, most health policies 
are similar in nature—the tweaks 
come in small offerings. Royal 
Sundaram, for instance, allows preg- 
nancy coverage and delivery. Other 
insurers cap the room rent, some 
others post-hospitalisation covers. If 
you don’t make any claims, you get 
a no-claim discount. Other general 
insurers like Royal Sundaram and 
Chola offer family discounts (if all 
members are covered). Some gen- 
eral insurers also offer ambulance 
charges in case of emergencies. 
Choose what suits you best. 


When it comes to health insurance, floaters are what you want. 


Yes 


*Total expense incurred for any one illness is limited to 50% of the overall sum insured per family 
#Hernia, piles and cataract—10% of sum insured and maximum liability up to Rs 25,000 


Services 


National ICICI Lombard Bajaj Allianz Chola MS Star Health 
15 days 30 days 60 days 60 days 30 days 
30 days ‘60days 90days 90 days 7% of the hospitalisation 
expense up to a maximum 
Tes: Herrn. { _ of Rs 5,000 
80 years 70 years 75 years 45 years 80 years 
After 4claim- After 4 claim- — After 2 claim- No coverage 
free years free years — free years - 
Yes, 1% ofsum № No Yes, based on Rs 4,000, Rs 1,500 or 
insured per day sum insured Rs 750 per day based 
2 on city of treatment 
No | _ Yes No № 
Hypertension and № № № № 
diabetes covered 
on extra premium _ 
No No- Yes, 10% of No No 
I AS __ ће claim amount - 24 
№ 5% for every No No 10% discount, 
claim-free year non-cumulative 
with a maximum 
8% —— 
№ No. No No № 
First two years First two years Firsttwoyears | First year First year with some diseases 
excluded for first two years 
Park Mediclaim ПК Bajaj Allianz TIK In-house 


Source: Optima Risk Management 


AUGUST 26 2007 BUSINESS TODAY 131 


bt money 


Netting the Right Car 


The internet is another medium to 


snag a vehicle, but you 
to do a physical check. 
RAHUL SACHITANAND 


F YOU'RE LOOKING FOR A HONDA 

City or a Toyota Innova (new or 

second-hand), check out the onl- 
ine auto dealers. Hitherto car shop- 
ping meant you had to personally 
visit multiple dealers to find the 
right car that fits your style and 
budget, and their salesperson would 
tell you which car to buy. Now, 
online portals allow you to choose 
a model, make modifications on 
the web and then shop around the 
best deal in the auto world. The 
portals let you compare prices and 
zero in on bargain offers. While 
automobile sales on the net account 
for around 30 per cent of all vehi- 
cles sold in developed markets such 
as the US, it’s just beginning to gather 
momentum in India as more people 
turn auto shoppers in the comfort of 
their homes. 

So, what's a good place to sta- 
rt? There are at least half-a-dozen 
portals that offer you a wide range 
of cars based on brands, budget 
and segment and even give you 
videos, pictures and detailed 
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technical specifications to let 
browsers make an educated choice. 
For example, indiacar.com offers 
interior and exterior surround 
videos on some models, and pic- 
tures of the latest models. It also 
offers to find you finance and ins- 
urance for your new and used cars. 
Other portals such as carazoo.com 
allow you to click and compare 
different models from different 
manufacturers before zeroing in 
on your final selection and also 
let you modify the car with alloy 
wheels, stereos and security sys- 
tems to give a one-stop shop for 
visitors. Cartradeindia.com offers 
you the chance to look for not just 
cars, but even hunt around for a 
bargain on commercial vehicles 
and two-wheelers, besides offering 
spot valuation for vehicles online. 


The Used Car Street 

Aside from selling new cars, websites 
in India have become a useful res- 
ource to scout around for a good 
second-hand bargain and most auto 









portals have dedicated sections that 
allow you not only to hunt for sec- 
ond-hand bargains, but even sell 
your old car online. These sites also 
help you to value your vehicle, post 
pictures and text of the car you 
want to buy and directly contact 
buyers and sellers to speed up the 
buying process. While some main- 
line automakers such as Maruti 
Suzuki have their own initiatives 
like True Value, these websites let 
browsers compare cars across man- 
ufacturers and budgets. Sellers, on 
the other hand, can advertise their 
vehicles for free and in the process 
avoid dodgy agents and middlemen 
most people turn to when they try 
to sell their cars. 

Despite the potential offered 
by the internet, there are a few 
hygiene factors that people need 
to consider before they start using 
any of these portals. At the outset, 
it’s imperative that you do your 
homework by checking on the 
background of the site, their record 
in buying and selling cars and even 
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You read that right. Just click on to ndtvjobs.com and start making money with your 


network. All you have to do is refer a friend or colleague for a vacancy posted on 
the NOTVjobs website which is powered by Yellojobs.com. And if they get 
selected for the post, you stand to earn too. Through our unique YelloRewards 
system, you can earn up to Rs.1 lakh in rewards per job. So, not only do you help 
your friend in getting that dream job, but also get suitably rewarded for it. 
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check for references to steer clear of 
scamsters. Once you’ve zeroed in 
on a model, it’s essential to under- 
take a complete road test of the 
car, checking for apparent physical 
defects such as bumps, dents and 
scratches as photos can be deceptive 
and, more importantly, take a peak 
under the hood for any concealed 
disfigurements that could give you 
clues about any previous accidents 
the vehicle could have encountered. 
Sites in the Us offer complete vehi- 
cle history, but potential buyers 
may need to enlist the services of a 
trained mechanic to spot defects 
in bodywork and even on the und- 
erside of the car, where floodwaters 
could wrench off or corrode metal 
body work, 

Websites allow you to choose 
not just a make (for example, a 
Suzuki Swift), but also second-hand 
or new cars and for specific fea- 
tures such as ABS, power steering, 
music systems, xenon headlights, 
tinted glass and navigation systems. 
Based on these and more parame- 
ters, it may be important to draw 
prices, reviews and other metrics 
from at least three or four sites 


The Online Roadway 


How to bag your car online and steer e Ch 


through the speed bumps. 
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before initiating 
a sale. Rather 
than act as deal- 
erships, some 
sites such as dri- 
veinside.com 


rel that 
Т.Ш 


automart 


offline, browsers 
may also want to 
keep their eyes 
open for dis- 
count offers and 
special deals 





prefer to act as 
marketing 
front-end for 
large auto com- 
panies and ask 
visitors to con- 
tact one of the 
dealers listed on 
the site. 

You may also want to finance 
your car online. Most websites eit- 
her link to third-party sites or offer 
to arrange financing for you. While 
it’s easy to lean on an in-house 
agency to arrange (or provide) the 
financing for your car, it may be 
worthwhile to hunt for other opt- 
ions too if you’re looking for the 
cheapest deal in the market. 
Interest rates on loans could vary 
by around 100-200 basis points 
and that margin makes a significant 
difference in your down payment 
and EMIS (equated monthly install- 
ments). Much like buying a car 





around the festi- 
val time or when 
a company is 
looking to get rid 
of inventory of a 
dated model. 
Automakers usu- 
ally offer sizeable 
discounts and/or 
cash benefits to consumers will- 
ing to buy these cars. 

At the end of the day, while the 
rules of the game are the same 
across all categories of e-commerce, 
the higher value attached to buying 
cars means that people need to be 
more cautious than usual while deal- 
ing with portals. Despite the grow- 
ing popularity of the internet, it’s 
perhaps the second-hand market 
(and deals between consumers) that 
has seen more traction on the int- 
ernet. But with more cars and more 
portals, the online driveway is only 
just strapping up. 


e The internet may be a good place to locate a specific model, make or colour 


cheapest one _ 


windows as part of a deal 
take a close look at the car 


previou 


. Do a background check on the sites you are browsing who owns the portal, 
for how long it has been operating and check references to be doubly safe 
e. See if banks will lend you money for the car; the portal's own 
partner may not offer the best rate in the market 


which may be missing at local dealerships 


eck prices offered by dealers when you visit them. Some may offer 
lesa dau, ree thei ee - 


@ Get quotes from multiple portals and see if you can bargain on the 


you finally pay since 


e The price on the internet may be different from what 
road tax and other duties could add to the final rate you receive 


© You could also work out smaller details like rust proofing, sun film on 
e Havea mechanic (or at least someone who knows his way under the hood) 


© For second-hand vehicles, don't just conduct a physical check, but see if 
itis possible to get your hands on its service history and check for 
s accidents 
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NEWS ROUND-UP 


The Dream Merchants 


Birla Sun Life’s new Dream Plan comes with added overheads. 
Should you buy it? NITYA VARADARAJAN 


HE BEST THING ABOUT BIRLA SUN 

Life’s new Dream Plan is it off- 
ers you a guaranteed maturity ben- 
efit that you set yourself. In other 
words, it’s a top-down plan; you 
set a target at the end of the term, 
and pay the premium according 
to your target. A small sum is dir- 
ected towards your insurance 
needs, which you can increase dep- 
ending on your requirements. Says 
Vikram Mehmi, CEO, Birla Sun 
Life: “The policyholder is always 
guaranteed the maturity amount 
chosen and, therefore, he can plan 
his needs.” 

The policy period can vary from 
five-to-25 years, but for people 
between 18-60 years of age. There 
are three options under the guar- 
anteed maturity benefit scheme: 
100 per cent, 200 per cent and 300 
per cent. In the 100 per cent option, 
the plan (with the guaranteed mat- 
urity) matures upon end of term 
(that you choose) and life cover 
ceases at maturity. In the 200 and 
300 per cent options (which is ess- 
entially doubling and tripling of 
your target), the life cover ceases at 


The Dream Factor 





“The policyholder is always 
guaranteed the maturity 
amount chosen and, therefore, 
he can plan his needs” 

Vikram Mehmi/ CEO/ Birla Sun Life 


maturity of the policy, but you rec- 
eive the additional guaranteed mat- 
urity benefits over a further period 
of five years. 


The pros and cons of the dream plan. 


Upside Downside 


A minimum guarantee of 3 per cent on 


premium paid, deducting other charges — 


Works like a traditional endowment plan 
and regularity of premiums will provide 
guarantee benefit. Works like a Mutual 
Fund post-maturity 

Option to choose guaranteed returns in 
bands of 100 per cent, 200 per cent and 
300 per cent 


All your money gets invested upfront into 
units, as this is an endowment plan 
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This is good, though savings banks provide 
these returns - 

Beyond the minimum guarantee, there are 
no guaranteed returns—one could always 
invest separately in a mutual fund 


Overheads, though lower after maturity, 
still don't offer any specific advantage over 
pure play mutual funds, or fixed maturity 
plan FMPs 


Gets reduced to account for overheads, 
including mortality charges, which are high 


IINYASOD LIHOVM 


For a 30-year-old male, for exa- 
mple, with a target guaranteed ben- 
efit of Rs 1 lakh for 25 years under 
the 100 per cent option, the pre- 
mium works out to Rs 3,640. The 
insurance, in case of any eventuality, 
works out to Rs 54,100. Initially, 
100 per cent amount is invested to 
purchase units, after which the pol- 
icy charges are recovered from the 
fund. Fund values and guaranteed 
values will be reduced every month 
by reducing the units. There is a 
fund management charge of 1 per 
cent per annum. 

But the not-so-good thing about 
the policy is that for a basic sum 
assured, the charges are quite steep: 
8.45 per cent for the first three 
years in a term of five years for a 
basic sum assured of Rs 1,133 and 
12.26 per cent for the remaining 
under the 100 per cent maturity 
option. These charges vary as per 
different bands set under the pol- 
icy. *The overheads are very 
steep," points out Gaurav 
Mashruwala, a Certified Financial 
Planner (CFP) and wealth advisor, 
“and the guarantee of 3 per cent is 
not too exciting." 

Explains Rahul Aggarwal, CEO, 
Optima Risk Management Services, 
with an example of a 30-year-old 
male opting for a guaranteed mat- 
urity benefit of Rs 12 lakh with 
100 per cent option and a sum ins- 
ured of Rs 7.08 lakh: *The mortal- 
ity charges and policy administration 
charges amount to a stupendous 
Rs 14.73 per Rs 1,000 of sum ass- 
ured against Rs 2.85 to Rs 3.25 
per Rs 1,000 of sum assured nor- 
mally." Opting for riders will knock 
off more units. The plan, however, 
does allow you to choose a mix of 
targets and options on offer—but 
that by itself does not really make it 
a dream plan. 
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Load-shedding 


Asset Management Company (AMC) and JM 
Financial Mutual Fund (MF) brought down the 

load structure for a select few funds. ICICI Prudential AMC 
will not charge a load on redemption or switching 
from three funds—icici Prudential Power, ICICI 
Prudential Services Industries Fund and тас! Equity & 
- Derivatives Fund Wealth Optimiser Plan. Earlier, they 
had 1 per cent exit load. While jM Financial MF cut its 
exit load by half in JM Arbitrage Advantage Fund to 0.50 
per cent, if redeemed within 30 days. Before this, JM 
Arbitrage Advantage Fund charged a 1 per cent load on 
redemption within three months. An exit load is usually 
applied in a fund to discourage short-term money. 
However, with markets reeling under pressure, funds are 


Ts LOADS ARE COMING OFF. ICICI PRUDENTIAL 





July june Change 
‘or 0 | 


М Arbitrage Advantage Fund — 


seemingly encouraging short-term money. Says Hemant 
Rustagi, CEO, Wiseinvest: “The move is to garner AUM to 
increase the corpus.” For instance, ICICI Prudential 
Power Fund witnessed a 49 per cent fall in AUM in 
July 2007 to Rs 770 crore, from Rs 1,506.82 crore (see 
Unloaded Funds). 


The Load Basics 
Load is a charge or commission to cover mutual fund 
selling costs. Most funds charge a front-end load of 
2.25 per cent when an investor buys the fund, while 
some funds charge a back-end load when an investor 
exits. In the above scenario, ICICI Prudential AMC dis- 
continued with its back-end load but continued with a 
2.25 per cent entry load. While in JM Arbitrage 
Advantage Fund, the exit load is reduced by half (the 
fund does not have an entry load). Says Rustagi: 
*Lower loads are good for investors, but they should 
not be compromised for returns.” Ш 

MAHESH NAYAK 


Funds are tweaking load structures to increase AUMs. 











DIVERSIFIED EQUITY 
1 M HiFi Fund 
2 Caninfrastructure Fund 

3 Taurus Starshare | 

4 DWS Investment Opportunity Fund _ 
5 Birla Infrastructure Fund 


















1 DWS Tax Saving Fund 
2 Birla SunLife Tax Relief 96 
З Principal Personal Taxsaver — 
4 UTI Equity Tax Savings Plan, 

5 DSP Merili Lynch Tax Saver Fund 










1 JM Basic Fund —— — 015. 
2 Reliance Diversified Power Fund — 
3 Birla SunLife Basic Industries 
4 Reliance Banking Fund — —— 
5 UTI Thematic Infrastructure Fund 












1 JM Balanced | 
2 LIC Balanced-Plan C (Growth) 
3 Reliance RSF-Balanced 

4 Can Balanced Plan 

5 Birla Balance Fund 









1 Birla MIP - 
2 DWS MIP Fund-PlanB — 
З Birla MIP-Wealth 25 —— 

4 FT india MIP-Plan A 
5 FT india MIP-Plan B 











1 Birla Income Plus 
2 ICICI Prudential Income Fund-Growth 
3 Templeton India Income Fund 

4 Kotak Twin Advantage Fund-Series Ill 

5 Birla SunLife income Fund-54EA 


LIQUID FUNDS 
1 DBS Chola Treasury Management Fund 
2 DWS Credit Opportunities Cash Fund 

3 Escorts Liquid Plan 

4 ICICI Prudential Liquid Plan-Fl —— 

5 Sahara Liquid Fund-VP 1,38 
*Absolute returns percentage as of July 31, O7 






Source: Mutualfendsindia.com 
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PRYING AT WORK 


Get a Privacy Shield 


While the data security vs workplace privacy debate rages on, BT tells you how to 
safeguard your interest when you sign on the dotted line. RAHUL SACHITANAND 


om 


SHEKHAR GHOSH 


E 


g assisti at 





“India doesn't have a privacy law for its citizens and this 
loophole can be used by companies to exploit employees” 


Sanjay Gupta/ Head/ BSA India/ and Director (Legal Affairs)/ Microsoft India 


W THE CEO OF A FORTUNE 500 COMPANY 
keeps a mini tape recorder in his 
suit pocket and surreptitiously 
records conversations with his 
employees. 

mA large BPO with facilities across the 
country has embedded chips in the ID 
tags of its employees that allow 
managers to track their whereabouts 
at all times. 

ш 1л another case, systems adminis- 
trators leaf through office 
e-mail accounts and chat records at 
a mid-tier IT services company 
every Saturday under the guise of 


routine maintenance, 

mAcross Bangalore, techies sent for 
mandatory medical exams have been 
made to undergo HIV tests without 
their knowledge. 


F YOU THOUGHT THESE WERE 
[< from some cheap spy 

flick, think again. Across corp- 
orate India, companies are eaves- 
dropping on internet chats, watch- 
ing which websites you visit 
and, according to the grapevine, 
keeping an ear out on who you 
call on office phone lines. While a 


THE SECURITY BLANKET 


Handy tips to safeguard your 
privacy at workplace. 


m Many companies monitor internet 
usage at work. Be careful about 
what you write and which sites 
you visit. 





m When you go for a medical 
examination, check which tests 
you are undertaking and who has 
access to these records. Prior 
permission is mandatory for 
an HIV test. 





m ideally, keep private communication 
off office e-mail systems. 


ш Few people need to access your 
personal records once they are 
filed with your employer. Ensure 
that you are intimated if someone 
from HR or accounts takes a look. 


m Ahandful of companies do offer 
contracts that safeguard data 
on employees. If you work for 
one, you can hold it responsible 
for any breach. 


few of these procedures are ac- 
ceptable, since they are generally 
for legitimate security reasons, pri- 
vacy advocates are increasingly get- 
ting jittery as organisations begin to 
snoop into the personal affairs of 
their employees. 

What was completely taboo 
once is an acceptable practice today 
as companies seek to keep closer 
tabs on what their employees 
are up to at work and how they're 
utilising their time at their work 
stations. While some amount of 
monitoring can be expected, given 


In India, there are no specific privacy laws. 
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the spate of cases of data theft, 
and more worryingly, terror 
attacks, it may be time to 
become a bit more careful 
about your conduct at work. 
“India doesn’t have a privacy 
law for its citizens and it 
is this loophole that compa- 
nies can exploit to ferret 
out this kind of data,” says 
Sanjay Gupta, Chair, India 
Committee 2007 for Business 
Software Alliance and 
Director-Intellectual Property 
(P) Rights, Legal and 
Corporate Affairs, Microsoft 
India. 

Others such as Pawan 
Duggal, a Supreme Court 
lawyer and expert on IT and IP 
law, argue that in the absence 
of a privacy legislation, self- 
regulation is perhaps the best 
way to go as far as employee 
privacy is concerned. “A 
company can easily administer 
an HIV test on candidates and if 
they’re found positive, refuse 
to hire them on vague medical 
grounds. More importantly, 
issues surrounding how these 
companies store this data and 
who gets access to it are rarely 
spoken about,” he says. 

Indeed, when BT tried to 
speak to technology companies, 
most of them (including global 
players such as HP and 
Accenture, and local behemoths 
such as Infosys) declined 
to comment. 


One Foot Forward 

Despite these measures, there 
are some companies that did 
admit that they train employees 
(and even make them sign con- 
tracts) to ensure they und- 
erstand the seriousness of the 
situation. As part of IT consult- 
ing major Unisys Global's 





"The only protection offered is under 
Article 21 under the Right to Life" 


Pawan Duggal/ Advocate (IT and IP Expert)/ Supreme Court 





“UGSI has made it mandatory for all 
employees to undergo Online Basic 
Privacy Training" 


P.S. Seshadri/ Head (Business Excellence & Quality)/ 
Unisys Global Services 


WVINDNIVM 
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Privacy Programme, the com- 
pany has made it mandatory 
for all employees to undergo 
an “Online Basic Privacy 
Training” when they are in- 
ducted into the organisation. 
“This course provides an 
overview of Unisys’s privacy 
principles, definitions of vari- 
ous privacy-related terms and 
examples of work-related sit- 
uations. We also have docu- 
mented guidelines that are fol- 
lowed regarding access to and 
inspection of the digital do- 
main,” says P.S. Seshadri, Head 
(Business Excellence and 
Quality), Unisys Global 
Services India (UGS). 


Better Safe than Sorry 
Part of the problem, according 
to some critics, is that com- 
panies have over-sanitised their 
offices and made all intrusions 
into an employee’s work life 
fair game for systems admin- 
istrators and supervisors. “In 
most advanced countries, inv- 
asion of privacy is considered 
a violation of individual rights. 
Unfortunately, in India where 
there are no specific privacy 
laws, there is little relief an ag- 
grieved individual can get from 
the legal system. In the eager- 
ness to portray ourselves as a 
‘trustworthy outsourcing’ des- 
tination, employers are in- 
vesting in the latest electronic 
gadgets to monitor employees 
and brazenly infringing their 
right to privacy,” says Anish 
Singh, CEO of Techbridge 
Networks, a Bangalore-based 
HR outsourcing and consult- 
ing company. 

This means that it’s up to 
the employees to decide what 
boundaries to set for them- 
selves. “The only protection 


There is little one can expect from the legal system 
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offered is under Article 21 of the 
Constitution (under the Right to 
Life), but we rarely see any cases of 
corporate oversight on this front,” 
says Duggal. 

While it may help to be careful, 
most employees don’t really un- 
derstand the meaning of basic terms 
such as privacy and IP. *We've had 
to educate people literally from the 
ground up on these issues and it is 
only over the last couple of years 
that awareness has reached a rea- 
sonable level," says Gupta. 

As awareness grows, however, it 
is also important to draw bound- 
aries between what is acceptable 
usage of the internet (and, indeed, 
other forms of communications) 
at the workplace. *Most clauses 
(in a contract) are focussed on pro- 
tecting company IP, data, knowl- 
edge of business plans and cus- 
tomers," says Pravin Chand 
Tatavarti, MD for the India opera- 
tions of Allegis, a staffing and re- 
cruitment services company. 


Contract Crisis 
Unlike Unisys, an Infosys represen- 
tative claimed that India's best 
known name in IT *doesn't have 
any such standard 
policies. While we 
have policies in 
place on internet 
usage and some 
other areas, there 
is no written pol- 
icy on privacy of 


employees. We don't even use a 
standard disclaimer in the 
e-mails we send." 

While most companies are very 
specific on what data employees 
can take in and out of their work- 
place, few, if any, have any con- 
tracts lined up to protect employ- 
ees. "Most organisations are par- 
ticular about making their em- 
ployees sign non-disclosure agree- 
ments, confidentiality memoran- 
dum and a business code of con- 
duct. However, I haven't heard of 
any (agreement), which commits to 
safeguarding the privacy rights of 
its employees or even one that 
proactively offers advance warning 
that the employee's on-job per- 
formance, work habits, interac- 
tions with co-employees or out- 
siders could be under surveillance," 
says Techbridge's Singh. 

Rather than try to test these lim- 
its, it may be advisable to limit non- 
work communication, especially on 
the office e-mail and chat servers, 
says Raghu Raman, CEO, Mahindra 
Special Services, an IT security con- 
sultancy. “Some obvious areas that 
are off-limits for employees are 
pornography and most file sharing 
networks, while social networking 
sites are often blocked to prevent 
dangerous content from sneaking 
onto company servers,” he says. 


Recruitment Rigour 

Being careful about your personal 
data doesn’t begin at your office; it 
extends some way back into the 
recruitment phase itself when 
you’re asked specific personal de- 
tails and companies file away these 
details for records. “It is impor- 
tant to check what companies do 
with this kind of data and how 
they ensure it’s either properly 


“Most clauses in a contract 
are focussed on protecting 
company data” 


Pravin Chand Tatavarti/ MD/ Allegis India 





“Companies have to brace them- 
selves for legal consequences 
of sharing such information” 


Chaitanya Nadkarny/ Director (Operations & HR)/ 
ThoughtWorks Technologies India 


stored or safely destroyed. These 
aren't questions that people ask 
often enough,” says Duggal. 

Chaitanya Nadkarny, Director 
(Operations and HR), 
ThoughtWorks Technologies India, 
argues: “It is possible that in the 
services industry, such job contracts 
might require sharing of employee 
data. Companies have to brace 
themselves for legal consequences of 
sharing such information and where 
such possibilities exist, the recruiting 
model will have to take them 
into account.” 

With the law offering limited 
options, legal experts and employ- 
ees feel that it is better to err on the 
side of caution rather than “expose” 
private and confidential data to pry- 
ing eyes. At the same time, it is 
important to keep tabs on how 
companies use personal data sub- 
mitted for recruitment, medical 
examinations and the like. As 
Duggal says, at the end of the day, 
companies don’t want the negative 
publicity that comes with any inci- 
dents of private data getting lost or 
reaching the wrong hands. 


Formula for Growth 


Biotechnology jobs are on the rise. 


ITH A BROAD SPECTRUM OF SECTORS USING BIOTECH 
X applications, the sector has just the right pre- 
scription for growth in the next three to five years. Says 
Ronesh Puri, MD, Executive Access, an executive search 
firm: *The job market in the biotech industry will 
grow at around 40-50 per cent this year compared to 
30 per cent last year." Since the industry is rapidly att- 
aining critical mass, it needs professionals with strong 
background knowledge of biochemistry and microbi- 
ology. In clinical research alone, the industry needs 
around 10,000 professionals over the next three to four 
years. Says Rahul Nene, Practice Head, Stanton Chase: 
“There is a huge amount of venture capital and private 
equity entering the industry and this will open new ave- 
nues for growth." Ш 
MANU KAUSHIK 


FACT BOX 


WHO'S HIRING: Biocon, Avesthagen, GVK BioSciences, 
Nicholas Piramal, Ranbaxy and a host of players _ 
WHO'RE THEY HIRING: PhDs, MScs in biochemistry and 


microbiology at the senior and middle level, and BScs 
in biology for fresher's level 


AT WHAT LEVEL: At all levels including senior level 
(6-10 years of experience), middle level (3-4 years 
of experience) and fresher level 


AT WHAT SALARIES: CEOs and functional heads command be- 
tween Rs 70 lakh and Rs 1.2 crore p.a., while team lead- 
ers get between Rs 30 lakh and Rs 70 lakh p.a. At mid- 
dle-manager level, the salaries range from Rs 15 lakh to 
Rs 25 lakh. A fresher can get around Rs 5 lakh p.a. 


WHAT ARE THE NUMBERS LIKE: The industry needs around 
15,000 professionals over the next three years 








COUNSELLING 


HELP 
TARUN! 


Q: 1 have been working with an audit firm over the past few 
years. | am planning to do an online one-year diploma in 
logistics and supply chain management offered by an 
Indian institute. Are such courses acceptable to the retail 
industry? What other options are available to me? 

Yes. Such degrees are accepted and will facilitate 
your entry into the retail segment. However, an onl- 
ine diploma is not going to catapult your career in 
terms of growth and position. There are various retail 
management courses offered by reputed institutes— 
these may be of one- or two-year duration, but more 
rigorous than the online diploma. An MBA with spe- 
cialisation in operations, supply chain and logistics will 
give you a broad arena in terms of other industries. 


Q: | am in the final year of graduation. | want to pursue a 
career in event management. What course should | take up 
after graduation? Please advise. 

You can take up a postgraduate course in mass media 
or advertising. Depending on what kind of events you 
would like to get into, you might consider short- 
term courses in specialised subjects. I would also 
recommend that you start working part-time in the 
industry as this will give you a feel of things and 
will also add to your experience. 

Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—110055. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. М 


Aequor | Information Technologies 
Pvt. Ltd., IT Resource Management 
Head, Chennai, 10-15 Years, 3677182 
Applicant should be MBA, having 8+ yrs exp 
in an. international RPO/BPO in IT 
Recruitment. He must have 4 to 6 years of 
experience in an IT Consulting and Staffing 
business, | handling * all aspects of the 






pof Companies, Senior 
tal Engineer, 






a 1 strong посен ангаа 
аыр оез апа 






Noida,8- 15 Years, 3¢ 23334 
As a Linux kernel expert, ronde: technical 
engineers working on Linux based 
embedded. ‘system development projects іп. 
broadband networking area. 






Conexant Systems, "UMAC "Lead; 


Noida, 8- 12 Years, 3967609 


Protocol Development EERE preferred 


(802. 11, 802.16, MAC Preferred), Proficiency 
in C Language, familiar with at least one RTOS 
( Nucleus/Vxworks), good. knowledge of 
‘networking and Data structures concepts, 
Assembly Language Programming a. plus, 
expttienéein Кош: ‘teams of 8-10 people. 


Cummins In India, Quality Manager, 
Ahmednagar, 10-13 Years, 3949331 
Job responsib bilities к Problem үк 










DLF Hotels, Project Director - 
Convention Centre , Gurgaon, 15 - 25 
Years, 3977162 

Aspirant should have Bachelor's Degree in 
Civil Engineering / Quantity Surveying / 
Construction Management with at least 15 
yeats of experience in construction / project 
management across all phases of project 
evolution in Convention Centres / Exhibition 
Centres. 

Dr Reddy's Laboratories Ltd., Head ~ 
Sustainability & Corporate Social 
Responsibility, Hyderabad, 8 - 15 
Years, 3975804 

An ideal candidate will be a postgraduate with 
Environmental Engineering/Science 


‘background with 12-15 years of experience, 
Exposure to Global Reporting Initiative 


sustainability reporting framework is 
essential. ; 
Emptoris, Development Manager, 
Pune, 10-15 Years, 3868599 


"Candidates should have minimum 10 to 12 


years of IT experience including experience in 
Object-Oriented technologies and in 
implementing Web-based applications. 
Heubach Colour Pvt. Ltd.,General 
Manager - Production, Ahmedabad, 
15-20 Years, 3912490 | 

The ideal candidate should Ье ВЕ. 
Chemical/Ph.D in Organic 
Chemistry/B.Tech/M.Tech/B.Sc.(Tech) in 
Pigment/Dyes with proven Plant experience 
of atleast 15-20 years. 

Ideal Road Builders Pvt. Ltd., General 
Manager - Toll, Mumbai, 7-9 Years, 
3976612 

Entrant would be responsible for Planning 
Strategies to enhance Toll Collection tevenue, 
Co-ordinating & Motivating Employees. 
IMPETUS CORPORATE 
SOLUTIONS, Executive Assistant to 
Chairman, Pune, 5 - 10 Years, 4003842 
Candidate should be able to effectively assist 
the Management in decision making process, 
analytical and summarized presentation: on 
various. reports received from different 
departments, follow-up from various business 
departments, and effective assimilation: of 
important market information on. varied 
subjects. 





Load Controls India Pvt. Ltd., Chief 
Executive Officer, Bangalore, 40 - 15 
Years, 3999331 

Proven proficiency i in heading operations fora 
public listed corporate; and strong knowledge 
of standard manufacturing practices in 
Engineering companies with an in - depth 
exposure to quality. 


Malema Sensors India Pvt. 
Operations Manager, Bangalore, 
10-15 Years, 4012563 

The Operations Manager will be responsible 
for all staff including engineers, technicians, 
administrative and accounting operations. 
This includes maintaining staffing at proper 
levels. 


Ltd., 





Sap India Pvt. Ltd., Associate Project 

Manager, Bangalore, 7 - 16 Years,” 
3970519 

Aspirant: should- Нате prior hands-on 

experience in managing at least one SAP 

implementation. PM fundamentals training 

would be an advantage. 


Unity Infraprojects Ltd., General 
Manager - Project Monitoring Celi, 
Mumbai, 15 - 20 Years, 3960502 
Applicant should have sound Technical 
knowledge. in the area of Project 
Monitor/Project Planning, Costing & 
Budgeting of Project and Rate Analysis and 
other construction activities related to Project 
Progress. 


Vakil Housing Development 
Corporation, GM - Projects, 
Bangalore, 15 - 20 Years, 3948069 

Job responsibilities include preparation of 
budgets, appointment of consultants and 
contractors, completion of the projects vik 
in the assigned budget and time without 
compromising on safety and quality. 


Virtusa (India) Pvt. Ltd., HR 
Manager, Hyderabad, 8 - 10 Years, 
3028813 

Candidate should. have at least 4 - 6 yrs. of 
general HR. experience. He will be 
independently responsible for managing and 
supervising the Human Resources processes 
(except Training and Recruitment) to achieve 
goals within available resources. 
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Damco Solutions Pvt. Ltd., Team 
Lead/ Project Lead Microsoft, 
Faridabad, 5-7 Years, 4020555 : 
Candidate should have strong experience in 
ASP .Net, VB.Net, C#, SQL Server, (Ajax 
must). Microsoft certification prefered, Strong 
Analytical ‘skills are a must. Excellent 
interpersonal and communication uu are 
desired. 

E2E - Infoware Pte. Ltd., SAP EP 
Consultants, Bangalore, 2 - 5 years, 
4003909 

Candidates should have at least having 3 years 
‘of relevant IT Experience in building — 
Enterprise software with minimum 1 years of 
ience in JAVA/J2EE JSP, Servlets, MVC 
Architecture, Application framewo ML. 
рс. : 







































3 Aspirant should be graduates with 3+ years in 
designing and developing web / client deer 
: applications. i 
Magic Software Pvt. Ltd., Flash Lead, l 
Noida, 3-6Years, 4002547 | 










10080. 


quences and diagrams, physical and logical 
system architecture, integration strategy, 
deployment strategy, defining standards and — 
guidelines for development, planning — 
development activities etc. 


Migliore Web Community. Pvt. Ltd. 
(Sulekha), SSE / Team Lead, 
Chennai, 3-8 Years, 4004495 - 
Candidates should have min 4 years of exp in 
E dotnet (vb.net, asp.net, ado.net) C#. You will 
lead a team of 6 - 12 engineers on various 
projects and taking resposibility for all aspects 
of these projects (technical, maintenance, 
mentoring and training, project e 
code reviews etc). 
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ACL Wireless Ltd., Business 
Development Manager, Noida, 3-4 
Years, 3991393 | 

Candidate should be an MBA Graduate with a 
background in Engineering or Electronics/ 
Telecommunications with 3 - 4 years min 
experience with 2- 3 yrs in telecom domain. 


AHNE Technologies Pvt. Ltd. , Business 
Development Manager, Mumbai, 

3-6 Years, 4009454 

Candidate would be responsible for managing 
the strategies and closing deals on a quarterly 
basis, effectively meeting the annual quota 
objective es for his assigned target. He should 
be able to handling Business Development of 
Microsoft product Navision. e 


Career Forum Limited, Manager - 
Channel Sales, Pune, 4-7 Years, 
3662849 

The серое. irichides managing sales 
operations of channel partners. He should be 
:able to plan and implement sales and business 
developement Strategies and help channel 
partners achieve their targets. , 








Compare Infobase Ltd., “Senior 





Marketing Executive, Delhi, 4 - 5 
Years, 3906926 

Entrant should be able to create аны апа 
meet up prospective in the industry for 
projects pertaining to website. development, 
hosting, maintenance and Search Engine 
Optimization, formulate marketing: strategy 
for entering new markets, х 


Grass impex Pvt. Ltd., Marcom 
Executive, Mumbai, 3 - 5 Years, 
3995498 . : 

The job entails coordinating with advertising 
agencies, event companies, printers, 
fabricators, PR agencis, etc, formulating 
advertising and communication. strategy, 
Point of sales merchandising etc, Media 
handling. - 


Harbinger Systeme, GM- Product 
Marketing, Pune, 4-7 Years, 3967810 

‘The person will plan and execute all outbound 
activities that meet a next-generation software 
product's global marketing goals: within 
allocated marketing budgets. He should be 
able to understand product positioning, 
competitive landscape and partner ecosystem. 





To know how to apply for these jobs, 











Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 





HD Dimension Corp., Account 
Manager/ Business Development 
Manager/ Sales Manager Коша, 

7-10 Years, 3994299 

Aspirant would be responsible for generating 
leads by cold calling, identifying, qualifying 
and securing new business opportunities ( will 
provide few initial Leads, offshore - onshore 
model).Performing sales presentations, 
preparing proposals, and engaging in technical 
discussions with potentíal customer's. 
Hostway Solutions Pvt. Ltd., Product 
Analyst, Mumbai, 1-2 Years, 3993266 
As a Product Analyst; you will be responsible 
for. gathering and synthesizing product 
requirements, driving product teams and 
schedules, апа being the champion. for 
productintegration issues. 

Huresys Network Pyt. Ltd., Product 
Manager, Bangalore, 8 - 12 Years, 
3993535 

Aspirant. should be MBA from: reputed 
institute with 8-12 years of experience in a 


reputed Furniture/Building materials/ AC 


manufacturing companies. He should beable 

‘to formulate necessary Branding/ marketing 

strategies. - 

Indiabulls. Securities Limited, Sr. 

Relationship Manager, Ahmedabad 
‚2-6 Years, 4005140 


The candidate should. be adenn oa 


energetic and capable of working ina dynamic 
environment. 

Larsen & Toubro Ltd., Sales 
Supervisor, Mumia, 2 - 4 Years, 
3997980 PEE TM 
Applicant should be diploma in Electrical / 
Electronies Engineering, with a First class 
academic record. He should have 2-4 years of 
experience in Sales & Marketing, preferably of 
industrial products / durables etc. 

Legrand India Pvt. Ltd., Area Asst. 
Manager/ Sr. Sales Executive/Sales 
Executive, Delhi, 2 - 10 Years, 
2615330 ANE 

The incumbent will be responsible for 
achieving given sales targets as per the 
companies sales policy by developing new 
potential areas and promoting company's 
products in industry, residential & commercial 
segment with close liaison with the customers. 
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Load Controls India Pvt. Ltd., 
Manager / DGM / GM - Sales, 
Bangalore, 6 - 10 Years, 3999532 . 

Entrant should have experience of 6- 10 years 
in switchboard / allied industry. He should 
have ability to handle prospecting, enquiry 
generation, monitoring response, estimation, 
attending negotiations, offering solutions to 
customers, and closing orders, 


Nous Infosystems Pvt. Ltd., Businegg 
Manager, Bangalore, 5 - 8 Years, 
3535187 


The Business Development Manager will 


create, develop, and close new. business 
opportunities. Prospect, identify, and contact 


potential | customers to- accurately "assess 


customer needs relative to.the characteristics 
of their business. 


Sankhya Info Tech Pvt. Ltd. ; Manager 
- Sales, Hyderabad, 7 - 12 Years, 
3960516 

Applicant should be management graduate 
from a reputed academic institution with +7 
years of experience software projects ande 
product sales Preferably having experience in 
tees: 


Sapat, "Territory Sales Officer, 
Chandigarh, 1-6 Years, 3961015 
Candidates should be dynamic & self 
motivated graduates or MBA's with 1-5 years 
of sales experience in FMCG / retail or 
sales with excellent 
communication skills. 


Welspun Group, GM. - Marketing, 
Mumbai, 4 - 12 Years, 3021430 

The candidate should be BE & MBA with ik 
157 years experience. Candidate will be 
responsible. for an independent 
market/region in an engineering/ heavy 
fabrication/ metal working industry. 


Wings Pharmaceuticals Pvt. Ltd., 
Regional Sales Manager, Delhi, 

8-15 Years, 3490380. 

Incumbent will be responsible for) Motivating, 
Team Building, controlling and Sales Target 
achievement of state team of Sales 
representatives and Area Sales Managers. 
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ngelique International Ltd., Officer 
axation, Delhi, 2-3 Years, 3987403 

Job. responsibilities include handling 
iployees, contractors & professional's TDS, 
ing of proof of investments provided 
ployees, handling their queries 
tion of tax from salaries, etc. 















ough | know! dge of maintaing кы and 
CCOUNES: o 


$ Worldwide Services, ‘Vice 

















7-10 Years, 3087160 - 


Candidate should be ES i handling 


the entire gamut of management accounting 
ets, i and forecasting 
activi ee ree financial ‘policies, 
ocedures *& instituting internal: checks & 





ETP International Pvt. Lids, Assistant 
‘Executive. - Finance & Accounts, 
‘Mumbai, 1- 3 Years, 3367889 

Aspirant would be responsible for maintaining 
Bank book, Inward / Outward Register etc, All 
Accounting Transactions Using Tally 
Software. Sales Register, Purchase. Register, 
Bank Statement, Ledger NS & Voucher 
Entries. ; 


CEI India Pvt. Ltd 3 Senior Finance 

Executive; Chennai, 5 - us Years, 
X 3641249 
| п should have Bachelors Degree in 
Accounting or Corporate Secretary ship with 
minimum 5 years of experience with 3 years 
of Management experience and 3 years in IT 
industry. He should have good knowledge of 
Accounting Practices. 


Expert NetCad Solutions Pvt. Ltd., 
Head - Finance & Accounts, 
Aurangabad, 4-7 Years, 3989254 

“An ideal candidate should have minimum of 5 
years experience in Accounts & Finance. The 
person would be responsible for leading the 
entire gamut « of Accounts & Finance team of 

Ж our group. : | : 
























‘Planning &. Execution, 
Banking Operations, 







Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Hetero Drugs Ltd., DGM (Finance), 
Hyderabad, 10-15 Years, 3986739 

The Candidates should have 10-15 years 
experiences in all areas of finance & accounts, 
direct & indirect taxation, MIS in SAP 
environment. 

Ikanos Communications (India) Pvt. 
Ltd., Finance Executive, Bangalore, 7 3 
- 5 Years, 3898918 

Handling offshore transaction processing 
responsibilities for A/P processing which will 
include but not limited to ensuring 


‘compliance with out internal policies, 
procedures and internal controls such as. 
purchase requisition, purchase order, receipt 


of materials (3 way match), payment, endor 


reconciliation etc. ; 
New Era Mercantile Pvt. b. y 
Accounts Executive, Mumbai, © 
7-10 ‘Years, 3959605 ES TS 
Entrant should possess know: ledge of Factory 


{Depot Stock/Excise Reconciliation, 

Purchase / Expense accounting, Cash Flows, 
Bank Receipts, Payments, E Return Filing / E- 
TDS, Issue of Certificates, Accounts 
Finalisation, Tax Audit, Income Tax details 
etc. 

Orient Ceramics and Industries Ltd., 

Sr. Manager - Finance, Delhi, 

5-7 Years, 3985948 

Aspirant would be responsible for handling 
the total Accounting functions as well as in 
participating in branch activities, Financial 
Budgeting 
Management, 
Commercial Operations, etc. 


Raptakos Brett & Co. Ltd., Accounts 
Executive, Nagpur, 3 - 5 Years, 
4008134 

Candidate should be Commerce graduate 
having 3-5 years work experience in handling 
day-to-day accounting, M.LS. and banking 
transactions. 

SpiceJet Limited, Manager 
Accounting, Gurgaon, 5 - 10 Years, 
4007689 

The candidate should have worked in a large 
set-up, a company with a turnover of 500 
crore. Lead a team of at least 10 people in the 
managerial capacity for minimum 2 years. He 
should’ have independently handled 
Finalization of Accounts and Audit. 
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in handling the entire gamut o 
secretarial matters. He bd is e. han 


Hee "Rosin La b. 
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guis Mus sition with MBA / fi 
“years of experience; having oder 
Corporate Planning, 8j 
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Whistling. Woods ийер — Tad. 
Manager - Finance, Mumbai, 4 - 10 
Years, 3973784 

You will analyze complex financial dens ind: 
extracts and define relevant 1 

interpret data for the purpose of dete 
past financial performance and/orto proje ias 
financial probability. 


Xansa [India] Ltd. Senior Mana 
General Manager — 
Noida, 7 - 10 Years, 3€ 


Pranas = effective commi 


business шыцы processes and. coti 

account.or assignment to ensure: achi 
of commercial objectives and con 
commitments. iS 
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In this completely sanitised unit, approximately 100 women are involved in the process 


The New Farmers 


Farming gets a technology makeover at Bharti’s agri-venture in Ludhiana. 
KUSHAN MITRA checks out ‘corporate farming’ in action. 


Ludhiana 





PHOTOGTRAPHS BY RAJKUMAR 


the technical staff—agriculturalists, engineers and qual- 
ity control supervisors—sits. 
Speak to these technicians from South Africa and 


| HE CHAOS OF OLD LUDHIANA OPENS OUT New Zealand and you realise how fast things are com- 
onto the Grand Trunk Road; on both ing up. It has been barely two years since ground was 
sides of the highway, new malls rise out of broken at this facility; the first few crops have come and 
erstwhile farmland as the highway to- gone. Some mishaps have also happened, including 


®. wards Kabul continues 
northward. But just before crossing 
one of the state's main arteries, 
the Sutlej, a small road veers off to 
the left. At the end of this road, 
you enter FieldFresh's *Agricultural 
Centre of Excellence’ (ACE), Bharti 
Enterprises (supported by the 
Rothschild) venture into the world 
of farming. 

First, you drive past a seemingly 
industrial construction zone with 
greenhouses and factories being built 
alongside the road that give way to 
fields full of baby corns, chillies and 
bitter gourds. After a few minutes, 
you come to a small building where 
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last year's colossal waste of a carrot 
crop. Plus, the staff that supervises 
and teaches local hands the nitty- 
gritty has learnt to deal with the 
extremes of Indian weather while 
trying to grow profitable crops. 
Rakesh Mittal, the eldest of the 
three Mittal brothers at Bharti 
Enterprises, who looks after 
FieldFresh, considers this a per- 
sonal mission. “It hasn't been easy,” 
he admits, “But we are not trying to 
reinvent the wheel. We are trying to 
put into place practices that will 
allow us and our partner farmers 
across the country to better manage, 
produce and also build an efficient 


LITVd Sisvaad 


Rakesh Mittal: Persona! 
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А а Co к і 1 or ate 
YES! Please enroll my subscription to Harvard Business Review South Asia for the term I've indicated below: 
Term | Neo.ofissues | CoverPrice Actual Price ^ Discount Term Price | Per Unit Price 


[1 lYear* | 12 | 750 9.000 35% X. 5,850 487.50 
YD 2Year* 24 750 18,000 40% 10,800 450.00 — 
O 3Year* | 36 150 27,000 50% 13,500 375.00 
Plus a FREE copy of ‘10 Rules for Strategic Innovators’ М prices in Rupeas 


Name: (Mr/MS J 2. : _ 








Address: C] Home (1 Office 




















Е ____ Postal Code: МЕ M TENE ER NP RR ЕЕ 

Mobile: Email: e e e m T PEE ha oh Eo 

Payment Details: 

ÛJ Charge my Credit Card Ta e [] д L] ®» LJ Card No. Expiry Signature а 
LL Enclosed: C] Cheque C DD №: (n favour of Living Media India Limited. For non-Delhi cheques, please add Rs. 10/-) 


* Harvard Business Review is published monthly, except for the July/August issue which counts as 2 issues. 

Subscription Terms & Conditions: Harvard Business Review South Asia cover price is Rs. 750/- * Savings are off the cover price 

Special rates, and offer valid in India for a limited period only * Allow 3-4 weeks for processing of your subscription * Do not send cash Я " 

» Add Rs. 10/- for non-Delhi cheques * Itwill not be possible to entertain any request for cancellation once the free gift has been dispatched E4 Harvar d Business Beview 
• Superscribe your name and address on the reverse of the cheque/DD • All disputes are subject to the exclusive jurisdiction of ычу 
competent courts and forums in Delhi/New Delhi only « Terms & conditions apply. 
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cold-chain, which will allow consumers both in India 
and abroad access to good, fresh produce.” 

The cold-chain is still a work in progress, as is work 
on the main processing unit near the main gate. “This 
processing unit, which will have four lines, is capable of 
processing 16 tonnes of fresh produce every hour, once 
it starts functioning by September,” says R.P.S. Dhaliwal, 
Head (Technical Services), FieldFresh. 

On the other side of the 300-acre facility, the com- 
pany has set up a small processing unit to manage the 
baby corn crop. In this sanitised unit, there are ap- 
proximately 100 women working in a production line, 
opening, cleaning, cutting, sorting and packing baby 
corn for both the domestic market and for export. 

But beyond processing food, another major task at 
ACE is research. Moving from the temporary processing 
line to a row of greenhouses that are being built, you 
reach a couple of functional enclosures. The first one is 
growing cherry tomatoes, and it seems that farmers 
have taken soil out of the equation altogether by grow- 
ing the vines out of ‘growbags’—polythene bags packed 
with a growing medium, primarily coconut husk, with 
three plants growing out of each bag. The bags are fed 
with an Israeli-designed micro-irrigation system and in 
turn feed water and fertiliser to each plant. 

But why cherry tomatoes? This is because of the ret- 
urn the crop offers. While setting up a covered green- 
house and micro-irrigation system can cost up to Rs 15 
lakh an acre; the return in a year can reach Rs 40 lakh. 
These returns swell if farmers invest in coloured cap- 
sicums, which ACE is growing in the adjoining green- 
house. “What we are telling farmers is that there is a lot 
of demand for produce like this and when they see 
the amount that we have invested, they understand 
that we are serious and that encourages them to invest 
as well,” Dhaliwal says. At the same time, technicians at 
ACE are developing crops that can be grown in other parts 
of the country—Himachal Pradesh, Madhya Pradesh and 
Rajasthan—where FieldFresh is setting up shop. “This 
is just the beginning,” says Mittal. “Once we have es- 
tablished our practices, everything will move a lot 
smoother. We have even taken up cold storage at 
Amritsar airport so that we can export our produce fast. 
It could take only a day to get produce from the field to 
a shelf 5,000 km away,” says Mittal. 

Yet, not everyone is happy with FieldFresh at 
Ludhiana. A local businessman, who did not want to be 
named, told вт that he was unhappy at the low lease 
rentals that FieldFresh was paying. “This (is happening) 
at a time when the (Punjab) government has allowed in- 
dustry in Ludhiana to wither away by not providing any 
land.” While some questions—valid ones at that—are 
raised, there is little doubt that at FieldFresh’s ACE, 
farming is being given a makeover. 8 
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Native Intelligence 


An Indian-American fund manager serves up unique investing 
lessons from the ‘motel Patels’. R. SRIDHARAN 


THE DHANDHO HE CARDINAL PRINCIPLE OF INVESTING, 
INVESTOR i great wise investors have told us, is 

А i that return is directly proportional to 
ei ا‎ risk. That is, greater the risk, higher the return. 
Pp: 196 But a Us-based value investor and self-admit- 
Price: Rs $27.95 ted Warren Buffett disciple thinks that's not 
(Rs 1.146) the right approach to investing. Some of the 


savviest investors, argues Mohnish Pabrai, 
who manages Irvine, California-based Pabrai 
Investment Funds, have always followed a 
simple investing strategy: Get the maximum 
return with the least amount of risk. The 
book The Dhandho Investor is dedicated to 
proving that point. 

Pabrai, whose own funds have returned 
28 per cent annualised between 1996 and 
2006, makes the point through simple sto- 
ries of great entrepreneurs. The biggest 
of them, as he tells the reader, isn’t one 
person but a clan: the ‘motel Patels’ of 
the us. The us virtually had none of them 
until the mid-70s, but today they own 
more than $40 billion in motel assets in the 
country, pay $725 million in taxes annually and employ in excess 
of 1 million people. So how did they do it? Thanks to their low- 
risk, high-return approach to business. 

This is how a typical Patel would go about building his motel em- 
pire: Start with very low capital, zero in on a near distress sale motel, 
leverage bank loan at attractive terms, put his family to work at the 
motel (thereby replacing paid help), perhaps even live in the motel (if 
the family is newly arrived and wants to save on rent, car etc), drop 
rates to drive up occupancy, and use the cash flow to pay off the loans. 
"Having fully cornered the motel market, the Patels have begun buy- 
ing higher-end hotels and have delved into a number of businesses 
where they can apply their lowest-cost operations," writes Pabrai. 

If you thought skimping it like the Patels would be hard for 
others, you are probably right, but that still doesn't take anything away 
from the basic investment philosophy of “Heads, I win; Tails, I 
don’t lose much” that they employ. There are several other successful 
entrepreneurs, the author says, who pretty much use the same prin- 
ciple. Entrepreneurs such as Virgin’s Richard Branson and Arcelor- 
Mittal’s L.N. Mittal. Pabrai offers a nine-point Dhandho (it means busi- 
ness in Gujarati) Framework, which includes diktats like invest in ex- 
isting and simple businesses, invest in distressed businesses in distressed 
industries, make few bets, but big bets, and invest in copycats rather 
than the innovators. The book is delightful for the simple and engaging 
style in which it is written. But the reason you should be reading it is 
the contrarian message that it carries. 





150 BUSINESS TODAY AUGUST 26 2007 


THE INDIAN CEO 

By Signe M. Spencer et al 
Response (Sage) 

Price: Rs 395 


HE WORST THING ABOUT GLOBAL MAN- 
Те research is that it has 
very little on India. No doubt, there is 
a handful of case studies on com- 
panies, but there's almost nothing 
on Indian CEOs. How different is he 
from the typical American CEO who, 
invariably, is seen as the role model 
for others around the world? Are 
there circumstances and regulations 
that are unique to the CEO in India? 
What sort of local and global skills 
does the Indian CEO draw upon to 
lead his enterprise? In short, there is 
little academic insight into what goes 
into the making of a successful Indian 
CEO. Therefore, this book is a much- 
needed addition to the small but 
growing literature on management 
in India. The book, sponsored by 
the Public Enterprises Selection Board 
(PSEB), originally intended to provide 
tools to PSEB improve performance 
at state-owned firms by matching 
leaders to companies more accu- 
rately, but as the authors started 
gathering data and insights, it oc- 
curred to them that a larger audience 
could perhaps benefit from their 
work. At the end of the book's 14 
chapters, you'll discover that the 
successful Indian CEO is indeed dif- 
ferent from his peers elsewhere. For 
one, the authors say, the Indian CEO 
is unique for including larger societal 
good as part of business decisions, 
deriving strength from spiritual 
Sources, and in his compassion for 
others. But what may surprise you is 
the authors' conclusion that the pri- 
vate sector and public sector are 
more similar than different. 
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The New Age 
Do-Gooders 


Philanthropy and social service find new takers in young 
professionals who are giving back to the society like 
never before. SAUMYA BHATTACHARYA 








SK MEENAKSHI KOHLI, SENIOR MANAGER, 
Communications, at Child Rights and You 
(CRY), about some landmark near her of- 
fice and she is most likely to come up with 
“the big garbage dump surrounded by stray cows”. 
Her small office is situated at DDA Slum Wing Baraat 
Ghar in the filthy, dingy bylanes of Kotla Mubarakpur, 
behind the posh South Extension in Delhi, but that has 
not deterred young professionals working in swank 
offices in Gurgaon and elsewhere from volunteering 
to work pro bono at CRY. The young and the 
restless in India are working hard and giving 
back all at the same time. 
a GRY approached 


the } gai L| 


her thifKing. 

able to spare time doing pro bono ра! 
štime work, she still ga ot 
| oe m. > 


= ae 






and has since persisted with it. Her work at CRY involves 
research, policy, building public opinion and plan- 
ning campaigns. “I pay an education cess (to the gov- 
ernment); and now, I know how this money can be 
utilised better.” Banerjee, who holds a regular job as 
Assistant Manager, Human Resources, at Max New 
York Life Insurance, on weekdays, is busy thrashing out 
policies on child rights every weekend. Her motivation: 
“I have the ability to make a difference; so why not 
make use of it?” The returns: “It has opened a very 
invigorating world for me.” 
А y Roy, Trustee, Salaam Baalak, offers ап 
g theory by way of explanation. “It 
because it seems a ‘cool’ thing to 

as cool for the 80s genera- 

hough a substantial 

naritans discontinue 









Brain power: MNYL's Banerjee helps out at CRY 


gorise volunteers and donors by profession—does 
bring out a trend. At CRY, where such data is cate- 
gorised age-wise, the number of contributors in the age 
group of 25-35 years has increased 46 per cent year- 
on-year in 2006. Young contributors below the age of 
25 have increased a stupendous 100 per cent. 

Part of this sub-25 group is Ruchir Jain, Analyst, 
Business Consulting Division, Accenture. The 23- 
year-old has become adept at maintaining his work- 
philanthropy-social service balance. Jain's second 
“career” (in giving back to society) is as old as his day 
job—two years, first in Chennai and now in Delhi. He 
teaches commerce to destitute children at the 
Paharganj centre of Salaam Baalak Trust. Unlike oth- 
ers, he is not a weekend Good Samaritan, but manages 
to pitch in with late night classes after work. Jain, who 
commutes 22 km one-way for this, says: *The classes 
at Salaam Baalak Trust reflect my desire to help the 
unprivileged to lead a better life and become self-suf- 
ficient. Doing this gives me immense satisfaction. 
This is my way of giving back to the society, which has 
given me so much." 

While some do it for this reason, others do it for re- 
juvenation. Maulshree Kalothia, 29, Strategy Consultant 
with FCB Ulka, is a story teller with a mission. She 
volunteers as a story teller at India Habitat's Book 
Forum for Children and the British Council and makes 
children aware of Indian authors and gives them an in- 
sight into regional literature. On weekdays, while she 
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strategises for 30-second television commercials or 
100 column centimetre print ads, on Saturdays, she tells 
stories, play-acts, or prepares props for her stories. 
*[t is my rejuvenation time," she says. Seeing a book 
dog-eared gives her the ultimate high. 

Probe further and one realises that these young 
professionals are not just givers, but achievers as well. 
Jain is a Chartered Financial Analyst (us) level-II can- 
didate while Kalothia is an MA in Psychology and takes 
immense pride in being "the first woman candidate on 
the rolls of the Indian School of Business, Hyderabad". 
Banerjee is an MBA from Symbiosis, Pune, and has a clear 
career path charted out for her. 

While some call it an unusual fallout of the eco- 
nomic boom and rising salaries, Salaam Baalak's Roy 
prefers to call it a worldwide phenomenon that is 
catching up fast in India. “Simply put, if you have 
been able to feed your own stomach and still have some 
energy and resources, it's time to take up causes." 

Technology, too, has acted as a catalyst. Amita 
Puri, General Manager, Resource Generation, CRY, 
points out: *Payment channels like the internet and the 
mobile phone make it convenient for them (youngsters) 
to contribute. In addition, of course, volunteers have 
filed RTI petitions, highlighted human rights violations 
of marginalised groups like tea plantation workers in 
North Bengal, taken forward anti-child labour 
campaigns and much more." 

Neeraja Phatak, a consultant working on child 
protection issues for more than two decades, sees a dis- 
cernible pattern in the attitudes of the young. Several 
young professionals are realising the value of philan 
thropy, and the reach of the telecom, media, internet 
sectors has spread awareness about this further, she says. 
However, she adds that there is a large group of 
“unconverted professionals" and millions 
of needy people still left untouched by 
such efforts. *Philanthropy is really 
for everybody," she says. 

And it is these dedicated and so- 
cially responsible young profes- 
sionals who are redefining the 
*work-hard-party-harder" ethic 
that, in popular perception, at least, 
characterises today's allegedly 
hedonistic generation. And 
in doing so, they are giving 
back to society some of the 
benefits they themselves 
received from it. 
















Muscles Mani is on vacation. 
His column Treadmill will 
return in tbe next issue. 


Moral tales: FCB 
Ulka's Kalothia 
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Sturdy and Cheap 





The diesel Ford Fusion is a nice car, but it’s not meant for the speed fiends. 


HE PROBLEM WITH THE FORD FUSION TDCI IS THE 

second adjective in the headline; it just feels that 

Ford has tried to trim costs by reducing plastic 
quality. So, while the Fusion retains Ford’s impeccable 
build quality and sturdiness, and looks impressive from 
the outside, the inside, particularly the dark shade on the 
dashboard, feels positively down-market. 

But here is the dichotomy: most cars which feel so 
wrong inside are usually quite wrong to drive as well, 
but not so the Fusion TDCi. The diesel engine, borrowed 
from the Fiesta, does not feel out of place in the 
Fusion. In fact, the slightly shorter car (though they do 
share the same wheelbase) seems slightly more agile 
than the Fiesta. The car is zesty at low speeds, handles 
beautifully, thanks to its large, wide tyres and is a 
pleasure to drive in city traffic. 

The problem with the 1399cc diesel engine is, 
however, the complete lack of high-end grunt—it 
produces only 68 horsepower. While the engine will get 
you moving to 70-80 kmph with ease, after that it starts 
straining, and chances are that you will run out of road 
before you can get past 120 kmph. The 1298cc DDiS 


engine on the Suzuki Swift churns out 75 horsepower, 
though the Fusion is a bit less demanding on fuel. 
This lack of grunt feels annoying when you are on 
a highway, and especially compared to the manically 
peppy petrol option the Fusion has. Ford India's 
Managing Director Arvind Matthew says Ford will 
not be bringing in a larger diesel engine, though a 
1600cc TDCi does exist in its stable. This may primarily 
have to do with price. The Fusion TDCi, which has 
lost a bit of length and comes in at under 4000 mm and 
has a diesel engine below 1400cc (just!) is eligible for the 
lower rate of excise for small cars. That is quite ironic, 
because the Fusion does not feel like a small car. Rear 
seat legroom is decent for a car in its class, but because 
of its shape, boot space is particularly impressive. Don't 
expect the Rs 6.59 lakh (ex-showroom, Delhi) price-tag 
to get you any toys, though. This is a car you would 
want to buy if you drive a substantial distance every day, 
and do not get the occasional urge to press the accel- 
erator. But one humble request to Ford: please change 
the plastics. It just feels wrong in an otherwise nice car. 
KUSHAN MITRA 


2007 Ford Fusion TDCi 
Engine: 1399 cc : 
Power: 68 PS @ 4000 RPM 
NN Torque: 160 Nm oom "M 
i et эв 
SE Wheelbase: 486 mm 
Kerb Weight: 1180 kgs 
Price: Rs 6. 5 lakh (ex-Delhi) 
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A Good Device, but... 


The Nokia E90 is a very good phone, but cheaper 
alternatives are now available. 


AKE NO MISTAKE, THE NOKIA £90 COMMUNICATOR IS A FANTASTIC 

device, but when you hold it, you can’t help but wonder if 

you have just acquired one of those fancy new dumb-bells. It feels 

heavy for a mobile device, but of course, Nokia sells the E90 (and other 
high-end N-series devices) as “computers”. And when you think of the E90 
as an “Ultra Mobile pc” (UMPC), it really isn’t that bad. But you carry your 
phone in your pocket, and this will make pants sag unless 

you tighten your belt. The Sony Vaio UX27 is 
far better looking and far more functional as 

а UMPC but it costs a lakh and can't make 
mobile calls. The Communicator can make 
calls (in fact, call quality continues to be 
stellar) and costs only Rs 40,000. But while 
the long screen is fantastic for reading mails 
and editing documents, it is a pretty ordinary 
entertainment device. However, the upside 
to the weight is fantastic battery life. Even if 
you keep your EDGE or Wi-Fi connection 
open accidentally, the battery does not drain 
away in minutes. If you have used a 
Communicator before—either the 9500 or 
the 9300—you'll figure out this phone soon 
enough even though the old Symbian Series 
80 has been dumped in favour of the ubiq- 
uitous Series 60. Downside: you can’t send 
faxes on this one. Upside: you have a 3.2 
megapixel camera with autofocus. While 
typing on the keyboard remains easy, the old 
navigation key was easier to use. 

Here is the dilemma. Earlier, the 
Dmimunicator could do things which no 
Wer device could. Today, every Nokia 

hone priced above Rs 10,000 can do vir- 
tually everything it can. And while the E90 is 
a terribly good-looking 
phone, there are other 
phones in the E-Series 
line that can get the job 
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you want a full key- 
board and a screen and 
also want to watch 
videos in a lighter pack- 
age, get an E61i which 
is a fantastic device 


this one. 


done equally well. If 


for half the price of 
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particular device 


is its size. If you have used 

a P910 or P990 before, you 
will instantly notice the much 
r look of this new device 

n. In terms of 


a previous * 

4600, and popularised by 
the BlackBerry Pearl. E 
the stylus input remains, the 
Pli has the ability to enter on 
the keyboard as well. But its 
greatest asset 15 price. At 
Rs 24,995, this is a very af 
fordable high-end device. 

Yet, the Pli is only one part 
of SonyEricsson's revamp. Later 
this year, the company will be 
unveiling the W960i, an 8GB 
internal flash-memory touch- 
screen device, positioned 
squarely against the Apple 
iPhone. Even down the scale, 
the company is adding quite a 

well-featured dev to 
















its product portfolio, in luding 
a 5-me 
still, the company 15 promising 
updated versions of its 
‘Walkman’ interface and a new 
Media Management software 
Watch this space for more 


reviews 


pixel shooter Jette! 


KM 








WIRELESS HEADSET 


* Wireless reception from any electrical device 
with audio output 
* A perfect audio chat tool 


2 
9 * Can be used as FM Radio separately with 
& automatic search options 


SIM CARD READER 
Read, edit and take backup of valuable data 
from your mobile phonebook, SMS etc. 
Simple & easy-to-use device 


* Elegant contour, no extra power, plug and 
play USB port 
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Riding the India Wave 


THE INDIA STORY SEEMS TO BE GOING GOOD FOR PAUL 
WHITTAKER as it’s not every day that foreign com- 
panies declare their preference for India over China. 
But for Whittaker, 48, ceo (Emerging Markets), 
Royal & SunAlliance, India is nu- 
mero uno in the list of the 27 coun- 
tries that the world's oldest general 
insurance company is present in. 
“In profitability and revenues, 
= India may not rank high in our 
global portfolio, but in terms of 
our future ambitions, it 
ranks number one,” 
Whittaker asserts, 
though with good 
reason. While India 
currently accounts 
for 1.4 per cent (Rs 
603 crore) of the 
net written pre- 
mium for the 
company; by 
2010, the new 
written premium 
would be nearly 
three times the cur- 
rent size of around 
Rs 1,500-1,600 
crore. His prescription 
for business growth 
centres on de-tariffing, 
low penetration and 
higher GDP growth. Not 
surprising then, he is 
eagerly waiting for the 
government to open up 
FDI in insurance. 
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Scoring an Ace 


RACHIT GOSWAMI 


Future Calling 


A LIFER WITH THE LALBHAI GROUP, DARSHAN MEHTA RE- 
cently decided to quit as CEO, vF Arvind Brands. The 
long, eventful tenure at Arvind that began in 1984, fi- 
nally came to an end when Mehta, 45, decided to 
move on as CEO of Future Brands. A qualified char- 
tered accountant, Mehta played a plethora of roles at 
Arvind—from stockbroking and advertising to cor- 
porate consultancy and juggling the company's fi- 
nances. Come September, and Mehta will oversee the 
responsibilities of bringing international designer 
brands into India at Future Brands—in a way com- 
peting with Arvind as far as the ‘brands’ business is 
concerned. Though Mehta was unavailable for com- 
ment, considering his hit rate so far—he surely has just 
the right credentials to soar in his new role. 





MENDU RAMMOHAN RAO, 65, MAY BE KEEN TO HONE HIS GOLFING SKILLS, BUT HE HAS ALREADY HIT A BIRDIE. DEAN 
of the Indian School of Business, Hyderabad, Rao has just been elected to the Board of Directors of the 
Graduate Management Admission Council (GMAC), a US-based global body and the owner of the cel- 


Кеса ebrated GMAT, for a three-year term starting July. He is the first Indian business school 
b dean to be named to the prestigious body.The well-known academician—who's 
been with ISB for the past three years and has arguably lent a lot of stability to the 
school—offers a two-pronged solution to the talent pool issues in India. "Increase the 
intake of students and make compensation more attractive for the faculty to ensure 

good talent is attracted to education,” he proffers. Point taken, Sir. 
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Waiting for 1-10-100 


IT’S BEEN FOUR YEARS SINCE FORMER INFOSYS STAR EX- 
ecutive PHANEESH MURTHY, 44, joined iGate Global 
Solutions as CEO and promised to be the disruptive 
force in Indian rr by ushering in shared services and 
transaction-based pricing. So far, he hasn’t managed 
to produce any extraordinary results. Just the same, 
iGate seems to be gaining traction. For the first quar- 
ter ended June 30, the Bangalore-based “integrated 
technology and operations” company reported a 
1,268 per cent jump in net profit (don’t be too im- 
pressed; the quarterly bottom line went up from Rs 
1 crore to Rs 14 crore), despite a stronger rupee. “We 
are in a much stronger position today,” says Murthy. 
He’s got another five years to deliver on his 1-10-100 
promise—that is, $1 billion in revenues, a top 10 em- 
ployer, and vendor to 100 global customers by 2012. 
One quarter down, 19 more to go. 





The Peace Maker 


ANY CONVERSATION ABOUT THE OLD SQUARE-OFI 
between Ad Club Bombay and Advertising 
Agencies Association of India (AAAI) is discour 
aged by MADHUKAR KAMATH, 52, MD & CEO, 
Mudra Group. Recently elected 

President of AAAI for 2007-08, mo 
Kamath waves it off. “I am per- 
sonally a member of the Ad 
Club and my organisation is a 
member of AAAI and I believe 
that both play a very crucial role,” 
he says pointedly. And maybe he’s 
just the change agent the ad- 
vertising industry could do 
with. He was instrumental 
in bringing Bates into India 
and completed the acquisi- 
tion of a nearly defunct 
Clarion in early 2000. He 
knows the dynamics of 
the big networks and 
is the badge for only 
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surviving, large 
‘Indian’ agency 
that’s controlled 

by Anil Dhirubhai 

Ambani Group. ҸҸ 
Loads of work ¥ 
ahead, Kamath 
hints at opening di- 
alogue with agen- 

cies that are still 
not part of 

AAAI, which 

currently has 

84 members 

on board. 
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Î NAME: PRAMOD BHASIN 


DESIGNATION: President and CEO 


COMPANY: Genpact 


King of Calls 


HE INDIAN BUSINESS PROCESS OUTSOURCING INDUSTRY IS SET TO SEE SOME INTERESTING 

times ahead, what with the country’s leading BPO firm, Genpact, now having 

successfully completed the listing of its initial public offering of nearly $500 mil- 
lion (Rs 2,050 crore) on the New York Stock Exchange (NYSE). And Pramod Bhasin, 
President and CEO of the company, will now have to take his company to the next level. 
But raising the bar is something he has done regularly in the past—he is, after all, one of 
the pioneers of the industry that he helped launch in India in the mid-90s and that has since 
evolved into a multi-billion dollar one and generated tens of thousands of jobs. 

Under Bhasin's stewardship, the Gurgaon-headquartered Genpact, has, in 10 years, 
grown from a staff strength of 20-something to about 30,000 at present with operations 
spread over the us, the UK, China, Mexico, the Philippines, Romania, Hungary and of course 
India and revenues of $613 million. “It’s time now to build our depth and expertise, (since) 
we have lost deals that we would not have liked to," says Bhasin of future plans for the 
company. Genpact's near cult status in the outsourcing sector belies the fact that its inc- 
ubation as GECIS wasn't very easy. Bhasin had to use all his persuasive skills to convince Gt 
to outsource a small part of its customer care operations to India, which, in the early 90s, 
was not the best place to do business. But he succeeded and rest is history. 

A graduate of the Shri Ram College of Commerce in Delhi and later a Chartered 
Accountant from London, Bhasin has spent his entire working life, spanning 25 years, work- 
ing with GE and RCA during which he was also posted in the us, where he served as CFO for 
GE Capital's Corporate Finance Group. He later moved to India as head of GE Capital in 
India and Asia. With the money raised from the listing, Bhasin, whose 1.93 million shares 
are worth $32.39 million (Rs 132.8 crore) wants to chart a new future for Genpact, with 
a reduced dependence on GE (which held 40 per cent stake in the company before the rec- 
ent IPO) from which it was born in its former avatar as GE Capital International Services 
(GECIS) in 1997. He specifically plans to use the money to repay debt and finance growth 
and expansion as well as possible acquisitions. Watch this space. 8 
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Ensuring 100% connectivity is a challenge for telecom 
companies with networks reaching far into the rural 
hinterland. It requires a continuous and dependable 
source of power to ensure that the network is available at 
all times for all customers. Cummins Power Generation 
works with leading telecom service providers in India, 
to provide un-interrupted power for their cell sites, Our 
gensets are designed to world class reliability and 
endurance standards to power thousands of cell sites 
across India. 

Cummins offers integrated power solutions from back-up 
power for critical protection to Power Projects, Power 
Consulting and Rental Power. Your ultimate Plan B! 

To know how Cummins Power Generation can help your 
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Globalisation has changed the way you manage your workforce. Now, you need to match skills in Brazil 
with a project in China. IBM has the business and technology knowledge to help HR leaders map their 
talent base, leveraging human capital data to drive strategic business decisions. We're helping companies 
boost employee productivity by up to 2096. Want innovation for efficiency? Talk to the innovator's innovator. 








For a copy of The Strategic Side of HR — our report on the views of senior HR executives — or to learn 
more about what an IBM team can do for you, visit ibm.com/innovation/in/hr 
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Tata Tea: High 
on Water 
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Pharma: $20 
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BMW ART CARS 
September 6-16, 2007. Jehangir Art Gallery, Mumbai, India 
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From The Editor 


ZIM PREMJI IS AMONG THE MOST MEDIA-SHY CEOS OF 
India Inc., besides, of course, being one of һе W 
richest. But his reluctance to face the glare of me- 

dia has been quite at variance with the understated, yet de- 
termined, aggression that Wipro has demonstrated over 
the past couple of years. In around 24 months, Wipro has 
acquired 11 companies, most of them overseas, including 
most recently, Infocrossing, a New Jersey-based IT out- 
sourcing company, for $600 million (Rs 2,460 crore). 

Why has Premji been in such a hurry to buy so many 
companies? Chiefly, it is because of Wipro’s position 
with regard to the other big Indian rr majors. Wipro is nei- 
ther the biggest, nor the most valuable of them. 
Acquisitions, particularly of the Infocrossing kind, can help 
it bag bigger ticket customers in markets like the Us and 
Europe and, in turn, enable Wipro to grow faster. Senior 
Editor Venkatesha Babu and Special Correspondent 
Rahul Sachitanand from our Bangalore bureau inter- 
viewed Premji and spent hours with key members of his 
A-team for a cover story that unveils Wipro’s grand 
plans to become a truly global corpo- 
ration. What’s interesting is the fact 
that the strategy isn’t restricted to IT 
alone. Wipro also has a thriving con- 
sumer products division and its string- 
of-pearls acquisition strategy extends to 
that part of its business as well. In the 
past four years, Wipro has been snap- 
ping up biscuit, soap, beverage, per- 
sonal products and even lighting com- 
panies and brands to grow its consumer businesses. 

The crisis on Wall Street, caused by the bottom falling 
out of the subprime mortgage market, spread like wildfire 
to stock markets around the world, including India. 
Assistant Editor Mahesh Nayak brings you an insight 
into how this domino effect gathered momentum and what 
you could expect to see in the coming months (How 
The House Came Down, page 102). 

Our special report package this time is on the Indian Y 
aviation industry where, although a round of consolida- 
tion has happened (examples: the Jet-Sahara, Air India- 
Indian, and Kingfisher-Deccan deals), there are many 
wrinkles that need ironing out. The lack of adequate in- 
frastructure is one of them. Besides this, Assistant Editor 
Kushan Mitra and Special Correspondent T.V. 
Mahalingam cover issues like thé future of low-cost air- 
lines, global ambitions of India's domestic players and how 
the big two—Boeing and Airbus—as well as other aircraft 
makers, are targeting India. 

With the contagion of a global sell-off also affecting the 
Indian stock market, prices are down. So, is this the time 
to invest? BT Money, our personal finance section, tells you™ 
where to invest during this season of volatility. 
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` This is a consequence of the 
general tightening of interest 
rates. Typically, credit card com- 
panies charge interest if the consumer carries forward credit 
beyond the payment cycle. The monthly rate is 1-3.4 per 
cent, translating to 12-42 per cent on an annualised basis. 
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Gujarat on the Go and How? 

THE COVER STORY GUJARAT ON THE 
Go (Br, August 26, 2007) was an in- 
teresting read. Arguably, Gujarat 
has consistently contributed to the 
country’s GDP under Narendra 
Modi’s stewardship. The state has 
remained resilient despite various 
setbacks—floods, earthquakes and 
communal riots. The state govern- 
ment’s clear vision even in times 
of crisis is responsible for the dou- 
ble-digit growth of the state. And fi- 
nally, BT deserves praise for bringing, 
this to light. 


SRINIVASAN UMASHANKAR, through e-mail 


infrastructure is the Key 
THE ECONOMIC SUCCESS STORY OF A 
city is defined by its infrastructure 
rather than the teeming millions 
who live in it. With Narendra Modi 
taking personal interest, Gujarat is 
clearly setting an example in this 
regard. Proper urban planning and 
efficient municipal management are 
the keys to the success of a city. 

The sez concept, though a vital 
developmental tool, has been found 
faltering in the Indian context as 
affected parties—mainly farmers— 
suspect it to be a land-grabbing ex- 
ercise in the guise of development. 
At another level, all infrastructure 
projects can go haywire if unau- 
thorised and substandard localities 
patronised by the land mafia are 
allowed to mushroom in and 
around a city. 

R.K. SUDAN, through e-mail 


Emulating Gujarat 

THE MISSIONARY ZEAL AND MODEL 
of development adopted by 
Narendra Modi strongly merits em- 
ulation by all other state govern- 
ments in India. I fervently wish all 
the chief secretaries and the secre- 
taries in charge of municipal ad- 
ministration throughout the country 
will fully grasp the enormity of 
challenges calling for their dedicated 
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policy response. The Jawaharlal 
Nehru National Urban Renewal 
Mission (JNNURM) will remain a 
cosmetic remedy, touching only 
the fringes of the problem, until it 
is supported by thoughtful plan- 
ning and dedicated implementa- 
tion. The mission will need to over- 
come bureaucratic hurdles and 
respond to the needs of an ex- 
ploding population. 


V. RAMACHANDRAN, through e-mail 


Mutual Funds: Road Ahead 

THE GREAT INDIAN MUTUAL FUND 
Illusion (Br, Aug. 12, 2007) throws 
light on an interesting topic—why 
large numbers of retail investors 
are sticking to stock brokers and 
insurance agents and not ap- 
proaching mutual funds distribu- 
tors. The two main reasons for retail 
investors not taking the mutal funds 
route are lack of awareness and 
lower earnings potential. 

The reason for the investors 
staying with insurance agents is be- 
cause insurance is an age-old con- 
cept compared to mutual funds. It 
provides safety with returns to the 
investors. If the mutual funds in- 
dustry wants to achieve better re- 
sults, it should first make an effort to 
educate investors about the benefits 
of staying long with mutual funds. 


Like stock broking, where trading is 
done online, mutual funds should 
also have terminals across the coun- 
try where all the schemes can be 
bought and sold online. This will en- 
sure greater returns for the industry 
and the investors. 

ANKIT SHAH, through e-mail 


Wooing Investors 

THE GREAT INDIAN MUTUAL FUND 
Illusion is timely as extreme volatil- 
ity has once again rocked equity 
markets due to the subprime 
loans problem in the us. We would 
not be so dependent on foreign in- 
vestors if the mutual funds industry 
attracted more retail investors and 
expanded its base. 

A key area for the industry to 
look at is the large number of new 
fund offerings (NFOs). The strategy 
is counter-productive in the long 
run because performance suffers 
and the discerning investor 
inevitably goes elsewhere for his 
investment needs. The key objec- 
tive for fund houses is to win in- 
vestors' confidence across the 
whole spectrum of the Indian mid- 
dle class and increasingly wealthy 
rural population, by adopting a 
long-term view. 

KAMAL THACKER, through e-mail 
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Nifty* Your everyday 
guide to India's progress 


India. A land of many cultures and many languages. 
It throws up as many questions as it throws up answers. 





As India gets more globalised - and maybe more 
complex, people are constantly seeking new answers. 
How much has the country progressed? How well is the 
economy doing? The Nifty is the platform on which 
India finds these answers. The Nifty Index is a composite 
of the top 50 stocks listed on the National Stock 
Exchange (NSE). It is a simplified tool, which helps 
investors and ordinary people alike, understand what 
happens in the stock market and by extension, 
the economy. If the Index performs well, it is a signal 
that companies in India are performing well and 
consequently that the country is doing well. 
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An upbeat economy is usually reflected in a strong 





performance of the Nifty Index. A rising index is also 
indicative that the investors are gung-ho about the future. 
Ups and downs on a short term basis are inherent in stock 
markets. Over the long term however, the index will be 
reflective of the economic trend. 

The Nifty Index is based upon solid economic 
research and is internationally respected and recognised 
as a pioneering effort in providing simpler understanding 
of market complexities. 

The Nifty Index is computed and disseminated by 
NSE, the 4th largest stock exchange in the world in terms 
of trades in the capital markets. 
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t having an intelligent process in place to 
‘ognize and act on important events as soon as 
ay occur, dramatically impacts business 
rformance and significantly diminishes the value 
Fhe investment in IT. 


aya Intelligent Communications embeds 
iovative communications solutions into business 
эсеѕѕеѕ, enhances employee productivity and 
stomer service and accelerates the speed 
business. 


aya Intelligent Communications will help you 
grate to the next generation of communication 
lutions that can transform your business 
2cesses into Communication Enabled Business 
5cesses (СЕВР). It will provide the way to 





transform how you detect and respond to critical 
events, with the goal of minimizing latency and 
create a more agile, responsive organization. This 
means, you can meet your customer's need even 
before he informs you. 


This is just another example of how Avaya Intelligent 
Communications takes your company from 
where it is to where it needs to be and become a 
truly customer responsive enterprise delivering 
customer satisfaction, employee productivity and 
business efficiency. 


To find out how Avaya Intelligent Communications 
can help your enterprise become more intelligent, 
call Sheril Rachel at +91-11-41750160 or e-mail at 
sheril@avayaglobalconnect.com 
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SIPRA DAS 


Wipro’s Way Ahead 


IPRO, THE BANGALORE-HEADQUARTERED SOAPS-TO- 

X software company, has laid out elaborate plans to 
globalise its businesses and become yet another Indian 
MNC. Now that he has laid a seemingly firm foundation 
for his $4-billion (Rs 16,400 crore) business, the 62- 
year-old Azim Premji has the task of ensuring that 
Wipro can metamorphose into a world-beater. By all ac- 
counts, Wipro has all the right bits in place. Buying 11 
companies over the last two years has boosted its pro- 
file in the global rr space. Premji also entered the do- 
mestic business early and has jump-started his two 
non-IT businesses with big-ticket acquisitions. But the big 
challenge will be to transform them into world-beaters. 

Having recently snagged the New Jersey-based 
Infocrossing in a $600-million (Rs 2,460 crore) deal, 
Wipro Technologies is now well positioned to snap up 
big IT outsourcing contracts. But it will still have to 
prove its end-to-end capabilities to large companies 
looking for an outsourcing vendor. Key high-value 
segments such as consulting will have to be ramped up 
and the recently repaired BPO business, too, will need to 
quickly gain traction if Wipro is to bag the really big 
$200-million-plus (Rs 820-crore-plus) deals. 

Wipro has other worries, too. Its third rank in the 
Indian rr industry could be under threat from smaller 
rivals such as Cognizant Technology Solutions, even as 
its two main rivals at home, TCs and Infosys 
Technologies, step on the gas and try and build on their 
existing leads. Fortunately for Premji, the till-recently 
ignored domestic market has begun to pick up steam 
and Wipro can hope to net a cool $1 billion (Rs 4,100 
crore) in business from this stream this year. 


Call the Left's Bluff 





President Bush and PM Manmohan Singh: Testing times 
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Wipro: Sound foundations 


Elsewhere, his non-tr businesses, too, need to be 
beefed up. Wipro Consumer Care and Lighting has 
only just made its presence felt in the Asia-Pacific region, 
while it is the #3 player in India and growing faster than 
the market. While Premji has firmly said that both 
Consumer Care and Infrastructure Engineering are 
integral parts of his business, he may want to rethink this 
strategy as these businesses begin to scale up and it begins 
to make sense to spin them off into separate companies. 

Perhaps the prickliest issue facing the Wipro 
Chairman is succession. Premji seems to have taken the 
first tentative steps in this direction by inducting his elder 
son, Rishad, into the board of Wipro Technologies' fi- 
nancial services arm; and his younger son, Tariq, into 
his personal investment company. Though he has ar- 
gued that the media has muddled up the issues of 
ownership and management, the transition at Wipro 
may be the company's most watched move yet. 


SPIRING FOR BIG POWER STATUS IS NOT EASY. THAT'S 

what Prime Minister Manmohan Singh is discov- 
ering the hard way. His task is made more difficult by 
the inherent contradictions in the ragtag coalition he 
heads. A psephological accident ensured that the 
Congress-led UPA coalition had to be propped up by the 
Left, which, till then, had been its implacable foe. The 
inherent contradictions in this arrangement, which 
kept rearing its head on various economic and foreign 
policy issues, now seem to have reached a point where 
neither side can back down without losing face. 

As the Indian economy grows and integrates with 
the world, it will increasingly be called upon to play a 
greater political role on the world stage. Here, self 
interest, and not ideology, should define India's posi- 
tions on various geopolitical issues. This is exactly 
what the government has been doing. But the Left, stuck 
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as it is, in a time warp, is refusing to play ball. The pe- 
culiar parliamentary arithmetic means the Left combine, 
with just 5 per cent of the popular vote and a little more 
than 10 per cent of the seats in the Lok Sabha, can ef- 
fectively wield a veto over important decisions. 

It is quite apparent now that more than the specifics 
of the Indo-us N-deal, it is the larger partnership be- 
tween the two countries that the Left is unhappy with. 
This partnership opens up a window for India to play 
a much bigger role, first in the region and later, in the 
world. The emerging quadripartite alliance between 
India, the us, Japan and Australia is another step in this 
direction. These are merely the first of many more such 
(often politically controversial) steps that the country 
will have to take before it can be counted as a “Big 
Power". This entire paradigm change in Indian strate- 


Reject This Tax 


HE PARLIAMENTARY STANDING COMMITTEE ON HUMAN 

Resource Development has suggested the imposi- 
tion of a "graduate tax" on employers recruiting skilled 
manpower. This, it feels, will address some of the 
funding requirements of higher education. “An em- 
ployer should be required to pay an annual tax to the 
government for each graduate recruited by it," the 
panel has said. The HRD Ministry will now forward this 
recommendation to the University Grants Commission 
and the Finance Ministry. With due respect to the 
committee, Business Today feels this is a ridiculous 
idea. At a time when the economy is grappling with 
a serious skills shortage and individual companies with 
rising wage bills, this will merely add to costs, hinder 
competitiveness and drive many smaller companies to 
hire less skilled professionals. 

This also goes to show how out of touch our politi- 
cians are with the ground realities of a modern econ- 
omy. India's competitive advantage in today's globalised 
world depends critically on its massive population of 
technically skilled, English speaking workers who churn 
out quality comparable to or better than that available 
in the West at a fraction of the cost. But rising wage bills 
have narrowed the advantage that companies in India 
enjoy. Yes, the way forward is to move up the value 
chain, but even here, the cost advantage will remain a 
key, even if not the most important, differentiator. 

The way forward should be to make it easier for 
Indians to acquire higher levels of skills and to make it 
even easier for companies to hire them. This ill- 
conceived proposal does precisely the opposite and, if 
translated into policy, will severely erode the country's 
competitive advantage. 
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gic and foreign policy thinking is now under threat. 

If the government surrenders to the Left, it will de- 
stroy Singh's standing and make his position untenable. 
Yes, it may be possible to replace him with another per- 
son, but such a move will seriously dent India's position 
on the world stage—and the next government, in any 
case, will only be a lame duck one, which the Left, hav- 
ing tasted blood, will maneouvre at will. 

At the time of going to press, there is talk of setting 
up a committee to find a way out of the impasse. 
Regardless of what it recommends, Business Today 
feels the government should stand firm and call the 
Left's bluff—it is as unprepared as any other party 
for early elections. The window of opportunity that has 
presented itself for expanding India's global role may 
well close for good if it gives in. 





"Graduate tax": The cheer may fade 


Instead of imposing a retrograde recruitment tax, the 
HRD Ministry will do well to ensure that it targets its ex- 
isting budget of Rs 28,674 crore better. It is no secret 
that it has on its rolls lakhs of *ghost" teachers, and that 
it funds thousands of "schools" that exist only on pa- 
per. If only it audits and targets its expenditure better, 
it will have all the money it needs instead of having to 
resort to patently ridiculous levies. 

Instead of doing their bit to really deliver quality ed- 
ucation to more Indians, successive HRD Ministers 
(and here, incumbent Arjun Singh is remarkably simi- 
lar to his supposed ideological adversary and prede- 
cessor, Murli Manohar Joshi) have tried to meddle with 
the system, mainly to its detriment. Our fervent appeal 
to the UGC and the Finance Ministry: reject the proposal 
without further ado. m 
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Goodbye Reforms? 


The impasse over the Indo-US N-deal may stall any 
further reforms till the 2009 general elections. 


Invd мүч үн 


Prime Minister Manmohan Singh and Prakash Karat: Face-off 


OMMUNIST LEADERS, ALMOST AS A RULE, HAVE NEVER BETRAYED A 
4 sense of humour. So, no one laughed when CPI(M) General 

Secretary Prakash Karat “joked” that although the urA-Left hon- 
eymoon was over, the loveless marriage could continue. Then, after the 
party's politburo meeting on Saturday (August 18), he reiterated the Left 
stand that “going ahead with the nuclear deal with the Us would not serve 
India's interests." The politburo of the CPI(M) has not endorsed the 
stand on nuclear cooperation, he said. The party's dilemma is obvious. 
Marxists, who thrive on “anti-imperialist and anti-Us” rhetoric, obviously, 
cannot be seen. endorsing a deal that is perceived to bring India into the 
US sphere of influence. 

Prime Minister Manmohan Singh, on the other hand, has also dug in 
his heels and said the deal is non-negotiable. More importantly, Congress 
President and UPA Chairperson Sonia Gandhi has publicly endorsed his 
stand. Singh has staked his political future on this landmark, and, by most 
unbiased accounts, good and reasonable, deal. He, obviously, cannot 
backtrack without losing face and sacrificing his authority. 

That brings us to the big political question: how do two honourable men 
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The fortnight's burning question. 


IS TOO MUCH PE 
MONEY CHASING TOO 
FEW COMPANIES IN 
INDIA? 


Maybe. Aditya Sanghi, MD 
(Investment Banking), YES Bank 
The PE market in India is be- 
coming segmented. There is a lot 
of action taking place in the $30- 
75 million (deal size) segment, 
and more capital is being in- 
vested than two years ago. PE 
firms chase good deals and if 
they come at a premium, they 
are ready to pay for it. 


PE firms generally look for com- 
panies that have the ability to 
outperform their peer group. Also, 
most of the private equity money 
is invested in alignment with the 
investment thesis of the firm. At 
present, there is a demand-sup- 
ply inequilibrium due to stretched 
valuations and euphoric capital 
market conditions. 


Yes. Arun Kejriwal 
In India, 'private equity fims have 
only very limited choice. Following 
sam ah m ii PE 
firms don't want to lose their money 
and are very particular about where 
they invest. So, they choose only a 
few good companies. 


COMPILED BY MANU KAUSHIK 
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of unimpeachable integrity, work out a compromise without sur- 
rendering their dearly held positions? 

At stake, apparently, is the survival of the government, but a sen- 
ior CPI(M) leader, speaking to BT on condition of anonymity, gives | 
voice to the Marxist dilemma. “We aren’t keen to bring down the 
government,” he says, adding that “there should at least be some dis- 
cussions among UPA partners, and that is still possible.” 

Despite the public posturing—and the strident voices emanating 
from smaller parties like the CPI, Forward Bloc and rsp—the CPI(M)'s 
moderate faction (comprising leaders like Buddhadeb Bhattacharjee 
and Sitaram Yechury) is unlikely to allow it to rock the boat beyond 
a point. A pointer to this was an almost unnoticed comment from 
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WHAT'S AT STAKE 


Karat. “The politburo decided 
to take the issue of the nuclear 
agreement and the dangers of 


“We’re Betting on 
WiMAX in India” 


A breakdown in UPA-Left ties will sound the strategic alliance with the 
the death knell of the following United States to the people ORTEL CEO MIKE ZAFIROVSKI WAS IN 
economic legislations... through a nationwide mass cam- India recently to review his com- 
п The Banking Regulation paign,” he said. The bark, then, pany's operations bere. He discussed his 
(Amendment) Bill, 2005 жу мер ai = ims for pen — на налета 
ut the survival of the gov- with BT's T.V. Mahalingam. Excerpts: 
mThe Payment and Settlement ernment may prove to be a 
Systems Bill, 2006 pyrrhic victory. It is almost cer- What is your strategy for India? 
m The Labour Laws Amendment tain that this breach in urA-Left Nortel's strategy for India and world- 
and Miscellaneous Provisions ties will bring the economic re- wide revolves around hyper-connec- 
Bill, 2005 forms process to a halt. That tivity—which includes person-to-per- 


= The Competition (Amendment) 
Bill, 2007 


means no pension reforms, no 
banking reforms, no insurance 
reforms and no more liberalisa- 


son, person-to-machine and machine- 
to-machine communications. We hope 
to be a top WiMAX player in India. 


m The State Bank of India : 

(Amendment) Bill, 2007 prs of the € education, agri- epi i wa! р P^ testing 
culture and labour sectors—at i with several of its partners 

And One Can Also Kiss Goodbye To least till the next general elec- across the country. 

m Education Reforms; Retail tions which are due in 2009. 
Sector Reforms; Farm Sector These are critical steps that the How big is Nortel's footprint in India? 
Reforms and Insurance Sector country has to take in order to We're not a company that “discov- 
Reforms sustain and step up the current ered" India only in 2005 or 2006; 


rate of growth. Failure to walk 
the talk on these will result in the 
growth momentum flagging, and that's a scary thought. 

Says Congress Spokesman Abhishek Manu Singhvi: “We un- 
derstand the concerns of the Left. Our decisions are based solely in 
national interest and we have ensured that India's security has not 
been compromised." He, however, declined to comment on the eco- 
nomic consequences of the deal. 

One positive fallout of this, the Left leader says, could be felt at 
the state level. With the Centre unable to force the pace on reforms, 
reform-minded Chief Ministers like Bhattacharjee, Narendra Modi 
(if he survives the current round of bloodletting in his party's 
Gujarat unit) and Naveen Patnaik may be forced to step up the tempo 
of reforms in their respective states, where they have to deal with 
popular expectations. But that will still not compensate for the 
opportunity cost of Marxist intransigence. 

REPORTS BY AMIT MUKHERJEE 
AND RITWIK MUKHERJEE 
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we started operations here in 1991. 
Today, we have operations in half a 
dozen cities and have about 1,000 
employees working here directly for 
Nortel. Another 2,500 more em- 
ployees work for us through partners 
like rcs, Wipro, Infosys and Sasken 
with whom we have longstanding re- 
lationships. 


How important is the Indian market for 
Nortel? 

About 20 per cent of Nortel’s Asia rev- 
enues come from India. Globally, the 
Indian market accounts for about 3 
per cent of revenues. But India is among 
the really fast-growing markets. It's a 
strategically key market for us. 
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Gujarat on Top, Again 
| The Old Order Changeth 


Gujarat is miles ahead of the rest, Maharashtra has fallen to 


2x 


A Jindal steel pliant: india | 


Sees a rust 


T'S RAINING INVESTMENTS IN COR- 
| pen India and Gujarat seems to 
reaping the benefits. A Reserve Bank 
of India (RBI) bulletin for August 
2007 places the total value of all in- 
vestment proposals for 2006-07 in 
Corporate India at Rs 2,83,440 
crore. That's a 116 per cent in- 
crease over the figure for 2005-06. 

Gujarat, which was ranked #2 
in 2005-06 with investments of 
Rs 24,531 crore, has emerged as 
the most preferred destination last 
year, trebling this figure and com- 
fortably pipping the second-placed 
Andhra Pradesh. Interestingly, the 
number of projects proposed in 
Gujarat has fallen to 86 last year 
from 95 in 2005-06 but what has 
worked well for the state, which 
accounts for 25.896 of total in- 
vestments in the country, is that the 
average investment per project has 
increased dramatically to Rs 851 
crore from Rs 258 crore. 

Videocon Group Chairman 
Venugopal Dhoot thinks the high 
quality of infrastructure and a 
proactive government are primarily 
responsible for this impressive per- 
formance. “The government wel- 
comes industrialists who are not 
from Gujarat. So, Gujarat will be 
the first choice for all our future 
projects," he says emphatically (see 
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BT Cover Story titled Gujarat on 
the Go dated August 26, 2007). 

Maharashtra, which has ceded 
its pole position to its neighbour, has 
had a pretty ordinary run. The 
number of projects coming up there 
increased from 121 to 142, but the 
value of proposed investments 
dropped marginally to Rs 24,330 
crore from Rs 24,828 crore. The 
worrying part, though, is not this fall 
or even its loss of its numero uno 
status as an investment destination. 
What should worry the Vilasrao 
Deshmukh government in 
Maharashtra is the fall in the state's 
share of the all-India investment 
pie. From a level of 18.9 per cent in 
2005-06, when it was ranked #1, 
the state's share has fallen by more 
than half to 8.6 per cent. Result: It 
now lags behind Andhra Pradesh, is 
at par with Tamil Nadu and just 
ahead of Karnataka. 

All these states have registered 
impressive numbers. Karnataka is 
scheduled to get investments of 
Rs 19,930 crore, which is a 400 
per cent jump over the figures for 
2005-06. Gujarat and these three 
southern states have accounted for 
over half of the proposed invest- 
ments for 2006-07 against 40 per 
cent in the previous year. 

For a while now, there has been 





a competition between Gujarat and 
Maharashtra for the label of *best 
investment destination". But RBI's 
bulletin puts the argument to rest, 
claims Gujarat Chief Minister 
Narendra Modi. *The mandays 
lost due to labour unrest in Gujarat 
is only 0.65 per cent against 5 per 
cent in Maharashtra," Modi re- 
cently told BT. 

It is also hard to miss the 
progress made by a former lag- 
gard like Orissa, which saw a three- 
fold rise in investments to about Rs 
15,000 crore, driven mainly by 
the giant, albeit controversial, plans 
of steel majors Posco, Tata Steel 
and a host of smaller steel 
companies. Overall, the size of 
projects has increased. *The sharp 
increase in the total cost of projects 
in 2006-07 was, to a great extent, 
due to the presence of 88 large 
projects each with costs exceed- 
ing Rs 500 crore. These projects 
aggregated to Rs 2,01,356 crore 
and accounted for more than two- 
thirds of the total project cost, 
compared to 49 large projects 
amounting to Rs 74,988 crore in 
2005-06" states RBI's bulletin. 

That's good news for India. 
And for now, it's Gujarat that's 
the clear leader of the pack. 

KRISHNA GOPALAN 
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Bosch Innovation: Bright ideas are an everyday event at Bosch. On an |_ 
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Money Laundering Clouds Loom over India 


OO MUCH OF A GOOD THING 
T sometimes boomerang. 
The booming Indian economy and, 
specifically, the rapid expansion 
of the financial services industry 
has exposed the country to a very 
high risk of becoming a haven for 
money laundering. Particularly 
alarming is the fact that banks in 
the country have not been doing 
enough to make their businesses 
foolproof, warns a recent survey by 
KPMG Forensic. 

The global consultancy firm, 
which surveyed 224 banks in 55 
countries, including India, to find 
out how they are facing up to the 
twin challenges, says the vulnera- 
bility of the Indian banking system 
stems from a host of factors such 
as the presence of a large number 
of international banks, growth of 
alternative asset classes like hedge 
funds, private equity and com- 
modities being fuelled by a low in- 
terest regime, and, most impor- 
tantly, the abysmal monitoring of 
illegal activities. 

The survey notes that while 
banks in India and other emerging 


NOT SERIOUS ENOUGH 


- Banks’ estimates of average percentage increase in. vise 
laundering (AML) investment. _ 


economies are generally aware of 
the risks, and have also been 
spending huge sums to counter 
these—expenditure on anti-money 
laundering (AML) systems and 
processes has risen at an average 
of 58 per cent over the past three 
years—the problem has not been 
accorded the seriousness it war- 
rants. “In India, although it is 
common for banks to provide 
training that meets the minimum 


lnernase Decrease 





regulatory requirements, the 
quality of the training needs to 
improve to bring it up to 
international standards,” says 
Deepankar Sanwalka, Head, 
Forensic Services, KPMG, India. 
“Banks will need to work ex- 
tremely hard from here if they 
are to maintain any advantage in 
the war against money laundering 
and terrorist financing.” 

AMIT MUKHERJEE 


A House in London, Sydney, Florida, Anyone? 


NDIANS ARE ON A PROPERTY BUYING 

spree across continents. High net 
worth Indians are picking up prop- 
erties in London, Sydney and 
Florida. Says Pranay Vakil, 
Chairman, Knight Frank India, the 
Indian arm of a leading global prop- 
erty consultancy firm: *More and 
more Indians are buying apartments 
in London." Over the last three 
years, in London, property prices 
have escalated 20-80 per cent de- 
pending on the location. The de- 
mand is so huge that Knight Frank 
is setting up a London desk in India. 
The maximum demand is for two- 
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London call: Realty rise 


bedroom apartments in central 
London and in areas like Mayfair 
and Westend, says Vakil. 

If London has great appeal for 
its global, cosmopolitian work cul- 
ture and its educational institutions, 


then Florida in the us and Sydney in 
Australia are not far behind, but 
for different reasons. 

Says Vincent Lottefier, CEO of 
the Gurgaon-based Jones Lang 
LaSalle Meghraj: “Acquisition costs 
in the Us and Australia are much 
lower than in Europe." No wonder 
then, Indians are seeking a place un- 
der the Australian sun, typically with 
budgets of us $200,000-400,000. 
Florida, on the other hand, attracts 
foreign investments from all over 
the Asia Pacific region, and Indian 
HNIs can hardly be left behind. 

SAUMYA BHATTACHARYA 
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Football is Grabbing Eyeballs and Ad Revenue 


IG DADDY OF FOOTBALL AND FIFA 
В Sepp Blatter has clearly set 
his eyes on the subcontinent. On 
his visit a few months ago, he com- 
mitted $1 million to promote the 
game in this country over the next 
four years. His timing is spot on— 
soccer is already emerging as the 
second-most popular sport in India 
after cricket. This August has seen 
the Barclays Premier League (that is 
the official name for the English 
Premier League or EPL as it’s pop- 
ularly called) kick off on ESPN STAR 
Sports, and for Indian viewers, it’s 
an addition to the growing list of 
soccer-related global sporting 
events to tune into. Growing stick- 
iness to the game, especially among 
viewers in the higher socio-eco- 
nomic subset, has resulted in ad- 
vertisers queuing up to reach the 
audiences that football is beginning 
to attract in India. 

This year’s soccer calendar in- 
cludes Manchester United, FIFA U- 
17 World Cup, Scottish Premier 
League, the Dutch and French 
leagues and UEFA Champions 
League on Ten Sports (owned by 
Zee TV). Other channels are also 
jumping into the fray. Neo Sports 
has plans on this front and ESPN- 
STAR Sports admits that it has taken 
to soccer, hockey and motor sports 
in a big way. The “response to 
Barclays Premier League is en- 
couraging, and the tournament has 
caught on with youth in big metros. 
We see this gaining momentum," 
says an ESPN-STAR spokesperson. 

Most importantly, advertisers 
are buying into this phenomenon. 
*We have already struck a three- 
year deal with Nike for Barclays 
Premier League, and think that it is 
a long-term strategic leverage that 
will stand out," says Sundar 
Raman, MD, Mindshare, GroupM’s 
media investment company. Most 
media heads say that some games 
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Kick-off time: Not just cricket, football is now a big draw for brands 


have begun to get average TRPs of 
1, which is what non-India cricket 
matches typically get. “We have 
observed growth in viewership; 
the FIFA World Cup last year is 
one of the glowing examples. 
These new platforms provide in- 
teresting investment opportunities 
for marketers and advertisers," 
says L.V. Krishnan, CEO, TAM 
Media Research. 

Of interest is also the quality of 
audience that is so relevant to 
brand custodians. *Lifestyle brands 
are riding this trend. Also, we no- 
tice that the trend of young people, 
especially male young adults, get- 
ting together to watch games either 
at home or at pubs is catching on," 
says Mahesh Ranka, General 
Manager (India), Relay Worldwide, 
which is the sports practice of 
Starcom MediaVest Group. 

Game trackers say that cricket 


accounts for 80-85 per cent of the 
Rs 1,200-crore sports advertising 
and marketing spend. “Soccer eas- 
ily vies for the second spot in tele- 
vised sports in India," says Ranka. 
This is because tennis, its rival, 
typically has selected events, that 
are not sold as aggressively as soc- 
cer. The average rates for soccer 
hover in the region of Rs 5,000 
per 10 seconds and the inventory 
usually gets sold within a short 
span of time. Companies such as 
Motorola, Philips, Wrigley's, Parle 
Agro, Hindustan Unilever, Sony 
India, Reliance Capital, rrc, Airtel, 
Idea, Hutch, Hero Honda and 
Maruti, among others, are associ- 
ating their brands with soccer. So, 
this is as good a time as any to ag- 
gressively market soccer and bridge 
the yawning chasm between cricket 
and other sports. 

SHAMNI PANDE 





Presenting an agile 
that you Nave to se 


Мм 
Conventional enterprise solutions are 
about as flexible as hippos. So they 
are not likely to bend or stretch to 
meet your business needs. 


But Ramco has changed ail that with 
a radically different approach to 
enterprise solutions. It's a process- 
driven solution that offers agility, 
flexibility, change on demand and the 
lowest possible migration time. 


This global-class enterprise solution 
can provide complete and continuous 
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; With operations in india, USA, Germany, UK, Switzerland, Malaysia, Singapore, South Africa and UAE. 
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enterprise sol 


to believe. 


alignment of business processes and 
applications. It is also technology 
independent and does not tie you 
down to any single platform. 
Moreover, it can also work seamlessly 
with your existing platform. | 


What this means is that you call the 
shots on technology, timing, costs 
and upgrades. But you will never 
believe all this until you see it. 
Please call +91 44 2220 4327, 
e-mail info@rsi.ramco.com 

or visit www.ramco.com 
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IT Companies Target SMEs in Smaller Centres * 


T COMPANIES HAVE IDENTIFIED A 
I new growth opportunity—non- 
metro India. According to a re- 
port by rr marketing and consulting 
firm Channel Technologies, mar- 
keting spends in tier-II and tier- 
III cities by infotech companies 
have risen 100 per cent over the 
last two years. 

There is a vast untapped reser- 
voir of small and medium enter- 
prises (SMEs) in the non-metro cities 
on the lookout for cost-effective IT 
solutions, which can be imple- 
mented quickly. Marketers are ex- 
ploring the vast untapped potential 
in these towns and cities for IT 
hardware, software, security, stor- 
age, networking, messaging, cen- 
tralised applications, and spam 
control by organising or taking 
part in events like exhibitions and 
presentations, roadshows, semi- 
nars and interactive meetings. 

Early this year, as part of its 
Vision 2010 plan, SAP India an- 
nounced plans of tapping the 
enormous potential in the SME ERP 
market in India. $АР India's objec- 





IT Focus: Now, small is beautiful 


tive is to increase its Indian cus- 
tomer base to 15,000 by 2010, 80 
per cent of which will come from 
the SME segment. 

To extend its SME reach across 
India, Cisco has recently identi- 
fied 16 tier-II and tier-III cities. 
“Cisco’s growing focus is on SMEs, 
which form the fastest growing 
market segment in India. Our 
commercial vertical in India, com- 
prising SMEs and mid-market com- 
panies, is growing at over 50 per 
cent year on year," says Pramodh 


Menon, Senior Vice President, 
Commercial, Cisco India & sAARC. 
According to estimates, the SME 

_ segment is growing at the rate of 
12 per cent CAGR in India; this is 
expected to rise to 27-30 per cent 
by 2010. “We notice a clear shift in 
the geographical skew of our rev- 
enues. Till 2005-06, metros con- 
tributed almost 70 per cent of our 
revenues; this dropped to 50 per 
cent in 2006-07; and this year we 
expect the non-metro share to be 
even higher," says Ajay 
Manachanda, Director, Channel 
Technologies. For IBM India also, 
the SMB (small and medium busi- 
ness) Division is its fastest growing 
unit and contributes nearly 20 per 
cent of the company’s total rev- 
enue worldwide. “A majority of 
the estimated 7.5 million SMEs op- 
erate out of tier-II and tier-III mar- 
kets in India and this is an oppor- 
tunity no vendor can ignore," says 
Ramesh Narasimhan, Director, 
GSMB (Global Small & Medium 
Business), IBM India and South Asia. 
PALLAVI SRIVASTAVA 


nee eel 
Higher ADR Prices Open Up Arbitrage Opportunity 
FOREIGN PREMIUM . 


A majority of Indian scrips listed on NASDAQ and 
NYSE trade at premiums to their Indian prices. 


T COMPANIES MAY BE LOSING SLEEP OVER THE APPRECIATION OF THE 
к but they must be happy to see their stocks enjoying premi- 
ums compared to their prices on BSE and NSE. Says Amit Rathi, мр, 
Anand Rathi Securities: “The stocks in the overseas market trade at 


COMPANY ADR PRICE — PREMIUM/ 
a premium because more liquidity chases fewer shares on the (INS) ^ DISCOUNT" 
overseas bourses." Of the 10 American Depository Receipts (ADRs) Wipro 13.53 19.27 
listed on the Nasdaq or NYSE, eight were trading at a premium in the Satyam Computer 25.03 10.8 
range of 0.6-19.3 per cent. With two-way fungibility allowed, investors Patni Computer 19.9 6.99 
can make money by buying shares in one exchange and selling in an- Tata Motors 16.51 2.98 
other. However, there are timing and currency risks associated with Dr Reddy's Labs 15.51 2.19 
such transactions. Conversion of shares to ADRS or vice versa takes a MTNL 6.65 1.91 
minimum of five working days and if either the share price or the ru- VSNL 18.87 1.05 
pee-dollar value swings wildly, the investor can make windfall prof- Infosys Technologies 4668 0.59 е 
its or suffer huge losses. Says Rathi: “Therefore, we don’t see con- HDFC Bank 79.56 -0.26 
version happening when the local shares are trading at a discount.” ICICI Bank 39.44 -1.97 

MAHESH NAYAK ^AsonAugust 15,07  *in% 
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INCREASE PRODUCTIVITY 


“EXCELLENT CALL monrroRmInG & ү 7 
_ MANAGEMENT SOLUTION " EN WEB INTERFACE 





Introducing the latest Panasonic PBX software for business communications. Phone Assistant Pro is the ultimate 
solution in perfecting business communication and increasing productivity at every level. Its advanced features 
directly benefit Users, Supervisors and Administrators. Install today and experience the dynamic advantages 
of Phone Assistant Pro. 


Innovative Functions 
e Call Handling * Web-based Management 
e Advanced Call Management • Soft Phone Function 
* Phone Status Monitoring . Outlook Toolbar 
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0777276] сет5е5 


Every IP-PBX purchased from now 
to 31 Oct '07 will earn you up to 
10 Phone Assistant Express Licenses. 
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Please check with authorised dealers for details of Phone Assistant Express License 


Panasonic Asia Pacific Pte Ltd 
Tel: 022-40032300/301 | Email: a.dhole@npi.panasonic.co.in | Website: www.panasonic.com.sg/pbx 
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Sporty luxury. No longer a contradiction. 
The Audi A4 Limited Edition. 


The Audi A4, a symbol of quality, sophistication and luxury is even more 
desirable now in a Limited Edition. S line, Audi's exclusive symbol of 
supreme sportiness is standard on the Audi A4 Limited Edition. With- 
Audi's distinctive single frame grill, front spoiler, integrated boot spoile 
and S line badging. This Limited Edition also includes an exclusive Bose 
Sound System and Alcantara” leather seats. The highly exclusive A4 
Limited Edition provides a total package that is both luxurious and 


snorty without comoromising comfort 
| 





Sleep easy all 


the way to Toronto. 


Yemière 


Starting September 5, Jet Airways flies from New Delhi and Mumbai to Toronto via Brussels. 





Starting September 5, fly five times a week from New Delhi & Mumbai to Toronto via Brussels on one of Asia's finest 
airlines. Our all-new Premiére cabin features revolutionary seats, which give you more space to work, relax or sleep 
What's more, the unique ‘herringbone’ seat configuration provides easy aisle access for all passengers. When you're 
ready, savour the delights of restaurant dining onboard. Peruse our new menu, whilst sipping Dom Pérignon 
champagne. Feeling peckish? Help yourself to a snack from our bar. Or make time fly with on-demand in-flight 
entertainment on your huge 15.4-inch screen. Enroll into our award-winning JetPrivilege program and accrue JPMiles 

^ when flying with Jet Airways or any of our 10 frequent flyer program airline partners*. Now, how's that for a change? 
For details, call 3989 33 33 or 1800 22 55 22" or your travel agent or visit www.jetairways.com 


JET AIRWAYS @ 





*Earn and redeem JPMiles with our frequent flyer airline partners: Lufthansa, KLM, Air France, SWISS, Austrian, Northwest, South African Airways, Gulf Air, Thal, Qantas. And redeem JPMiles with British Airways 
*MTNL & BSNL subscribers only. 
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Privately-placed Debt Funds Gaining Traction 


RIVATELY-PLACED DEBT FUNDS 
P gaining in popularity. In 
the first three months of the cur- 
rent financial year, India Inc. mo- 
bilised Rs 23,252 crore through 
the private placements of bonds, a 
23 per cent increase over the Rs 
18,851 crore it had raised in the 
corresponding period last year, ac- 
cording to data compiled by Prime 
Database. Interestingly, though the 
amount raised was large, this trend 
wasn't very widespread; only 36 
companies and institutions 
accounted for the entire 
mobilisation. 

Of this, the private sector ac- 
counted for about 20 per cent; it 
raised Rs 4,598 crore during the 
April-June quarter, compared to 
Rs 2,483 crore in the same period 
last year. The balance Rs 18,639 
crore was mopped up by central 
public sector financial institutions 
and banks, a 15 per cent increase 
over the previous corresponding 
figure of Rs 16,241 crore. 
Incidentally, the share of money 
raised by the latter fell from 86 
per cent in the first quarter of 
2006-07 to 80 per cent during the 
period under review. Only deals 
with tenors of more than one year 
were considered for the report. 


Stellar Show 


NDIA HAS MOVED UP TWO NOTCHES AND IS NOW THE. FIFTH-LARGEST PRODUCER OF STEEL 
[in the world. The Union Ministry of Steel recently revised figures that put crude steel 
output for 2006 at 49.45 million tonne, against 44 million tonne reported earlier. This 
figure, validated by the International Iron and Steel Institute (15), is 10 per cent higher 
than the ouput of 45 million tonne in 2005. India is now placed above South 
Korea (48.4 million tonne) and Germany (47.2 million tonne), according to ms! fig- 
ures. Moreover, the industry is seen growing from strength to strength. Says Moosa 
Raza, President, Indian Steel Alliance, an association of Indian steel producers: “If we 
take into account the expansion plans of major Indian producers, then, in another five 


Rising Graph 


Private placement of debt has increased 


23,252.15 


over the years. 







18,851.16 
16,221.26 


Ill Amount raised in Rs crore Ml %change 
EE No. of issues All figures for April-June quarter 
Source: Prime Database 


Says Prithvi Haldea, Managing 
Director, Prime Database: “State- 
level undertakings, which raised 
Rs 50 crore through this route last 
year, did not mobilise any money 
this year, while state-level finan- 
cial institutions recorded an 81 per 
cent fall in mobilisations to 
Rs 15 crore.” 

Among companies and institu- 
tions, NABARD raised the highest 
amount through the private place- 
ment route (Rs 5,370 crore), fol- 
lowed by HDFC (Rs 2,600 crore), SBI 
(Rs 2,523 crore), PFC (Rs 1,320 
crore), IRFC (Rs 1,190 crore), Citi 
Financial (Rs 1,095 crore) and 
PGCIL (Rs 1,065 crore). The finan- 
cial services sector continued to 
dominate, raising Rs 21,962 crore 


years the total capacity will increase to 80 million tonne.” 
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RISHI JOSHI 





or 95 per cent of the total amount, 
compared to around 90 per cent in 
the first quarter of the previous fi- 
nancial year. The power sector ac- 
counted for the balance 5 per cent 
(and the PowerGrid Corporation 
of India alone accounted for the 
entire amount) 

Of late, market regulator 
Securities and Exchange Board of 
India has been calling for compul- 
sory listing of privately-placed debt 
issues, which are defined as cor- 
porate bonds issued to no more 
than 50 investors, in order to bring 
in more transparency and facili- 
tate trading in such instruments. 
Privately-placed debt issues are at 
present not subject to any disclo- 
sure norms. This naturally makes it 
easier for the issuer as it does not 
have to adhere to any compliance 
issues. However, starting January 
this year, SEBI has made it manda- 
tory for issuers to report even pri- 
vately-placed debt issues to stock 
exchanges. A debt issue becomes 
public once the number of investors 
crosses 50; investors can, then, 
trade in these securites. Issuers also 
have to comply with strict disclo- 
sure and other guidelines governing 
such issues. 

MANU KAUSHIK 


1. China: 422.7 mt 

2. Japan: 116.2 mt 

3. United States: 98.6 mi 

4. Russia: 70.8 mt 
India: 49.45 mt 





. Таке off to Toronto 
5 times a week. 





Starting September 5, we will fly you from Mumbai and New Delhi to Toronto via Brussels. Once onboard, fly in the 
luxury of our redesigned Premiére that has a lie-flat bed, for more space when you work, relax or sleep. Or sit back and 
relax in the revolutionary seats in Economy, designed to offer added space, reduce pressure on your body and give you 
more support. Ensuring you arrive fresh. So the next time you want to fly to Toronto or Brussels, welcome aboard one 
of Asia's finest airlines and change the way you fly. For details call 1800 22 55 22* or 3989 3333, visit your travel agent 
or visit www.jetairways.com 


Depart DEL 0245 Arrive BRU 0800 | Depart MUM 0210 Arrive BRU 0740 
Depart BRU 0955 Arrive TOR 1215 | Depart BRU 0955 Arrive TOR 1215 


JET AIRWAYS 





Fly our all-new Boeing 777-300ER from Mumbai to Brussels and on the Airbus 330-200 from New Delhi to Toronto via Brussels 
All timings mentioned are in local time. "MTNL and BSNL subsribers only не 
МАСЗААТСН) 0407260 


bt trends 


SHINOD AP 






















Reforms, Patriotism 
are in, Politics is out 


At 60, India is young and raring to go. Independence and patriotism 
have taken on new meanings. The political dinosaurs may be raving 
and ranting about economic reforms and liberalisation, but they're 
obviously out of touch with India’s GeNext—an ACNielsen survey on 
‘how people perceived India’s growth’ found that 63 per cent of Indian 
youth feel that globalisation has been extremely beneficial. 


Areas where India has X 
progressed the least 
Politics 

Poverty Eradication 

Law & Order 

Social Equality 

Infrastructure & Transportation 
Environment 

Equality of Women 

Education 

Sports 

Health 

Defence 

Quality of Life/Standard of Living 


Areas where India 
needs to improve to 
become a developed 
9 country 


3 Poverty Eradication 65 
Infrastructure and Transportation 64 
Law & Order 


Spiritualism & Religion Education 62 
Human Rights 6 Science & Tech 
Tourism Business & Commerce 
Business & Commerce 
Arts, Culture, Politics 4 


Entertainment Health 


Quality of Life/ Standard of Living 





Human Rights 


Sample size: 380 (79 per cent men, 21 per cent women) Figures are in per cent Source: ACNielsen India 
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Kidwai Targets $1 Billion in Profits 


N AN ECONOMY GROWING AT A BLIS- 
| e pace, CEOs need to be con- 
stantly on their toes. It seems to be 
the same for HsBc’s Group General 
Manager and Country Head, India, 
Naina Lal Kidwai. She is clear that 
while HsBC has gained in recent 
years from overall economic buoy- 
ancy, it has to grow faster. "India is 
a rising tide which lifts all boats," 
says Kidwai, echoing global senti- 
ment about India. HsBc’s Indian op- 
erations reported a 64 per cent rise 
in net profits for year ended March 
2007 to Rs 846 crore; now, she's 
setting the bar much higher. The 
bank is targeting a $1 billion (Rs 
4,100 crore) in pre-tax profits in 
India within the next five years. 
*With a growth rate of at least 30 
per cent (a year), we should be 
there quite quickly," she adds. 

But for that, India has to deliver. 
Kidwai is not too worried about 
this. “Overall, GDP growth is very 
strong. I don't think that is going 


away. If we start with that premise, 
then the rest of it is really about 
tweaking the margins," says Kidwai. 

Though she concedes that the 
rising rupee and the other escalating 
costs such as salaries have the po- 
tential to derail the India story, she 
still feels it is not just about costs. 
“Yes, gaps are narrowing. So we 
will go wherever there are cheaper 
labour markets, but can you really 
get the same volume that you get in 
India anywhere else?” 

Hence, Kidwai’s message to her 
colleagues is simple: “It is not 
enough to just grow because every- 
body grows; it is important to grow 
more than everyone else. We have 
to keep garnering market share.” 

Organic growth is the only op- 
tion available to foreign banks at 
least till 2009 when there could be 
a regulatory review of the present 
norms which restrict their inorganic 
growth in India. But then, Kidwai 
points out that HSBC has not exer- 


Computers Get Cool 


ITH STROBE LIGHTS, CONFETTI 
X and a drum roll, the event to 
launch Oomph@upP was more like 
a movie awards night than the 
launch of a new range of comput- 
ers. This was the tech giant's move 
to try and take the pc out of the 
corner of the bedroom and posi- 
tion it as a lifestyle product. 

PC sales are expected to hit 8 
million units this year, according to 
hardware industry apex body Marr, 
and computer makers are look- 
ing for newer ways to expand the 
market. *We want to position the 
computer as a lifestyle product 
and not just as a functional one," 
says Rajiev Grover, Head, 
Consumer Products, HP India. 

Sony, on its part, has expanded 
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its notebook range to half a dozen 
brilliant colours to try to position 
it as an extension of a user’s im- 
age. “The Vaio takes personal 
style beyond the boundaries of 
clothing and accessories, adding 
a technology element to the mix,” 


PAWAR 


DEEEPAK G 


It's a style statement: HP's new PC 


AMIT KUMAR 








HSBC's Kidwai: Banking on growth 


cised the inorganic option in the 
asset management business, where 

there are no such restrictions. 
With the India story remaining 
strong, competition naturally is hot- 
ting up, not just from local banks, 
but also from HSBC's global peers. 
HSBC is taking nimble steps in areas 
such as commercial banking, con- 

sumer finance and insurance. 
SHALINI 5. DAGAR 


says Masaru Tamagawa, MD, Sony 
India. Similarly, Acer India has 
launched the Bright Red Ferrari- 
branded laptop among a slew 
of other products to try to sell 
its computers as a lifestyle product 
and even roped in Bollywood ac- 
tor Hrithik Roshan to promote 
them. It’s not just MNCs who 
are jumping onto the lifestyle 
bandwagon; Vu Technologies, 
a spin-off from Zenith Comp- 
uters, has launched a series of 
displays, not just like conven- 
tional flat computer screens but in 
several shapes and sizes to try 
and promote a digital lifestyle 
experience, says the company’s 
founder Devita Saraf. 

RAHUL SACHITANAND 
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TOP OF MIND 





NOKIA 
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What does it do? Shoppers looking for a particular 
product in any locality can send an SMS to a 
number which will then throw up the best three or 
four deals available in the area. For example, if a 
person is looking for the best deals on shoes in the 
Colaba locality of Mumbai, all he has to do is 
type "deal shoes colaba" to 6767777. That will 
throw up the three top places in Colaba to shop and 
provide details of the deal. 


What's the business model? The shopper just 
pays the normal tariff for the SMS. But the shops 
that are advertised have to pay Mkhoj for each 
enquiry that throws their name up. 

How many shops are covered as a part of the mkhoj network? Currently, there 
are 15,000 retailers who are part of Mkhoj, including 25 organised chains. 
Examples: Inorbit, Subhiksha, Café Coffee Day, McDonald's, Lakme, Tata Sky 
and Provogue, among many others. 





Where is the service available? Currently, the service is available only in 
Mumbai but Mkhoj plans to extend the service to other metros and 
tier-II cities over the next year. 


T.V. MAHALINGAM 
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ECONOMY 


STATUS. "Rs 23,545 crore in 
2006-07. 
Rising Popularity 


23,545 
21,275 


15,881 
13,804 


Å LLL ЕЕЕ ee 
2003-04 2004-05 2005-06 2006-07 


Life Insurance Premium 
All data pertains to first- year premium 
Figures in Rs crore Source: IRDA 


IMPACT: Life insurance premiums are on 
the rise mainly due to the popularity of 
ULIPs. This has coincided with the 
buoyancy in the stock market. The 
real test of ULIPs will come if there is 
a prolonged bear phase in the market. 


STATUS: $72 per barrel on August 17 , 
2007. 


Worrying trend 





59.1 





Mar. '07 April 07 May'07 june 07 July '07 Aug 07 

E Average Dubai crude oil prices 

Figures in US$ per barrel Source: IMF & World Bank 
* Average price till Aug. 16,'07 


IMPACT: Crude oil prices are moving up 
again. This may fuel inflationary pres- 
sures across the globe. This is one of 
the reasons why RBI has not signalled 
a softening of interest rates. 
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Bose® Wave® Music System 











Say goodbye to complicated equipment and wires. 





Say Hello to acclaimed Bose® Sound. card-style remote lets you contro! the functions. Six FM 
No tangle of wires. Plug it in, then press play on the and six AM presets allow you to choose your favorite 
remote and your room fills with the lifelike sound you might radio station with the touch of a button. 
expect from much larger and more expensive component Optional Multi CD 
stereos. With the Wave® Music System, only music fills Changer : Our optional 
your home. It takes up less space than a single speaker Multi-CD Changer lets 
in many conventional systems. you enjoy your music for 
Everything you need to enjoy music is inside: hours on end. Slip one 
Amplifiers, equalizers, speakers, CD/MP3 CD player and CD into the Wave® Music 
radio tuner. It's all engineered to work seamlessly together System and upto three more into the changer, and enjoy 
and be simple to set up and use. The small, credit hours of uninterrupted music - with lifelike sound. 





Better sound through research" Visit us at www.boseindia.com 
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P-WATCH 


A bird’s eye view of what’s hot and what’s 
not on the government's policy radar 





A DOLLOP FOR MANUFACTURING? 


HE GOVERNMENT IS GOING ALL 
Ta to woo investments in the 
manufacturing business. First, it was 
a policy to promote petroleum and 
petrochemical units by creating 
Petroleum, Chemicals and 
Petrochemicals Investment Regions 
(PCPIRs). Now, it is planning to 
extend it to the entire manufactur- 
ing sector, by setting up mega manu- 
facturing hubs. Manufacturing 
Investment Regions (MIRs), as they 
will be called, will be specifically 
designated zones over an area of 
250 square km each for domestic 
and export-led production along 





Lift off: More jobs on the anvil 


Just as in the case of the SEZs, 
the policy envisages that the hubs 
or zones will be built and managed 
by a developer or a group of devel- 
opers, while external linkages will 
be provided by the Centre and the 
state government concerned. 

The government is looking to 
get the concept cleared by the 
Cabinet at the earliest so that it can 
be clubbed with the Delhi-Mumbai 
industrial corridor, work on which 
is expected to commence in 2008. 
But with the PCPIRs not making 
waves as projected and the SEZs still 
stuck because of the land allotment 


dY 


with associated services and infrastructure. The gov- 
ernment plans to ensure a minimum processing area 


disputes, the idea as of now might just be another 
mega announcement. 


about 40 per cent of the total designated area. 


P-NOTES FACE DEMISE 


N A BID TO DISCOURAGE THE USE OF PARTICIPATORY 
Notes (P-Notes) and, in turn, bring about greater 
transparency in the capital markets, SEBI and the 
government have decided to permit foreign individ- 


uals, companies and 
EASY ENTRY TO MARKET 


other investors such 
m SEBI set to grant FII tag to foreign 


as hedge funds to 
m x register directly as 
individuals, corporates and hedge 

funds 


Foreign Institutional 
Investors. A signifi- 
cant proportion of 
portfolio inflows 
into the country have 
been through the P- 
Note route. How- 
ever, regulatory bodies like SEBI and RBI have been 
concerned about the misuse of the instrument—it is 
felt that many overseas investors use this route to 
conceal their identities. This proposed move could 
face opposition from the RBI as it is already finding 
it difficult to manage the significant capital flows 
into the country. 


m Move an attempt to discourage 
use of P-Notes 


m Proposal could face opposition 
from RBI 


RISHI JOSHI 
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AMIT MUKHERJEE 


AIRWAVES GET STUCK 


N A NEW TWIST TO THE ONGOING 
| controversy over allocation of 
spectrum, Union Telecom 
Minister A. Raja has returned all 
16 applications for spectrum 
allocation, both from existing and 
new players, deciding, instead, that several commit- 
tees will be set up to look into issues raised by both 
the GSM and CDMA camps. This comes in the wake 
of the CDMA lobby objecting to the GSM lobby’s 
demand for more spectrum on the grounds of sub- 
scriber benchmarks. 

The CDMA players, in fact, allege that the GSM 
operators have already been allocated more spec- 
trum than they need and have demanded a probe 
into it. Meanwhile, following a division within its 
own ranks, the Telecom Regulatory Authority of 
India (TRAI) has delayed its proposed recommenda- 
tions on the capping of telecom service providers and 
other licensing regulations, citing the “complexity” of 
the issues involved. 
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Outsource your company car fleet. 


Outsource your company car fleet to the experts. 

LeasePlan is your single-point contact in car fleet Gain the many advantages of Operational Leasing 
management. From vehicle acquisition, operational Outsource your cars to the experts 

leasing, financing, maintenance, insurance & accident 5 " 

management to even resale. Leaving you free to Benefit from higher productivity and efficiency 
concentrate on your core business. You also benefit from Enjoy a single-point contact for all mobility needs 
getting your vehicles off your balance sheet, slash Be assured of accurate budgeting 

administrative hassles, minimise fleet downtime and Take advantage of customised solutions 

increase employee productivity. So entrust your fleet to rental services 
India's market leader in Optio entia vct ee ae 


LeasePlan India Limited 


Tel.: + 91 (124) 280 6161. lpininfo@leaseplan.co.in 
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P-WATCH COLUMN The why, what and how-to of policy making. ^ 


TALE BEARER 


SECURE POWER 


SECURITY AND DIPLOMACY CAN GO 
together. In a recent meeting 
attended by Foreign Secretary 
S.S. Menon, it was decided that 
a 4 MW public sector power 
project in Arunachal Pradesh 
will not buy Chinese turbines. To 





defuse any potential diplomatic 
fallout, it was also decided that 
no reasons will be given for 
turning down the Chinese bid. 
Ironically, the rest of the country 
seems to be taking to Chinese 
turbines very well—close to 
8,000 MW of power genera- 
tion capacity is currently under 
construction. Its worth: $8 bil- 
lion (Rs 32,800 crore). 

BC 


5-STAR HOTEL? 


THAT SEZ APPROVALS HAVE AN 
element of negotiation between 
the govemment and the promoter 
is known. For example, Reliance 
Industries was asked to recon- 
figure its SEZ near Mumbai. 
However, negotiations can get 
far more trite than that. Take the 
case of pharma major Wockhardt, 
which is setting up an SEZ in 
Maharashtra. In a recent meeting 
with G.K Pillai, Commerce 
Secretary, a 5-star hotel was pro- 
posed to ‘accommodate guests’ 
from overseas. Pillai told them to 
settle for a guest house. 

BC 
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LOOSEN UP, RBI 


ANDLING SUCCESS IS SOMETIMES MORE DIFFICULT THAN HANDLING 

failure. The same holds true for economic growth as well. This 

predicament has now visited the government more than ever 
before, as the latest statistics indicate that the Gross Domestic Product (GDP) 
growth during 2006-07 could well kiss the double digit mark. Currently, 
the estimate stands at 9.4 per cent. 

The question then is: what does it take to sustain this growth trend? 

News reports indicate that the growth nudge is coming from the best as 
well as the worst performers—manufacturing and agriculture. This is heart- 
ening, since both sectors now enjoy the attention of policy makers in the 
Capital —measures are afoot to create manufacturing hubs across the coun- 
try anda policy to kickstart a second Green Revolution is also on the anvil. 

While the real sector issues are being addressed proactively, is the mone- 
tary policy geared for this growth trajectory? Not entirely. 

Here’s why: the central bank’s conservative approach towards the finan- 
cial markets could well now turn out to be restrictive. Consider a key preoc- 
cupation: control of money supply in the financial system. 

Money supply growth has stoked inflation, since produc- 
tion is not keeping pace with demand. However, it has 
successfully tamed inflation, measured as a function 
of the wholesale price index. A few months ago, it 
was hovering around 6 per cent. Today, it is 
tamed, below the 4.5 per cent mark. Good for the 
consumer. But what about the industry that 
requires competitively priced funds? 

RBI’s money supply outlook for the year 
allows for a 17 per cent growth, while supply 
growth is well over 21 per cent. Interest rates, how- 
ever, have been on the rise, compounded by the gov- 
ernment's move (on RBI’s advice) to curb the domestic 
industry's overseas borrowing programme. 

On the other hand, there is no denying that growth in the manufacturing 
sector is beginning to have its salutary effect—as assets are being created, n 
production is better coping with demand, and to that extent calming the 
inflationary fires. Moreover, the quality of foreign capital flows into the 
country could well be better this year from the point of view of inflation 
management. Last year, a sizeable part of the FDI inflow was towards M&A 
activity and not for setting up of manufacturing facilities—to this extent, it 
increased money supply in the financial system. That happened because the 
domestic promoters cashed out and parked a good part of their money in 
the domestic banking system rather than in creating new assets. 

In this backdrop, should RBI not loosen its grip on the money supply and 
raise its outlook? It is a fact that as we economically integrate with the 
world, distortions in other economies will manifest in a viral manner. We 
felt the recent ripples of the subprime mortgage fiasco in the us involving 
under-priced risky mortgage assets. However, that is no reason for diffi- 
dence as long as manufacturing and agriculture, the two pillars of India's 
growth story, keep chugging along nicely. 
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NEWS NUMBERS OF NOTE 


MALVINDER MOHAN SINGH 8 per cent: The proportion of mobile phone 
subscribers in India with more than one handset 


90. 53. Delhi's tele-density per 100 people 
in June 2007, the highest in India. Chennai 
(81.63) and Mumbai (68.13) are in second 
and third places, respectively 


Rs1 0,0 12 crore: Service tax collected in the 
first quarter of the current financial year, a jump of 
37.9 per cent over the same period last year 


Rs 6 1 ,500 crore: Total size of the domestic 
FMCG market 





RAJKUMAR 


Malvinder Mohan Singh: Going for growth 
| $54.6 billion (Rs 2,23,860 crore): Outbound 
Е ОУЕН BICK FROM, THE WILDER" M&As by BRIC nations in the first half of 2007, 


ness into the woods but is still to hit a clearing." ^ compared to $15.8-billion (Rs 64,780 crore) out- 
That is what an analyst said about Ranbaxy MD апй ^ bound M&As by BRIC nations in the corresponding 
CEO Malvinder Mohan Singh recently. The statement period of 2006 
may need some re-phrasing now that the US Patent 
and Trademark Office has rejected Pfizers applica $58 billion (Rs 2,37,800 crore): Projected value 
tion to re-issue a patent for its largest selling cho- of Indian electronic goods production by 2010 
lesterol-lowering drug Lipitor, thus, offering Ranbaxy 
pir are amy Teeth Mach a emn. 90.36 billion (Rs 26,076 crore): Foreign direct 
ahead ОГОЛЕ Bit Pater has the At of filing investment that India got from Mauritius in 2006-07. 
ar appeal SERIE tas in HERR ek те The UK, with $1.87 billion (Rs 7,667 crore), and the 
CORE e А ab psa pre US with $856 million (Rs 3,509.6 crore) follow in 
; So, It may early to celebrate. second and third positions, respectively 
Ranbaxy, which is already among the world's top 
uda eR crises mp > 1 6: The total number of Indian companies listed in 
of $5 billion (iste e uie to $1.3 bil- the US. The total market cap of these companies is 
i 900 crore), compared i $120 billion (Rs 4,92,000 crore) 
on (Rs 6,065 crore) for the year ended December 
REM e iei ic died it Rs1 0,000 crore: The amount GSM operators 
year and has already become a major thom in the have to pay to the government over the next three 
flesh: of Eurot ? years as spectrum usage charges 
ropean and US drug companies. The 
western media him; the Guardian once called 
Ranbaw an Indian specialist in "copia $643 billion (Rs 26,36,300 crore): The size of 
But Singh, who has gone on record saying that all he the global pharmaceuticals market 
is concerned with is delivering value to his stake- 
holders, is not bothered. Ranbaxy posted a robust 12 per cent: The growth in the Indian general 
growth of about 118 per cent in consolidated net profit — insurance industry during the first quarter of 2007-08 
to Rs 266 crore in the quarter ended June 2007. 
Excluding the impact of forex gains, it still works out 2. 1 million:The number of people employed by the 
to Rs 160 crore. This is against Rs 122 crore in the ^ Indian retail sector 


corresponding quarter of the previous year (quarter 
ended June 30, 2006). But watch out for some ^ $5411 billion (Rs 1,68,100 crore):The 
nice surprise manoeuvre from the young CEO. amount Americans spend on their pets 





E. KUMAR SHARMA annually, according to Packaged 
Facts, a US consumer research 
company 
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Dieselo ool 


The latest generation of diesel technology from 
companies such as German automotive systems 
company Bosch has made cars powered by 








How Diesel Has Changed 

Next generation diesel engines, particulari 
Common Rail Injection engines, use engine 
power to put the diesel under tremendous 
pressure before it enters the combustion 
chamber. In the latest engines, this is ofta 














































g this hitherto undesirable fuel into How Diesel 2,000 pounds per square inch. The latest 
performance machines. It has also Engines Work injectors from Bosch use 
à : f small piezo-electric ` 
(n small diesel engines Unlike petrol engines, which crystals to direct the... 
i i ‘ ' di require a spark to ignite the inei 
possible. Will these ‘small’ diesel eh nir indes ан „жый - 8 
engines make it to high compression ratios. maximum efficiency. 
some of the new onl purae ud This means that the 
‘small cars it enters the combustion v ae 





| : 
chamber. However, this does Miri s 


not mean that the fuel burns 
completely, which is why you 
are used to the black smoke 
from old diesel engines. 


In India, next generation diesel 
technology has come into vehicles such 
as the Maruti Swift DDiS, which uses 
Bosch technology. Later this year, the 
Hyundai Getz and next year, the new 
vehicles from Fiat and Tata will also 
incorporate this technology. 


the wage gap between the West and the T s Closing, albeit slowly 


The Offshore Wage Gap Cost savings achieved by financial institutions 2003-2006 


the institutions 
over 40% savings 


Average 32° 


2003 2004 2005 


_ Western Europe and the US mam India and China » Upper quartile mmm Lower quartile mam Mid point 


Source: Deloitte & Touche GFSI Group's 4th Annual Global Finance Services Offshoring Benchmark, 2006 


What this means for you? 

The latest diesel technology is giving petrol a 
run for its money where many thought petrol 
could not be matched—pertormance. For the 
last two years, Audi has won the prestigious Le 
Mans 24-hour race using a R10 racer with a 
diesel engine. The same technology has gone 
into Audi’s Q7 SUV which has 550 horsepower 
and a 0-100 kmph time of 5.5 seconds. 
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“Its water off a duck’s back to me. 
I don’t know if Pm #20, or #2,000. 
It just doesn’t matter” 


Mexican telecom billionaire, who is worth $59 billion, o 





overtaking Microsoft founder Bill Gates (net worth $56 billion) as th 
world’s wealthiest man, to agencies 


“The traditional image of the private banker 
has altered as the business has undergone a 
transformation. Lunching, dining or playing 
golf with clients may still matter. But they 
are no longer enough to meet our 
customers’ needs” 


Head of Human Resources for Private Banking 


Credit Suisse, in FT.com 


“Work with really smart people, communicate 
your expectations clearly, empower them and 
pay top dollar for results” 

Founder and CEO, Info Edge, on bis business 
mantra, in The Hindustan Times 


“Deposits, deposits, and more deposits. That's 
my mantra. For, you first need money in your 
purse before thinking of financial planning" 


t. Chairman, SBI, in Business Standard 


“India is like an elephant: it’s trudging into the 
future slowly and steadily, sometimes taking 
detours along the way, but it will get there. 
China is flying fast and furious, but it scares us 
sometimes. That's why I call China the dragon." 


Hong Kong-based correspondent for Fortune and 
autbor of The Elephant and tbe Dragon: tbe Rise of India and China 
and What it Means for All of Us, in Mint 


“We are so big we cannot hide anymore" 

Chairman and President of Hon Hai Precision Industry 
Co., the world's biggest contract manufacturer of electronics, in 
The Wall Street Journal 


“It is ironic, indeed, for the Bancroft family to 
have to pay 30 shekels of silver to their 
investment bankers, and 30 shekels of gold to 
their corporate lawyers for scaring some of 
them into betraying their own 105-year family 
loyalty to Dow Jones's independence" 


whose family controls 7 per cent of Dow Jones’ 





voting power, talking about the fees paid by the Bancrofts, in 


The Wall Street Journal 
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EMERGED: As India’s most reputed HIRED: By Indian carriers, 590 pilots 

companies, Infosys from abroad. This constitutes 13 per AAJ TAK EXPAN DS 
Technologies and TCS, cent of the total number of commercial 
in the Corporate pilots in the country. Air Deccan, with 
Reputation Index of 131, has the highest number of for- 
global consultancy firm eign pilots. Jet Airways has 117, 
TNS. Tata Motors, while Air India and its low-fare unit, Air 
Tata Steel and Hindustan Unilever India Express, employ 94. 
have tied for the second place. A total 
of 70 companies across various sec- INCLUDED: By Standard & Poor's, 
tors were selected for the study con- the world's leading index provider, 
ducted in the last quarter of 2006-07. Mahindra Gesco on its Shariah-com- 

pliant index. The S&P Citigroup Global 

TREBLED: To $11.4 billion, FDI Property Shariah Index comprises 





ene - ш о ee 





inflows into India іп the first six listed property companies from de- TV Today's G Krishnan (second from 
months of 2007, compared to in- veloped and emerging markets and in- right) with MAX MIX partners 
flows of $3.6 billion in the same pe- cludes 130 companies from 26 coun- 
riod last year, a growth of 218 per tries with an adjusted market capi- NDIA'S #1 HINDI NEWS CHANNEL 
cent. Big-ticket investments from com- talisation of $231 billion. Aaj Tak tied up with the MAX MIX 
panies such as Vodafone, Matsushita bouquet recently. This will greatly 
Electric Works, and EMAAR Holdings ALLOWED: By Reserve Bank of expand its reach and viewership in 
helped propel FDI inflows in the first India, resident Indians, the UK. Commenting on the associa- 
quarter of the current financial year to to open, maintain and tion, Aroon Purie, Chairman and 
$4.9 billion. hold foreign currency Managing Director, TV Today, which 
accounts with banks owns and broadcasts the channel, 
SLOWED: To 5.3 per cent, the outside India. Indians said: "Aaj Tak has been able to 
growth of the infrastructure sector in can now transfer up successfully widen the viewership 





June this year, compared to 7.7 per to $100,000 (Rs 41 lakh) a year base for news in India. Combined 
cent in June 2006. A dip in crude abroad without its approval. The move with our launch in the US and conti- 


oil production, combined with a slow- is part of efforts to flush out excess for- nental Europe, this step will further 
down in coal, cement and finished eign capital, which has been pushing widen the base for Indian news 
steel output, dragged down the growth up the value of the Indian currency internationally." 

of key infrastructure industries. against the dollar. A MAX MIX release quoted Rajan 


Singh, Executive VP, Sony 
PIO TV GOES DIGITA Entertainment Television (SET), which 

owns MIX MAX, as saying: “We are 
| EC absolutely thrilled to be bringing Aaj 
PIO Tak and (Pakistan's) ARY Digital into - 
the MAX MIX bouquet.” 

According to G. Krishnan, CEO 
and Executive Director, TV Today 
Network, the tie-up will greatly ex- 
pand Aaj Tak’s reach. “Over the last 
two years, we have been eyeing op- 
portunities in markets with a sizeable 
Indian diaspora. After the US, West 
Asia and Continental Europe, the UK 
is the next logical step for us,” he 
said. MAX MIX comprises SET Max, 
Sahara One and Sahara Filmy—and 
caters to South Asian television view- 
ers. TV Today is part of the same 
group that publishes Business Today. 

SHAMNI PANDE 
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MULTIPLY MOBILE PERFORMANCE 
AND MAXIMIZE EMPLOYEE POTENTIAL. 


MORE PERFORMANCE. MORE MOBILITY. MORE PRODUCTIVITY. (i te )! 
With: the new Intel* Centrino® Duo processor technology, you Сай, multiply the possibilities when your ir ме "d 
workforce needs to go places, Powered by Intel" Core"? Duo "processor, - you'get-up to 2X better mobile . 
performance,* greater battery life, and expanded options foc wireless connectivity-it's like having branch offices, Centrino 
wherever they go. Learn how great mobile computing starts with jatel inside. Visit www.intel.com/in/ent — ^'^ 


For more information, please contact: ACER + : 08025219550 Exi. 191 ae 21900 425 8044 HCL - 0120 2555 109 
'HP.- 1800 425 4999 LENOVO - 1800 425 3353 WPR- RE3 


ےش 


*Measured by PCMark*05 comparing latest generation Centro? single cote Intel Centrino processor 


: T with-a comparable frequency 
technology-based notebook. Learn mare at Www. а Intel, the NER itel Leap ahead, Intel. Leap ahead. Logo, Intel Centrino, 
Centrino, Pal Cre ond aes ae Waders te Crp rye seses ather countries: < McCann/Bir/ntel b/390/07 
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Global Hiring Spree: Road Ahead 


Companies that plan to ramp up thier workforces outnumber those that propose to 
shrink them by a factor of two. In a recent global suvey by McKinsey & Company, 
companies expressed optimism about prospects of the economies of their home 
countries, despite fears of rising inflation. The survey received responses from 2,700 
executives around the world. 


Jobs Galore 


How do you expect the size of your company's workforce to change over the next 6 months? 
% of respondents* 


Decrease 








Stay the same 





н 12 
Asia-Pacific 11 


T 


18 
Total 17 


E Dec. 2006 (n=3,146) W June 2007 (n=2,700) 





North America 








Where Will the Majority of New Employees Be Located? 


3 3 2 









Asia-Pacific North Americas Europe Total 
ШШ Same country as corporate headquarters Ш Different country from corporate headquarters E Don't know 
The Future Looks Brighter... 
How do you expect your country's economy to be 6 months from now? 
% of respondents * 


Worse 
T Drm 
China 12 оа 





Latin America 1 иан лла 
Europe y hi | 43 
Asia-Pacific M m | 

ica 29 
North America = 
Rest of the world 20 EE 


38 Dec. 2006 (n=3,149) Ml June 2007 (n=2,780) 
... But Inflation Remains a Worry 


How do you expect your country's inflation rate 6 months from now to compare with the current rate? 
% of respondents (n=2700)* 
Grow by < 1 percentage point 88 1 percentage point WI 2 percentage points 88 3+ percentage points 





Decrease Increase 
China "pa шо ms 
Asia-Pacific 10 | Zz? 
North America 10 шши 5 
Europe EINEN 832 шш 
Latin America 25 mmm RS Ew 29 EB ш 
Inda 39] —  THsmm BRE 21 mH 15 
Rest of the world 13 DE ES 28 EN шы 


*Respondents who answered ‘don't know’ or ‘stay the same’ are not shown 
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Workshop of the World 


India is where the action is in steel. MANU KAUSHIK & RITWIK MUKHERJEE 


5 IS THE CASE 

with many 

commodities 

and product 

categories in 
India, per capita consump- 
tion of steel, too, is woe- 
fully low—it stands at just 
29 kg as against 400 kg in 
the Us and a world average 
of 140 kg. If India has to 
become a developed na- 
tion—which is the govern- 
ment’s avowed objective by 
2020—steel will have a ma- 
jor role to play. After all, it 
finds its way into such key 
industrial sectors as con- 
struction, housing, trans- 
portation, engineering, 
power, petrochemicals and 
fertilisers. 

China continues to 
dominate as the world’s 
biggest producer and user of steel, 
by far. Back home, the industry, 
comprising majors like the Steel 
Authority of India Ltd (SAIL), Tata 
Steel, Essar Steel and the Jindal 
Group, is gearing up to meet the 
increased future demand. And last 
fortnight, two global majors made 
two significant announcements that 
indicate their keenness to partici- 
pate in the India growth story. 
Even as uncertainty persists around 
South Korean steel giant posco’s 
much-delayed Rs 49,000 crore, 12. 
million tonnes per annum project 
in Orissa, the world's fourth-largest 
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SAIL's Roongta: Focussing on alliances 


steel producer has signed an al- 
liance with the state-owned SAIL. 
On another front, Baosteel of 
China, the world’s sixth-largest 
steel maker, has quietly entered 
into a joint venture with a domes- 
tic steel maker. Meanwhile, the 
Indian majors continue to look 
overseas for assets and, at the time 
of writing, Sajjan Jindal’s jsw Steel 
was awaiting board approval to 
announce a billion dollar-plus ac- 
quisition in the us. 

Clearly, after China, India is 
where the action is in steel—for 
every producer worth his furnace, 


right from L.N. Mittal's 
Arcelor Mittal, the world's 
largest steel maker, to a 
local producer like the Rs 
538-crore VISA Steel (the 
joint venture partner for 
Baosteel). But, to start 
with, why is Posco allying 
with SAIL? The strategic 
partnership is for cooper- 
ation in a wide range of 
businesses and commercial 
areas. Besides exchanging 
engineers, technicians and 
other professionals, the 
two companies will share 
information in the devel- 
opment of mines. They 
will also use each other's 
2 marketing and warehous- 
ing networks and coordi- 
nate the procurement of 
coking coal, nickel and 
ferro-alloys. According to 
Roongta, Chairman, SAIL: 
“Both SAIL and POSCO have been 
extending support and cooperation 
to each other in different fields. 
The alliance between the two gi- 
ants is a step towards synergising the 
strengths in a rapidly consolidat- 
ing global steel industry.” 

SAIL, which produces steel using 
blast furnace technology, will use 
the technical expertise of POSCO, 
which is a global leader in this tech- 
nology. In return, the Korean giant 
will get access to SAIL’s all-India 
network, and its dedicated port at 
Haldia. It’s also been said that 


XIHSDOVM H 


S.K. 


POSCO is seeking to expand its 
knowledge of the Indian steel mar- 
ket and could be looking at acqui- 
sition of plants in India via this al- 
liance. POSCO India’s $12-billion 
steel project in Orissa is in the dol- 
drums thanks to controversies sur- 
rounding the reservation of iron 
ore and land acquisition. The com- 
pany has rescheduled the start date 
to December 2007 from April 2007 
earlier. РОЅСО had been allotted 
4,004 acres at Paradip, but has not 
been able to take possession of the 
land. The project is expected to 
employ about 13,000 people di- 
rectly, and to create jobs for 35,000 
more in Orissa. 

Baosteel is unlikely to run into 
such mega-sized roadblocks. And 
that’s simply because it’s starting 
small, with a proposed investment 
of Rs 260 crore. Says Xu Le Jiang, 
Chairman, Baosteel Group: “It is a 
great start for cooperation between 
Baosteel and the Indian partner 
and we hope the Jv will go a long 
way in mutually benefitting us.” 
Baosteel has teamed up with the 
Kolkata-based visa Steel, an emerg- 
ing integrated special and stain- 
less steel player, to set up a green- 
field facility in Orissa. The 100,000 
TPA Ferro Chrome plant in Orissa 
will supply a key raw material for 
stainless steel sector. Adds 
Vishambhar Saran, Chairman, VISA 
Group: “There can be a further 
association with Baosteel in fu- 
ture; the present plan will materi- 
alise by mid-2009.” The Jv has 
been christened visA-Bao, with the 
Chinese major holding 35 per cent 
of the equity and the VISA Group 
the rest. Baosteel, whose current 
steel making capacity is 24 mil- 
lion tonnes, had earlier planned 
to add another 10 MT in China. 
The Chinese steel major has put 
those plans on the backburner and 
is now looking at India as the 
next port of call, industry sources 
say. That shouldn't surprise any- 
one, anymore. 


In Top Gear 
Mahindra Renault's Logan has 
been quick off the blocks. 

T MAY BE STILL A BIT EARLY TO 

POP the champagne, but the joint 
venture between Mahindra & 
Mahindra and Renault to make 
passenger cars for India is already 
in top gear. The first offering, the 
Logan, has had a good run, having 
clocked sales of 8,065 units from 
the time it was launched in April 
this year. For the month of July, 
that number was 2,890. What this 
means is that the Logan has be- 


Bad English? 


come the largest selling car in its 
category—which is the sedan in 
the *C" segment, where its com- 
petitors include the Tata Indigo, 
Honda City and Maruti SFX. 

“We believe we have done well 
though the *C" segment itself is 
not doing too well. Our strategy 
will be to grow the industry," 
Rajesh Jejurikar, Managing 
Director, Mahindra Renault, told 
BT. While the overall market for 
passenger cars is growing at about 
9 per cent, the *C" segment is 
growing at just 5 per cent while 
the *B" segment (which has cars 
like the Maruti Zen and the 


International music finds more takers. 


VEN AS HIMESH RESHAMMIYA 

becomes a rage in night clubs 
right from Beijing to Bangkok, 
more and more of international 
music has begun filtering into the 
country. Take a look at the num- 
bers: The size of the music market 
in India is pegged at Rs 900 crore, 
of which the legitimate market 
(excluding pirated music) is worth 
around Rs 500 crore. Until a few 
years ago, international music ac- 
counted for 10 per cent of the 
market. Today, as Rajat Kakkar, 
Managing Director, Universal 
Music Group, says: "It's moved 
up to 15 per cent and this number 
is steadily growing. Even when we 
say 15 per cent, we're talking of 
about Rs 75 crore." He surmises 


sic genre has grown tremendously, 
because every time a new store is 
opened, the first thing that gets 
ventilated is international music. 
Kakkar adds that today Indians 
are more open to experimenting 
with newer sounds. “Today, peo- 
ple are much more aware of what's 
happening in the West. Artists like 





Rolling Stones: Now, new sounds 


Akon or The Black Eyed Peas are 
all names that have become popu- 
lar in India in the last 3-5 years 
and this is all because international 
music per se is growing." That 
many established acts have played 
in India—right from ageing rockers 
like Rolling Stones to newer sen- 
sations like Shakira— have also 
boosted international music sales. 
Right now though, the undis- 
puted king of the international rock 
scene is Enrique Iglesias, who has 
sold close to 1 million copies. You 
could argue about their taste, but 
clearly more Indian listeners are 
developing a ear for music from 

the West. 
DEEPTI KHANNA BOSE 
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Hyundai Santro) is ticking along 
at 12 per cent. The Logan is look- 
ing to get in consumers keen to 
upgrade. “We are looking to move 
consumers who are currently in 
the “B” and “B+” segments into 
the entry level “C” segment,” 
adds Jejurikar. 

Other players in the “C” seg- 
ment have not really had it easy. 
Tata Indigo, for instance, which 
had sales of 2,215 units in May 
this year, has grown marginally 
and ended July at 2,591 units. 
What has worked well for the 
Logan possibly has been the diesel 
version. Today, the sales break-up 
between diesel and petrol is at 
70:30 and positioning strategies 
for each are rather clear. “The 
petrol version is to drive upgrades 
from the “B” segment. Our diesel 
version will be a market share 
fighter in the “C+” segment,” 
says Jejurikar. 

For a price-sensitive Indian con- 
sumer, the Logan offers two petrol 
models and one diesel variant 
priced between Rs 4.28 lakh and 
Rs 6.43 lakh. Clearly, the pricing is 
something that might just be work- 
ing in Mahindra Renault’s favour, 
along with the Logan’s unique sell- 
ing proposition that it is the most 
spacious car (which explains its 
positioning as a wide-bodied car). 
From a presence in 40 cities, the 
company will go up to 60 in the 
next couple of months. “The C 
segment looks good. More than 
anything else, the availability of 
higher levels of disposable income 
has resulted in people looking at 
cars quite differently,” thinks Arun 
Kejriwal, Director at Mumbai-based 
KRIS Securities. So, what is next 
for the Logan in terms of sales tar- 
gets? Jejurikar lets on that the 
Logan has bagged a market share of 
18-20 per cent in most cities in 
which it has been launched. It 
should get even more interesting 
from here for sure. 

KRISHNA GOPALAN 
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An Air of 
Resignation 


Why is Yahoo losing CEOs— 
globally and at home? 


HAT'S EATING YAHOO? ONE OF 
X the oldest and most-revered 
internet companies (which began as 
Jerry and David's Guide to the 
World Wide Web in the mid-90s, 
Jerry and David being the co- 
founders) in cyberspace, Yahoo is 
today in the throes of its biggest 
people's crisis yet. Worldwide and at 
home. Consider: In mid-June, global 
CEO Terry Semel called it a day, say- 
ing it was time for a new leadership 
to step in. Before that, in end-2006, 
Xie Wen of Yahoo China quit barely 
40 days after taking over at the helm. 
And, back home, last fortnight 
George Zacharias became the third 
head in five years to exit Yahoo 
India, following in the footsteps of 
Deepak Chandnani and Neville 
Taraporewalla. 

Clearly, Yahoo appears to have 
its hands full keeping its CEOs (and 
it's also losing key senior people 
globally as well in India; in the 
same year that it lost Taraporewalla, 
another veteran Prasad Ram, Chief 
Technology Officer, resigned. Ram 
is currently with Google. Others 
to leave include two heads of con- 
tent—one of whom was poached by 
AOL—and the head of Yahoo's en- 
tertainment channel). Zacharias in- 
sists that the only reason he is leav- 
ing is to pursue his own entrepre- 
neurial interests. *My' 18 months 
with Yahoo India were fantastic. 
Yahoo India is a highly innovative 
company and is doing very well in 
India. My decision to quit was a 
tough one,” he shrugs. Perhaps. But 
if the rumour mills grinding in 
Indian cyberspace are to be believed, 
Zacharias could not see eye to eye 
with the global board, which wasn't 
quite in agreement with the 
strategy being pursued by the 


RITESH SHARMA 


Indian leadership. 

That may not come across in the 
results—which, according to 
Zacharias, are impressive. “Yahoo 
in India is the largest in terms of 
mail and instant messenger and is 
#2 in terms of search. It has a high 
reach among online users which 
should be in excess of about 20 mil- 
lion. Yahoo India expects to double 
its ad revenues this year,” says the for- 





Terry Semel: Signing off 


mer CEO. The competition—in a 
large part MSN and Google—agree. 
Says a senior executive at a global 
portal with an India presence: 
“Yahoo India has been aggressive in 
the market." But the problem it 
would seem isn't in the market but 
in the workplace. According to the 
executive at the competing portal: 
"The company's management is- 
sues, both globally and in India, are 
beginning to come to the fore. No 
longer do people get excited when 
they get a job offer from Yahoo" 


The India operations will now 
be headed by Keith Nilsson, Vice 
President (International Emerging 
Markets) and based out of 
Singapore. When BT contacted 
Yahoo India, a spokesperson re- 
sponded that the company is in a 
transition phase and hence unable to 
respond to queries. That’s also the 
case globally with co-founder Jerry 
Yang, who’s now at the helm, set- 
ting himself a target of 100 days to 
get Yahoo back on track. Hopefully, 
it shouldn’t take longer than that 
back home. 

ANUSHA SUBRAMANIAN 





Partners in 
Profit 


SingTel's riding on Bharti's 
heady growth. 

HEN THE NET PROFITS OF 

Bharti Airtel for the first quar- 
ter of 2007-08 doubled, it wasn't just 
domestic investors who were cele- 
brating. Also cheering the feat was 
Singapore Telecommunications 
(SingTel). After all, South East Asia's 
largest telecom company has a 30.5 
per cent stake in Bharti Airtel. 


This World Isn't Flat 


Does IPTV have an edge over cable and DTH? 


ILL THE ADVENT OF IPTV 

result in cable and direct-to- 
home (DTH) operators being put 
out to pasture? That may sound 
far-fetched considering that IPTV 
(Internet Protocol TV) services have 
only just begun, yet the compet- 


existing guidelines they can beat 


though a ministerial group has been 
formed involving ministers of 
telecommunication and broad- 
casting, the panel is yet to meet 
for the first meeting. As of now, a 
policy for internet protocol-based 
television services does not exist. 
will have practically a minimum 
or no role to play in namin 


Adds Vikki Chaudhry, 
Managing Director, Home Cable 
Networks: “IPTV operators using 


the тт Act will provide the very 


мела TV channels like 
ChannelKing.com, CraftyTv.com, 
xTV.com, which are available 
through PTV and which have adult 
content are free of cost and can 
be carried on mobile Tv via the IP 
networks under the rr Act easily.” 
The cable and DTH operators are 
also concerned about norms for 
foreign direct investment in this 

While FDI investment for 
the cable television networks is 
pegged at 49 per cent and at 26 
percent for channels, the cap for 
telecommunication is pegged at 


advantage—they 
get a licence for just Rs 500. So, 
they shouldn’t exactly be 


complaining. 


AMIT MUKHERJEE 


SHEKHAR GHOSH 





Bharti's Mittal: Growth driver 


Beating the estimates of more 
than 10 brokerage houses, Bharti's 
earnings in the quarter ended June 
30 doubled to a record $372 million. 
Price cuts and expansions in rural ar- 
eas brought in 5.56 million new cus- 
tomers—the most ever for the com- 
pany in a quarter. A Reuters poll of 
11 brokerages had forecast a net 
profit of Singapore $870 million for 
Bharti, which had 42.7 million mo- 
bile subscribers as of end-June. 
Bharti, which gets a majority of its 
revenue from its GSM mobile users, 
provides services in all the 23 zones 
that make up India's telecom market. 

But it wasn't just Bharti that was 
defying forecasts this quarter. Partner 
SingTel was estimated to earn a 
profit of S$870 million, based on the 
median estimate of six analysts sur- 
veyed by Bloomberg News. SingTel 
went on to report a net income of 
S$927 million. Reason for beating 
expectations: The record earnings 
from at its Indian unit. *The pre-tax 
contribution from Bharti was up 
133 per cent to $$211 million from 
a year ago," reveals a SingTel 
spokesperson. Chua Sock Koong, 
Chief Executive Officer, SingTel, 
who took over in April, is chasing a 
strategy of investing in emerging 
markets. In June this year, he bought 
a 30 per cent stake in Pakistan's 
Warid Telecom International LL 
and may work with Abu Dhabi 
Group to expand its business in the 
UAE. "SingTel's focus remains on 
Asian markets with large popula- 
tions and low telephone penetra- 
tion," Chua had said at a briefing in 
Singapore earlier this month. In the 
June-ended quarter, SingTel had 
added 12.6 million subscribers, 


SEPTEMBER 9 2007 BUSINESS TODAY 55 


bt current 


thanks largely to gains in India and 
Indonesia. “Going forward, the pre- 
tax contributions from our regional 
mobile associates are expected to 
grow at double-digit level, with 
Bharti, along with our associate in 
Indonesia, Telkomsel, accounting 
for most of the growth,” says the 
SingTel spokesperson. 
Over to Bharti Chairman Sunil 
Mittal. 
PALLAVI SRIVASTAVA 





Dunlop's 
Property Play 


The tyre maker is busy sorting 
out land issues. 


HEN PAWAN KUMAR RUIA 
X bought Dunlop from the 
Chhabrias two years ago, a section of 
analysts felt that the main attraction 
for the Kolkata promoter would 
have been the acres of prime real 
estate in the Dunlop fold rather than 
the iconic brand itself. Those analysts 
weren't wrong. 

With property prices having 
zoomed to heady levels, Ruia has 
found a simple way of healing the 
hitherto sick company. He's reval- 
ued its land assets. Recently, Dunlop 
realised Rs 230 crore from part- 
revaluation of two properties—one 
in Worli in central Mumbai and 
the other a block of land in Chennai 
near Athipattu. These properties 
have been transferred to four new 
subsidiaries: Dunlop Properties, 
Dunlop Infrastructure, Dunlop 
Estates, and Bhartiya Hotels. The 
exercise has ensured a positive net 
worth for the company (which had 
become a stretcher case); last year 
the company posted a Rs 78-crore 
net profit. *This financial reengi- 
neering was done to bring Dunlop 
out of the purview of the BIFR 
(Board for Industrial & Financial 
Reconstruction)," explains 
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Dunlop's Ruia: Turnaround hitch 


Dhrubajyoti Nandi, Vice President, 
Corporate Communications of the 
Ruia Group. 

However, property and its 
mind-boggling values can also lead 
to issues, and Ruia has his fair share 
of them. Dunlop now finds itself in 
the midst of a battle with a company 
called vGN Enterprises, which had 
bought 60.86 acres of land from the 
tyre maker in 2004, when it was still 
owned by the Chhabrias. This land 
was apparently sold at that time in ac- 
cordance with a plan laid down be- 
fore BIFR to revive the company. VGN 
was the highest bidder and paid Rs 
24.34 crore for the land, But Dunlop 
is now saying that the sale is null 
and void; and it has dug out an old 
deed of assignment by the Tamil 
Nadu government made in 1963, 
which states that any land held by the 
company should be either used by it 
or returned to the government. 
Dunlop is keen to ‘repossess’ the 
land. The reason is fairly obvious: 
The property is now worth 
Rs 300 crore. 

The first question that comes 
to mind is: Didn’t the Ruia camp 
know about this sale when buying 
Dunlop from the Chhabrias? The 
new management admits that it had 
done due diligence before buying 
out Dunlop—and were well aware 
of this sale—but did nothing about 
it then. Ruia’s men, it would ap- 
pear, raked up the issue three years 
later last fortnight when VGN be- 
gan to fence the land. According 
to Dunlop India, the BIFR and the 
Apellate Authority for Industrial 
and Financial Reconstruction sanc- 
tioned the sale of land in a routine 
manner “without noting the incur- 
able infirmities”, hence the sale was 


null and void. Dunlop went to the 
Madras High Court with a peti- 
tion objecting to the sale, only to 

have it dismissed immediately. 
The company has now gone to 
the Executive Magistrate’s court at 
Ponneri (a suburb off Chennai), 
which has instituted an interim order 
that status quo should be maintained 
in the disputed land pending an en- 
quiry by the Revenue District Officer. 
Whose land is it will hopefully be de- 
termined soon, but in the meantime, 
the fact that Dunlop was once a pre- 
mier tyre maker is being forgotten 

pretty rapidly. 

NITYA VARADARAJAN AND 
RITWIK MUKHERJEE 


TEE SERRA LD, 
Bye Bye 
Celluloid? 


An Essel Group venture 
pursues digital cinema. 


UBHASH CHANDRA, CHAIRMAN, 

Essel Group, is known for his pi- 
oneering ways. And at group com- 
pany Fun Cinemas, a part of a 
larger business called E-City 
Ventures, CEO Atul Goel is leading 
another first-of-its-kind charge. Goel 
is working on digitizing the entire 
film distribution process. “We man- 
age the programming, we digitize 
the screens for theatre owners by 
putting in digital equipment, and 
we give the theatre owners com- 
mitted revenues,” explains Goel. 
Currently, the company has ac- 
quired about 90 digital screens, and 
hopes to get to 1,000 by 2011. 

Digitization means that instead 
of the normal celluloid 35 mm, 
the print is digital, which is more 
cost-effective. According to Goel, 
one single celluloid print costs 
roughly Rs 50,000 as against just 
Rs 3,000 for a digital print. 
Qualitatively too it is superior, as 
good as high-quality pvp. “Since 
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Presenting Canon imageRUNNER Colour series. Makes complete sense to go colour now. 


Here is a management tool that promises to add to productivity without adding to cost. The Canon imageRUNNER 

| colour series now comes to you at hardly any difference from a black and white machine. Its intelligent feature 
of password enabled access control lets you regulate colour prints, thereby assuring cost control unlike 
ever before. And also avail many more benefits like colour scanning, scan-to-mail etc. So get a Canon iRC for 
your office now. And make success a regular habit. 
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distributors don’t have to spend 
Rs 50,000 on prints, they give us 
better terms,” says Goel. 

The company has no real pan- 
India competition, except for a 
company called uro. But then 
again, UFO's business model is en- 
tirely different. It has nothing to do 
with programming but fits out the- 
atres with digital equipment. Goel 
explains that unlike E-City 
Ventures, UFO does not provide a 
complete solution. In the south, 
there is a company called Pyramid 





E-City Venture's Goel: Digital designs 


Saimira, which does what Fun 
Cinemas is attempting, but it is fo- 
cussed largely on Tamil Films. 
The digital business earned 
Rs 15 crore in revenues in March 
2007 for Fun Cinemas, and Goel 
is keen to double that figure in 
the current year. This in turn 
would be a little over a fourth of 
Fun Cinemas' total revenues for 
2007-08. Fun Cinemas' biggest 
business today is multiplex 
screens, but Goel sees digital 
screens becoming the largest con- 
tributor in some time. 
DEEPTI KHANNA BOSE 


58 BUSINESS TODAY SEPTEMBER 9 200 


INVASOD LIHOVM 


Taking Guard 


The ICL gets its team. Now it needs fans. 


INESH MONGIA, DEEP DASGUPTA, 

T. Kumaran, Ambati Ray- 
udu...these aren't names that will 
send the average cricket fan's 
adrenaline racing. But along with 
legends like Inzamam Ul Haq and 
Brian Lara, this motley bunch of 
cricketers could well result in some 
activity at the turnstiles. At least 
that's what the think-thank of th 
Subhash Chandra-promoted Indian 
Cricket League (ICL) believes. The 
ICL is being set up with an invest- 
ment of Rs 100 crore and will be 
the richest professional cricket 
league in India with annual prize 
money of $1 million. 

The million-dollar question, of 
course, is: Are advertisers as opti- 
mistic? Puneetha Arumugham, 
CEO, Madison Media, says: “So 
far no advertiser has invested in do- 
mestic cricket in India. But the ICL 
concept seems to have tremen- 
dous opportunities. In fact, many 
of our clients are showing interest 
and enquiring about the ICL. 
However, at this point in time we 
will have to wait and watch how 
the concept takes off.” Adds 
Sandeep Tiwari, Head of 
Marketing at LG Electronics India: 
“Overall, the ICL is going to be a 
good platform for advertisers. 
While it will present good oppor- 
tunities, advertisers will also have to 
be cautious about the fact that me- 
dia will further get fragmented. 
Viewers will be divided between in- 
ternational cricket and domestic 
cricket on TV." 

It's unlikely, however, that ad- 
vertising tariffs for the ICL will be as 
high as in the case of international 
cricket. In a typical international 
series, a 10-second spot goes for Rs 
2.5-3.5 lakh, point out media plan- 
ners. For the ICL, the rates are ex- 
pected to be lower, though no- 





Subhash Chandra: New innings 


body is hazarding a guess on the ac- 
tual figures. What may also keep 
big advertisers away is that many of 
them have already committed huge 
sums towards cricket in the long 
term. For instance, LG’s Tiwari says 
his company has already committed 
huge monies to the International 
However, he adds that LG is not 
closed to the ICL option. 
According to market estimates, 
the spend on cricket over the next 
eight years is in the range of about 
Rs 2,000 crore. This sum is ac- 
counted for only by sponsorships 
for on-ground advertising (and 
excludes on air television adver- 
tising). There is no denying that 
the game has a cult following in 
India and presents huge opportu- 
nities. The problem for the ICL, 
however, is that 90 per cent of 
the eyeballs for cricket in India 
are focussed on international 
cricket. Turning around that sce- 
nario is the ICL’s biggest challenge. 
ANUSHA SUBRAMANIAN 
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Whirlpool’ Duet* washer and dryer 


Sometimes conserving can be made easy. To create innovative washers and dryers that 
make saving water and energy simple, Whirlpool looks to Freescale. The industry-leading 
programming speed and powerful design aids of Freescale microcontrollers help create 
sophisticated electronic systems that conveniently control resource usage, while getting 
our clothes impressively clean. Just one of the ways Freescale and Whirlpool make a 
load of laundry less of a load on the earth. freescale.com/smart 
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Freescale™ г and d the Freescaie loge are trademarks of f Freescale Ser Semiconductor, inc. Al other product or service names are e the property oF their 
respective owners. Freescale Semiconductor, Inc. 2007. 
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Built Asia’s highest rock fill dam * Participated їп 54% hydropower projects in 10th 5- 





Convention said, 

a cement plant is never 
set up in a place 
without a rail head. 
Convention was 
proved wrong. 


It went against age old wisdom to consider a place without a rail head 
for setting up a cement plant. Well, not only did we build a towering 
cement factory, we ended up making it India's first one million tones per 
annum capacity cement plant. Even today, after the railways have reached 
Rewa, over half of the 6 million tones of cement produced here moves 
by road, a feat that remains unparalleled in the industry. Epitomizing cost 
effective working and lowest cost power, the Rewa plant has grown into 
India's largest single location cement plant. Energized with this success, 
we are creating new capacities and expanding our presence in North, 
Central and West India to become a 25 MTPA cement producer in 
25 years of our existence by 2010. 


For over three decades now, the Jaypee Group has been turning 
convention inside out. With youthful enthusiasm and courage, we've gone 
where few have ventured. We have explored possibilities where 
none existed. And while doing so, we've established benchmarks for 
others to follow. 


No wonder then, you will find shining examples of our resilience not 
just in cement but in many other areas. In construction, it is clearly the 
Tehri Dam, which is Asia's highest rock fill dam. In hydropower, it is 
Baspa-ll (300 MW) which faced numerous difficulties to emerge as 
India's largest private sector hydropower project. In real estate, it is 
the Jaypee Greens Project that turned a non-performing venture into a 
super success. With an objective to provide affordable quality education 
to the masses, we have established three universities, one every year, 
between 2001 and 2004. 


It is our dream of a brighter India that gives us the 
courage to brave the odds, and to emerge successful. 
It's no small dream. But then, it's not too big either. 
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——— NO DREAM TOO BIG —— 


* Largest operating hydropower station in private sector (400 MW Vishnuprayag) 
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Pharma’s Big 
Opportunity 


A McKinsey report projects 
$20 bn in revenues by 2015. 
OVARTIS, DON’T LOSE HEART. 
There'll be more Glivec-like 
patents to fight and, hopefully, win. 
While India may not have the 
best patents laws—at least, from 
Novartis’ point of view—it does 
have a burgeoning consumer mar- 
ket. A McKinsey report, India 
Pharma 2015, just released, says 
that the country could well become 
the third-largest market in terms 
of incremental growth after the us 
and China, and touch a market size 
of $20 billion by 2015 (the esti- 
mate includes all retail sales of 
pharmaceutical products and insti- 
tutional sales at manufacturer 
prices). This from an industry size 
of just $6.3 billion in 2005 and 
therefore implying a CAGR of 12.3 
per cent. The current market size is 
estimated at around $7 billion. 
The report points out that if 
the Indian economy maintains its 
growth rates, then the domestic 
pharma market will move into the 
global top 10 (currently it's #14) by 
value. Also—Big Pharma, listen to 
this—the share of global MNC drug 
makers could increase from 22 per 
cent to between 30 and 35 per cent 
in another eight years. Provided, 


Big Pharma: Pep pill 





The Natives Get It 


CO e IMMUNE NA Sawer Соро? VO bal, 


ARE AN INDIAN OR FOREIGN 
retailer or consumer marketer 
looking to hire a design firm. What 
would you pick? The uk-head- 
quartered Fitch, which has an office 
in Mumbai and has clients like 
Reliance Retail and Aditya Birla, or 
compatriot Din Associates, or 
Jestico + Whiles, or Germany- 
based Blocher Blocher Partners, 
or Sweden’s м2в? Or Shark 
Designs, C/O Indore? Don't make 
the mistake of crossing out Shark 
firm is getting bigger by the day. 
Founded four years ago by 
three friends—Ashish, Avenish 
and Manish, all with Jain as their 
surname—in Indore, Shark is one 
of the few local design. firms that's 
standing up in competition against 
bigger foreign rivals, and win- 
ning. Over the years, it has de- 
signed retail space for brands such 
as Bossini, Lenovo, and 
Weekender; visual merchandis- 
ing for Frito Lay's, Nokia, and 
Microsoft; and, among others, 
shop-in-shop solutions for 
Samsung. “We are able to create 
and implement spaces for our 
clients by im the global 
standards with Indian ethos with- 
out compromising on the unique- 


of course, things like patentability 
and data exclusivity become more 
friendly towards patented products. 

The report, shared exclusively 
with Business Today ahead of its 
release, sees six trends that will 
drive the growth of the Indian 
pharma market over the next 
decade. These are: doubling of dis- 
posable incomes and the number 
of middle-class households; expan- 
sion of medical infrastructure; 
greater penetration of health insur- 
ance; rising prevalence of chronic 





Sharp on Retail: Shark Designs 


ness of the brand," says Manish. 

Shark does everything from 
design to manufacture of fixtures, 
and has Rs 30 crore in revenues, 
with a quarter coming from design 
services alone. It has around 150 
employees and two factories at 
Surajpur Industrial Area (Greater 
Noida) and Okhla Industrial Area 


a lot of international retail design 
companies are setting up shop 
they may not manufacture or 
import the fixtures, and since we 
already have the capability for it, 
we would definitely explore such 
ventures," says Manish. What's 
on the ing board? Plans to 

touch Rs 100 crore by 2009. 
PALLAVI SRIVASTAVA 


diseases; adoption of product 
patents; and aggressive market pen- 
etration led by smaller companies. 

So, what are the worries and 
what could upset the calculations? 
"The biggest challenge is going to be 
the building of medical infrastructure 
and in ensuring greater insurance 
penetration," says Gautam Kumra, 
Director, McKinsey, who along with 
Palash Mitra, Partner, McKinsey, 
co-authored the study. What Kumra 
is referring to on the medical infra- 
structure side goes beyond the fact 
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that these investments are capital 
intensive but to other issues (the 
weak links, if one may call them) like 
talent and training (doctors and 
nurses are in short supply). The as- 
sumption underpinning the study 
is that the number of physicians and 
hospital beds in the country will 
double by 2015 (that is, an addi- 
tional 2 million hospital beds and 0.6 
million physicians). Corporate hos- 
pital chains will play a leading role in 
transforming the quality of second- 
ary and tertiary care. Investments in 
healthcare infrastructure are ex- 
pected to grow at around 15 per 
cent over the next 10 years. 

The rapid scale-up is seen as a 
critical driver of growth for pharma 
products. At the moment, according 
to the report, India has only 1.5 
beds per 1,000 people, similar to 
the levels of sub-Saharan Africa . 

The WHO norm is 3.3 beds per 
1,000, and the average is much 
higher in developed economies (7.4 
for countries like the us, West 
Europe and Japan) and even other 
developing countries (4.3 for middle- 
income countries such as Brazil, 
China, Thailand and South Africa). 

The story is the same, says the 
report, when it comes to health- 
care personnel, including the num- 
ber of doctors. Currently, the doc- 
tor-patient ratio in India is only 
0.5 per 1,000. 

The study also points to three 
other major trends: (i) Mass thera- 
pies will continue to remain im- 
portant despite the shift to spe- 
cialty drugs, (ii) Generics will dom- 
inate, while the share of patented 
drugs will increase to about 10 per 
cent by 2015 implying a market 
size of $2 billion (currently almost 
nil) and iii) tier-II markets will reg- 
ister high growth, while tier-I mar- 
kets will continue to hold ground 
by providing significant opportu- 
nity. Bottom line: Despite all the 
grumbling, Big Pharma will stay 
put in India. 

E. KUMAR SHARMA 
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Bungling with 
Black Gold 


The Coal Ministry has turned 
coal allocations into a mess. 


HEN IT COMES TO THE LORDS 
Ҳу of Collieries, there is little 
method in their madness. While 
coal demand for power projects in 
the private sector outstrips supply, 
there is no clear rationale for allo- 
cating long-term coal supplies to 
fuel private sector power plants from 
the mines of near-monopoly public 
sector undertaking Coal India Ltd. 
Recently, for the first time, the coal 
ministry decided to bring some san- 
ity to this process, by laying down an 
allocation norm, What followed 
thereafter was more chaos. 

Here’s why: the coal ministry 
informally decided to allocate coal 
for only one unit of the planned 
power capacity of the qualifying 
applicants. This meant that if a pro- 
ducer proposed to set up a 1,000 
MW plant, with four units of 250 
MW each, he would get coal supply 
for a 250 MW unit. As against this, a 
1,000 Mw plant with two units of 
500 Mw each got coal for 500 Mw. 
This rationing system does not fac- 
tor in the efficiency of the producer 
or his credentials, argue industry 
executives. The unit size of the plant 
has only got to do with the equip- 
ment manufacturer, nothing else. 





As a result, recently, Tata Power . 


Company, the leading private power 
producer in the country, got sup- 
plies for only 500 Mw against its 
planned capacity of 1,000 Mw at 
Bulandshahar, Uttar Pradesh. 

The private sector power pro- 
ducers’ woes don't end there. Rather 
than speed up the process of allo- 
cation of coal, the power ministry's 
technical arm, the Central Electricity 
Authority, has only ensured further 
delays. Recently, it did not adhere to 
the norms laid out for screening ap- 
plicants before recommending them 


to the coal ministry. Further, rather 
than vetting the information pro- 
vided by the applicants, it simply 
allowed for self-declarations. Result: 
the coal ministry is now undertaking 
the process of verifying the infor- 
mation provided by the applicants. 
The question then is, what purpose 
did the CEA serve? Says Power 
Secretary Anil Razdan: *We have 
forwarded the CEA 's recommenda- 
tions to the coal ministry." The 
power ministry, it appears, has little 
contribution of its own to make, 





Coal Comfort: Not enough of it 


merely carting CEA’s benign recom- 
mendations for 25 power producers 
to the coal ministry. 

For those who plan to mine their 
own coal and generate power, the 
situation is no better. With 745 ap- 
plicants vying for 15 coal blocks ca- 
pable of fuelling 15,000 mw, the 
prospects of bagging a coal block 
are dim. Worse, the procedure 
adopted in allocating coal blocks is 
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anything but transparent, industry 
players argue. 

With the economy reaching dou- 
ble-digit growth figures on the back 
of strong industrial ramp up, en- 
ergy costs need to remain competi- 
tive—a compelling argument for re- 
forms in the coal sector. Currently, 
in the absence of free (non-captive) 


sale of coal, the market is domi- 
nated by a near monopoly, ineffi- 
cient public sector Сї. Moreover, the 
non-transparent working of the coal 
ministry in this situation of shortages 
adds to the woes of the sector. And 
then we wonder why India is still a 
power-starved nation. 

BALAJI CHANDRAMOULI 


Wal-Mart's Spartan Plans 


The retail behemoth plans austere operations in India. 


OME WEEKS AGO, WHEN RAJ 

Jain's second-floor ‘home’ іп 
New Delhi's upmarket Westend 
area got flooded due to a clogged 
roof, he rolled up his sleeves and, 
along with his maid, mopped the 
living room dry. One would 
imagine that a man recently en- 
trusted with guiding the retail be- 
hemoth's entry into India would 
never have to do something like 
that. But there hangs a tale. Jain’s 
apartment is on an old (and, ergo, 
cheap) lease and he didn't want to 
inflate the rental bill if he could 
help it. It's good practice, he says. 
One of the things ‘the Beast from 
Bentonville" expects of him is to 
transplant Wal-Mart's austere 
ways in India. Possibly to make 
sure that people get that message 
straightaway, Jain's business cards 
are super small (less than a third 
in size of regular cards), and he 
drives a Toyota Innova instead 
of the Mercedes that he had in his 
previous job with Whirlpool in 
China. *Actually, making sure 
our Indian operations are as lean 
as, or leaner than, our US opera- 
tions is going to be my big chal- 
lenge,” says Jain. 

In the us, Wal-Mart operates 
out of a very functional headquar- 
ters in Bentonville; no senior ex- 
ecutive travels business class un- 
less it’s a long-haul flight; and the 
Wal-Mart ‘associates’ (i.e., store 
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al-Mart's Jain: Cost conscious 


employees) must clean and main- 
tain their work areas. In India, Jain 
has no plans of hiring fancy MBAs 
or even those whom one could 
call relatively well educated. He 
plans to tap people from small 
towns to serve at the stores. “Cost 
is one reason, but we really think 
Wal-Mart's cash-n-carry business 
can benefit not just our customers 
but hundreds of young Indians.” 
Not that Wal-Mart has too many 
options to keep costs low. In the us, 
for example, Wal-Mart employs 
more than 1.36 million associates. 
Increase everyone’s wages by just 
one dollar per hour (for an 8-hour 
work day), and it can push the 
wage bill up by nearly $4 billion. 
When one operates at Wal- 
Mart's scale, every penny counts. 
And the giant retailer, which is 
routinely criticised for its un- 
friendly wages, knows that only 
too well. 
R. SRIDHARAN 


Good Game 
of Bridge 


Why gas pricing is a game 
of cards for the Minister. 


N BRIDGE, A GAME OF CARDS, A 

cardinal rule is to play your losers 
first before placing all your win- 
ners on the table. Petroleum 
Minister Murli Deora, an avid 
Bridge enthusiast, did just about 
that last week. Deora referred the 
controversial case of approval of 
Reliance Industries’ gas price for 
its mega find in the Krishna- 
Godavari basin, off the coast of 
Andhra Pradesh, to an empowered 
Group of Ministers (EGOM). 

How then does it become a win- 
ning hand to ‘abdicate’ responsi- 
bility, when Deora is within his 
rights to take a call on the issue? 
After all, his ministry has already ap- 
proved pricing for as much as 15 
per cent of the current natural gas 
supply in the market. 

Here's why: The KG basin find is 
like none other—it is good enough 
to meet the entire deficit in the 
market, which is as high as half the 
supply of close to 170 million stan- 
dard cubic metres per day. Hence, 
the issue has taken a politico-eco- 
nomic dimension. Bulk users such as 
the power and fertiliser industries 
are keen to have this gas at ‘rea- 
sonable' rates. Deora received a 
‘friendly’ call from Fertiliser 
Minister Ram Vilas Paswan on this 
matter. Further, KG gas is fraught 
with legacy issues—younger brother 
Anil Ambani's Reliance Natural 
Resources Ltd (RNRL) has a con- 
tract with his elder brother Mukesh 
for purchase of gas at a price 30 
per cent cheaper than the price ‘dis- 
covered’ by RIL ($4.33 per mmbtu) 
for the purpose of evaluating gov- 
ernment's take from the field. 
Hence, if RIL were to honour its 
commitment to RNRL, it would be 


burdened with a hefty additional 
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payment to government towards 
profit petroleum. 

Not surprisingly, Anil Ambani 
has been offering free consultancy to 
the various consumer ministries as 
well as Murli Deora himself on the 
infirmities in the gas price discovery 
made by his elder brother—that it 
has not been discovered in the open 
market. In fact, Anil Ambani ar- 
gues that the contract between RIL 
and the government demands open 
market price discovery. 

Deora realised it early in the 
day that the production sharing 
contract between the government 
and RIL was susceptible to major 
interpretations. So, one fine morn- 
ing, roughly a month ago, over a 
breakfast meeting with the principal 
secretary to the Prime Minister T. K. 
A. Nair, he sought to diffuse the 
issue by referring it to the Cabinet 
Secretary. The head of the civil 
service went as far as to say that 
there were issues with the price dis- 
covery mechanism, pointing to the 
need for policy measures suggested 
under the contract, a gas utilisation 
policy. The Cabinet Secretary, how- 
ever, did not comment on the price 
of the gas. He then sent the report 
to the Economic Advisory Council, 
which pointed to infirmities in the 
price discovery mechanism. 

Although armed with this con- 
sultative approach, Deora was not 
convinced enough to take a call. 
Last week, when the matter was 
lobbed back into his court, he chose 
to resort to another consultative 
process, hence pushing for an EGOM, 
with user ministries on board, 
thereby diffusing responsibility at 
a political level. 

The decision is not without crit- 
icism. The delay in approving the 
gas price is running up RIL’s bill 
register, which in turn will dent the 
government’s share of profit 
gas. However, with a shaky con- 
tract on hand, it is best to play all 
the losers first. 

BALAJI CHANDRAMOULI 
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FM's Great 
Clean-Up 


P. Chidambaram wants dubious 
tax shelters to go. 


OR THE BIG COMPANIES, THE NEXT 
F fiscal could well signal Code 
Blue—an emergency. Finance 
Minister P. Chidambaram is plan- 
ning to do way with some of the tax 
shelters in his proposed Income 
Tax Code, according to govern- 
ment officials. The new piece of 
legislation is expected to be finalised 
by the end of the month, and de- 
bated in Parliament by the year- 
end, before it becomes law. 

An act of socialism, or an at- 
tempt to introduce equity in tax- 
ation? The latter, it appears, given 
the tax data that his ministry has 
amassed over the year-and-a-half. 
Here are some of the findings: 
First, companies end up paying 
tax at an average rate of 19.26 
per cent against the statutory rate 
of 33.66 per cent, owing to the 
various exemptions. Secondly, 
companies with a pre-tax profit 
of less than Rs 1 crore collectively 
pay more taxes than those with a 
profit of Rs 500 crore per annum 
and above. Finally, corporate tax 
exemptions cost the exchequer 
dear, as the latter foregoes as much 
as 10 per cent of the total tax col- 
lection of Rs 5,48,122 crore. And 
this is no play on statistics: the 
data pertains to 3,00,000 compa- 
nies, 90 per cent of companies in 
the country that are registered 
with the tax authorities. 

It is not just the beneficiaries 
who object to the proposed legisla- 
tion. Says Aseem Chawla, Partner, 
Amarchand Malgaldas: “Any at- 
tempt to introduce a general avoid- 
ance rule that renders the existing 
exemptions invalid is fraught with 
peril. It will lead to a flurry of liti- 
gations and serve little purpose. The 
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larger objective of the new code 
should be to widen the tax base.” 
However, the Finance Minister 
has been training his gun at ‘subsi- 
dies’, as he chooses to describe the 
tax shelters, for a while now. In 
this year’s budget, he quietly be- 
gan this exercise (See What He Took 
Away...). Collecting taxes efficiently 
is as important as unburdening the 
exchequer of the ‘subsidies’. And 
here, the Finance Minister has rea- 
son for concern. The tax records 
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show an abnormally low growth 
in Excise tax collection of around 6 
per cent in the April-July 2007 pe- 
riod (See The Tax Pie), well below 
the 10.8 per cent target set for the 
year. The shortfall was despite the 
strong growth in manufacturing, 
which has grown at over 9 per cent 
per annum. 

Tax officials point a finger at 
the Budget decision to raise the tax 
exemption for ssi units from Rs 1 
crore to Rs 1.5 crore (turnover). 
Hence, new businesses don’t pay 
excise duty on their produce for a 
longer period of time. A larger issue 
relates to evasion of taxes, which 
the government is unable to plug 
successfully. Here’s why: every time 
a product leaves a factory, excise 
duty is paid. Hence, in a manufac- 
turing process involving many such 
products, duty payments will cas- 
cade. To avoid this, the government 
allows for tax credit, which can be 
accumulated and set off at the fi- 
nal stage. However, in the absence of 
computers tracking individual con- 
signments, and their tax credit, the 
system is prone to abuse. Says a 
ministry official: *We have few 
means to find out the veracity of 
the tax credit." 

For the government, losing this 
precious revenue can dent its cred- 
ibility—it has locked into a fiscal 
responsibility regime, which de- 
mands that the fiscal deficit reduces 
by 0.3 percentage points and the 
revenue deficit by 0.5 percentage 
point every year. 

Plugging leaks in the govern- 
ment’s Excise kitty is only a matter 
of time. However, to plug ‘subsi- 
dies’ is not going to be easy. With 
general elections less than two years 
away, political resistance to such 
tax reforms could well be intense. 
Especially, given that several tax 
shelters and exemptions given over 
the last four decades are oftentimes 
instruments of corruption. Scrubbing 
out the stains will not be easy. 

BALAJI CHANDRAMOULI 
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DLF After 
the IPO 


One of the things it plans to 
do: shift focus back on Delhi. 


IS ACTION TIME AT DLF, THE 
| el rae real estate 
giant. The company, which raised 
nearly $2.2 billion from its public 
offer earlier this summer, is now 
in spending mode. Last fortnight, in 
a private transaction, DLF bought a 
38-acre project (read: no change 
in land usage needed) in Delhi from 
DCM Shriram Consolidated for 
around Rs 1,675 crore—nearly a 
fifth of the funds that it raised from 
the stake sale. 

The project is housed in what 
were known as Swatantra Bharat 
Mills and pcM Silk Mills, and is 
contiguous to DLF’s two previous 
acquisitions of 25 acres and two 
acres. The project will be built 
around a 121-acre green belt be- 





Group 
Executive 
Director, 
DLF. If this 
project, less than 
10 kilometres from 
the city centre, has the 
potential to trigger an urban re- 
newal in Delhi, somewhat akin to 
the redevelopment of mill land in 
Mumbai, then it also marks DLF's re- 
newed energies on Delhi. Talwar 
is unequivocal: “Delhi is on the 
anvil. DLF in the last 30 days alone 
has announced $4 billion worth 
of projects in Delhi.” 

While the Commonwealth 
Games in 2010 may be a trigger 
for some of the development, the 
city is not alone. The company is 
sharply focussed on what it calls 
the “super metros”—large cities 
with immense opportunity for 
growth. Delhi, including Gurgaon 
and Noida, Mumbai and Chennai 
are top priorities for DLF. 

And to fund some of these proj- 
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longing to Delhi Development 
Authority. DLF is hoping to repli- 
cate the ambience of New York's 
Central Park or London's Hyde 
Park at this site in Delhi when it 
becomes ready in another 5-6 years. 

However, the area is currently 
quite run-down and DLF is hoping to 
make a change via a public-private 
partnership to affect this make-over. 
"As far as we can get permission 
from DDA, we will maintain the 
green belt," says Rajeev Talwar, 


ects, it will be back to the drawing 
board for the real estate major, as 
the company's sister concern gets 
into a fresh round of fund raising 
via a Real Estate Investment Trust 
possibly by 2007-end. And com- 
ing alongside could be a real es- 
tate fund for townships or Special 
Economic Zones before the end 
of the financial year. So it is likely 
to be an interesting year, to say 
the least, for DLF. 

SHALINI S. DAGAR 
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• Prime Watch World, Forum, Elgin Road, Tel: 22837185 e Ram's, Metro Shopping Centre, Ho-Chi-Minh Sarani, Tel: 2888882 e LUCKNOW-The Time Factory- Fun Republic Mall, Gomti 
Nagar, Tel: 3915981 • MUMBAI-Nautica Store- Church Gate, Tel: 22046394/95 e The Time Factory- Colaba Causeway, Opp. Leopold Cafe, Tel: 22028194 e The Time Factory- L.T 
Road, Borivali (W), Tel: 28993268 e Watch World NX, Opp. Jahangir Art Gallery, Kalaghoda, Tel: 64528506 e Just In Time, Kemps Corner, Warden Road, Tel: 64528508 e Eternity, N.C 
Kelkar Road, Dadar (W), Tel: 65055509/10 e Samay, Chandrawarkar Cross Road, Borivali (W), Tel: 65055535/36 e World Time, Opp. Shopper Stop, Andheri (W) Tel: 64526447/27 
• Maru Time, Sec.-17, Vashi, Tel: 27896250/51 e PUNE-Nautica Store- Bund Garden Road, Tel: 66208873/1636 

For enquiries contact at - Tel: 0120-3041300 or write to - varora@timex.com 


Leader in results... 


Topper in achievements.. 


UNAUDITED FINANCIAL RESULTS FOR THE QUARTER ENDED 30-JUN-2007 





































T Unaudited | Audited | 
Three months ended | Year ended | 
| 30-Jun-07 | 30-Jun-06 | 31-Mar-2007 | 
1. Net sales / Income from operations 1,081.66 811.53 4,185.84 | 
2. Other Income 150.09 69.77 354.69 
3. Total Expenditure | | 
a) Increase(-) / decrease(+) | | 
in stock in trade | 013 -23.25 | 6.49 
b) Consumption of Stores & Spares | 31.38 | 36.07 157.46 
c) Staff Cost 51.54 | 44.58 | 197.80 
d) Selling Expenses incl. Freight out 122.44 32.65 | 291.99 
e) Other Expenses 63.15 | 52.88 | 308.46 
TOTAL | 268.64 142.93 | 962.20 
4. Interest | - | - | - 
5. Depreciation 13.55 | 13.90 80.02 
6. Profit before Tax (1+2-3-4-5) 949.56 724.47 3,498.31 . 
7. Provision for Tax - Current Tax & FBT 323.81 | 244.73 | 1,169.96 | 
| - Deferred Tax | -0.02 -0.40 | 8.14 | 
8. Net Profit (6-7) 625.77 480.14 2,320.21 
9. Paid-up Equity Share Capital | 132.16 | 132.16 132.16 
10. Reserves excluding revaluation reserves | 5,668.77 | 
11. EPS for the period (Rs.) 47.35 36.33 175.56 
| (NotAnnualised) ^ (Annualised) 
12. Aggregate of Non-promoters | | | 
Shareholding | | 
| - Number of Shares | | 2135154 
| - Percentage of Shareholding | | | 1.62 








(1) Pending detailed measurement of liability of employee benefits by the acutuaries under AS 15(Revised), the 4 
same is not considered in the financial statements of Jun 2007, in terms of 
AS 25. 


(2) Panna unit stopped mining activity from Aug 05 and production activity from Apr,06 onwards for want of 
environmental clearence as per the directions of the Central Empowered Committee of the Hon'ble Supreme 
Court of India. Considering the continuing uncertainty in resumption of the operations, the Company has 
assessed the position of impairment of assets of the Project and provided for impairment loss of Rs 22.24 crore 
during the year 2006-07. There is no further development in the matter during the quarter. 
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Segment wise Revenue, Results and Capital Employed 
under Clause 41 of the Listing Agreement (Rs. in crore) 





1. Segment Revenue | 
(net sale / income from each segment) | | 


a) Iron Ore | 1,080.27 807.92 4,170.92 
b) Other Minerals & Services |. Aa T «61 . . 14.92 
Total | 1,081.66 811.53 | 4,185.84 
Less: Inter segment revenue 0.00 0.00 | 0.00 
Net sales / income from operations 1,081.66 811.53 | 4,185.84 





| 
2. Segment Results | 
(profit (+) / loss (-) before tax апа | 





















interest from each segment) | 
a) Iron Ore 819.12 674.07 | 3,271.01 | 
b) Other Minerals & Services | -2.70 -5.58 | -47.41 | 
Total | 816.42 668.49 | 3,223.60 
i) less Interest 0.00 | 0.00 | 0.00 
ii) Add Other unallocable income | 133.14 | 55.98 274.71 | 
net off unallocable expenditure | 
Total Profit before Tax | 949.56| 724.47 | 3,498.31 
| | 
3. Capital Employed 

(Segment assets-Segment Liabilities) | 

a) Iron Ore 620.49, 712.44 734.01 
b) Other Minerals & Services | 7.68 | 40.94 | 6.88 
c) Other offices | 5,579.20 | 3,597.30 | 4,872.49 
Total | 6,207.37 | 4,350.68 | 5,613.38 






\ (3) As the Company has not received any investor complaints till date, the number of investor complaints received, 
disposed of and lying unresolved at the quarter ended 30-JUN-2007 be treated as “NIL”. 


(4) The above results were reviewed by the Audit Committee at its meeting held on 30-Jul-2007 and taken on record 
by the Board of Directors at its meeting held on 30-Jul-2007 at Hyderabad. 


For and on behalf of 
National Mineral Development Corporation Limited 
Sd/- 


Place: Hyderabad (B. Ramesh Kumar) 
Date: 30-Jul-2007 Chairman-cum-Managing Director 


Waiirure OF COST 
" WORKS ACCOUNTANTS OF INDIA 


FOR 


National Mineral 
Development Corporation Limited 


(A Government of India Enterprise) 
Regd. Office: “ Khanij Bhavan”, 10-3-311/A, Castle Hills, Masab Tank, Hyderabad-500 028. 


website: www.nmdc-india.com 
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Grapes of - 
Growth 


Champagne Indage is creating 
a global wine cellar. 


FTER WHETTING HIS TASTE BUDS 
Puit the takeover of Australia's 
Thachi Wines—for a reported sum 
of Australian $15 million (Rs 49.5 
crore)—Ranjit S. Chougule, 
Managing Director, Champagne 
Indage, is now setting sail for other 
shores. *The acquisition immedi- 
ately opens up a huge market for us 
in the UK and us—Australian wines 
are the largest selling in the UK, 
constituting 36 per cent of the coun- 
try's 120 million cases a year wine 
market; they make up 29 per cent 
of the 350 million cases a year mar- 
ket in the Us," says Chougule. 

That's not all. With an annual 
production of 27 million litres of 
wine, Thachi is not only Australia's 
seventh-largest but is also three 
times the size of Champagne Indage, 
which produces 9 million litres 
every year. “Australia’s export 
bucket is almost full-brim, with 450 
million litres out of a total produc- 
tion of a billion litres being sold 
overseas. Its domestic market is 
now one of the fastest growing, 
with a per capita consumption of 17 
litres," adds Chougule. 

The buyout was also necessi- 
tated due to the difficulty in in- 
creasing acreage in India, thanks to 
farmland acquisitions becoming hot 
political controversies. “We are aim- 
ing for an annual production of 100 
million litres in the next two years 
and for that we need to chart out a 
course for both organic and inor- 
ganic growth,” points out Chougule. 
The company is setting its sights on 
acquiring wineries in California, 
Spain, Italy, South Africa and France. 
Chougule reveals that exploratory 
discussions are on with wine makers 
in South Africa and also in France’s 
Burgundy and Provence regions. 
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Indage’s Chougule: Sniffing around for more international deals 


He’s also looking at assets in Chile 
and Argentina, and expects to wrap 
up a few deals by the end of this fi- 
nancial year. Champagne Indage is 
also in talks with a leading European 
spirits manufacturer for a lock-stock- 
barrel purchase of a soon-to-be- 
launched brand. “Talks have been on 
for six to seven months and the deal 
1S expected to be announced this 
quarter,” says Chougule, who ex- 
pects the halo effect of the brand to 
rub off on the group and the prod- 
uct portfolio. The company has tied 
up with ICICI London to fund its 
overseas ventures, through a mix 
of equity and debt. 

Champagne Indage has also 
made a shift in its international 
brand strategy. Till recently it sold 
its wines only through restaurants 
that served Indian food. Now the 
company is focussing on stocking up 
in non-Indian cuisine eateries too. 

Back home, the company is also 
strengthening its presence in the 
non-alcoholic beverages segment. 
While it is already retailing fruit 
juices under the Seabuckthorn 
range, the year-end will see 
Champagne Indage getting into the 
mineral water and energy drinks 
segments. Chougule is in the process 
of finalising the brand names for 
these products. He is aiming for a 
complete portfolio of alcoholic and 
non-alcoholic beverages. However, 


the heady growth rates in the do- 
mestic wines market—Champagne 
Indage has been galloping at near 
100 per cent in the past two years, 
and the industry has been growing 
at 30 per cent—may well ensure 
that Chougule's wine collection 
continues to sparkle. 

[EJEESH N.S. BEHI 
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Walking on 
Water? 


Tata Tea aims to be a global 
beverages company. 


I THE COMPANY'S RECENT 

Annual General Meeting (AGM) 
of Tata Tea in Kolkata, Chairman 
Ratan Tata said there was a possi- 
bility of changing the name of the 
company. With good reason. Today 
Tata Tea, apart from tea, has a pres- 
ence in coffee and water as well. 
The Chairman could possibly con- 
sider adding ‘International’ to the 
company name, too. After all, Tata 
Tea has been busy eyeing overseas 
markets, right from the Us to Russia 
to China. After the AGM, R.K. 
Krishna Kumar, Vice Chairman, 
Tata Tea, told the media that there 
was a plan to set up a joint ven- 
ture in Russia. He added that talks 
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were on with potential partners and 
a new entity will be formed by the 
end of the current fiscal. 

A few months ago, Tata Tea 
got into a joint venture in China, 
which resulted in the creation of 
Zhejiang Tea Import and Export 
Company Limited (zriE). The com- 
pany, which will be set up in the 
economic development zone of 
Zhejiang, will manufacture and mar- 
ket green tea, cold and hot water 
soluble instant tea and liquid tea 
concentrates, among other prod- 
ucts. Of late, there has been talk 
of the company eyeing the Us mar- 
kets. One of the names reported in 
the media was that of AriZona 
Beverages, a New York- 


Tata Tea's Siganporia: New flavour 


headquartered marketer of iced tea 
and energy drinks. Tata Tea has 
rubbished these reports, but a pres- 
ence in the Us appears only a matter 
of time. *The us is a hothouse for 
the development of conceptual 
knowledge for the BRIC countries. If 
there is an opportunity that comes 
our way, we will be open to it,” 
says Percy Siganporia, Managing 
Director, Tata Tea. *Over the next 
2-3 years, we expect to be a signif- 
icant player in branded tea and de- 
velop a strong presence in coffee 
and water (he referred to the global 
market and not just the us)," adds 
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On the Milk Route 


For Nestle, cee en en scie 


AN A FORTIFIED MILK POWER 

brand help Nestle India but- 
tress its position in the domestic 
milk sector? Currently it has Milo 
in the market, a milk supple- 
ment/additive. According to an 
analyst tracking the consumer 
foods sector, Milo has just around 
2 per cent of a market that’s 
valued at Rs 1,500 crore. 
“GlaxoSmithKline Consumer 
Healthcare is the clear market 
leader in the health food drinks 
segment in India with over 70 per 
cent market share. We have several 
health food drink brands under 
our portfolio, which include flag- 
ship brand Horlicks—with more 
than half the market share, Boost, 
Maltova and Viva,” says a 


Unable to disturb Glaxo 
SmithKline’s hegemony in this 
segment, it perhaps makes better 
sense for Nestle to put all its might 
behind its milk brand. As the an- 
alyst points out: “Nestle in India 
has better chance to carve a niche 
for itself in the milk space itself 
than in the milk additive space. Its 
efforts on the latter front have 
met with stiff competition. Hence, 
for it to leverage its equity in the 
infant nutrition front with Nido 
might work better.” 


Siganporia. It may be recalled that 
Tata Tea acquired a 30 per cent 
stake in us’ Energy Brands Inc. for 
$677 million last year. Following 
Energy Brands’ decision to sell out 
to Coca-Cola, Tata Tea, too, will 
divest its holdings. Coca-Cola has 
agreed to buy Tata Tea’s holding at 
$1.2 billion, which results in a profit 
of $523 million. There could be 
some action on the domestic front, 
too. Recently Tata Tea announced 





Currently, Nestle dominates 
the infant nutrition space in the 
country, a category that is valued at 
around Rs 1,200 crore. Nido may 
help it reinforce its presence in 


that segment. According to Nestle 
jodia OE spokesperson, “Nido was 
invented over 60 years ago and is 
the world’s top selling children’s 
milk powder. It has sales of over 3 
billion Swiss francs (Rs 9,900 
crore) across Latin America, Asia 
and Africa.” The company claims 
the launch is aimed especially at 
mothers who are looking for good 
quality of milk for their children 
(two years and above) and are not 
satisfied with the quality of loose, 
liquid milk available. But clearly, 
the milk story does not end here as 
the company has recently also in- 
troduced *Funshakes' under its 
Milkmaid brand in three variants. 

SHAMNI PANDE 


it would buy a 25.7 per cent stake in 
Mount Everest Mineral Water, the 
owners of the Himalaya brand of 
mineral water. Will the company 
use this buyout to launch new vari- 
ants in the market, like flavoured 
water for instance? Says Siganporia 
cryptically: “There is a possibility 
but it is too early to comment.” 
That name change may need to 
happen sooner than later. 
KRISHNA GOPALAN 
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The Global - 
Show 


Indian production house 
focusses on original formats. 


NDIAN TELEVISION NETWORKS HAVE 

been having a field day adapting 
global format shows to suit the 
tastes of Indian audiences. In the 
recent past, Freemantle Media’s 
Pop Idol has been rehashed into 
Indian Idol, NBC Reality Television’s 
show The Biggest Loser found its 
way as The Biggest Loser Jeetega. 
Refreshingly, now here’s an Indian 
production house that has created its 
own intellectual property in this 
space. Mumbai-based Optimystix 
Entertainment India has created 
two of its own format shows, 
namely Bathroom Singer, a musi- 
cal show and Nirvana, a self- 
improvement show. 

Says Sanjiv Sharma, founder and 
CEO, Optimystix: “Creating home- 
grown format shows is the next big 
step in Indian television. We are a 
creatively-led organisation and the 
fact that we want to create our own 
IP in format shows stems from our 
core competencies.” For its part, 
Optimystix earned its spurs by 
adapting international shows such as 
Let’s Make a Deal (as Khul Ja Sim 
Sim on Star Plus) and Night Fever 
(Kismey Kitnaa Hai Dam). That’s 
given the company the confidence to 
go it alone. In Bathroom Singer, 
contestants from across the country 
will perform in the sanctity of ‘The 
Bathroom’, and if they’re selected 
they get to perform in front of an 
audience in a studio show. Bathroom 
Singer will air on Sahara’s ‘Filmy’ 
channel. Nirvana is a self-improve- 
ment show involving 12 seekers, 
celebrities and ordinary people split 
into three groups. Each group will 
meet and live at the ashram (home) 
of a renowned Indian spiritual guru. 
Audiences will get a chance to follow 
their life and experience of living 
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Optimystix's Sharma: Creator code 


by the code of conduct laid down by 
the guru. 

Not only is Optimystix creating 
its own IP, it also plans to market 
those properties internationally. It 
has tied up with two international 
format owners to exclusively market 
their formats in India as well as to 
take its own shows international. 
One of the firms is Zodiak 
Television, a leading international 
TV-format distributor based in 
Copenhagen. Kam Ya Zyaada 
launched on Zee Television was 
based on a format owned by Zodiak 
TV, and adapted for India by 
Optimystix. The other partnership is 
with Sparks Network, which is a 
platform of 13 independent pro- 
ducers from across the globe. 
Sharma says Optimystix is the only 
Asian company in that network. 
Both Bathroom Singer and Nirvana 
(the latter has been conceptualised 
specifically for the global markets) 
are now in the kitty of Sparks 
Network. On how the partnership 
works and the revenue arrangement, 
Sharma explains that Sparks 
Network is a major source of 
catalysing the sales and acquisitions 
of TV formats across markets as all 
members enjoy free and exclusive ac- 
cess to other member's catalogues. 
Based on the individual member's re- 
lationships with broadcasters in their 
home market, the members become 
each other's local production coun- 
terparts and sales arms. With re- 
gard to revenues, the format (IP) cre- 
ator or owner earns licence fee for 
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the format and the producer in the 
country for which the format has 
been selected and being adapted 
earns production fees. 

“For Nirvana, we have received 
very good response from broadcast 
networks in Us, France and Belgium. 
We are currently in advanced stages 
of negotiations for producing this 
show for a global network for global 
audiences," explains Sharma. 

ANUSHA SUBRAMANIAN 
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Will MSN-WorldSpace tie-up 
benefit both parties? 


HEN MSN ANNOUNCED LAST 

fortnight that it would pro- 
vide a radio service on its India 
portal, courtesy a tie-up with the 
satellite-based digital radio serv- 
ice provider WorldSpace, it marked 
an arrangement that suits both 
players. For MSN, which is in online 
music globally but not in India, 
the tie-up with WorldSpace is the 
first step towards offering online 
music in India. For the subscrip- 
tion-based radio service provider, 
finding space on the MSN India 
portal gives it an opportunity to 
target a wider user base. 

Globally even as recorded music 
sales continue to fall, sales of digi- 
tal music have been growing 
smartly, by 85 per cent to $2.1 bil- 
lion, according to the International 
Federation of the Phonographic 
Industry. MSN, for its part, has a 
multi-year, global content distri- 
bution agreement with Control 
Room, the numero uno provider of 
live digital entertainment and the 
producers of Live 8. The partner- 
ship has led MsN to be the exclusive 
online worldwide destination for 
Control Room's live music pro- 
gramming, via live and on-demand 
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Microsoft's Bindra: More music 


streaming. In India, however, as 
Jaspreet Bindra, Country Manager- 
India, Online Service Group, 
Microsoft, points out, online music 
—via audio and video streaming— 
can only take off once broadband 
arrives in a big way. Till then, 
there’s the experiment with 
WorldSpace. “The association is 
part of our commitment to our 
users in bringing the best enter- 
tainment online,” offers Bindra. 

WorldSpace, meantime, hasn’t 
been doing too badly for itself, 
growing from 74,000 subscribers in 
2005 to 1.7 lakh till date. 
Regulatory issues are not letting 
the radio service, which boasts over 
40 stations across musical genres, to 
cash in on in-car listeners. 

This prevents it from cashing 
in on the huge in-car listening base, 
which accounts for a fifth of all 
radio listening hours in India. What 
also prevents rapid growth is the 
subscription-based model of the 
service at a time when FM radio 
channels are proliferating and are 
free. A presence on the MSN India 
portal may just help in turning 
things around. Says Adam Barker, 
Senior Vice President, WorldSpace 
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India: *It is important for us to 
create consumer awareness about 
our services. We have garnered a 
good number of subscribers in a 
relatively short time, and we hope 
to do even better now (after the 
tie-up with MSN)”. 

Subscribers to the MSN- 
WorldSpace service will get 24x7 
access to five WorldSpace stations 
for a monthly fee of roughly 
Rs 400 or $9.95 for NRIs in US, UK 
and Middle East. That’s arguably a 
small price for being able to tune 
into the only ‘legal’ online radio 
service around. 

ANUSHA SUBRAMANIAN 
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Reining in 
the Rupee 


Restrictions on ECBs won't 
help too much. 


L IT WAS MEANT TO BRING A SMILE 
to the faces of the exporters and 
the IT industry, a recent Reserve 
Bank directive on external com- 
mercial borrowings (ECBs) by Indian 
companies has only eased up their 
frowns a wee bit. For, as the 
Finance Minister himself said, the 
appreciating rupee is a corollary to 
the booming economy and 


Jharkhand Underground 


The state government plans to flag off mines tourism. 


OR STEEL BARONS LIKE L.N. 

Mittal, the Jindals and the 
Ruias of Essar, the mines of 
Jharkhand are a lucrative op- 
portunity because of the rich 
mineral deposits that reside in 
them. However, for the state 
government even the closed 
mines could literally be a gold- 
mine, from the tourism point of 
view. Madhu Koda, Chief 
Minister, Jharkhand, is working 
on a plan to exploit the large 
number of closed mines in the 
state—both underground and 
open cast—to kick off *Mines 
Tourism" in the state, with the 
help of a few national and in- 
ternational consultants. Says the 
Chief Minister: *The old mine 
sites are an integral part of 
Jharkhand's cultural heritage and 
thus should be treated with the 
same respect as the other re- 
maining features of the state's 
past. Rather than destroying min- 
ing features, their preservation 
offers opportunities for educa- 
tion, appreciation and tourism. 
The tourism potential of old 





Madhu Koda: Tourism talk 


mines has been recognised in 
many parts of the world." 

Koda is looking at developing 
educational, walking mines or 
even those that can be toured 
via train, underground. There 
can also be mine theme parks. 
Static displays of mining remains 
are unlikely to attract much more 
than academic interest. Visitors 
want to become actively involved 
during their visit and the fun fac- 
tor must not be underestimated. 
"And we are working on these," 
adds the Chief Minister. 
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exporters may as well learn to live 
with it. 

The new ECB guidelines man- 
date that any amount over $20 mil- 
lion that’s raised will be permitted 
only for foreign currency expendi- 
ture and cannot be remitted to 
India. For amounts less than $20 
million for rupee expenditure, the 
funds need to be parked overseas till 
actual requirement. While 2006- 
07 saw some $20.6 billion flow 
into the country through the route, 
this year, the ECB figure till July has 
already crossed $9 billion. Fears 
are that companies may no longer 
find the ECB route as attractive for 
raising funds as before. “In the long 
run, the limits will be detrimental as 
they will throttle supply, and pro- 
ductive capacities will suffer,” says 
Saurabh Chawla, Executive Vice 
President, Finance & Head, Investor 
Relations, DLF. The property giant 
had opted for a round of ECBs prior 
to its initial public offering as it was 
the cheapest form of debt available. 

So, what explains the RBI's dik- 
tat? “It’s a short-term measure to ar- 
rest liquidity and stem the rupee’s 
appreciation and clearly, the inten- 
tion is to force companies who 
might have been looking at an ECB 
to opt for domestic borrowing,” 
observes Prakash Subramaniam, 
Director and Regional Head, 
Capital Markets, India and South 
Asia, Standard Chartered Bank. 
Subramaniam, however, cautions 
that if the new guidelines are here to 
stay, they will end up creating pres- 
sure on liquidity and harden the 
interest rates even further. “ECBs 
were attractive for a company as 
there was a difference of 2 to 3 
percentage points when compared 
with the lending rates of domestic 
banks,” adds Subramaniam. 

Exporters for their part say 
they’ve little reason to celebrate. 
“Remittances from ECBs are just one 
part of forex inflows—much of 
them come in through foreign 
institutional investors and foreign 
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direct investments,” says Atul 
Nishar, Chairman, Hexaware 
Technologies. “A 2 to 3 per cent rise 
per annum is gradual enough for the 
industry to cope with, but a 12-13 
per cent appreciation becomes un- 
bearable,” he adds. Hexaware saw 
Rs 8.14 crore wiped off its bottom 
line in the last quarter due to the ru- 
pee-dollar variation. Even non-IT 
exporters are feeling the pinch. 
Rajan Hinduja, Executive Director, 
Gokuldas Exports, which suffered 
by 8 to 10 per cent from the rupee 
rise, says increasing import content 
and productivity are the best ways 
of offsetting the rupee apprecia- 
tion. Clearly, the ECB restrictions 
will provide little succour, what 
with the likes of Subramaniam ex- 
pecting the rupee to further rise to 
Rs 38 to the dollar in a year. 
TEJEESH N.S. BEHL 


Land Bank 


A real estate intermediary who 
promises transparency. 


EAL ESTATE AND TRANSPARENCY 
ton go hand in hand, but 
here’s one entrepreneur who plans 
to bring a semblance of clarity into 
what’s perceived to be a very murky 
business. Lakshmi Narayanan 
Ramanujam (29) has set up Real 
Estate Bank International (REBI), 
which he plans to capitalise to the 
extent of Rs 25 crore. Rs 5 crore 
has already come in, and 
Ramanujam expects the rest to 
come from private equity and sim- 
ilar options . He plans to start op- 
erations by Diwali. The company's 
aim is to provide a single window 
clearance through a number of fran- 
chisee outlets for real estate buy- 
ers. Interested customers would be 
offered options of purchasing land 
anywhere in the country including 
rural areas and REBI would authen- 
ticate the seller, and the property. In 





REBI's Ramanujam: Customer focus 


other words, REBI would consider 
(and even advise) the end customer 
on the best deals based on his 
budget; the buyer would also be 
able to get her hands on the relevant 
‘ownership’ documents and will 
also get a guarantee certificate for 
the same. REBI would through its 
franchisees liaise with the local body 
government during the registration 
process, and ensure proper demar- 
cation of the surveyed areas (quite 
often properties overlap with survey 
numbers) with the help of lawyers. 
A 2 per cent commission would be 
levied on the seller and the buyer 
gets the service free. 

“REBI through its franchisees will 
offer a choice of properties, financial 
assistance with a bank, insurance 
policies for house properties, 
property management services, and 
relocation services,” says 
Ramanujam. REBI itself would of- 
fer training support, systems sup- 
port, network support of franchisees 
and database support (which would 
be upgraded through its field em- 
ployees). “We plan to have 3,000 
shops across the country," adds 
the entrepreneur. 

The company is also develop- 
ing a predictive index that would 
take into account future valuations. 
"This would be different from the 
index being developed by National 
Housing Bank and the National 
Pricing Index on housing already 
in place," he says. It remains to be 
seen whether buyers —and sellers— 
will prefer REBI to their often not-so- 
friendly neighbourhood broker. 
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It gives me great pleasure to welcome you to the 96th Annual 
General Meeting of your Company 


It is a matter of satisfaction for me to report yet another year of 
robust growth and strong performance encompassing all the 
business segments of your Company. 


The foundations that we have laid over time by investing in 
R & D, technology and innovation for intemational competitiveness, 
supported by a robust govemance structure, continue to drive 
growth in your Company's multiple businesses, providing a strong 
momentum for a secure future 





FINANCIAL 


PERFORMANCE 





Gross Tumover for the year grew by 20.2% to Rs. 19505 crores 
Net Turnover at Rs.12369 crores increased by 26.3% driven 
by the non-cigarette FMCG businesses, higher agri-business 
revenues and the continuing strong performance by the Hotels 
business. The non-cigarette portfolio arew by 37.6% during 
the year and now accounts for 52.3% of the Cx mpany's Net 
Turnover. Pre-tax profit increased by 20.196 to Rs. 3927 crores, 
while Post-tax profit at Rs. 2700 crores registered a growth 
of 20.8%. Eamings Per Share for the year stands at Rs. 7.19 
Cash flows from Operations stood at Rs. 3402 crores during 
the year. 





The ITC Group's contribution to foreign exchange eamings over 
the last ten years amounted to nearly USD 2.8 billion, of which 
agri exports constituted nearly 6596. Earnings from aari exports 
Is an indicator of your Company's contribution to the rural economy 
by effectively linking small farmers with international markets 





You, the shareholders, can draw even greater satisfaction 
from the fact that these financial results rest on a strong 
foundation of trust earned by your Company's diverse brands, 
products and services and the enduring relationships formed 
with millions of farmers in rural India over several years. It is 
on this bedrock of trust, competencies, innovation and rural 
partnerships that we have built our aspiration to be a leader ir 
every business segment we are engaged in. 


SUSTAINABLE AND 


INCLUSIVE GROWTH 


Last year, | had spoken to you on the fundamental pillars of 
Vision, Values and Vitality that have powered the 
transformation of your Company over the past decade. | 
reiterated that envisioning a larger societal purpose has 
always been the hallmark of your Company. Indeed, this 
‘commitment beyond the market' is a compelling Vision that 
motivates us to enlarge our contribution to the Indian society, 
even as we attain new milestones of excellence in sustainable 
wealth creation 








We have, over the years, pursued relentless innovation to forge 
unique business models that synergise long-term shareholder 





MAKING MARKETS 
WORK FOR CSR 


Address by Chairman Y. C. Deveshwar 
at ITC's 96th Annual General Meeting, 27th July, 2007 


value enhancement with the superordinate purpose of creating 
greater societal capital. We take pride that your Company is 
defined by its deeply ‘Indian’ character that aligns corporate 
strategy to national priorities. 


It is for this reason that we measure our accomplishments not 
y in terms of financial performance but also by the transformation 
we have consciously engendered to augment the natural and 
social capital of the nation. This approach towards achieving 
Triple Bottom Line benchmarks is key to our resolve to 
contribute to the national goal of sustainable and inclusive 
growth. It is my firm belief that business enterprises can and 
t make a difference towards achieving greater social equity. 
rough a fundamental and unwavering commitment to Triple 
jm Line objectives that long-term sustainability of business 
prises can be ensured, unleashing in the process strong 















drivers that can make national progress more inclusive and 
equitable 





ITC has received global recognition as an exemplar of Triple 
Bottom Line performance. For five years in a row, we have 
achieved and sustained our status as a ‘water positive' 
organisation. We have also been 'carbon positive' for the 
last two years. We continue to strive towards achieving a 
‘zero solid waste’ discharge status, having recycled over 
90% of solid waste produced during the year. This makes us, 
to the best of my knowledge, the only business er iterprise in the 
world, of our size and complexity, to ac complish these three 
dimensions of environmental excellence — an extremely challenging 
task given the fact that we are continuously growing our 
manufacturing operations 








In addition, through a concerted effort to develop innovative value- 
chains across our diverse busir ) 5, your Company 
today is instrumental in creatinc J sustaining livelihoods for 
nearly 5 million people, many of whom represent the weakest 
sections in rural India 








Our deep commitment in ensuring sustainability and 


ج 
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competitiveness have given us the confidence to voluntarily 
publish an annual Sustainability Report with independent reputed 
third party verification, The 2006 Sustainability Report of your 
Company, the third in the series, is the first in India and 
among the top 10 in the world to be presented in accordance 
with the latest G3 guidelines of the Global Reporting Initiative. 


Indeed, these achievements reinforce our commitment in making 


a meaningful contribution towards sustainable and inclusive growth 
of the Indian Society. 


A SOCIAL CHARTER 


FOR BUSINESS 





A few weeks ago, the Hon'ble Prime Minister Dr Manmohan Singh 
presented a ten-point 'Social Charter' sharing his vision on the 
responsibility of corporates for sustainable and inclusive growth. 
He said, and | quote, "Indian industry must rise to the challenge 
of making our growth processes both efficient and inclusive. 
This is our endeavor in Government. It will have to be yours 
too and | seek your partnership in making a success of this 
giant national enterprise. If those who are better off do not act 
in a more socially responsible manner, our growth process may 
be at risk, our polity may become anarchic and our society 
may get further divided. | invite corporate India to be a partner 
in making ours a more humane and just society." Unquote. 


To my mind, the Hon'ble Prime Minister's clarion call is not only 
a responsibility that we, in Indian Business and Industry, must 
commit ourselves to but a crying need that we cannot afford to 
neglect any longer. While we can justifiably be proud of India's 
stellar performance in GDP growth, the arowing inequity in sharing 
the fruits of success is indeed a millstone that impedes the nation's 
true potential. Business Corporations draw heavily on societal 
resources. Therefore, it is in the enlightened self-interest of 
business to engage constructively in enlarging its contribution to 
the broader social and environmental agenda. Competitiveness 
of firms can be severely threatened by unsustainable environments 
and a lopsided social structure that creates islands of affiuence 
amidst a sea of poverty. A constructive public-private partnership 
for socially responsible growth is imperative and must occupy a 
larger space in the future business strategies of India's corporate 
sector. 


You are indeed aware of the enormous importance of our rural 
engagement in the future growth of your Company. We have 
constantly strived to meaningfully blend our social responsibilities 
with business competitiveness, so that we can continue to create 
shareholder value even as we enhance the benefits that accrue 
to rural communities. We recognise that this is the path we must 
pursue to ensure sustainable and inclusive growth — a philosophy 
that is central to the vision articulated by Prime Minister's Social 
Charter for Busines S. 





| take immense pride that the vision enunciated by the Hon'ble 
Prime Minister echoes the core values that your Company 
has enshrined in its management philosophy and governance 
structure. We have indeed been 'practitioners' of this vision 
for many years now. It gives me immense satisfaction that your 
Company has executed, on a substantial scale, innovative business 
strategies which result in ‘mainstreaming’ the disadvantaged 
sections of rural India. 


Your Company’s pioneering e-Choupal initiative today 
comprises 6,400 choupals transforming the lives of over 
3.5 million farmers in 38,500 villages in 9 States of India. We 
hope to reach out to 10 million farmers in 100,000 villages 
in the not too distant future. The Social and Farm Forestry 
Programme of ITC covers 65,000 hectares providing over 
28 million person days of employment among the 
disadvantaged. In the process, we have also helped sequester 
over 2,000 kilotons of Carbon Dioxide as a firm commitment 
to combating climate change. Your Company's Integrated 
Watershed Development programmes in rural areas cover 
nearly 27,000 hectares providing critical irrigation to water 
stressed areas.This year, we have also forged a 





milestone partnership with the Govemment of Rajasth: an for an 
integrated watershed development project covering 5,000 hectares 
Your Company's initiatives to provide opportunities for non-farm 
incomes through economic empowerment of 
supplementary education and integrated animal husbandry services 
continue to make significant strides in rural empowerment 











As a nation, we face today a multi-dimensional 
chart a growth path that will transform the lives of almost a third 
of our billion population who live at the margin. Surely, it is not a 
task that any single segment of society — be it Govemme 
Responsible Business - can hope to accomplish ir 
is true that sustained high rates of GDP growth is one of th« 
surest ways of creating livelihoods for the disadvantaged. Howeve 

if such growth impulses do not envision or contain conscious 
efforts to enhance social value, it is not necessary that high growth 
rates alone will ensure social equity. In fact, there is a danger that 
competitive pressures may not actually lead to development and 
growth in areas that need it the most 
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There is also a significantly large cost involved in implementing 
value-chains that are socially inclusive. While commensurate 
returns may flow over the longer term, there are 
barriers, over the short to medium term, that inhibit investments 
in such socially inclusive initiatives. In the absence of strong fiscal 


ndeed cost 


or financial incentives, business enterprises would hesitate to 
raise such investments and commit physical and human resources 
over a longer term. Therefore, it is important to examine how 


investments 


market drivers can creatively facilitate such long-terrr 
which have larger societal benefits. Corporates will be able to 





their business 


Support a much larger social involvement in 


Strategies, if market forces facilitate such investmer Its and retums 


How do we then create a market that will support such 
corporate action for social development ? If we are to transform 
the Hon'ble Prime Minister's vision into reality to its fullest potential, 
we need to find answers to this critical questior 


MOBILISING CSR 
FOR ECONOMIC GROWTH 
WITH EQUITY 










Over the years, pr 
several laudable 
social development. Unfortunately, many 
have not been able to reach a level 
an make an impactful difference on a nation as arge and diverse 
as ours. Why is it, that despite possessina rich and div 
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managerial capability, a tradition of entrepreneurs! їр, economic 

resources ar d the nght CONSCIOUSNESS, Ci rporates are still 
nable to participate more meaningfully in building natural and 
оса! capita 


The reasc 
a conducive exte rganisations’ visior 

values, leadership and competitive ca y. However, if there 
is one common thread, it is the unassailable fact that markets 
have failed to reward CSR (Corporate Social Responsibility). 
They do not adequately provide the drivers required to sustain 
a level of intensity of long-term engagement necessary to produce 
esults in the ocial fabric. As Prof. David Vogel says, in his 
rece еа ‘Market for Virtue’, and | quote, “CSR is 
sustainable only if virtue pays off. The supply of corporate virtue 
is both made possible and constrained by the market... while 
there is a place in the business system for responsible firms, 
the ‘market for virtue’ is not sufficiently important to make it in 
the interest of all firms to behave more responsibly.” 
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change and an inspiration te However, it is only when 
market forces make CSR a crucial component of shareholder 
value creation that new competitive forces will emerge in 


favour of responsible corporate action. It is then that CSR wil 
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constructive public inersnips 

The key to corporates sustaining a meaningful strategy for 
constructive social action therefore lies in the ability to create 
strong market drivers that incentivise CSR. Civil Regulation 
including pressure groups, act as strong drivers to ensure sox лау 
responsible egulation and public policy are 
also influential driver: r, these again tend to delive 
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MAKING MARKETS 


WORK FOR CSR 





Can we, therefore, make markets work for CSR ? Are there 
ompelling market drivers which would give a positive reinforcement 
to Corporates to fox т Line performance ? Can 


these powerful drivers eneraise inn vation by companies, so that 


us on Triple Bott 


CSR becomes an integral part of the marketing mix and a 
mpetitive differentiator 
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Fortunately, there is an answer. The most potent force that can 
trigger a complete rethink of corporate strategy and bring about 
transformational change lies in the power of consumer franchise. 
| use the term 'consumer' here in a broader sense to als 

I: encompass other market participants including Government – 
both as a buyer and regulator, Investors, Employees, Job-Seekers 
and other segments of Civil Society 





An enlightened consumer, by exercising a choice in favour 
of 'socially responsible' enterprises, can unleash a powerful 
force of incentives. A 'positive vote' for socially responsible 
Ону. exercised through preference for a company's 
products and services, would change the context and dimension 
of meaningful CSR, create strong economic multipliers and 
enhance shareholder value. The implications of such consumer 
franchise for business will be wide ranging 















* Consumer preference will spur a massive movement in 


corporate innovation to integrate business goals with the building 
of societal capital 


• CSR can also emerge as a distinctive market differentiator and 
help position progressive companies more strongly in the marketplace 


* Companies will vie for consumer spend by positioning CSR as 
a compelling value proposition. 


e Gains would accrue to the company and its shareholders with 
increasing revenues and goodwill. 


e Where consumers go, Investors will follow. Investors will 
ncreasingly find such socially responsible companies attractive, 


jiven the larger market gains 


e Potential employees would also seek opportunities in such 
successful companies and the enterprises themselves would be 
better positioned in the war for talent. 


e Competition amongst CSR exemplars would lead to a perceptible 
augmentation of natural and social capital and this would 
create a more sustainable future 


Thus, f 9owertul market drivers 
an integral part of busir 
stakeholders 
companies, ‹ 


its she 


will emerge to encourage CSR as 
3 strategy. In the course of time, 
will build a more enduring relationship with such 
ontinuously cre ating value for the organisation, for 
ders and the nation 











ENLISTING 


CONSUMER SUPPORT 





The key, therefore, lies in mobilising market participants — 

\ the most potent being the consumer - and enhancing 
awareness amongst them, so as to empower their decisions. 
We will need to ramp up consumer education substantially, so 
that they are made aware of the power they possess to transform 
society ar na Опт ig in enduring social change. Govemment, Industry 
and Civil Sox iety will need to join hands in this endeavour to give 
it more body, scope and reach 


Let’s make everyday 
World Environment Day. 
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Hara Banao 





Your Company made a beginning in this direction by creating a 
high visibil ity cause market ing' campaign involving Our popular 
brands – 'Sunfeast' and ‘Aashirvaad’ — and highlighted the in 
with some of our CSR initiatives. It was our endeavour to 
educate the consumer that with every spend on those brands, 
they would, in effect, be contributing to the Social Forestry 
and Watershed initiatives of your Company. You are aware 
that your Company's 'Classmate' brand contributes 
significantly towards the education of the underprivileged by 
earmarking a portion of its proceeds for this cause. | am giv 

to understand that school children actually prefer Classmat« 
products not only for their superior quality, but also for their 
association with a noble cause We are Committe ‘ i 
th ese awareness Campaigns, and it will be our endeavour t: 











continuously make the consumer aware of the choice that she 
possesses to support such social programrr y making informed 


buying decisions. 





It is heartening to note that wi voridv мае, consumers are already 
demonstrating their prefe 0 
and services. In 2006, an estimated €1 6 billion worth of Fairtrade 
products were sold across the world, gro 
5096. This independent consumer ce 
that disadvantaged producers are 


more than 7 million people — farmer: 
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- across 59 developing countries benefit f 
Fairtrade system. In some ‹ 
demonstrated that they are willing to pay more for a product or 

f it contributes to social good I 
eiopments although they occupy, as а small proportior 
lobal trade. If these individual efforts of consumers get escalated 
XOllective action, they 
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will certainly have a distinct impact 





Unfortunately, the ‘market for virtue’ in India is practically 
non-existent. However, a small beginning has been made. With 


concerted action from policy makers and civil society, a sianificant 
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force can be created by 
industry into 


enlightened consumer franchise to spur 


nnovative thinking for social actior 


India’s young demographic profile will also support this trend. In 
late 2006, a Cone Millennial Cause Study in the US found that, 
amongst the youth, nearly nine out of ten ‹ stated that 
they w ely to switch from one brand to another 
(price and quality being equal) if the second brand was associated 
with a good cause. This goes to indicate that with greater 
awareness through education and exposure, the future 
generation will tend to exercise a 'vote' for companies with 
higher social accountability. This is now getting to be a worldwide 
trend, and with increasing connectiv hrough the 
widespread mex for communication, | car 
the emergence of community, who share commor 
common ommon hopes and aspirations 

Yt amonast India's confident new 
and once unleashed will be a formidable catalyst 
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ALIGNING FORCES OF 
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o mak consumer choice’ a compelling market driver 
Ne would need to create a supportive institutional framework 
о facilitate the process of makina an inf / 
market participants. Let me Б efly elabor: 
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participants would need ar 1 to make an 
nformed choice in favour of a Responsible Corporation. | would 
suggest that Government support the development of a к 









иу Trustmark’, or a series of Trustmarks defined 
by Industry segments, which could be displayed on products 
and se toc to the consumer that the enterprise follows 

trong commitment to building natural and sx capital 





мег itary in nature, these Trustmarks, L 
market principles, will stand for the positive impact a company 

ias made on the environment and the society. The Trustmarks 
ould also be with Ratings, based on the 

f the individual vement in creating societal capital 
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* The Trustmarks need to be administered by a reputed and 
independent body or bodies, much like the financial rating 


agencies. An institutional framework and appropriate guidelines 





can be created by a Govemment-industry partnership to pr 
organisational support and credibility, 


* A major impetus can emerge out of Government's consideration 
to extend fiscal and financial concessions, priority clearance and 
other incentives to organisations that attain sustained high ratings 
Govemment and its agencies could also give purchase preference: 
to suppliers with highly rated Trustmarks 














Second, the role of Industry : 
* in championing a sincere commitment to a Vision that embraces 
contribution to Society as a key component of business strategy. 


e In moving towards voluntary disclosure of Triple Bottom Line 
band anii et the Companys Annual Reports, verified by independent 


reputed third party organisations 





e |n making a strong effort to attain the CSR Sustainability 
Trustmarks, and displaying their product 
and services 


the same on 


e In enlarging the Company's contribution by giving preference to 
vendors with a strong CSR and Sustainability orientation. 
e In developing 
bodies 


a model code of responsible conduct by Industry 
and associations for its members 





• In encouraging Modem Retail outlets to develop special sections 
that display and sell products with Trustmarks. 


* in providing support to the creation of Awards tt 
outstanding Sustainability Performance. This would provide a 
tremendous reputational asset and incentivise CSH significantly 


ein strengthening reporting on — based or 
such as the Global Repc mer ni itive. | am sure that the Indian 
operations of multinationals, not listed on Indian bourses, would alsc 
want to make such public disclosures and demonstrate ther contribution 
to the Indian Society. | envisage a future where Sustainability Reporting 
will form an integral part of a firm's public disclosures, and wil be valued 
by stakeholders in equal measure to the established practices of 
financia al reporting X 


Nat recognise 





guidelines 








Third, the role of Investors. 


* Investors play a critical role in encouraging social accountability 
in corporate behaviour. Globally, there are today hundreds of funds 
that invest in socially responsible enterprises, These funds rely on 
sustainability Indices such as Jones 
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World Index, FTSE4Good, Domini 400 Social Index and others to 
guide investment decisions. These funds have already channelled 
large amount of investors’ savings into companies that have high 
social brand capital. 


India has witnessed some welcome developments in this 
direction in recent years. The ABN Amro Bank launched a 
Sustainable Development Fund as India's first Socially Responsible 
Investing Fund. Recently CRISIL, S&P and KLD have announced 
that they would develop an Environmental, Social and Corporate 
Governance (ESG) Index of Indian companies. The Institute of 
Chartered Accountants of India is also reported to be working on 
developing a similar evaluation. 


* Individual investors, while seeking to maximise returns from 
their portfolio holdings, could exercise a powerful choice for 
companies with high Triple Bottom Line performance. 


• Banks and Financial Institutions could ask for voluntary disclosures 
and factor the rating in their lending evaluations. 


Fourth, the role of Civil Society organisations. 


e Consumer awareness will benefit immensely if civil society 
organisations and consumer bodies actively advocate the 
usage of Trustmarks. They could also promote awareness 
amongst constituents to support products and services of 
companies with higher Sustainability ratings. 


* Schools and educational institutions could also promote 
awareness on responsible corporate iour and its association 
with the Trustmark ratings on products and services, and design 
elements in their curriculum to groom citizens of tomorrow as 
enlightened consumers 


* And finally, the Media, as one of the most powerful forces of 
shaping public opinion, can make a multi-dimensional contribution 
in this direction. 


It is my strong belief that by aligning such powerful forces, we will 
see the emergence of a new consciousness where CSR will 
transcend from corporate philanthropy to a competitive value 
proposition. 


Your Company has been instrumental in setting up the CII-ITC 
Centre of Excellence for Sustainable Development, which is a 
unique institution that seeks to address the void in developing 
requisite capability on Sustainability issues among Indian industry. 
The Centre endeavours to bring about transformational change in 
Indian businesses by providing thought leadership, promoting 
awareness and building capacity. One of the maior initiatives of the 
Cll-ITC Centre is to recognise excellence in Sustainability practices 
by presenting Awards to industry, based on a rigorous process of 
selection. This attempt to recognise outstanding Sustainability 
initiatives is designed not only to celebrate individual corporate 
action, but also to inspire others to follow. 


| am convinced that in today's enlightened India, more and more 
companies will respond to the appeal made by the Hon'ble Prime 
Minister to forge partnerships for social action, and achieve 
ow with efficiency and inclusivity. Making markets work for 

SR will indeed provide the compelling foundation for such 
initiatives. 


| MAKING A DIFFERENCE | 


The essence of what | have presented to you today is a considered 
response to enhancing corporate participation in societal 

е t. Your Company has been at the forefront in providing 
both thought leadership and action in creating a more secure, 
sustainable and inclusive future. It is true that no single organ of 
society will be able to make a significant difference based on their 
individual action. However, the efforts made by your Company 
demonstrate that with innovation, commitment and by forging 
enduring partnerships, we can all make a difference. 





Indeed, the challenges seem daunting when we witness the scale 
of inequity and poverty. The good news is that never 
before in world history have we possessed so much knowledge, 
technology and resources to deal with this apparently hopeless 
situation. It is indeed heartening to witness a growing corporate 
consciousness to ensure that the future generations are more 
secure. | hope this groundswell of effort will continue to grow and 
become a committed movement for a better tomorrow. 


| firmly believe that Corporates in India have the capability, the vision 
and the entrepreneurial skill to forge a more prosperous future for 
the nation, even as they sharpen their competitiveness and arow 
their businesses globally. Mahatma Gandhi said, and | quote : “The 
difference between what we do and what we are capable of doir 9 
would suffice to solve most of the world's problems". We need to 
heed this message to realise our fullest potential, 


To be able to stand tall amidst adversity, to live your convictions 
and know that your actions and beliefs have transformed the lives 
of millions is at once a humbling and enriching experience. Your 
Company is indeed privileged to be able to make a difference, 
and be recognised for the contribution it makes. Our abiding 
Vision, the strength of our outstanding human capital, and 
our commitment to creating enduring value will continue to 
inspire us as we strive to achieve even greater success in the 
future. 


On this occasion of your Company's 96th AGM, | would like to 
once again thank all of you — our valued shareholders — for your 
unstinted support in our shared journey to create one of India’s 
most valuable corporations. In this joumey, | look to you, as always 
for your continued support and encouragement. 
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In less than two years, 
Wipro’s has 
snapped up 11 different 
companies, mostly abroad. 

Why is the tech czar in a tearing 
hurry? It’s all part of his grand 


plan to make the soaps-to-software 
Wipro a truly global corporation. 
VI LI I F3HA BABII EYE SACHIT DEST 


ON’T TELL AZIM HASHAM 
Premji that he’s offered to 
pay too much for 
Infocrossing, a New 
Jersey-based rr outsourcing 
company that he agreed to buy for $600 
million early August. If you do, like the 
writers did, he'll smile understandingly 
and then explain very patiently why he 
thinks it's a good deal. The man, who 
doesn't believe in overpaying for any- 
thing, even if it's just the electricity bill at 
his rr major Wipro's Bangalore campus 
on Sarjapur road (it's not uncommon for 
Premji to ensure that his office lights 
are switched off after him), wooed 
Infocrossing's founder-chairman and 
CEO, Zach Lonstein, for months before 
he signed the deal. Although the 
American company had just $232 mil- 
lion in revenues and $9.3 million in 
net income last year, it's been growing 
rapidly. Just the year before, for in- 
stance, it had revenues of $148 mil- 
lion. In fact, one of the reasons why 
Premji was in a hurry to close the deal 
was that with every passing quarter 
Infocrossing's valuation was rising. 
For a moment, step into the 62-year- 
old Premji's shoes and see things from his 
perspective. Although part of the so- 
called rr triumvirate, Wipro isn't the 
biggest or the most valuable rr com- 
pany in the country. That distinction 
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TARGET COMPANY 


-ALPRO TECHNOLOGIES 
| Infocrossing (US) | 

Saraware (Finland) 

Enabler (Portugal) 

Quantech (US) 

cMango Inc. (US) 

mPower Inc. (US) 

NewLogic (Austria) 

Nervewire (US) 

American Management Systems (US) 
Ericsson's Indian R&D Centres 
GE Medical Systems Info Tech 
Spectramind (India) 


PERIOD OF 
ACQUISITION 


wip 





Chandrika (India) 
Glucovita (India) 
Northwest Switches (India) 
Unza (Singapore) 





Hydrauto Group AB (Sweden) 


WIPRO INFOTECH 
3D Networks (India) & Planet PSG 


** Tender offer expected to close by Q4 FYO7 


belongs to TCs. Neither is Wipro the most media- 
savvy of the three and, consequently, the most storied. 
Its cross-town rival and marketing super machine, 
Infosys Technologies, is. To make matters worse, 
there's a relative upstart in the form of Cognizant 
Technology Solutions, snapping at Wipro's heels. 
Just to stay its ground, Wipro has to run to bag big- 
ticket deals. And the gap in Wipro's portfolio that 
Infocrossing plugs was particularly palpable. *One 
of the setbacks we had on large deals was our inabil- 
ity to give hosting services in the Us and Europe. 
Customers wanted a physical presence in the Us and 
Europe and this is the expertise that Infocrossing 
brings to Wipro,” says Premji. (See Good Things 
Don't Come Cheap) 








WIPROS — 
SHOPPING SPREE 


Premji's string-of- 
M&A strategy ct 
both IT and consi 
businesses. 


BUSINESS FOCUS 





* Earn-outs on achieving agreed financial targets over a specific period 


Infocrossing, which calls itself a selective 17 out- 
sourcing company for its sharp focus on a handful of 
services such as IT infrastructure outsourcing, healthcare 
IT and BPO solutions and managed services, has data cen- 
tres across five states in the us, including New Jersey, 
Georgia, Nebraska, Arizona and California, and em- 
ploys about 900 professionals. When the deal is finally 
sealed sometime later this financial year, Wipro will get 
a shot in the arm to its infrastructure services. Says 
Sudip Banerjee, President of Enterprise Solutions, 
which is the largest chunk of Wipro Technologies, the 
company’s global rr arm and the one that will be ac- 
quiring Infocrossing: “This acquisition will help us 
upsell and cross sell to existing customers. Also it 
helps us to bid for bigger total outsourcing deals as we 
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will have a strong onshore capability.” 


His Own CEO 

Two years ago, when Wipro’s high-profile CEO Vivek 
Paul quit to join private equity major Texas Pacific 
Group, some criticised Premji for being too hands-on, 
others said he didn’t have the stomach for large ac- 
quisitions, while yet others said that Wipro was be- 
ginning to lag behind its peers. At that time, for in- 
stance, just 12 per cent of Wipro’s revenues came 
from the lucrative BFSI (banking, financial service, and 
insurance) segment. Its newly-acquired BPO, 
Spectramind, was stuck in low-end voice business with 
poor profit margins, and its enterprise business 
(which offers services and solutions to large cus- 
tomers like GE and Nokia) was too dependent on tele- 
com and R&D customers. 

Today, those critics probably have their foot in their 
mouth. Following a management recast, Premji stepped 
up focus on Wipro’s BFSI business, resulting in its 
share in total revenue going up to 23 per cent today. 
Simultaneously, Premji has snapped up 11 different 
companies, mostly abroad, at a cost of $1.3 billion, as 
part of his ‘string-of-pearls’ acquisition strategy. The 
idea: Make Wipro, both its rr and consumer products 
businesses, more global. *The clear signal was we 
were under-investing for the future, and we have be- 
gun to right investing now," says Premji. According to 
him, investments will be made across the company in 
a variety of areas, ranging from training its overseas re- 
cruits (a planned five-fold increase) to shoring up its fo- 
cus on 75 large mega and gamma accounts, where the 
company has trailed its industry peers, to recasting its 
top brass. (His elder son, Rishad, recently joined 
Wipro as Business Manager, and is being groomed for 
what many see as the CEO's job eventually by Girish 
Paranjpe, head of Wipro's financial services business. 
(See The Apprentice). 


Not So Juicy 


Wipro's profit margins are slimmer, but growing consistently. 
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SURESH VASWANI 


President, Wipro Infotech 


"The bottom line is to turn the India and Asia- 
Pacific business into a $1-billion operation by 
2007-08." 


For Wipro Tech, there's plenty of ground to cover. 
Over the recent years, it has been slipping in terms of 
leadership in key verticals. In ВЕІ, it stood #4 for the 
April-June 2007 quarter, with $173 million in revenues. 
By comparison, TCs did $493 million, Infosys $335 mil- 
lion, and Cognizant $243 million. Even in health- 
care, manufacturing and retail, Wipro was either #3 
or #4 in terms of revenues. However, in utilities and 
product engineering, it was top of the heap. Premji's fo- 
cus on the large customers no doubt stems from the 
fact that Wipro Tech’s annualised revenue per client 
from the top 10 clients for the last four quarters (July 
2006 to June 2007) hasn’t grown as fast as it has for 
rcs, Infosys and Cognizant. TCs, for example, managed 
to increase its annualised revenue per client (top 10) 





Infosys 
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from $90.35 million in July-September 2006 quarter 
to $128.48 million in April-June 2007. 

Premji's top executives have already heard the 
message. “Wipro wants to be among the top three play- 
ers in all the businesses it has entered and in the top 10 
globally for its rr business,” says Suresh Senapathy, 
Executive Vice President (Finance) & cro, Wipro. The 
jewel in Premji's crown is, of course, Wipro Tech, and 
he's getting it to reach into newer market segments and 
geographies globally. Infocrossing is a classic example 
of that. Indian rr vendors haven't been able to break 
into the infrastructure business because customers 
usually demand multiple onsite data centres. 
"Infocrossing will give Wipro an edge over its Indian 
rivals as it chases truly large outsourcing deals on the 
global stage,” says Apurva Shah, Head of Institutional 
Research at Prabhudas Liladhar. 

Other analysts also think the Infocrossing deal will 
brighten Wipro's prospects of bagging larger deals 
worth upwards of $200 million. A Kotak Institutional 
Equities report on the stock says that there are “vis- 
ible signs in Wipro's growth trajectory" due to in- 
creased participation in large outsourcing deals. 
Most recently, Wipro closed a $130-million, five-year 
deal in Europe with a utility. It already has 12 to 13 
similar-size contracts, a growing base of smaller 
$50-million contracts, and a dédicated sales force for 
such contracts, notes the report by Kotak's Kawaljeet 
Saluja and Rohit Chordia. 


A.L. RAO 

C00, Wipro 

"Apart from security and storage, it's services to 
medical electronics, automotive electronics and 
aerospace that will provide the next growth wave" 


It's Global and IT 


Despite its consumer business, it's IT that drives Wipro. 


15.9 73.95 
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008 Global IT Ml Domestic and Asia Pacific IT Юй Consumer Care & Lighting I Others* 
Percentage share in total revenue 


*|ncludes Wipro Infrastructure Engineering Source: Company 


In BFSI, business head Girish Paranjpe has been 
driving growth at 45 per cent CAGR for the last three 
years. But if Premji’s vision of turning Wipro into a 
truly global corporation has to come true, then one of 
the engines that will have to fire is the enterprise so- 
lutions business. In 2001, it accounted for 55 per 
cent of Wipro's global rr business and even today 
makes up 44 per cent. Sudip Banerjee, President 
(Enterprise Solutions), Wipro Technologies, points 
out that his division has been stepping up its presence 
in geographies such as Latin America (Brazil), Eastern 
Europe (Romania) and China (Shanghai). “Even in 
healthcare, considered a weak area for us, the 
Infocrossing acquisition will help us earn an addi- 
tional $100 million a year.” 

Similarly, A.L. Rao, a Wipro veteran who was 
named coo in the wake of Paul's departure, says tele- 
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com and outsourced R&D employ 18,000 of Wipro’s 
53,000 people in the global technology business. While 
Wipro does outsourced R&D work for the likes of 
Nokia, GM and a host of other customers, the spate of 
captive R&D centres being set up by some of these 
companies in India has had some impact. Says Rao: 
“However, given that we are better able to spread 
our costs because of shared services model and our abil- 
ity to scale up and down quickly, provides us an edge 
over captive centres. On a growing revenue base, we 
have managed to continue contributing a third to 
our topline.” 

To tackle the competition from captive centres, 
Wipro has started stressing on innovation. In 2006-07, 
it got 7.5 per cent of its revenue due to innovation. Says 
Premji: “I am pleased with the progress and we are 
ahead of our target. We hope to get 10 per cent of our 
revenues due to innovation in the next couple of years.” 
Rao points out that the company has filed close to 20 in- 
vention disclosures (the first step in getting patents) in 
the last two years. While Wipro was a pioneer in pro- 
viding services to telecom equipment manufacturers 
such as Nokia, it was late to tap telecom services 
providers. But it is fast catching up. “Apart from areas 
like security and storage, it is services and solutions to 
medical electronics, automotive electronics, industrial au- 
tomation and aerospace that will provide the next 
growth wave for our part of the business,” says Rao. 


Growth Drivers 

As Premji lines up Wipro for its global march, he is clear 
that there will be just a handful of industries and mar- 
kets that will drive growth at least for the company’s 
global rr business. “ВЕІ, infrastructure services, testing 
and the telecom provider market, where large operators 
such as Verizon, AT&T and BT are spending heavily on 


Focus on Value Add 


Share of mundane ADM work is declining, while that of testing is growing. 
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GIRISH PARANJPE 


President (Financial Solutions) Wipro Technologies 


"Even two years ago our revenues from the BFSI 
segment were 12 per cent of our topline. Today, 
on a larger base, it is 23 per cent 


rr, will all drive our growth," says Premji. That aside, 
Wipro, like its peers, wants to do more of the ‘value- 
added' consulting work. Premji says that he would 
like to see consulting revenues go up from 4 per cent to- 
day to 10 per cent in three years. According to Wipro's 
global rivals, that won't be a walk in the park. 
* Accenture holds a distinct edge over Indian vendors 
like Wipro because we have a broader set of offerings 
and long-term relationships with our clients," says 
Kevin Campbell, Group Chief Executive (Outsourcing), 
Accenture. 

Perhaps, but that's not going 
to keep Wipro from moving into 
newer markets. According to 
Premji, emerging rr markets such as 
Canada, Asia-pacific and India will 
be key to Wipro's fortunes. "We 
see ourselves as a complete solu- 
tions provider in the domestic mar- 
ket ànd our business is growing at 
40 per cent in this market," he 
points out. Unlike its peers, Wipro 
focussed on the domestic and Asia- 
Pacific market early on and, as a re- 
sult, boasts of $700 million in rev- 
enues from these geographies, al- 
though profit margins are in single 
digits. “It is nothing to be ashamed 
of, we make good money," shrugs 
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THE APPRENTICE 
The grooming of Azim Premji's elder son, Rishad. 





transformation of Wipro from a vegetable oil company 
to an IT giant with $3.6 billion in revenues. And that 
man is Azim Premji. While five different CEOs have come 
and gone over the years, it has always been clear that the 
buck stops with its largest shareholder: the silver-maned, 
soft-spoken but hard-driving Premji. So, the question of suc- 
cession often tends to crop up when people talk of Wipro. 
Premji, 62, himself has clarified several times that ownership 
is different from management. Says Pratik Kumar, Corporate 
VP-HR of the company: "We have succession planning for 
all senior levels including the Chairman (read: Premji)." 
In spite of Wipro's protestations to the contrary, it is 
clear that the first steps in ushering in the next generation of 
the family has been taken. On July 18, Wipro brought 
Premji's elder son Rishad, 30, into the company. While 


F THE LAST FOUR DECADES, ONE MAN HAS GUIDED THE 


Suresh Vaswani, President, Wipro Infotech. 

Sixty per cent of Wipro’s India revenues comes 
from selling hardware, but Vaswani says there are cer- 
tain benefits of operating in a demanding domestic mar- 
ket that don’t show up in the profit figures. For one, just 
the fact that domestic customers tend to beat down 
prices hard means that Wipro gets better equipped 
when it pitches for global contracts. “It’s not just a value 
question, it is also a question of complexity of the 
projects,” explains Vaswani. “Our partnerships here 
with companies such as Sun, EMC and SAP have helped 
us better understand our customer requirements.” The 
bottom line, Vaswani says, is to turn the India and Asia- 
Pacific business into a $1-billion operation by 2007-08. 


A CHANGING MIX 


Financial services and TMTS have increased their share in Wipro 


Technologies’ revenue pie. 
VERTICAL 


#Technology media, travel & transportation 
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Product Engineering Services 
Telecom Service Providers 
Technology Business 
Financial Services 

Retail 

Energy & Utilities 
Manufacturing 

TMIS# 

HLS & Others 

Enterprise Solutions 
Enterprise Business 


Figures are in per cent 







Premji appears nonchalant about 
the induction, the son has stayed away from the media 
spotlight. (BT's request for an interview and a photo shoot with 
Rishad was tumed down. “He is just another employee of the 
company and not an authorised spokesperson,” the 
company said.) 

Premji senior has entrusted Girish Paranjpe, the head 
of its fast growing BFSI vertical and an old Wipro hand, with 
the grooming of Rishad. "He is undergoing an induction like 
anybody in his position as a manager would. As of now, he 
has met some key customers in India and is learning the 
ropes of the business." Rishad is no greenhorn. He has an 
MBA from Harvard and has worked with GE and Bain & Co. 
Meanwhile, Premji's younger son, Tariq, has moved from 
his father's non-profit foundation to his investment firm. 
Looks like dad's got his retirement plans in place. 


Another Wipro division that is gearing up for ac- 
celerated growth is Wipro BPO. “We entirely missed the 
transition, since we saw ourselves primarily as a call cen- 
tre company and did not move towards these higher 
value areas,” rues T.K. Kurien, CEO of Wipro BPO. It’s 
making up for lost time. It has moved away from 
work such as outbound telemarketing calls, where 
there's just too much competition and not enough of 
value-added work. 


Not Just IT 

While rr is the most exciting and valuable part of 
Wipro, Premji is keen to lend heft to Wipro's legacy 
business of consumer products. Just in July 2007, 
Wipro acquired Singapore-based Unza for $246 
million to expand the reach of its consumer 
care and lighting businesses into Asia Pacific. 
"The Unza acquisition increases our turnover 
by 80 per cent and gives us access to markets such 
as Malaysia, Singapore, Indonesia and Vietnam," 
says Vineet Aggarwal, President, Wipro 
Consumer Care and Lighting. 

Not that the division was doing too badly. It 
has grown at 30 per cent in segments where 
the growth is 10-12 per cent, says Aggarwal. 
And just like the rr business, consumer care has 
been busy plugging gaps in its portfolio. We've 
made acquisitions in several new categories rang- 
ing from electrical switches to glucose powder to 
bath soaps, and will continue to look at this op- 
tion to grow our business," says Aggarwal. 

Wipro Infrastructure Engineering, which man- 
ufactures hydraulic components, acquired 
Hydrauto 10 months ago for $31 million to 
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Ashok Choudhary for The Highly Reliable Times 
NDPL manages power distribution across Delhi using a strong IT backbone. 
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NDPL PACKS MORE ‘POWER’ AFTER 
CHOOSING WINDOWS OVER LINUX. 


Responsive customer service requires 
reliable messaging platform 


By BIBHUTI V SINGH 


NEW DELHI, Mar. 2007 — 
A rapidly growing power 
distribution major supplying 
electricity to a major part of 
India's capital and harbouring a 
vision of making its IT 
environment “a benchmark in 
power distribution business”, 
NDPL realised it could not 
sustain on the Linux-Sendmail 
mail solution that did not scale 
up, was tough to maintain and 
had high overhead costs. 


“The Sendmail solution was 
highly unreliable in other 
aspects as well, The planned 
and unplanned downtime was 
quite ^ high. With no 
manageability features built-in, 
maintaining the solution was a 
huge task and required us to 
replicate technical support in 
various locations," says Jha. 

NDPL IT was looking for a 


reliable, seamless, integrated 
and scalable messaging and 
collaboration infrastructure and 
itfound the answer in Microsoft* 
Windows Server platform. 
"When you take a look at the 
facts, Linux doesn't seem to 
offer the level of reliability that 1 
thought and Windows Server 
2003 is more reliable than I 

Today, NDPL has 2,000 
desktops and 2,500 mailboxes 
approximately, across 120 
locations and over the last two 
and a half years, NDPL has also 
deployed other technologies 
from the Microsoft stable. 

For the full NDPL case study 
plus other case studies and 
independent research findings 
on reliability of Windows Server 
versus Linux, visit us at 
microsoft.com/india/getthefacts 


BREAKING NEWS: 
Windows over Linux: Profitable 


proposition 


Despite being open source software, there were cost intensive 
maintenance, service and upgrade issues with Linux Sendmail. 
Windows Server System™ has the administrators at NDPL 
spending far less time on managing the networks than earlier; the 
company has grown in strength with its revenues touching INR 1578 


crore (US$ 367 mn) in 2004-05. 


— Continued on Page 5 
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From your perspective, how bad is the subprime situation in 
the US? Will it affect IT demand in America? 

The subprime issue is getting too much attention, 
since some large companies such as Bear Stearns are re- 
setting their debt-equity norms. Investors and public 
don't know how deep the problem is, and when there 
is uncertainty they assume the worst. However, we find 
the European economy, specifically the German mar- 
ket, as well as other geographies like Japan doing 
well. Their investment in IT is significant and their 
openness to global sourcing is also more. In the us, 
while we're not seeing a slowdown we're not seeing a 
drastic step up in IT investments. We don't want to take 
a call on a slowdown for now and will wait for the 
rupee to settle. 

How long can the IT industry sustain its 25-30 per cent 
growth rate? 

I think it can be sustained for at least the next five 
years. The Indian market is growing, we're growing at 
40 per cent year compounded and globally at 25-30 
per cent per annum. 

Is the stronger rupee a long-term concern? 

We're clear that the Indian rupee will settle at 40-41 
to the dollar; it’s been hovering around 40.70 and 
40.25. We see this as a reset and not as a temporary 
fluctuation. 

Do you see consolidation happening in the IT industry? 
You're seeing it happen already and with the reset of 
the Indian rupee you're seeing it happen faster. This is 
for two-three reasons: One, it's a 12-13 per cent 
firmness of the rupee and 5-6 per cent erosion in 
operating margins. The smaller companies that were 
operating with 10-14 per cent operating margins are 
going to find it very difficult. Larger firms will have to 
drive pricing, non-linearity, better operational efficiency 
and go up the value to partly compensate for this 
appreciation. 

Two years ago when Vivek Paul, your erstwhile CEO, quit 
there was talk of differences in strategy. However, the last 
eight quarters seem to have disproved these theories. What 
changes did you make? 

The clear signal was that we were under-investing 
for the future. We have begun to right (our investing) 
now. We have increased training spend on our over- 
seas hires five or six fold per capita. We're investing sig- 
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nificantly in 75 mega and gamma accounts, since we 
found we were slipping back on this aspect. 

Do you have specific targets for your company? 

We don't want to make forward looking statements, 
but the analysts are saying we (Wipro's global rr busi- 
ness) would be $3-3.2 bilion and our India business 
around $1 billion, while our non-IT businesses are 
alone $1 billion with the recent deals they have made. 
We would like to be in the top-10 in revenues globally 
in the IT business. 

There is this perception that Wipro made an expensive 
acquisition of Infocrossing at 14.2X EBITDA and 2.5X 
revenues. 

We have wooed Infocrossing for a long time and 
we're the largest player in the technology infra business 
and total outsourcing business. One of the setbacks we 
had on large deals was our inability to give hosting serv- 
ices in the Us and Europe. Customers wanted a phys- 
ical presence in the Us and Europe and this is the ex- 
pertise Infocrossing brings in. You must realise that 
good things don't come cheap. If things are cheap they 
don't have strategic value, because there are 20 others 
chasing them. 

Are there integration challenges with these large 
M&A deals? 

Of course, there are challenges in integration and be- 
cause of these challenges, we are cautious with the 
size of deals we have done. The latest deal is more 
challenging since it is a different kind of business and 
we will have to put in more top management energy 
and time and we may make some more movements 
on this. There will be some internal restructuring to 
drive growth. 
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WIPRO’S LESSONS FROM M&AS 





Spectramind from ChrysCapital and other investors, 

Wipro struggled to fix it. The attrition rates were sky 
high and the BPO was stuck doing low-end call centre work. 
By the time Wipro made the acquisition, “much of the in- 
dustry had graduated to the non-voice and transaction-pro- 
cessing market a couple of years ago. We entirely missed out 
on this transition when it happened,” says T.K. Kurien, CEO 
of Wipro BPO. Over the last 24 months, Kurien & Co. have 
tried to stabilise the BPO's financial performance, increase 
margins significantly and, perhaps more importantly, reduce 
attrition to around 59 per cent. “We would like this to re- 
duce to around 35 per cent, which is fairly healthy for the 


Е: NEARLY TWO YEARS AFTER IT BOUGHT DELHI-BASED ВРО 












Not all its acquisitions have worked out as expected. 






The other acquisition that never took off for Wipro was 
NerveWire, which it bought four years ago for $18.3 mil- 
lion. While it was supposed to kick-start its consulting 
business in the financial services space, it never hap- 
pened. The key to acquisition in a knowledge-based in- 
dustry are clients and employees. In NerveWire's case, 
both of them deserted in substantial numbers following 
the acquisition. Premji says that there has been a learn- 
ing Curve in acquisitions. “We learned we should not be 
too overcautious. If something needs to be changed, 
please change it now,” he says. So, as the only Indian IT 
company with an appetite for substantial acquisitions, 
Wipro must be hoping that the learning curve has been 





BPO business,” says Kurien. 





a 


SUDIP BANERJEE 

President (Enterprise Solutions), Wipro Technologies 

“Even in healthcare, considered a weak area for 
us, the Infocrossing acquisition will help us earn 
an additional $100 million a year” 
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mastered. 





boost its presence in Europe. At home, this business is 
growing rapidly. We've been able to get 60 per cent share 
of the Indian market for our products, primarily from the 
booming infrastructure market," says Anurag Behar, the busi- 
ness's CEO. 

Despite the revamp at Wipro, company watchers and 
analysts say that there are several issues that remain to be 
addressed. Take, for example, the hardening rupee. While 
it has hit almost all rr companies, Wipro has been worse- 
hit, with its most recent quarter-on-quarter net profit de- 
clining 15 per cent (although year-on-year bottom line was 
up 17 per cent). Reason: “it was not adequately hedged on 
forex at the start of the June quarter," notes a report 
from CLSA Asia-Pacific's Bhavtosh Vajpayee. 

Another thing that worries analysts about Wipro is its 
higher rate of attrition, which is at 20 per cent compared 
to 15 per cent at TCS or Infosys. Once again, Wipro added 
the least number of people (at 15,702) in the last four quar- 
ters among TCS, Infosys, and Cognizant. Not surprisingly, 
Wipro recently decided to bring forward its annual wage 
review by two quarters in a move that is seen as a bid to 
stem attrition. “We were just realigning ourselves with the 
industry, since because of our lag there was some attrition,” 
admits Pratik Kumar, Corporate VP-HR, Wipro. “Wipro will 
need to pull back attrition to stay on course for its utilisation 
improvement targets,” says the CLSA note on Wipro. 

Notwithstanding such challenges, Premji is clearly po- 
sitioning Wipro as a global company. For the тт busi- 
ness, that means having delivery abilities in ‘best-shore’ 
locations and not just offshoring. For the consumer busi- 
ness, that means a larger footprint across Asia-Pacific. 
While Premji has clearly steered Wipro on a global course, 
it may be his son, Rishad, who, a few years hence, com- 
pletes the 61-year-old company's transformation as a 
global corporation. ш 
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HOW THE 


Lending in the US 
housing market to 
people with poor credit 
profiles took the wind 
out of Wall Street—and 
has resulted in money 
being sucked out of 
markets worldwide. 


MAHESH NAYAK 





Subprime lenders and Wall Street banks have shared a cosy relationship, with 
billions of dollars of mortgages being bundled into securities; investors like 
hedge funds and pension funds are typical buyers of these securities. 


"3 — 7 
WALL STREET 









As values of subprime mortgages plunge, 
investors like hedge funds realise they can't 
repay loans because they can't sell the 
underlying assets (the subprime 
mortgages). Result? 














A liquidity crisis in 
the global banking 
system. This in turn 
calls for the US Fed 
and the European 
Central Bank to 
pump money into 
the system. 





































JULY 26, 2007 


Bear Stearns stops 

investors from redeeming 

money. Two Bear Stearns 
hedge funds run into a problem. 


JULY 31 
Two funds of Sowood Capital 
Management LP, a hedge fund 
firm, with more than $3 billion in 
assets, lose half their value. 


Union Investment, 
Germany's third-biggest 
mutual fund manager, stops 





ae | 
redemptions from one of its funds after 
investors pulled out about 10 per cent 
of its assets. 


A 


A 


ист Q 
UGUST 9 


BNP Paribas suspends 
redemptions from three 
investment funds worth 
€2 billion, citing problems 
in the US subprime mortgage sector. 
On the same day, Dutch investment 
bank NIBC Holding sustains losses of 
$189 million in the first half of 2007, 
courtesy asset-backed securities. 


AUGUST 14 


Analysts at Sanford C. Bernstein 
announce that Citigroup Inc. could 
suffer losses of $3 billion in the third 
quarter because of the credit turmoil. 


citi 


The force of a correction is equal 
and opposite to the deception that 
proceeded it. Never before in the 
history of the world have so many 
people believed so many things that 
couldn't be true. Now, they owe 
more money to more people than 
ever before. And it could take a long, 
painful correction...or worse...to 
straighten things out. 


Dailyreckoning.com 


Py HE DAILY RECKONING IS A 
atl website that isn’t ex- 
actly known for its 

cheery take on stock 

E. markets (another sam- 
ple of doom from pr: Every market 
is a public spectacle...It begins with 
lies and humbug...And finally it 
ends in disaster). But then again last 
fortnight’s long-drawn-out carnage 
across global markets would have 
been adequate to shackle even the 
most optimistic bull on any bourse, 
right from Wall Street to Dalal 
Street. When the us Federal Reserve 
eventually stepped in—after markets 
across the globe had tumbled by 
between 5.5 and 16 per cent—with 
a cut in its primary discount rate in 
a bid to calm nervous investors, 
sanity began to creep in almost 






California-based 
Countrywide Financial 
Corp., the largest US 
mortgage lender, says it 


to bolster its liquidity to tide over the 
shortage of credit. 


AUGUST 17 


After weeks of 
bearishness, the US 
markets bounce back 
after the US Fed cut the 
discount rate of its 
loans to banks by 

half a point to 

5.75 per cent. 





is drawing down an entire 
$11.5 billion credit facility 
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IN A FREE FALL 


Markets across the globe have plunged (except in Shanghai). 


DOW JONES 


July 16, 07 Aug. 17 


TAIWAN WEIGHTED INDEX 


9,417.32 


NASDAQ 


2,69733 


13,079.08 2,505.03 


july 16,'07 Aug 17, 07 


SHANGHAI COMPOSITE 
INDEX (CHINA) 


8,090.29 


July 16, 07 Aug 17. 07 


immediately. The Dow and the 
NASDAQ bounced back smartly, and 
the UK's ЕТЅЕ 100, France's CAC 
and Germany's DAX began to turn 
around. At the time of writing, 
most Asian markets had shut bef- 
ore the us Fed's half point cut in its 
lending rate to banks—and had 
predictably ended in the red. But 
news of the Fed's attempt to calm 





VC & MD/ 
Dawnay Day AV Financial Services 


"There are concerns over defaults 
by real mortgage borrowers and 
their impact on the pure debt 
market and the US economy" 
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BSE SENSEX 
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FTSE 100 (LONDON) 
6,697.7 


HANG SENG 


20,387.13 
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DAX (GERMANY) 
8,105.69 
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*The two markets were closed on July 16, '07 


markets appeared to have gone 
down well with investors back 
home, pointing to perhaps a fresh 
bout of robust buying in the fol- 
lowing week. Says Amitabh 
Chakraborty, President (Equity), 
Religare Securities: “The bounce 
back in the us will see our markets 
recover, but this recovery will be 
short-lived with uncertainty still 
prevailing over US subprime.” 
The multi-billion dollar ques- 
tion, however, persists: Is the Fed’s 
reaction enough to banish the bears 
once and for all, or does—in DR- 
speak—"the long, painful correc- 
tion" still have to run a fair distance 
before it peters out? And if indices 
are still some way from finding a 
bottom, does that mean flows from 
foreign institutional investors 
(Е15)—оп which Indian markets 
are heavily dependent—will ebb? 
After all, the riis had pulled out 
nearly $1.6 billion (Rs 6,560 crore) 
from domestic equities between 
July 26 and August 16. On the 
day the benchmark Sensex crashed 
by 642.70 points—on August 16— 
the foreign bandwagon had pulled 
out all of $705 million (Rs 2,890.5 
crore) from Indian stocks. Between 
end-July and the second week of 
August, FII flows out of Asian mar- 
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RANDHEER 


КОЅРІ COMPOSITE (KOREA) 
18,217.27 


1,191.55 
july 16, 07 


CAC 40 (FRANCE) 
6,125.60 


5,363.63 


Aug, 17, '07 July 16, '07 


kets like India, Indonesia, Taiwan, 
Korea, Thailand had topped $8.5 
billion (Rs 34,850 crore). 

The genesis of the global rumble 
of course lies in the US housing 
market where, after years of a no- 
holds-barred boom, lenders to bor- 
rowers with a poor credit profile 
finally ran out of steam as delin- 
quencies and defaults mounted. 
Billions of dollars of these sub- 
prime loans had been bundled into 
securities on Wall Street, and inv- 
estors like hedge funds and pension 
funds were big buyers, pursuing 
yields as high as 20 per cent. But as 
the subprime market bombed, 
those securities lost their value, 
triggering off a liquidity crisis of 
gargantuan proportions. 

The us subprime market is 
larger than the Indian economy. 
According to Mortgage Bankers 
Association in the Us, as on March 
2007, the subprime market was 
13 per cent or $1.27 trillion 
(Rs 52,07,000 crore) of the total 
$9.8 trillion (Rs 401.8 lakh crore) 
size of the US outstanding residen- 
tial mortgage debt market. Some 
13.3 per cent of those in the sub- 
prime market are expected to be 
defaulters. Nearly $170 billion 
(Rs 6,97,000 crore) is estimated 


Source: Yahoo.com 


NIKKE! 225 (JAPAN) 


48,558.7 


Aug. 17, 











Selected 
Supe VVilhin accepiot m 
: Money-back guarantee, if you find a purifier that equals the Aquaguard Тї standard in Total Water Purification 


oy Aquaguard Bem vie 


water purification systems 


helos protect your family from 
water-bome diseases and guards the 


liver, bones and digestive system. 





م 
Bacteria and virus attect your child s health in ways you minena w CIITEELI‏ 
M Sá‏ 
never though! possible Only Aquaguard Retains essential minerals ond‏ 


water purification systems are totally equipped to helps protect bones 
protect your child's drinking water, by eliminating knowr 
and unknown impurities and contaminants. Giving yot ù | 
; Total Trust. Total Certification. 
totally sate, pure and fresh water E 5 

Over 40 lakh mothers trust 


only Aquaguard It is, after all, the only 


purifier that's tested and certified by 








Total Health. Total Water 


Purification 





over 105 labs worldwide 


How much is 
child's health we 


VAS Call the Aquaguard 8 
protec! !he liver and a 
Water Specialist. Because only 
he can advise you which puritier 


ы ЧЫЛ РЕ И 
e CHEIMIKTIELE- Te can keep your child healthy. Totally 
emicals Call: 3988 3333, 98210 48777. 





the troined Direct Soles Specialist of Eureka Forbes. Ask for a free home demonstration call: 3988 3333, 98210 48777 F 


ema и aquaguardiotal@eurekolorbes x write | 3! Eureka Forbes lid, Bhupesh Gupto Bhav B5 








TRITON/07/EFL/134 R 


bt finance 


to be at stake. According to 
Bloomberg, Calyon, the French in- 
vestment banking unit of Credit 
Agricole, has estimated a loss of 
$150 billion (Rs 6,15,000 crore) 
because of the subprime problem. 

Even as the us Fed and the 
European Central Bank rushed in 
to pour money into an arid finan- 
cial system, banks—the packagers 
of the mortgage securities—began 
to reel. Bear Stearns, the fifth- 
largest investment bank in the us, 
stopped investors from redeeming 
money from two of its hedge 
funds. A steady stream of other 
funds and mortgage lenders fol- 
lowed suit and stopped redemp- 
tions. Says Gurunath Mudlapur, 
Managing Director, Atherstone 
Institute of Research: “With one 
announcing his problem, others 
also took the opportunity to dis- 
close their wounds, It is clearly ev- 
ident that the problem is not small, 
otherwise banks wouldn’t have 
come out openly as they have a 
reputation to protect.” 

The malady quickly spread 
across continents. Union Investment, 
Germany’s third-biggest mutual 
fund manager, also stopped 
redemptions from one of its funds 
after investors pulled out about 
10 per cent of its assets. The 
Netherlands-based BNP Paribas sus- 
pended redemptions from three 
investment funds worth €2 billion 





Rushabh Sheth/ 

Managing Director/ Karma Capital 
"Markets don't like uncertainty. 
The problem is not what we 
see happening but what we 
don't see" 


(Rs 11,000 crore), citing problems 
in the Us subprime mortgage sector. 
On the same day, Dutch invest- 
ment bank Nec Holding Nv ann- 
ounced losses of $188.6 million 
(Rs 773.26 crore) from asset-backed 
securities in the first half of 2007. 
The liquidity crunch resulted in cen- 
tral banks in the us, Europe, Japan, 
Australia and Canada adding about 
$132.7 billion (Rs 5,44,070 crore) 
to the banking system in an attempt 


GOODBYE GREENBACK 


Although India wasn’t that badly hit, Fils pulled out more than 
$8 billion from Korea and Taiwan in the past fortnight. 


Countries Aug. 12, '07* 


India 9.95 


The Philippines | 
Taiwan 
Thailand 


3.13 


*Figures are Fil flows in $ billion for year to date 
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2007 


July 29, '07* 


Absolute difference 


0.14 


-0.58 





Source: Nomura International, Hong Kong 


to avert a crisis of confidence in 
global credit markets. Says Sameer 
Koticha, Director, Ask Group: “The 
immediate infusion will bring in 
stability on the liquidity front and 
will help improve sentiments. 
However, for long-term benefits, it 
would require structural changes to 
be undertaken by the Fed like a 
softer fiscal policy in a controlled inf- 
lationary environment.” 

The Fed did indeed respond 
with a lending rate cut. But is that 
good enough to tide over the crisis? 
Says Andrew Holland, Head 
(Strategic Risk Group), DSP Merrill 
Lynch: “It (the crisis) has moved 
beyond subprime woes. The whole 
credit market is struggling. No one 
knows the extent of the problem 
and, therefore, investors across the 
globe have been taking off money 
across asset classes.” Adds Alok 
Vajpeyi, Vice Chairman & 
Managing Director, Dawnay Day 
AV Financial Services: “It is no more 
a crisis of only subprime woes. 
There are concerns over defaults 
by real estate borrowers and their 
impact on the pure debt market 
and the Us economy.” 

If investors have been running 
scared, it’s because nobody’s quite 
sure about the size of the black hole 
out there. “Markets don’t like unc- 
ertainty and till the puzzle as to 
who owns all the garbage of secu- 
ritized debt led by subprime loans is 
not known, selling from Fis will 
continue,” warns Rushabh Sheth, 
Managing Director, Karma 
Capital, an advisor to FIIs and 
hedge funds. “The problem is not 
what we see happening but what 
we don’t see. We don’t know the 
price of these assets. We don’t 
know which banks are exposed 
to this sector,” adds Sheth. And as 
Mudlapur puts it: “Everyone is 
playing blind. No one knows what 
is in store.” The us Fed’s attempt 
to calm investors may work in the 
short term, but the bears might 
well be still on the prowl. 
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Make Mine 


Even as bankers іп the US run scared of subprime д SUBPRIME PROFILE 


borrowers, those in India are going out of their 


way to woo them. Why? Blame it on the booming 


economy. SHALINI S. DAGAR 


LITTLE OVER A YEAR AGO, 
Jamir Khan was a worried 
man. As the owner of a 


one-man (himself) buffing work- 
shop in Faridabad near Delhi, 
Khan was doing brisk business. In 
fact, things were so good that Khan 
began thinking along the lines of 
expanding his workshop. With a 
steady stream of orders flowing, 
the 29-year-old thought getting a 
bank loan would be a breeze. He 
couldn't have been more wrong. 
His own banker, who had been 
serving him with a savings account 
for eight years, said no. Reason: 
The colony he lived in was unau- 
thorised and, therefore, the bank 
was worried about Khan's status as 
a borrower. 

Just when Khan was beginning 


to think of falling back on one of 


his friends or relatives, GE Money 


Age: 29 years 
Location: National Capital Region 


Occupation: Owns a small buffing 
workshop that works on metal parts 


Lender: GE Money 


First Loan: Rs 25,000 taken in 
August 2006 


Purpose: To expand his workshop 
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Experience: Khan had a tough time getting a 
loan from a bank for quite sometime. He resides 
In a colony that is not authorised, and hence 
banks, even the one where he holds an account 
for eight years now, were wary of lending to him. 
GE Money, however, loaned him an amount 

of Rs 25,000 as against his requirement of 

Rs 50,000. Khan's loan amount was hiked to 
Rs 68,000 last month. What Khan says: 

"What | liked was that they gave me the 
money." 





This is how the typical 


subprime customer looks. 


ANNUAL INCOME 
Rs 60,000-100,000 


AGI 
Early 30s or maybe younger 
P onm 


BANKING STATUS 
Has a bank a/c but is 
underserved 


INITIAL REQUIREMENT 
A loan between Rs 30,000 
and Rs 35,000 


CREDIT BEHAVIOUR 

Could demonstrate one of 
the three 

@ Pays on time 

@Has multiple loans and 
some cheques may bounce 


@0r is a wilful defaulter 





stepped in. Undeterred by the sta- 
tus of Khan’s colony, GE Money in- 
stead looked at the micro-entre- 
preneur’s cash flow and found it 
reassuring enough to lend him 
Rs 25,000, against his demand for 
Rs 50,000. Last month, the lender 
hiked Khan’s loan amount to 
Rs 68,000. He is happy as can be. 
“What I liked was that they gave 
me the money," says Khan as a 
matter of fact. 

Even as banks in the us run 
scared of ‘subprime’ (or, less than 
creditworthy) borrowers, lenders in 
India are going out of their way to 
woo them. Although the typical 
Indian subprime borrower (See A 
Subprime Profile) isn't compara- 
ble to his American counterpart, 
the financial services industry here 
has taken to describing this cate- 


Safe bet: There're at least 50 million potential 


, “Subprime customers in India 


gory of borrowers as such. In India, 
the subprime borrower tends to 
be under-banked, takes small-ticket 
personal loans (Rs 30,000-35,000), 
has no credit history to talk of, 
and usually is short on all the doc- 
umentations that banks need to 
sanction a loan. 

In the past, such borrowers 
have tended to rely on their family 
or friends or the traditional money 
lender. But growing awareness 
about small and personal loans, 
coupled with aggressive market- 
ing by the financial services com- 
panies, has made them consider 
more mainstream sources. “An in- 
creasing population of customers 
with younger age profiles, driven 








gence of new aspirations and hence 
new attitudes towards debt," says 
Sandeep Soni, Managing Director, 
CitiFinancial India. 


Virgin Market 

Many of India’s ‘subprime’ cus- 
tomers tend to be first time users of 
formal credit. Industry players es- 
timate that the first time loan tak- 
ers constitute 50-60 per cent of 
their total customer pool. Hence, 
as Pavan Dhamija, Chief Executive 
Officer (CEO) of Prime Financial 
India, a Standard Chartered arm, 
points out, the so-called Indian 
‘subprime’ is not subprime in the 
true sense of the word. “Subprime 


d by the confidence of employment ndeep Soni/ CitiFinancial India 
opportunities and the overall buoy- An increasing population of customers with younger age profiles has led 
ant economy, has led to the emer- to new attitudes towards debt 


bt 


SHAMIK BANERJEE 


does not really exist in India. In the 
us, ‘subprime’ customers are the 
ones with a chequered credit his- 
tory and a few defaults.” Adds 
Ravi Subramanian, Head of HSBC 
Pragati Finance: “It is much better 
to call the customers that we are 
targeting as the ones who have 
been under-served by the tradi- 
tional banking channels.” 

Perhaps in recognition of the 
potential of these customers to rise 
to the prime segment, CitiFinancial 
uses a more politically correct 
nomenclature of “near prime.” 
Names apart, this is a growing and 
very lucrative segment for finan- 
cial services firms. And the under- 
served are, therefore, being spoilt for 
choice and rightly so. Apart from ac- 
tive market participants such as 
Citibank and GE Money, there are 
new ones offering credit nirvana. 
Those include outfits such as 
Indiabulls, HSBC Pragati Finance, 
Prime Financial, and Fullerton India 
Credit Company, part of the 
Singapore government's private eq- 
uity arm, Temasek. 

Not only is competition for the 
“underserved” customer far less, 
the market is huge—almost 50 
million people, according to esti- 
mates. GE Money’s head of per- 
sonal loans, Rajeev Yadav, points 
out that lenders to this untapped 
community are basically interested 
in two parameters—the intention 
and the ability to pay. “It is im- 
possible to ascertain the intention, 
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S AMAL KRISHNA DAS 


Age: 43 years 
Location: Kolkata 


Occupation: Supplies fish to retail and 
wholesale clients 


Lender: Cholamandalam DBS Finance 
First Loan: Rs 25,000 taken in July 2007 


Purpose: To extend easier 15-day 
credit to his clients 


but the ability to pay can certainly 
be gauged even through weak doc- 
umentation.” HSBC Pragati believes 
in credit interviews for determining 
the ability to pay. Then there is 
field verification of cash flows of 
the customer. Typically such veri- 
fication checks cost Rs 150-300 
per customer. Add the risk of de- 
fault, and the interest rates shoot 
up to 35-50 per cent. 

Cheque bounce rates (cheques 
that bounce as a proportion of 
cheques presented for payment) 
range from 30-45 across the in- 
dustry. HSBC Pragati, which claims 
a lower cheque bounce rate (25-26 
per cent), has split the credit ap- 
praisal and sales functions into in- 
dependent divisions to ensure sales 
targets don’t compromise the qual- 
ity of assets. Seems a sound strategy 
given that the loan-loss ratio is 7 
per cent and higher. 

Most of the lenders have robust 
back-ends to slice and dice cus- 


tomer data, but more often than 
not they are shooting in the dark as 
far as the customer’s intention to 
pay is concerned. Some of that 
comes from systemic deficiencies. 
The absence of credit bureau data 
makes the job of the underwriter 
that much harder, since “few cus- 
tomers have histories and even 
fewer understand the implications 
of a negative credit history,” says 
Prime Financial’s Dhamija. 
However, the margins avail- 


Experience: Too early to say. Das who 
had fund requirements to the tune of 
Rs 1,00,000 was rather disappointed 
that the finance company gave him 
just a quarter of the amount he 
needed. Though he has never taken 


loans from banks before, Das says 
that “if he gets it" he will certainly 
take more credit. Das is still trying to 
get the much needed funds from 
other banks. 





able on these assets make them 
well worth the risk. Typically the 
gross margins on a portfolio-wide 
basis are close to 30-40 per cent. 
On a net basis it could fetch 10 per 
cent. And many believe that build- 
ing a franchise and a relationship 
with the customer through a longer 
period would reap rich dividends 
as the Indian economy revs up. 

Some of the lenders are, there- 
fore, thinking of increasing their 
product offering as they build cred- 
ible credit histories of their cus- 
tomers. “There is chance to grow a 
customer over a product lifecycle 
and then graduate him to higher 
exposures,” says Harmandar 
Mahal, Head of personal loans, 
Cholamandalam pss Finance. 

In other words, while the us 
loses sleep over the subprime con- 
tagion, India is looking at its own 
‘subprime’ market to take banking 
to the bottom of the consumer 
pyramid. ш 
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Telecom operators are hiving off their infrastructure into 
separate companies, which are commanding heady 


valuations. Why are they worth so much? 


ANAND ADHIKARI 


HE WIRELESS INDUSTRY DOESN'T 
stand still for very long," began 
James Taiclet, СЕО of 12-year- 
old American Tower Corpor- 
ation. Taiclet has just set in 
motion a conference call with a dozen an- 
alysts from his 11% floor office on 116 
Huntington Avenue, Boston. The occa- 
sion: A discussion on the company's second 
quarter loss on account of a bankrupt sub- 
sidiary. But analysts were keener to learn 
more about the company's tower business 
across the globe and the guidance for 2007 
from the Us's biggest tower company. 
American Tower owns some 22,000 


towers, which are primarily used to trans- 
mit mobile phone signals. But these towers 
are beginning to find other uses, too. “The 
much-awaited Apple iPhone was launched. 
We believe that this product may be the in- 
flection point of a very important systemic 
change in the wireless industry," announced 
Taiclet. Yet another piece of good news for 
the tower industry, according to Taiclet, is 
the rollout of 4G WiMAX (which has a 
greater coverage than Wi-Fi and can also of- 
fer bandwidth at half the cost) by Sprint Inc. 
If American Tower has been able to 
achieve break-even—unlike the two other 
big boys in the industry, Crown Castle 


NO PIE IN THE SKY 


They're unlocking value big time 


Bharti $ Reliance Telecom $ Tata Idea 
Infratel Infrastructure Teleservices Cellular 
Number of Towers Number of Towers | Number of Towers Number of Towers 
45,000 in 15 circles; to add | 14,000 in 23 circles; to add | 6,000 in 20 circles; to add 5,000 in 11 circles; no 
20,000 more by March 2008 | 23,000 тоге by March 2008 | 3,000 more by March 2008 — expansion details available 
Valuation ($ billion) Valuation ($ billion) Valuation ($ billion) Valuation ($ billion) 
1-2 


8-10 67 


2-3 


(Source: Macquarie/Kotak/market) 
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and SBA Communications—there’s 
good reason for that. For one it has 
been able to maximise the sharing of 
its towers, even as it finds new uses for 
its towers, other than voice traffic. 
For instance, TV and radio broadcast- 
ers, and even the traffic department— 
which has set up traffic cameras atop 
these towers—have begun using these 
telecom towers. 

Back home, Indian telecom players 
have huge plans for growth in the 
tower business. Already Bharti has 
45,000 towers, which makes it two 
times the size of American Tower. 
But size alone doesn't matter. More 
important is how many operators are 
sharing these towers. Currently sharing 
is at a minimum level (operators peg it 
at under 25 per cent as against 90 per 
cent in the West) and some operators 
don't even share towers at all. “It’s 
early days yet for tower sharing, but it 
would gather significant momentum in 
the near future,” believes Ramesh 
Venkat, Group President (Finance) at 
Anil Ambani’s ADAG Enterprises, which 
plans to have 50,000-60,000 towers in 
the next two years, Akhil Gupta, Joint 
Managing Director & cro, Bharti 
Airtel, doesn’t want to hazard a guess 
about the number of towers Bharti 
will have in the near future. “There is 
a huge growth opportunity. We are 
creating infrastructure for the indus- 
try,” says Gupta. 

The genesis of the tower business in 
India is slightly different from that in 
the West. Most of the towers in the 
country have been built by the opera- 


tors themselves, like Reliance and 
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Connecting 220 


People 


Mobile phone usage is 
Increasing. . . 1 





Маг 2005 Mar. 2006 Mar. 2007 Mar. 2008* 


Figures are for CDMA and GSM services 
Figures are number of subscribers in million 


..and along with it the need for towers 
(f NI 2,20,000 





Маг. 2005 Mar. 2006 Mar. 2007 Mar. 2008" 
Figures are number of towers in the country 
* Projected Source: BT Research 


Bharti, for their own use. It’s only now 
that these companies have wisened up 
to the possibility of finding other op- 
erators as tenants on their towers. As 
Reliance ADAG’s Venkat says: “Most 
of our towers will be capable of han- 
dling four tenants by March 2008. We 
can also easily upgrade from four to 
seven tenants at a fairly low cost.” 
Reliance ADAG—which provides 
mobile services via Reliance 


Why telcos are in a mood to spin-off separate tower companies. 
E Enables clear focus on their core businesses 


W Reduces capital expenditure significantly, almost by 30-40 per cent 


I Allows better competitive position in a falling ARPU (average 


revenue per user) market 


ill improves the parent's cash flow by allowing sharing of towers 


li Permits new operators a quick entry by using towers of others 
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Communications—isn’t the only 
group with such plans. Today, vir- 
tually every operator has drawn 
up a massive expansion plan to 
spread its tower network. “Tower 
sharing will bring more efficiency in 
the industry. It’s a win-win situation 
for both the operator and the tower 
provider,” says Gupta of Bharti. 
The tower companies say there is 
going to be a huge demand given 
the growth in subscriber numbers 
and also the pan-India ambitions of 
many operators. Yet, the question 
persists: If all players are expanding 
their tower base, why would they 
need to share towers at all? 
Prabhat Awasthi, Head 
(Equities) at BRIC Securities, reckons 
there will be a case of oversupply in 
the short run. But he’s convinced 
that the massive growth in the wire- 
less subscriber base justifies the cur- 
rent expansion spree. “New oper- 
ators have ambitions to grow pan- 
India,” says Venkat, hinting at the 
ambitions of players like Tata Tele, 


“We are talking to a few 
internet and broadband players 
who want to share our towers 
for deploying WiMAX services.” 


Ajay Madan 
CEO, Essar Telecom Infrastructure Company 
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Idea Cellular, and Spice Telecom. 
In anticipation of this demand, 
large players like Bharti and 
Reliance Communications are cre- 
ating a ready infrastructure. By 
2010, both are expected to control 
close to 60 per cent of the tower in- 
frastructure in India. Experts say 
that only once the growth in towers 
starts tapering off in the next 
two years, will the sharing per- 
centage rise. 

In fact, the single-biggest driver 
for sharing for Indian mobile serv- 
ice providers will be to continue 
enjoying the status of lowest tariff 
rates in the world. Going forward, 
the pressure on revenues and mar- 
gins of new operators will only 
increase as they move away from 
the saturated metros up-country 
to probably lower revenue-gener- 
ating customers. One way to stay 
competitive will be to keep costs of 
capital expenditure and operations 
at low levels during geographical 
expansions. That's when sharing 
will make economic sense. 

Yet, there's another reason for 
operators to focus on the infra- 
structure end of their business. 
And that's the crazy valuations 
that these towers are fetching. 
Reliance Communications was the 
first company to indulge in a price 
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"Tower sharing will bring more 
efficiency in the industry. It's a 
win-win situation for both the 

operator & the tower provider" 


Akhil Gupta 
Joint MD & CFO, Bharti Airtel 


discovery process when it made a 
private placement of 5 per cent 
equity to private equity players. 
This valued Ambani’s tower busi- 
ness at a mind-boggling Rs 27,000 
crore ($6.75 billion). Bharti, which 
has just decided to transfer its 
tower to a separate subsidiary, may 
follow suit. But Gupta insists he 
isn’t being guided by valuations. 


GOING SOLO 


Independent tower providers sense a big opportunity. 
COMPANY/ NUMBER OF TOWERS 

GTL Infrastructure 

1,500; hopes to close March 2008 

with 6,700 towers 

Essar Telecom Infrastructure 

1,800 in 12 telecom circles; plans 6,000 towers 
by March 2008 

Quipo Infrastructure Equipment 

Plan to add 5,000 towers in the next two years 
Xcel Telecom 

2,000 towers by March 2008 





Apher, a 


, 





Human Resource Intelligence Cell 


CHIEF-EXECUTIVEFORUM 


EDP 


CALENDAR 


2006-07 Advantages 


ASIA Competition 
WORLD CLASS EDPs FOR INDIA INC. 


The following professors exclusively visiting ПРМ to take classes, will be additionally taking 
Executive Development Programmes for India Inc. as per the following calendar. 


Chief-Executive 


FORUM 


BEAD 

initava Chattopadhyay 

Wlomer focus 

Ingalore, Chennai, Hyderabad, Delhi 


WHARTON 

hannes Pennings 

кис Management Of Innovation 
ingalore, Chennai, Hyderabad, Delhi 


1ICAGO GSB 

tro Veronesi 

vategic Financial Risk Management 
ngalore, Chennai, Hyderabad, Delhi 


HICAGO GSB 

юр Afeche 

berations Management 

ingalore, Chennai, Hyderabad, Delhi 


CANFORD GSB 

asim Azhar 

anaging Sales And Distribution Channels 
ew Delhi, Hyderabad, Chennai, Bangalore 


HICAGO GSB 
сотре Wu 

fective Decision Making 
ew Delhi, Hyderabad, Chennai, Bangalore 


Yu STERN 

ur Shapira 

ecision making in organizations 

ew Delhi, Mumbai, Ahmendabad 


ALE SCHOOL OF MANAGEMENT 

‘of. Ravi Dhar Jan ‘07 
vilding Customer-Centric Organizations 

elhi, Pune, Mumbai 


lpril 06 


May 06 


June 06 


July 06 


Aug 06 


Now 06 


Dec 06 


NYU, STERN SCHOOL OF BUSINESS 
Prof. Russell Winer Feb 07 
New Branding Strategies 

New Delhi, Bangalore, Hyderabad, Chennai 


NYU, STERN SCHOOL OF BUSINESS 
Prof. Samuel Craig Mar 07 
Neu-age strategies in the global media industry 

New Delhi, Ahmedabad, Pune, Mumbai 


IMD INTERNATIONAL, LAUSANNE 
Prof. Aurturo Bris Apr 07 
Firm Valuation and Investment Banking 


New Delhi, Bangalore, Mumbai, Chennai 


LONDON BUSINESS SCHOOL 
Prof. Craig Smith 

Strategic Marketing 

New Delhi, Ahmedabad, Pune, Mumbai 


HAAS SCHOOL OF BUSINESS, 
BERKELEY 

Prof. Frank Schultz 

Creating superior performance organizations 
New Delhi, Bangalore, Hyderabad, Chennai 


HAAS SCHOOL OF BUSINESS, 


BERKELEY 

Priya Raghubir 

Marketing Research for Executives 
Delhi, Ahmedabad, Pune, Mumbai 


STANFORD GSB 

Wasim Azhar 

Global & International Marketing 

Delhi, Chennai, Bangalore, Hyderabad 


WHARTON 

Skander Essegaier 

Pricing Strategy 

Delhi, Ahmedabad, Pune, Mumbai 


May 07 


Jun 07 


Aug 07 


Sept. 07 


Dee. 07 


Other Internationally 
acclaimed Management 


Guru’s and experts who have 
taken sessions with ПРМ 


students!! 


КАЕРИ 


Stephen К. Covey - 
Success Guru 
Oct. 03 


VAT ЖАТ ae 
Leadership and 
Motivation Guru 
March ‘04 


Philip Kotler - 
Marketing Guru 
Oct. ‘04 


Rajeev Kobli - Columbia GSB 
Destructive Innovation 
Gita Gopinath - Chicago University 
GSB 
Macro Econ. Planning 
Bharat Anand - Harvard 


Business School 
Competitive Strategy 


Arindam Chaudhuri - | 
Management Guru 
Leadership & Strategic 
Vision 


Joel Stern - Originator of EVA 
Feb. ‘05 


Jack Canfield - Author of Chicken Soup 


for the Soul and Peak Performance Guru 


June ‘05 
a Jim Rogers - 
i Finance Guru 


Feb. “06 


Clayton M. 
Christensen - 
Innovation Guru 
May 06 


John Philip Jones -Advertising Guru 


All the above mentioned programmes are jointly taken with a member of IIPM faculty & 
conducted by HRIC, Planman Consulting 


AT THE MOST AFFORDABLE PRICES!!! 


Investment per participant for the above mentioned programmes : Rs. 20,000 /- plus taxes 
*Get in touch today with Chanda for more details and a more exhaustive list of MDPs at 
Б chanda-mehra@iipm.edu or training@planmanconsulting.com; wwwiipm.edu; www.planmanconsulting.com 


ПРМ... LEADERS IN INDUSTRY INTERFACE 


With support from 


Aug. '06 


Gary Hamel - Strategy Guru 

Sept. '06 

Brian Tracy - Sales and Motivation Guru 
Nov. ‘06 


Ken Blanchard - Business Leadership 
Guru 

Jan. 07 

Ritch Davidson & Carla Rieger 


From PLAYFAIR-Having fun at work 
Apr. ‘07 


Media partners 


© ЖЩ 





Communicate. Organise 





Cutting-edge business analysis, sharp insights and a 
perspective, for the power to see beyond. No wonder those 
know best, read the best. 


blu 104 M 





And the operators aren’t the 
only players in the fray. A 
number of third-party opera- 
tors like GTL, Quipo and Xcel 
Telecom (See Going Solo) 
have also emerged. 

But the operator-promoter 
companies clearly have a head 
start over their third-party com- 
petitors, who have to start op- 
erations from scratch. But that’s 
not dampening their growth 
expectations, “Our plan is to 
grow to 20,000 sites in the 
next three years,” says Ajay 
Madan, СЕО, Essar Telecom 
Infrastructure Company, which 
has set aside Rs 1,200 crore 
for tower expansions, For their 
part, the new players would 
appear better positioned to 
evolve a more integrated busi- 
ness model that can accom- 
modate new wireless tech- 
nologies. “We are talking to a 
few internet and broadband 
players who want to share our 
towers for deploying WiMAX serv- 
ices," reveals Madan. 

But the operators, too, are in 
the same game. Gupta of Bharti 
says: “A tower is just a physical in- 
frastructure where you can increase 
the capacity anytime to accommo- 
date newer technologies.” Venkat 
of Reliance is betting on the faster 
roll-out of WiMAX and broadband 
services, which in turn will pro- 
vide him with new revenue streams. 
“If there are two occupants, the 
business breaks-even, but if there 
are more than two, the profit starts 
flowing in,” says a chief execu- 
tive of a tower company, on 
the condition of anonymity. 

It’s the hope of such profits 
that’s responsible for the heady 
valuations the tower compa- 
nies are commanding (See No 
Pie in the Sky). Tower compa- 
nies are valued at a multiple of 
earnings before interest, de- 
preciation, taxes & amortisa- 
tion (EBITDA). Companies 





“It's early days yet for tower 
sharing, but it would gather 
significant momentum in the 
near future” 


Ramesh Venkat 
Group President (Finance), ADAG Enterprises 


operating in mature markets such 
as American Towers are valued at 
16-17 times the EBITDA. “There is a 
case in India of taking a much 
higher multiple because the market 
in India is growing much faster 
than that in the Us," says Venkat. 
Adds Shubham Majumder, tele- 


TOWERING IN THE WEST 


Market value of tower companies in the US. 
COMPANY 


NUMBER OF 
TOWERS 





(Source: Macquarie Research, June '07) 
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com analyst at Macquarie 
Research, who has also 
penned a report on the tower 
business: *We expect Indian 
tower companies to trade at a 
much higher multiple (as com- 
pared to global peers) in view 
of strong growth in the sub- 
scriber numbers." 

Despite new revenue 
streams like WiMAX and wire- 
less broadband emerging, the 
tower industry will have to 
rely on voice traffic as its bread 
and butter for the next 3-5 
years. And it's this depend- 
ence on a single revenue 
stream that will lead to a 
shakeout—just as in the Us, 
where a dozen players got re- 
duced to three giants, with 
the smaller firms going bust 
in the late '90s because of un- 
derpricing in anticipation of 
big volumes. “They (tower 
owners) just cannot price ar- 
bitrarily or abnormally. Any 
new operator will outsource a 
tower only if it makes business 
sense for him," warns Awasthi. 

The high capex in towers is 
yet another scary part of the busi- 
ness. A few US companies have a 
debt-equity ratio as high as 8:1. 
Typically, a ground-based tower 
costs Rs 25-30 lakh. A roof-based 
tower can be built for Rs 13-14 
lakh. If you look at the additional 
1,10,000 towers that are expected 
to come up by March 2008—at a 
conservative cost of Rs 15 lakh 
per tower—some Rs 16,500 crore 
would have been sunk into 
them as capex. Industry insiders 
say a debt-equity ratio of 1.5-2 
would be comfortable, and is 
not impossible. 

Clearly, the tower business 
is not a easy business, soaring 
valuations notwithstanding. 
Promoters would do well to 
keep an eye on the industry in 
the us—where the #2 and #3 
players are still not profitable. ш 
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Indian brokerages are 
roping in foreign 
partners to compete 
in a market that’s 
both booming and 
fiercely competitive. 
MAHESH NAYAK 


WO YEARS AGO, WHEN 

Dinesh S. Thakker dow- 

ngraded himself from a 

broker of the Ahmeda- 

bad Stock Exchange to 
a sub-broker of Angel Broking, he 
had little choice. Ever since stock 
trading had moved online at the 
Bombay Stock Exchange and the 
National Stock Exchange several 
years ago, business had been on a 
steady decline on the small Ahmed- 
abad Stock Exchange. As far as Thak- 
ker was concerned, things had come 
to a head and he knew it was wiser 
to swallow his pride and become a 
sub-broker for a larger player than try 
to eke out business on his own. 

As it turns out, that was a smart 
move. Thakker’s average daily trans- 
action has soared from Rs 15 crore 
to Rs 125-130 crore, and the num- 
ber of clients from 200-odd to more 
than 15,000. More importantly, 
while earlier most of Thakker’s 
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clients were people known to him, 
the ones that fill up his roster come 
to him because of the Angel Broking 
brand. “The business is changing. 
Clients are looking for quality rec- 
ommendations, research and new 
products, which a big player can 
provide,” says the 42-year-old. 
Thakker isn’t the only one hitch- 
ing his wagon to a bigger brokerage 
firm. Consolidation is sweeping 
through an industry that has long 
been the domain of mom-n-pop 
operators. In less than one year, al- 
most 15 brokerages have sold stake 
in themselves to either private equity 
investors or foreign institutions (See 
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JM Financial's Kampani: Acquired a 60 per cent stake in ASK 
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Snapping Them Up Quick), while 
some others have queued up to 
raise money from the market. Says 
Ashith Kampani, Director of JM 
Financial, which acquired a 60 per 
cent stake in ASK Securities early 
this July for a little over Rs 58 crore: 
“Today, you have to graduate your- 
self, otherwise you will perish. We 
had a vacuum in our institutional 
business and the availability of a 
ready platform in the form of re- 
search and institutional broking in- 
terested us in acquiring ASK.” 
Underlying the frenetic deals in 
the industry is the realisation that 
the traditional model of broking, 








Securities recently 


which was based on discount 
broking, doesn’t work anymore. 
For one, broking commissions are 
down from 1 per cent to as low as 
10 basis points (or one-tenth of 1 
per cent). For another, customer 
needs aren’t just increasing, but be- 
coming more complex. More of- 
ten than not, a brokerage firm is 
expected to provide all products 
and services at a single window. 
What do brokerages need to ex- 
pand and add services? You guessed 
it: money. “The business has be- 
come highly capital intensive, and 
with competition increasing you 
have to be well equipped to offer all 








SNAPPING THEM UP QUICK 


Deals are flying thick and fast in Brokerville. 





Brokerage Acquired by Stake Sale (%) 
SHAREKHAN* Citigroup Venture Capital 85 

IDFC 67 

JM Financial 60 
SELECT SECURITIES Doha Bank 49 
UTI SECURITIES* Standard Chartered 49 
JRG SECURITIES Baring India Private Equity 445 

E Trade Mauritius 43.85 
KESHAV MANGAL Bank Muscat 43 
GEOJIT FINANCIAL SERVICES BNP Paribas 34.35 
MUU SAL IM АДЕ Lytton Grove Corporation, and Bomin Finance 22 
ANAND RATHI Citigroup Venture Capital 19.9 
EDELWEISS CAPITAL Govt of Singapore, Galleon Partners & Lehman Brothers 20 
SMC GROUP Millennium India Acquisition Company 15 
MOTILAL OSWAL New Vernon & Bessemer Venture Partners 9.29 
ANAGRAM SECURITIES Halcyon NA 

Lehman Brothers NA 


*The talks are at final stage NA: not available 


BIG BOYS’ GAME 


# Deal so far not announced 


Source: Respective companies 


The business of brokerage is getting consolidated in the 


hands of a few brokers. 


BROKERS 5 10 25 
2007-08 (til June 2007) 16 26 44 
2006-2007 15 24 43 
2005-2006 15 23 38 
2004-2005 14 20 35 
2003-2004 12 17 30 
2002-2003 10 16 29 
2001-2002 7 12 24 


Source: National Stock Exchange 


the financial services to your 
clients,” notes Regi Jacob, Managing 
Director, JRG Securities. 

Last month, the Kochi-based 
JRG Securities offloaded nearly 45 
per cent stake to Baring Private 
Equity Partners India (ВРЕРІ) for $35 
million (about Rs 143.50 crore), 
making it the single-largest share- 
holder in the company. Why was 
Jacob willing to replace himself as 
the single-largest shareholder in 
JRG? “Equity is all about taking risk. 
To survive competition (from do- 
mestic as well as foreign players), we 
had to be self-sufficient with all of- 
ferings and that required money,” 
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Figures in per cent 


explains Jacob. The money received 
from BPEPI will be used to expand 


JRG's branches, and enter into wealth 


management and institutional 
broking. “The money will also help 
us lend margin money to our 
clients," says Jacob. 


Promise of Growth 

If hard-nosed private equity investors 
are falling over each other to get a 
piece of the action in brokerage, it's 
for good reason. India is still an un- 
der-penetrated market when it 
comes to household ownership of 
equity. According to some estimates, 
the household savings invested in 
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Indian equity markets account for 
less than 5 per cent, compared to 
more than 50 per cent in US. 
However, it is estimated that with 
economy growing at an average of 8 
per cent, investment in Indian stocks 
will double over the next two years. 
Says N. "Subbu" Subramaniam, 
Partner, BPEPI: “The scope for in- 
crease in the number of equity in- 
vestors is one of the reasons why 
we are witnessing increased private 
equity activity in the sector." Adds 
Munesh Khanna, Director, Halcyon 
Group, a private equity firm that 
recently invested in Ahmedabad- 
based Anagram Securities: *We have 
invested in Anagram because we 
think it has the potential to deliver 
growth by offering products and 
services across market segment." 
According to a recent survey 
done by Dun & Bradstreet, 68 per 
cent of the 200 brokerages polled 
said that they were looking to take 
on competition and expand into 
institutional and foreign institu- 
tional trading segment. With re- 
gard to competition, 40 per cent 
showed their interest in tying up 
or forming a joint venture with 
overseas brokerages, while 25 per 
cent preferred to go public. *Given 
the ‘commission’ market of $3-4 
billion (Rs 12,300-16,400 crore) 
and the market growing 30-35 per 
cent in the last three years, one 
shouldn't be surprised why players 
are expanding their presence in 
India," says Rashesh Shah, CEO & 


DASH FOR CASH 


Indian Aperte, only are raising 
money to gain heft. 


MOTILAL OSWAL 
EDELWEISS CAPITAL 
ANGEL BROKING 
RELIGARE SECURITIES 
SMC GROUP 


Figures in Rs crore 
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KACHIT GOSWAMI 


Regi Jacob, MD, JRG Securities 


"To survive competition we had 
to be self-sufficient with all offer- 
ings and that required money” 


MD, Edelweiss Capital. 

Apart from PE investors and 
banks acquiring stake in brokerages, 
foreign brokerages are setting up 
shop in India. Some are entering on 
their own, while others are scouting 
for partners. Mihir Doshi, Managing 
Director & Country Head of Credit 
Suisse, which has decided to go solo, 
says: “If we have the ability to attract 
talent, then consolidation doesn’t 
make sense.” Unlike Credit Suisse, 
Lehman Brothers and Nomura are 
trying to come in through tie-ups 
or by purchasing a stake in local 
brokerages. Most recently, Lehman 
snapped up a majority stake in BRICS 
Securities (the size of the deal and the 
amount paid is not disclosed), while 
Nomura of Japan and JP Morgan 
have shown interest in Enam 
Financial. Says Prabhat Awasthi, 
Head Equities & Research of BRICS: 
*Be it any industry, most of the for- 
eign participants enter through Jv. 
The intention is purely to garner lo- 
cal knowledge. Once they are fa- 
miliar with the local environment 
they will venture on their own. The 
best instance would be the automo- 
bile industry." 

Even Standard Chartered Bank is 
said to be scouting for an acquisition. 
Currently, it is in talks with the 
Securities Trading Corporation of 





Dinesh Thakker, Sub-broker, Angel Broking 


"Clients are looking for quality 
recommendations, which only a 
big player can provide" 





India for acquiring a strategic stake in 
UTI Securities. Says Neeraj Swaroop, 
CEO (India), Standard Chartered 
Bank: *We see equity broking as an 
important strategic fit to our wealth 
management and private banking 
offerings in India. It has become im- 
portant to provide our clients a trans- 
actional capability, which we don't 
currently offer." 

With the big boys of the financial 
world getting into broking, the mar- 
ket is getting consolidated. Already, 
the top-five brokers control 16 per 
cent of the total volumes in the mar- 
ket, compared to 7 per cent six years 
ago. Says Stuart Smythe, Executive 
Director & Head of Equity (India), 
Macquarie Securities: “When large 
players come into the fray, consoli- 
dation becomes inevitable. There's 
nothing wrong with it; in fact, it's 
healthy. As the market grows, the 
industry becomes more mature." 

As Shah of Edelweiss adds: 
“Consolidation may not get more 
people trading in stocks, but it will 
definitely ease the intense price wars 
in the business.” The industry need- 
n’t start licking its chops, though. 
The current wave of consolidation 
will gather pace only when the stock 
markets slow down. For now, bro- 
kerages will look for a deal that all- 
ows them not exit, but growth. Ш 


INVASOD нип 


The Best 
to the West. 


Fly comfortably via Vienna, Europe's fastest transfer airport, | 
to over 100 destinations in the West. 


For more information & booking contact us in Delhi (011) 41510575/23350126, email: delse@austrian.com or in 
humbai © (022) 22801281-4, email: bomrr@austrian.com. Visit our homepage www.austrian.com or your travel agent today! 


DAILY from Delhi and 5x weekly from Mumbai to Vienna 


Austrian 


We fly for your smile. 





/ 


Few marketers can afford 
to ignore the non-metros, 
but there are those who 
are seeing the virtues of 
starting with the small 
towns. The big cities can 
Wait. ANAND ADHIKARI 


JXI, WEIFAN AND NANCHANG 

are three of the smaller 

cities of China. Each has a 

population of less than 
2 million, as against a Shanghai or a 
Beijing, which top 20 million and 
15 million, respectively. Yet, these 
small cities are amongst China's 
fastest growing. They're also on 
the radar of some of the world's 
biggest corporations. For instance, 
in December 2005, Wal-Mart chose 
to open its first store in the middle 
kingdom in Yuxi, a city in 
Southwest China's Yunan province, 
adjacent to Tibet and Burma. 
Weifan, a port city in East China 
that's home to Chinese kite-making, 
and Nanchang, which was recently 
connected to neighbouring Shanghai 
via a high-speed rail network, have 
also attracted Wal-Mart and UK 
retailer Tesco. 


SATISH KAUSHIK 
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Non-metros take centre 
Stage: Cotirfesy companies 
like Vishal-Retail 
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| nct i IU i ` Г U 
The towns that are 
marketers’ favourites. 


7 
їм 








Ludhiana 
- Chandigarh 


Ajmer 


Udaipur f - 
- Ahmedabad 


Surat Nagpur s 


T Aurangabad D— 


It's not just 
in China that global ret- 
f ailers are flagging off op- 

erations with forays into 
2 Chennai tier Il and tier III cities in- 
Coimbatore stead of focussing on the 
big metros. In Russia, French 
retail giant Carrefour has an- 
nounced its plan to enter the coun- 
try via tier II cities by early 2008. 
Back home, a clutch of compa- 
nies—both foreign and Indian, and 
not just retailers—is using small- 
town India as a launch pad for their 
products and services. These in- 
clude players in financial services, 
broadcasting, and retail to name 
just three sectors. 

Vishal Retail has over 50 stores 
in 18 states under the brand Vishal 
Retail Mega Mart. The cities where 
Vishal Retail has a presence include 
tier II and tier III outposts like Surat, 
Raipur and Siliguri. Then there's 
Prozone Enterprises, a retail infra- 
structure services provider that's a 
subsidiary of ready-made garments 
maker Provogue. Prozone has exe- 
cuted projects worth Rs 1,100 crore 
in tier II and tier III cities. 

Beyond retail, Bajaj Allianz Life 
Insurance Co., the largest life insurer 
in the private sector, kicked off its 
India operations with a sharp focus 
on rural and semi-urban India with 
a popular unit-linked *unit gain' 
product. That may be the reason 
for Bajaj Allianz being only the sec- 
ond player in the private sector to 
come out of the red. There's also 
Mahindra & Mahindra Financial 
Services, which began life by pro- 
viding finance to buyers of tractors. 
That essentially meant the company 
had to have a rural and semi-urban 
focus. Today, M&M Financial has 


Hyderabad _ 


Mysore 


gone on to offer the entire gamut of 
financial services, right from two- 
wheeler financing to investment ad- 
visory. It's still focussed only on the 
non-metros. Consider finally dishTv 
India, an early bird in the direct- 
to-home (DTH) entertainment mar- 
ket, that leveraged its first-mover 
advantage by offering services in 
far-flung areas, essentially regions 
that haven't been touched by the 
onslaught of cable television. 

If companies prefer to kick off 
operations in the smaller cities, 
much of that strategy is guided by 
the saturation levels that prevail in 
bigger cities. In the metros, demand 
in many product categories has 
peaked out. Coupled with abnor- 
mally high set-up costs, courtesy 
high real estate and wage bills, flag- 
ging off operations in a big city can 
prove to be risky gambit, with the 
break-even milestone at the end of 
a very long road. Starting up in a 
non-metro, on the other hand, pro- 
vides marketers with virgin, hitherto 
untapped audiences, whose pur- 
chasing power and aspirations are 
rapidly rising. At the same time, 
costs can also be kept under check. 

“Smaller cities and towns in 
India have their own strengths. For 
instance, a lot of smaller towns in 
Maharashtra are more developed 
than many bigger cities in middle 
India," says Nikhil Chaturvedi, 
Managing Director, Prozone 
Enterprises. “There are about 50 
cities on our radar that have a 
population of over a million," he 
adds. At first blush, Chaturvedi's 
game plan appears surprising, con- 
sidering he owns Provogue, an up- 
market brand in the apparel space. 
But what seduced him is the fast- 
changing lifestyle of people in 
smaller cities, and the superior 
standards of infrastructure in cities 
like Surat and Ludhiana. In the 
next two years, Prozone-developed 
large-size malls are expected to 
come up in Aurangabad, Indore, 
Jaipur and Nagpur. 
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“Retail is all about experience. In | Has over 50 retail stores 
smaller cities, pushing a trolley ora | under the brand Vishal Retail Mega Mart that are 
cart іп an air-conditioned atmosphere | spread across 18 states. 

gives consumers a big high" | Setting up 40 more stores in north- 
RAM CHANDRA AGARWAL, | ern India. Plans to enter into the fast-moving con- 


Chairman & Managing Director, Vishal Retail sumer goods space. Only now entering Mumbai, in 
a far-flung suburb, with a 22,000 sq. ft outlet. 


LR ЕШ India's first direct-to-home 


(DTH) entertainment operator started by offering 


| "We segmented our markets into three 
cable-frus- 


SHEKHAR GHOSH 


Services in far-flung areas, and is only now slowly 


moving into the metros. 


ШШ АД Now beginning to aggressively tap the 
"cable-frustrated" metro markets where the competi- 


tion is beginning to hot up. 


If Prozone is developing malls in 
the hinterlands, Vishal Retail is busy 
spreading its reach upcountry. 
Indeed, Ram Chandra Agarwal, 
Chairman, Vishal Retail, spotted 
the big opportunity in retail in small 
cities way back in 2001. "Retail is all 
about experience. In smaller cities, 
pushing a trolley or a cart in an 
air-conditioned atmosphere gives 
consumers a big high." Agarwal re- 
veals many people were surprised 
when he decided to set up a store in 
Haldwani in Uttaranchal—many 
around him hadn't even heard of 
the town. But Agarwal's decision 


| man ocu Cable-d 
| trated and cable-rich. 


С JAWAHAR GOEL, 
| Managing Director, dishTV India 


then started 


| tapping smaller towns and remote areas 
, with our enhanced bouquet of channels” 





to launch in Haldwani was backed 
by hard-nosed research. And the 
decision has paid off well. “Volumes 
grew manifold within days of 
launch,” says Agarwal. Investors, 
too, are impressed by Agarwal’s 
strategy—Vishal Retail, which 
showed profits of Rs 25 crore on 
sales of Rs 600 crore for the year 
ended March 2007, recently made 
an initial public offering (IPO). The 
issue was oversubscribed by some 80 
times, and investors have earned a 
150 per cent return just two months 
after listing. 

Along with the more obvious 


Cable TV in rural areas: It is a reality show 


NOW CET MORE 
CHANNEL 
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triggers like increasing disposable 
incomes and rising aspirations in 
small-town India, there are also a 
few more subtle factors influenc- 
ing marketers to focus on non- 
metros. Stability of consumer beh- 
aviour, for example, matters a lot, 
and can make a world of a differ- 
ence. Six years back Bajaj Allianz, 
which was up against the biggies 
like ICICI and HDFC in the under- 
penetrated life insurance business, 
decided to move to smaller cities 
precisely for this reason. “They (cus- 
tomers in tier II and tier III cities) 
trust you completely,” says Sam 
Ghosh, CEO, Bajaj Allianz, who 
makes frequent visits to the small 
cities and towns where most of 
Bajaj Allianz’s branches are located. 
“Churning is an unknown phe- 
nomenon in these regions, unlike in 
the metros where investors rush to 
book profits only to return the next 
day through a new scheme,” says an 
insurance agent. 

Bajaj Allianz’s non-metro strat- 
egy is indeed proving to be its 
competitive advantage. It is one 
of just two life insurers in the pri- 
vate sector out of a total of 
15 players that is profitable today 
(the other is SBI Life). “Our distri- 
bution network is by far the deep- 
est and our set-up costs are by far 
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their own 
developed 


SURE EU КЫЙ! it's the largest life insurer in 
the private sector, and only the second private sector 
player to come out of the red, that's because it got 

its business model right by starting in tier Il and 

tier Ill cities. 


CLARE n its presence across all 
markets—rural, semi-urban, urban and key metros. 





the lowest in the industry," adds 
Ghosh, who will now oversee 
Allianz's Middle-East operations. 

However, eyeing the small cities 
isn't necessarily a low-cost strategy 
across sectors. It can be capital- 
intensive too, as in the case of 
dishrv, the DTH venture from 
Subhash Chandra's Essel group. 
dishrv today incurs a loss of 
Rs 1,700-1,800 on every new sub- 
scriber, but that may be a small price 
to pay in the long run. The company 
has a head-start, with rivals like Tata 
Sky joining the fray only recently, 
and the likes of Reliance ADAG, 
Bharti and Sun Tv still to launch 
operations. That may explain why 
dishrv is willing to take the hit—it 
wants to build a huge subscriber 
base before the competition gets its 
act together. Today, the company 
boasts more than 2 million sub- 
scribers, with 35,000 dealers cover- 
ing 72 cities. “We segmented our 
markets into three main pockets: 
cable-dry, cable-frustrated and cable- 
rich. We then started tapping smaller 
towns, cities and remote areas with 
our enhanced bouquet of channels," 
says Jawahar Goel, Managing 
Director, dishrv India. The com- 
pany's dishes can be seen in remote 
areas like Kargil, the Siachen gla- 
cier, the Nathula border and, for 


"Small cities and towns in India have 
strength. A lot 
towns in Maharashtra are more 
than many y bigger 
‚ towns in middle India 
NIKHIL CHATURVEDI, 


Managing Director, Prozone Enterprises 


RITESH SHARMA 





of smaller 





cost by way of low rea 


SAM GHOSH, 


good measure, on Kingfisher 
Airlines’ planes. “We have not left 
any place on earth," says Goel, who 
expects the company to be EBIDTA- 
positive (earnings before interest, 
depreciation, taxes and amortisa- 
tion) by March 2009. 

If there's one company that's 
sitting pretty on a rich knowledge 
base of semi-urban and rural India, 
it's M&M Financial, now more com- 
monly known as Mahindra Finance. 
The non-metro focus was inevitable 
given that its business model was 


Launch pad: Firms target small towns 


"Smaller dis not - offer a low set-up 


estate prices, they also offer 
stability in Customer: -buying 


Managing Director & CEO, Bajaj Allianz Life Insurance Co. 


LETS RELL A subsidiary of ready-made garments 


maker Provogue, this retail infrastructure company has already 
executed projects worth Rs 1,100 crore in tier Il and tier III cities. 


; Projects in hand are in excess of Rs 1,800 crore. 
In May, Prozone acquired majority stakes in two Indore-based 

: real estate development units, Omni Infrastructure and Hagwood 

; Commercial Developers. 












behaviour" 


built around financing the tractors 
made by its parent company. 
However, over the years, Mahindra 
Finance has diversified into financ- 
ing non-M&M vehicles (including 
two-wheelers, commercial vehicles 
and used vehicles), distributing prod- 
ucts like mutual funds and insur- 
ance, offering advisory services and 
even personal loans—all in small- 
town India. A non-banking finance 
company with a net profit of 
Rs 132 crore on sales of Rs 844 
crore, M&M Finance recently 
opened five branches in Pathankot 
(Jammu & Kashmir), Barasat (West 
Bengal), Srikakulam (Andhra 
Pradesh), Kaithal (Haryana), 
Radhanpur (Gujarat) and Koonjar 
(Orissa). “ГЇЇ do every possible fin- 
ancial product to address the needs 
of customers beyond metros. That's 
going to be our growth story," says 
Ramesh G. lyer, Managing Director, 
Mahindra Finance. 

His confidence stems from the 
company’s 410 branches, 4,700 
people and 6.30 lakh customers. 
“We could look for a credit card,” 
reveals lyer, along with the secret of 
succeeding in small-town India. 
“Unless you are emotionally con- 
nected with the customers, it’s dif- 
ficult to do business i in smaller cities 
and towns." 8 
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HEN SHANTANU GHOSH 
decided to roll out his 
fledgling Xenitis 
brand of low-cost PCs 
nationally in 2005, few gave him a 
chance. The top- and mid-segments 
of the computer hardware market 
were, after all, dominated by multi- 
nationals such as IBM, HP, and 
Compaq and large Indian compa- 
nies like HCL and Wipro, while com- 
panies such as PCL and Zenith 
Computers and the unorganised 
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sector had a stranglehold over the 
lower end. Besides, West Bengal 
wasn't quite the ideal base from 
which a small start-up—Xenitis 
then had a turnover of Rs 12 
crore—could hope to spread its 
wings nationally. But Ghosh, and his 
now estranged partner Tathagata 
Dutta, proved sceptics wrong. Not 
only did Xenitis succeed in selling its 
PCs across the country, it has also 
seen its turnover rise phenomenally 
over the last two years to Rs 620 





Shantanu Ghosh 


Chairman, Xenitis Group 
Products: PCs (desktops, laptops), all PC 
parts and accessories (it now proposes to enter 
the two-wheeler and bicycles sectors) 
Turnover (in crore) 
2006-07 


Rs 620 
2005-06 Rs380 —— 
2004-05 | Rs 12 
Slicing the Numbers 
South East 
-07 
2006-0 West North 
20% 0% 


crore—and more tellingly, 70 per 
cent of its sales now come from 
outside eastern India. 

Like Xenitis, the others featured 
in this report are still relatively 
small, and their main markets are 
still West Bengal and the rest of 
eastern India. But they’re all dream- 
ing big—and rolling out their brands 
nationally—even if it means slugging 
it out with bigger, deeper-pocketed 
rivals; and their efforts are paying 
off. Their strategies have a com- 
mon thread running through 
them—find or create a niche, and 
then go all out to fill it up. 

If Xenitis’s Aamar PC in the east, 
Amchi pc in the west, Namma PC in 
the south and Apna Pc in the north 
stormed the market with sub-10K 
pcs, Linc Pen & Plastics has made it 
to the industry's top bracket (its ri- 
vals are Cello, Montex, Reynolds, 
Flair and Today's) by creating new 
price points (Rs 5, sub-Rs 5 and Rs 
10-20), introducing new products at 
regular intervals and continuous 
brand building exercises. "Bringing 
in professionals from outside the 
family has also paid off for us," 
says Deepak Jalan, Managing 
Director, Linc Pen & Plastics, 
adding that Linc is the market leader 
in the Rs 5 segment. 

In 2002-03, 
its entire top- 
line of Rs 62 
crore came 
{тот the 






east; it ended 2006-07 with sales of 
Rs 145 crore, of which 30 per cent 
came from rest of India. “There is 
still lots of room to grow in the 
west, north and south, and we are 
working on that," says Jalan. Linc 
has 50 types of pens in its portfolio, 
and a 10 per cent share of the 
Rs 1,500-crore national market for 
pens. *We are targeting a market 
share of at least 20 per cent over the 
next three years," he says. 

The company is rolling-out two 
retail chains, Just Linc and Office 
Linc, nationally in order to do 
that—and already has 16 outlets 
across Kolkata, Durgapur, the 
National Capital Region, Gujarat 
and Mumbai. It plans to open 
10 more outlets this year itself 
and also proposes to merge 
the two chains. Says Jalan: 
“The future is even 


Deepak Jalan 
Managing Director, Linc Pen & Plastics 


Products: Pens, pencils and other stationery 
products 

Turnover (in crore) 

2006-07 
2005-06 
2004-05 


Slicing the Numbers 
South 


10% —— —— 
\ 2006-07 West 
a 10% 





Rs 134 
Rs 122 


North 
10% 








Siddhartha Roy Burman 
Managing Director, Khadim India 
Products: Footwear and leather accessories 


Turnover (in crore) 


2006-07 
2005-06 
2004-05 


Slicing the Numbers 








brighter. We hope to increase our 
market share in the domestic mar- 
ket, tap overseas markets and in- 
crease our supplies to Wal-Mart 
and some leading UK-based chains.” 

Xenitis, which is targeting a 60 
per cent rise in turnover to Rs 
1,000 crore this year, has also been 
beefing up its capacity. Its state- 
of-the-art components manufac- 
turing unit in the Hooghly district 
in West Bengal makes keyboards, 
power supply units, mice, speakers, 
monitors, motherboards, floppy 
drives, CD drives and cabinets that 
were earlier imported from China, 
Taiwan and Singapore; this has re- 
sulted in substantial cost savings. 
The company has also begun 

making its own laptops, 

servers and media centres. 

Ghosh’s latest initiative to 
ramp up his top and bottom 
lines: manufacture PCs and 
components for companies 
such as LCC, Novtech, Super- 
tron and few other leading 
brands. Export orders are 
pouring in from Africa, Dubai 
and Bangladesh, he says. 

Much the same story is repeated 
at SAJ Industries, that owns the 
BiskFarm brand, is challenging the 
likes of Britannia, Parle and more re- 
cently rrC's Sunfeast. BiskFarm, for 
instance, has grown from a 
Rs 35-crore company in 2004-05 to 
a Rs 120-crore one in 2006-07. It's 
now targeting the #1 position in the 
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branded biscuit market in the east; 
it also hopes to increase its national 
market share from 8-10 per cent 
now to 25 per cent by 2010. Says 
Vijay Singh, Managing Director, 
SAJ Industries: “We will leverage 
the BiskFarm brand and foray into 
other sub-segments like cakes, cook- 
ies, bakery products and the ready- 
to-eat segment and also put up 
our own retail chain across 
the country.” 

In the footwear sector, Khadim 
India has emerged as the country’s 
third-largest retailer after Bata and 
Liberty, says Siddhartha Roy 
Burman, MD of the company, 
which has 263 stores across 22 
states. Bata has 1,400 stores and 
Liberty 334. The brand is also 
available in over 1,000 multi-brand 
dealer outlets. “Our aim is to reach 
every Indian home,” says Roy 
Burman. About 25 per cent of 
Khadim’s 2006-07 turnover of 
Rs 150 crore came from outside 
eastern India. It plans to increase 
this share, and to do this, has re- 
cently launched a retail chain, 
Egaro, which will have shop-in- 
shop Khadim stores and sell gro- 
cery, apparel, gold jewellery and 
cosmetics. He has also set aside an 
initial budget of Rs 10 crore for a 
national brand-building exercise. 
Says Roy Burman: “We aren't 
afraid of incurring losses while 
we're building our brand." 
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Another Kolkata-based brand 
that now has a pan-Indian pres- 
ence is the Rs 321-crore Rupa & 
Co., which enjoys a 40 per cent 
share of the national market for 
undergarments. The company shot 
to fame a few years ago when it 
roped in Bollywood stars Sanjay 
Dutt and Govinda (and more rece- 
ntly, Hrithik Roshan) to endorse its 
Frontline brand of undergarments 
and followed this up with ads feat- 
uring Saif Ali Khan (Bruno), Aish- 
warya Rai (Softline) and Lisa Ray 
(Bruno for Her). Says K.B. Agar- 
wala, Managing Director, Rupa & 
Co.: "Celebrity endorsements work 
wonders in our area of business, 
provided you maintain an afford- 
able price. We have steadily in- 
creased our ad budget every year 
and this is helping us achieve 
growth rates of 20-25 per cent 
over the last 8-10 years." Now, it 
is planning a foray into formal 
shirts to drive its expansion. Can it 
take on deep-pocketed players like 
Madura Garments, Raymond, 
Arvind Mills and others who dom- 
inate this market? *Branded shirts 
are a different ball game altogether 
from hosiery," says an industry 
analyst. *My 700-strong network 
of distributors and retailers will 
push my shirts as well 


as they do my hosiery 
brands," says 
Agarwala. 

Vijay Singh 


Managing Director, SAJ Industries 
Products: Biscuits and other bakery products 
Turnover (in crore) 

2006-07 
2005-06 
2004-05 


Slicing the Numbers 
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K B Agarwala 
Managing Director, Rupa & Co. 

Products: Hosiery products, innerwears, bermudas 
Turnover (in crore) 





Like Rupa, all the others, too, 
face significant risks—building na- 
tional brands is an expensive propo- 
sition and building national distri- 
bution channels can be a Herculean 
task. Then, managing the logistics of 
distributing their products nationally 
will stretch them financially and 
test their management bandwidth. 
“We're teaming up with strong local 
players in different regions to 

push our brand,” says Singh 

of SAJ Industries. Linc's Jalan, 

on the other hand, is banking 
on his retail foray to penetrate 
newer markets across the coun- 
try. It is also targeting the un- 
der-serviced semi-urban and ru- 
ral markets where competition 
is less fierce, mentions Jalan. 

Can these companies follow in 
the footsteps of the Emamis, and 
the Haldiram Bhujiawalas, and 
much before them, groups like the 
Birlas, Goenkas and Bangurs who 
started small in Bengal and went on 
to build national—and in some 
cases, interntional—business em- 
pires? It’s too early to take a call, 
but their individual journeys will be 
worth tracking. Ш 
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DESPITE THE RECENT ROUND OF CONSOLIDATION, 
' INDIAN AVIATION'S TROUBLES ARE FAR FROM OVER. 








A GROWI NG 911 new aircraft worth $86 billion 1.021 Fleet in 2026. of which 


are forecast to be delivered over 110 retained aircraft 


FLEET D the next two decades 154 new aircraft for replacement 
264 Base Civil Fleet* 757 new aircraft for growth 





Apparently, no one is dis- 
puting the fact that passenger 
traffic is headed only one way: 
up. Airbus, for example, esti- 
mates that India would need 
935 aircraft (compared to the 
current total civilian fleet size of 
320 aircraft) over the next 20 
years. That number stems from 
the 210 billion revenue pas- 
senger kilometres (RPKS) that 
airlines are projected to rack 
up by 2025. (One RPK is equal 
to one paying passenger flown 
one kilometre.) At the end of 
2005, the total RPKs in India 
were around 20 billion, much 
less than Airbus’ projection of 
52 billion. The other aircraft gi- 
ant, Boeing, is equally bullish 
on India. Dinesh Keskar, Vice 
President (Sales), Boeing, points 
out that Indians flew an aver- 
age of less than 0.01 air trips 
per person per year last year. 
“There is a straight co-relation 
between gross domestic prod- 
uct (GDP) and air travel; as GDP 
increases, so will air travel.” 


Profitless Growth 

Come to think of it, growth has never been the in- 
dustry's problem. In fact, since 2000 alone, the num- 
ber of domestic passengers has jumped three times to 
35 million.The problem, however, has been prof- 
itability for the airlines. *Over the recent past, there 
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quadruple by 2015... 
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ARESH GOYAL 
Chairman/ Jet Airways 

With a three-pronged airline business, Jet Airways 
plans to become India’s largest airline group 


Domestic air traffic could more than 








Numbers are passenger movement in million 
Note: Each arrival and departure is counted as a separate movement 








has been a period of imbal- 
ance in the industry, and it 
will take a few years for that to 
be sorted out,” says Gary 
Kingshott, CEO, JetLite. “This 
imbalance has been accompa- 
nied by tremendous growth, 
but also infrastructural pains, 
and I won’t be surprised if 
some more airlines run out of 
money,” he adds. 

Kingshott isn’t exaggerat- 
ing. All the domestic carriers 
put together had revenues of 
about Rs 15,000 crore in 
2006-07 and losses of Rs 
2,000 crore. While JetAirways 
and SpiceJet did declare small 
net profits for April-June quar- 
ter, both the airlines acknowl- 
edged that they had made 
money from the sale and lease- 
back of aircraft as well as taken 
advantage of the strengthen- 
ing rupee on their dollar-de- 
nominated loans. Why don’t 
airlines make money? Simply 
put, they spend more than they 
earn, thanks to costs they can 
do little about. For instance, irrespective of the num- 
ber of passengers on a flight, fixed costs such as airport 
charges do not change. 

The thing that the industry is most sore about is the 
cost of aviation turbine fuel (ATF), which makes up 
40-45 per cent of an airline’s operating costs. According 
to the Federation of Indian Airlines (НА), the average do- 


un MALLYA : "e 
hairman & CEO/ Kingfisher Airlines 

To pull Air Deccan out from the red, Mallya's 
focus is on revenues rather than volumes 
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WHO'S BUYING WHAT? 


Everyone's expanding fleet. | 


Air Deccan 

96 A320s, 25 ATR 72s 
mestic price of ATF is 60-70 per Air India 
cent higher than that at regional 
aviation hubs in Singapore and 


27 787-8 ‘Dreamliners’ 








Dubai (See The Killer Cost). Air India Express 

Even the discounted price of 9 737-800s 

ATF for international operations Go Air 10 А3205 

15 4 cent higher than prices € 

rid төн The к> псїп ае Indian Airlines 
prang issue, A 40 A321/320/319s 

according to the 10-month-old . 

FIA, is quite complicated. “It is Indigo 

not just central duties, but state 89 А3205 

sales taxes and the lack of trans- Jet Airways 


parency in ATF pricing that are 
huge contributing factors,” says 


Amitabh Kumar, Executive Jet Lite 
Director, FIA. 10 Boeing 737-800s 
It seems the airports bid out Kingfisher 
rights, with the successful bidder 30 Airbus АЗ19/320/3215, 


paying a throughput fee. Kumar 
says that recent bids have seen 
ridiculous throughput fees that 
inevitably get passed on to the 
customers, i.e., the airlines. “If 
there was rationalisation in the 
prices of ATF, I’m pretty sure 
the airlines won’t be making 
the huge losses they are today,” 
says Kumar. The airlines, along 
with the FIA and officials from the Ministry of Civil 
Aviation, have been making pleas to the Finance 
Ministry to reduce the central duty burden on them, but 
at the same time airlines are being pragmatic. “We know 
that fuel prices will not be cut tomorrow and, therefore, 
we are working to manage our other costs, so that we 
can continue to operate profitably,” says M. 
Thiagarajan, CEO, Paramount Airways. 


Paramount 
10 Embraer E170s 





SIDDHANTA SHARMA 
Chairman/SpiceJet 


The LCC thinks lower ATF prices will go a long way 
in making the industry profitable 


15 777-300ERs, 6 777-200 LRs, 


10 Boeing 777-300ERs, 10 Boeing 787 
‘Dreamliners’. 8 Airbus A330-200s, 2 737-8005 


9 Airbus A330-200s, 5 Airbus A340-500s, 
5 Airbus A350XWBs, 5 Airbus A380s 


(Expected to order 25 more E170/175 aircraft) 


SpiceJet 
5 737-900ERs, 17 737-8005 
* Aircraft yet to be delivered as on July 31, '07 









A Hybrid Model 
One of the things that 
the recent round of 
consolidation in the in- 
dustry is expected to 
spawn is a new hybrid 
airline model, where 
one airline group runs 
both a full-service air- 
line and a low-cost air- 
line. Take JetLite, for 
example. “Globally, 
very often ‘value’ operations 
by large network carriers have 
tended to fail. However, we 
are trying to emulate the very 
successful Qantas-Jetstar model 
with Jet Airways and JetLite,” 
says Kingshott, a veteran of the 
Australian aviation industry. 
Jetstar is the low-cost arm of 
Australia’s Qantas. 

To achieve this, JetLite and 
Jet Airways have separated cer- 
tain key aspects such as mar- 
keting and customer care. 
However, to achieve lower 
costs, they are tapping synergies 
in back-office operations and things like purchasing and 
frequent flyer programmes. “We believe that these 
factors will help us achieve lower costs than stand-alone 
low-cost carriers,” claims Kingshott. At least for JetLite, 
he even has a target in mind: SpiceJet, which has an 
available seat kilometre (Ask) cost of Rs 2.5 per km. 
“The most important thing that we have been able to 
do is that we have managed our growth and not tin- 










M. THIAGARAJAN 
Managing Director/ Paramount Airways 


The airline is aiming for a pan-India operation with 


a 35-aircraft fleet by 2011 





FLY KINGFISHER, 


WE FLEW IN AND 
CHANGED THE WAY A COUNTRY FLEW. 


In just two years, we've flown into a nation’s heart by flying its people to an 
experience they'd never had before. We've ushered in revolutions – personalised 
in-flight entertainment, Live TV 35,000 feet high in the sky, roving check-in agents, 
gourmet cuisine on board. We've done things nobody else has – flown a brand-new 
fleet of aircraft, launched the most luxurious experience in the Indian skies with 
Kingfisher First. We've made the world sit up and take notice by winning one 
international award after another. Today, we fly across the land — covering 31 cities 


via 193 flights a day, on 30 aircraft. All set to fly India into the future. 


KINGFISHER, 


Voted India's favourite airline* 
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www. flykingfisher.com 
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kered with our model," says Sharma of SpiceJet. 
Over at the Kingfisher-Air Deccan combine, UB 
Group Chairman, Vijay Mallya, is even more upbeat 
about benefits from the merger. Unlike Jet Airways, 
which is allowing JetLite to branch out on its own, 
Kingfisher is taking a more ‘hands-on’ approach. “We 
are a complete fit as far as synergies are concerned when 
it comes to fleet management, and even the smallest 
things like wheels to brakes,” says Mallya. However, he 
does have a laundry list for Air Deccan. “In the case of 
revenue management, Deccan was focussed on load fac- 
tors more than revenues,” he says. “Earlier, the focus 
was more on increase in volumes being synonymous 
with profits. We are now giving serious attention to rev- 
enue management." The results, 
he says, are already showing. 
The financial collections of Air 
Deccan have jumped from Rs 4- 


4.5 crore to Rs 5-6 crore а дау. Jet Airways 
Mallya also says that he plans 
further changes in Air Deccan’s Indian 
sales force and marketing. Air Deccan 
If Jet and Kingfisher are — 

able to make their hybrid Air India 
‘value carrier’ models work, Kingfisher 
then low fares may even make : 

е JetLite 


a disguised comeback. “In less 
than five years, low-fare carri- 
ers have taken close to 50 per 


cent of the market,” Kingshott Alliance Air 
says, “and within the next few Indigo 
years, I believe low-fare, or . 
value-fare, airlines like ours SpiceJet 
will take over nearly 80 рег . Paramount 
cent of the domestic market." 2 і 
Little wonder that, because 2 60 Air 


low-cost carriers account for 
over 80 per cent of the nar- 
row-body orders from Airbus and Boeing. 


The In-Betweens 

However, low-cost isn’t the entire story of the Indian 
aviation sector. The south-India based Paramount 
Airways is a case in point. The airline, which promises 
‘Business Class’ service, claims to be the market-leader 
in southern India and is looking to expand to Western 
markets. “The Indian consumer is not obsessed with 
‘cheap’; she wants value, and that’s what we are of- 
fering,” says the 30-year-old Thiagarajan, one of the 
youngest aviation CEOs in the world. Even though 
Paramount operates a fleet of only five aircraft, 


Fleet size as on July 31,07 


Aviation fuel costs are 
KUALA LUMPUR 


How They Stack Up 


Jet is by far the biggest private operator. 





Thiagarajan has huge dreams for his airline, which al- 
ready claims to have the highest yield per seat (of Rs 
4,000) in the business. “We will be a pan-India oper- 
ator with 35 aircraft by 2011.” 

Thiagarajan might be helped along the way by the 
pitfalls being faced by the national carrier in its merger 
plans. Despite recently launching a whole-new look and 
announcing that the airline is looking for further orders, 
the merger of Air India and Indian has faced all sorts of 
problems, including strikes by ground staff. While 
both airlines are getting new planes, that will not in- 
crease their fleet size, as most of the new aircraft will 
only replace the ageing ones currently deployed by the 
airlines. The average age of their combined fleet is 

about 14 years. 

And then there is the 
merger itself. The paperwork 
for the merger was supposed 

[y] to have been completed by 
the first week of August, but 
1] Һаѕ been delayed for various 
reasons, including turf battles. 
“The airlines need this merger 
if they are to survive in the 
highly competitive environ- 
ment,” says Kapil Kaul of the 
Centre for Asia-Pacific 
Aviation (CAPA). 

Meanwhile, the govern- 
ment is trying to promote re- 
gional aviation and several 
more airlines are still waiting in 
the wings, although the gov- 
ernment has increased the cap- 
ital requirements for airlines. 

Despite the industry’s trials 
and tribulations, air-traffic is 
expected to boom. “The mar- 
ket is expected to grow at around 20-25 per cent per 
annum over the next three to five years,” reckons 
Datta of Jet Airways. Airbus estimations of growth at 
16.4 per cent over the next decade will mean that 
traffic comes close to touching 125 million passengers 
per annum by 2016. Even that will mean each Indian 
flying, on average, less than 0.1 flight per annum. 
“The market potential is huge, and the government 
has allowed the market to enter the runway. If a cou- 
ple of more things, particularly rationalisation of 
ATF prices fall into place, this industry will surely 
soar,” says Sharma of SpiceJet. Just the sort of 
optimism that keeps the industry going. 


Source: DGCA 


significantly higher in India. 
BANGKOK 
Rs 20 779/k! Rs 20.874/ kl Rs 21.272/ kl Rs 21.700/kl Rs 36 
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t's lonely at the top. Just the way it should be. 


They say that success goes hand in hand with exclusivity. And we couldn't 
igree more. The launch of Club One Air's Aircraft Maintenance & 
anagement Program takes exclusivity to new heights. For the first 
me in India you can make your dream of owning a private jet a reality. Our 
earn of experts will not only procure the jet for you but will also take care of 

yre-buy inspections, formalities, engineering and operations. Whether it's 
naintaining your aircraft or providing you with back up aircrafts, we will take 


f ıt all. So that all you have to do is sit back and enjoy the ride. 


p meetings, 3 cities, 12 hours. We make it possible. 
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Contact Club One Air at: 
91- 11- 64500000; 6528740975970000; 24359651-55 e Mumbai:.91- 2% 26555811-12, e www.cluboneair.com 








Beyond the 


because it’s a growing market and 
that’s where the money is. 
KUSHAN MITRA & T.V. MAHALINGAM 


JAY MALLYA IS A MAN IN A HURRY. TWO-AND- 

half years after his fledgling Kingfisher 

Airlines began operating in the domestic 

market, the flamboyant liquor baron 

wants to go international. The problem is 
India’s civil aviation rules prohibit commercial airlines 
that are less than five years old from flying interna- 
tionally. Currently, and much to the chagrin of Mallya 
and other airline bosses, only the government-owned 
airlines, Air India and Indian Airlines (both of which 
are being merged), and one private airline, Jet Airways, 
are allowed to operate international flights. And by all 
reckoning those are not enough. In 2006-07, nearly 26 
million international passengers flew in and out of 
India’s 24 international airports. Though this was 15 
per cent more than the previous year, nearly 80 per 
cent of them flew foreign airlines. 

Clearly, there is a vast market opportunity for 
more Indian airlines to fly international. And that is why 
Mallya can’t wait to begin. The flamboyant Bangalorean 
is all set to start non-stop India-Us services next April 
when he gets Airbus 4340-500 aircraft (see picture 
above) capable of flying such distances. The problem for 
Mallya still is that until the government opens up in- 
ternational flying for younger carriers he cannot start. 
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Private Indian carriers are keen to get 
a piece of international travel, simply 


On a new route: Jet Airways recently started flying between 
India & the US with a two-hour wait in Brussels, Belgium 


“When players like Jazeera, Air Arabia, Nok Air, Tiger 
Airways, some of whom have been around for less than 
a year, can fly to India, why can’t we?” asks Mallya. 

As well as a growing opportunity, international 
services are also lucrative. Although the establish- 
ment costs for international operations are far higher, 
the flights are more profitable for everyone. Because 
international airlines are able to uplift fuel at slightly 
reduced prices, and because bigger planes are 
more economical to operate than smaller ones as 
well as the added bonus of long-haul freight, the 
flights make more money per available seat kilometre 
(ASK), than domestic flights. 

Unsurprisingly, Air India, which was once sluggish, 
has also become more aggressive of late—it is ac- 
quiring a new fleet of Boeing 777s and 787s. Jet 
Airways, too, is adding 777s and long-haul Airbus A330 
aircraft to its fleet. Clearly, both players want a piece 
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more than a Team! 
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of the action that is being 
hogged by foreign airlines. And, 
of course, there is Mallya, who 
has been lobbying hard to be al- 
lowed to get going. 

Lucrative they may be but 
international services are not 
expected to grow as fast as do- 
mestic services. According to 
Dinesh Keskar, Vice President 
(Sales), Boeing, while domestic 
air travel is expected to grow 
at twice GDP growth, interna- 
tional air travel will, by and 
large, grow in line with СОР 
growth. "There is a bit of la- 
tent demand in the industry, 
which will be addressed by a 
lot of the capacity addition in the 
next few years," says Saroj K. 
Datta, Executive Director, Jet 
Airways. "The international traf- 
fic into and out of India is ex- 
pected to grow at around 15-20 
per cent per annum in the near 
term," he adds. That growth 
rate will likely taper off once 
the latent demand is taken care 
of by the additional capacities. 

Mallya, however, is not go- 
ing to let Air India and Jet 
Airways have their own way 
with the market. He has or- 
dered five 550-plus seat Airbus 
A380s, which are expected to 
enter his fleet by 2010, and he 
recently admitted that he was 
trying to speed up delivery of 
the aircraft. “We will fly with 
Deccan licences,” he told 
Business Today. Air Deccan, in 
which Mallya acquired 26 per 
cent stake, turns five next 
August and, therefore, will be el- 
igible for government permis- 





Air India 





п Started non- -stop Se service ce between 
Mumbai and New York (JFK) 


w New Delhi-New York and Bangalore | 
San Francisco on the cards 


_ m Plans to increase connectivity from other 


Indian cities once fleet of 787 ‘Dreamliners’ 
comes on board from mid-2008 


m Increase destinations served in Asia and 
restart services to Australia —— 


m Join an International airline alliance, 
maybe Star Alliance headed by Lufthansa 


Jet Airways 


m Make Brussels. a "European Scissor Hub’, 
where flights from India will arrive and then 
proceed to North American destinations 
after swapping passengers 


m Start long-haul services from Mumbai, 
„_ Delhi and Bangalore to North America _ 


m Start services via Shanghai to San Francisco 
.. In 2008 depending on Chinese permission 


w Increase capacity on Southeast Asia 
routes by deploying Airbus A330 instead 
of Boeing 737 aircraft 





= df granted approvals v galore— 
San Francisco flights in April/May 2008, 
when it receives the Airbus A340-500 
aircraft 


| m Order more Airbus. A380 aircraft to s 


_ Offer additional uplift from India. 


m Get Air Deccan to start low-fare services 
to West and Southeast Asia from 
various points in India 








offers services from the six 
Indian metros and is looking 
forward to expanding its serv- 
ices. In fact, Lufthansa’s service 
from San Francisco to 
Bangalore via Frankfurt is so 
popular, thanks to its quick con- 
nection time, the San Jose 
Mercury News dubbed it the 
‘Bangalore Express’. 

Datta is pragmatic. “Yes, I 
believe foreign carriers will con- 
tinue to do well in India, but by 
offering an excellent product 
and, eventually, connectivity, 
we'll gain a market that is ours,” 
he says. With the government 
planning to open up West Asia 
to Indian carriers, the carriers 
should get at least 50 per cent of 
the market, *I don't think 
Emirates or anyone will be- 
grudge us that," adds Datta. 

"There is tremendous de- 
mand for air travel service be- 
tween India and the Gulf sec- 
tor, and the opening up of the 
Gulf routes will ultimately ben- 
efit the customer. Emirates be- 
lieves that free competition is 
the greatest catalyst for better 
customer service and it keeps 


` everybody on their toes", says 


Emirates Vice President, India 
and Nepal, Orhan Abbas. 
Other low-cost airlines are 
more than willing to enter the 
low-cost international area. 
“Why not?” asks Siddhanta 
Sharma, Chairman, SpiceJet, 
“If we are allocated routes 
to the Gulf and South-East Asia 
we will definitely fly them, 
there is demand for cheap 
flights on these sectors from 


sion to fly internationally. 

Some in the industry, notably the foreign players, 
believe that Indian carriers may not be a match for the 
well-entrenched global players. *I do not want to be- 
little what Indian carriers are doing, but even with all 
the aircraft that are being ordered by Indian carriers, 
their long-haul fleet will be much smaller than that of 
a large network carrier such as ours," says Lufthansa's 
Vice-President, marketing, Andreas Bierwith. Lufthansa 


140 BUSINESS TODAY SEPTEMBER 9 2007 


both the labour market and value-conscious trav- 
ellers." Even Air Deccan is expected to start its own 
low-cost services to these regions when permissions 
come through. 

“I believe the domestic focus will continue for 
most carriers, but international flights will allow us to 
increase aircraft utilisation and make some money, and 
that is the case for all value-based or low-cost carriers,” 
says CEO of JetLite, Gary Kingshott. 
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Some see it as 









































60 years ago, with the birth of the new nation, a dream called Oriental Insurance 
also came to life. As the nation struggled to make it's own, Oriental Insurance too 
started with a humble sum of Rs. 50,000. Today, as India shines through in every 
field, Oriental Insurance stands tall as a Superbrand worth Rs. 4000 crores. 
Touching lives not just in India, but also beyond its borders, we now focus on 
bigger challenges. But for us this achievement is just a reminder that our journey 





nosque begun. insurance 
A-25/27, Asaf Ali Road, New Delhi 110 002. Ph. 011 23279221 Fax: 011 23276354. Prithvi. Agni. Jal. Aakash. 


Insurance is the subject matter of solicitation. Sab ki suraksha hamare paas. 


NDIAN AIRPORTS ARE BURSTING AT THE SEAMS. 
There isn’t enough space for passengers to 
move about freely, and worse, inadequate and 
antiquated infrastructure is causing so-called 
“traffic jams” in the sky. Planes, typically, have 
to circle over airports for several minutes before 
finding a landing slot. Little wonder then that flights 
between Delhi and Mumbai, which used to take 95 
minutes before 2003, now take at least two hours. 
This is endemic at almost every major airport in 
the country, and is leading to a 
5-20 per cent increase in fly- 
ing times and resulting in ad- 
ditional fuel consumption, 
increased maintenance costs, 
employee overtimes, unsat- 
isfactory on-time perform- 
ance and causing avoidable 
inconvenience to the trav- 
elling public. “Airlines are 
losing an additional Rs 320 
crore every year because 
of the current inadequa- 
cies and congestion,” says 
Saroj K. Datta, Executive 
Director, Jet Airways. Using this 
estimate, poor physical infra- 
structure accounted for 16 per 
cent of the airline industry’s 
2006-07 losses of Rs 2,000 crore. 
Delhi International Airport 
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Delhi airport modernisation 





(DIAL), which operates the Indira Gandhi International 
Airport (IGIA), handled 20.4 million passengers last year 
against a capacity of 12 million. The corresponding 
figures for Mumbai's Chhatrapati Shivaji International 
(CSIA) are 22 million and 14 million, respectively; 
the rated capacity of Mumbai airport even after the 
ongoing revamp will be just 40 million. 

But there is good news around the corner. In 
March 2008, the new Hyderabad Airport will be 
up and running with a rated capacity in the first 
phase of 12 million passengers. A few weeks later 

Bangalore's new airport will open its 

doors with a rated capacity of 17 

million passengers in its first phase. 

"The development of infrastruc- 

ture in the south will give aviation 

in this region a massive fillip,” says 
M. Thiagarajan, CEO, Paramount 
Airways, adding that work on 
Chennai's new airport is already 
underway. *All major southern air- 
ports have the potential to be- 
come major hubs." In fact, 
Cochin International Airport 
(CIAL) was India's first private 
airport and has seen the city 
becoming a small hub of sorts. 

However, Delhi and 
Mumbai account for 44.3 per 
cent of India’s total air traffic, 
and work, particularly at the 
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latter, has been slow. Mumbai 
International Airport (MIAL) was 
horrified to discover that the 
Airports Authority of India (AAD 
had neither detailed land 
records of the city’s airport nor 
data on encroachment, and this 
has dramatically slowed work 
down. That said, the drainage 
system on Mumbai’s main 
runway was improved. Result 
though there were delays, there 
were no major closures during 
this monsoon. 

The most dramatic plans, 
however, for any existing air- 




















“You will need to fly planes 
from small airports to major 
cities because those are where 
people want to fly. I doubt if 
you'll see much traffic between 
small cities,” he argues. And 
recently, both DIAL and MIAL 
issued circulars advising airlines 
not to request more slots for 
small planes such as ATRs and 
CRJs. “These aircraft require 
greater aerial separation and 
cannot clear runways fast 
enough, which means we can- 
not process as many aircraft as 
we would like to,” says a DIAL 


spokesperson. 
Incidentally, infrastructure 
issues are not limited to physi- 


port in India are for IGIA. 
Terminal 3 is being prepared 
for a mid-2010 inauguration 


New Code ‘F’ compliant CAT3B Runway 
10R/28L to be operational by mid-2008 _ 


ONCE, 


New domestic terminal under construction, 









which will give DIAL a capacity 
to handle 40 million passen- 
gers every year. The airport 
operator is already building a 
brand new domestic terminal 
and parallel runways; both will 
be operational by 2008. 

Then, in recent weeks, the 
government has contemplated 
approval for an airport in 
Uttar Pradesh that will also 
serve Delhi, and is talking of 
using a disused airstrip in 
Kalyan near Mumbai’s satellite 
city of Thane to ease conges- 
tion at CSIA. “However, if the 
time and money taken to start 
Kalyan is unviable, it might 
not be a worthwhile exercise. 
I believe that Navi Mumbai’s 
new airport should be opera- 
tional by mid-2013,” explains 
Civil Aviation Secretary Ashok 
Chawla. 

At the same time, the gov- 
ernment is trying to promote 
aviation in secondary cities. “We are working all out 
on this, and by 2010 you should see at least 50 air- 
ports under the ambit of the Airports Authority of 
India have been dramatically upgraded. Work is pro- 
gressing at a rapid pace in Goa and Pune, but we are 
also working fast in Amritsar, Ahmedabad, Jaipur 
and Trivandrum,” says Chawla. 

But questions remain. “Where will those (new) 
planes fly to?” asks Gary Kingshott, СЕО, JetLite. 
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unavailability of land 
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to be be operational by mid- I-to-late 20( 2008 


All-new integrated Terminal 3 under 
construction with 74 aerobridges; to be 


Slum ‘rehabilitation = underway; 
delayed due to unavailability 
Drainage systems improved, no major 
closures at the airport this monsoon 





Land acquired for expansion of parking bays 
and construction of parallel runway; to be 
operational by end-2008 or early-2009 


New airport to be operational by March-April 2008 
New airport to be operational by April-May 2008 


Work stalled due to workers’ union, 


cal infrastructure on the 
ground. Airlines also complain 
about lack of airspace. *The 
Defence Ministry controls a lot 
of airspace; this prevents 
straight flight paths, particu- 
larly on routes between the 
north and west," complains 
SpiceJet’s Chairman Siddhanta 
Sharma. *The Air Traffic 
Control (ATC) situation is also a 
cause for concern," he adds. 

ATC officials claim that the 
government has not been treat- 
ing them at par with other seg- 
ments of the aviation industry, 
and at the same time, there have 
several “near-miss” incidents re- 
cently as air traffic has exploded. 

Responds Chawla: 
“Admittedly 35 per cent of the 
airspace in India is controlled by 
the armed forces, but we have 
recently started a pilot project in 
Chennai, where armed forces 
and civilian controllers are co- 
located, and we have flexible use of airspace for bet- 
ter utilisation. As regards ATC, we have just recruited 
375 new controllers and I believe we will be able to 
address this shortage within the next few months. On 
the technology front, upgrades need to be made, 
and we are doing that, including working with the 
Indian Space Research Organisation (ISRO), to de- 
velop a satellite-based system.” 

The last piece of the infrastructural puzzle is simply 
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Mumbai —  l49cwe | 7347/akh_ 222 crore 209 
Dehi_1.38core 685380 | 204 crore 259 
бета — 60.8lakh | 28.96lakh 89.74 lakh 324 
Bangalore __6864lakh 126118 | 81.25 akh 437 
Kolkata __51.8Blakh | 8.05 lakh  :093lh % 
Hyderabad _ 4535@б 12151 __ 57.5 lakh 439 
Cochin — 11.35lakh  1429lah 25.63 lakh 359 
Ahmedabad — 2085lh 4050 24.91 lakh 318 
Go —  — Lakh 4.03 lakh |2212lakh 322 
Trivandrum __5.95 kh 11.86 lakh 17.81 lakh 344. 
Total Traffic at 7.06 crore 2.57 crore 9.63crore 31.4 
India's airports 


The top ten Indian airports accounted for 
83.6 per cent of all passenger numbers "EAE ЖЕШ 
Mumbai and Delhi alone accounted for 44.3 per cent of total 
air-passenger traffic in India 


one of human resources. “It is estimated that the industry 
will require around 2,000 additional pilots over the 
next 2-3 years to cater to the known fleet expansion plans 
of the Indian carriers. Flying schools in India are not 
equipped to meet this demand,” says Jet’s Datta. To cope 
with the shortfall of pilots and engineers required for the 
Maintenance, Repair and Overhaul (MRO) plans of var- 
ious players (see MRO: The Next Big Thing), foreigners are 
being hired. The Civil Aviation Ministry estimates that 
close to 600 foreign pilots are flying in India today. 

However, working with Canadian simulator firm 
CAE, the ministry is upgrading pilot training infra- 
structure in India. Says Chawla: “While we believe 
that there are 400 pilots under training in India at fly- 
ing schools or at aero clubs, five times that number is be- 
ing trained abroad, so the situation should ease in the 
next couple of years.” 

“The instability brought about in the industry will 
lead to growth pangs,” says Kingshott, “but I expect the 
situation to improve dramatically within the next few 
years as infrastructure and human resources get up to 
speed.” One can only hope that India’s airlines can sur- 
vive that period without going into a tailspin. 
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RO: THE NEXT BIG THING? 


NDIA NOW HAS A COMMERCIAL 
aircraft fleet of more than 250 





орау outsourcing of MRO for heavy main- 


So, if all goes according to plan and these MRO 
operations begin by the end of 2008, over 1,500 
people will find direct employment and airlines can 
Start getting their planes repaired in India itself. 


fragments from an explosion, DuPont science helps defence, 
Clothing for their personal protection. 








A Battle of Two 





As elsewhere in the world, Airbus and Boeing remain the two big aircraft vendors 
in India, but a few smaller players are also angling for a share of the market. 


KUSHAN MITRA 


HE BATTLE FOR THE INDIAN SKIES BETWEEN 

the two large aircraft manufacturers is 
continuing apace. In July, Boeing added 

orders for three 777-300ER aircraft from Jet 

Airways, in addition to the several 777- 

300ER and 787 aircraft that the airline had ordered ear- 
lier. This came a few months after Kingfisher Airlines 
confirmed orders for Airbus's new A350XWb aircraft 
and SpiceJet confirmed 10 additional 737NG orders. 
Since the 2005 Paris Airshow, where Indigo placed 

a massive $6-billion (Rs 26,400 crore then) order 
for 100 A320-family aircraft from Airbus, and Kingfisher 
ordered five Airbus A380s, the pace of orders bagged by 
Boeing and Airbus has not slowed down. Boeing, 
which won the huge Air India order for 68 aircraft in 
early 2006, is now readying itself for a possible follow- 
up order, which Civil Aviation Minister Praful Patel 
said is on the cards, but it may face tough competition 
here. *Most of these 50 wide body 777 and 787 air- 
craft ordered by Air India will replace existing planes," 
Patel said when unveiling Air India's new aircraft 
777-200LR. “But if Air India is to grow, it needs new 
planes, not just for international operations, but also 
for domestic operations. And we will evaluate both 
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Airbus and Boeing aircraft,” he added. 

And it isn’t just Air India that will be ordering new 
planes. According to Airbus’s 2006-25 forecast, do- 
mestic traffic is expected to grow 12.3 per cent an- 
nually over the next two decades, and international 
traffic (accruing to Indian carriers) at 7.6 per cent; 
growth will be faster in both segments during the first 
decade due to “frustrated” demand. Airbus predicts 
that 935 new passenger aircraft will be needed in India 
over this period. Boeing’s 2007 forecast for India 
makes similar projections, but pegs the requirement 
of new planes at 911. Both reports, though more or 
less similar, differ on one major point—Airbus thinks 
the Indian market will need 44 very large aircraft (like 
Boeing 747 and Airbus A380) while Boeing places 
that number at the considerably more modest nine. 

But the battle is not just being fought in India. 
Globally, Airbus forecasts a demand for 22,663 air- 
craft between 2006 and 2025. Boeing's latest forecast 
made recently is for 28,600 new aircraft worth an es- 
timated $2.8 trillion (Rs 115 lakh crore) by 2026. 
Currently, there are 18,230 aircraft in operation 
worldwide; by Boeing's forecast this number is going 
to rise to 36,420 by 2026. And this is assuming that 
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It's all happening out there—declining interest rates, tumbling 
stock markets and gold and real estate prices going nowhere. 
; What should you do? 
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Where to Invest now? 


It’s all happening out there—declining interest rates, 
tumbling stock markets and gold and real estate prices 
going nowhere. Is there a safe haven? usui јоѕнт 


ITHIN BARELY 

A few months 

of go-go mar- 

kets, high in- 
terest rates, sky-scrapping 
real estate prices and soar- 
ing gold prices, the entire 
universe of investment ve- 
hicles you had snapped 
back over the last few 
weeks reversed some gains 
investors made. It's uncer- 
tain times now, and a mul- 
tiple-whammy for the mid- 
dle class. Interest rates 
have come off since March 
last year and knocked off 
the yields by a few points. 
Stock markets' large-caps 
have lost over 11 per cent. 
Gold prices have plum- 
meted from the highs of 
around Rs 9,800 per 10 
gram in May 2007 and, 
of late, have been mean- 
dering nowhere. Are those 
days gone when you could 
make decent returns? Or is this 
just another dull evening? What 
should you do now? 

The best way to deal with the 
crisis is to let the bad times pass. 
For now, finding your way through 
the maze of the investment world 


Nowhere to Hide 


And it's all coming tumbling down. 
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requires a little bit of patience from 
your side, and a well laid out road 
map for the future. Says Archana 
Bhingarde, a Financial Planner: 
“Investment should be done with a 
financial goal in mind. Most people 
don’t know why they are investing 


10-YEAR BOND YIELD 


8.27% 





02% 


Aug. 16, 2007 


June 12, 2007 


and go with the herd and 
that serves no purpose.” 
The current situation, in 
all probabilities, is a short- 
term phenomenon and, in 
the long run, the Indian 
economy is on solid 
ground. 

For now, don’t exit 
stocks, but remain invested 
and, more importantly, 
buy when the chips are 
down. At worst the mar- 
ket could be down for a 
couple of months. Don’t 
trade in the stock market 
as it’s difficult to time the 
markets. Have a long-term 
investment approach and 
invest regularly. Direct in- 
vestment in equity is 
mostly for those who und- 
erstand the nuances of the 
stock market—its mood 
swings and its peculiar 
ways. Says Kartik Jhaveri, 
Director, Transcend 
Consulting: “The stock markets 
are for those who understand 
wealth creation. It’s important to 
remember that companies create 
wealth for you over a period of 
five-to-10 years.” 

However, expect realistic returns 
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Feb. 2007 


Aug. 2007 
Gold figures in Rs/10 gm 
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from stock markets over the long 
term. Over the last 20 years, the 
index has given just over 15 per 
cent annual returns even as the price 
earnings multiple (P-E) of the market 
has hovered in the range of 18-20. 
Points out Sanjay Matai, an 
Investment Advisor: “At these r-t 
levels, if GDP (gross domestic prod- 
uct) continues to grow at 
8-10 per cent and companies show 
bottomline growth of 15 per cent, 
then shares will also give you 
15 per cent returns.” 


SIP by SIP 


For the many other investors, 
though, it is advisable to adopt 
equity mutual funds. They have 
about the same tax treatment as on 
direct equity investing—there's no 
long-term capital gains tax and 
10 per cent short-term capital 
gains tax. Within mutual funds, 
systematic investment plans (SIPs) 
help manage risk better and pro- 
vide you the consistency you need 
when making stock market inv- 
estments. Says Himanshu Kohli, 
Partner, Client Associates: “SIP is a 
well-tested strategy that works on 
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Archana Bhingarde/ Financial Planner 


the concept of rupee-cost- 
averaging. It reduces the risk of 
market timing.” 

Investors wanting tax-break 
under Section 80C can look at the 
equity-linked saving schemes (ELSS). 
ELSS funds, though, are locked for 
three years, but sip here will reduce 
the risk of volatility. 

Experts feel that even when you 
invest in equity funds, avoid putting 
all your eggs in one basket. Says 
Matai: “Diversify and invest 50-60 
per cent in five-to-seven diversified 
funds, about 25-35 per cent in 
three-to-four mid- or small-cap 
funds and the rest in three-to-four 
sector funds.” 


Debt is Safe 


At this point, though, interest rates 
are down. But fixed debt instru- 
ments such as РРЕ (public provident 
fund), post-office savings don't usu- 
ally fluctuate regularly. It's only the 
debt funds that are impacted by 
regular interest rate movements de- 
pending on the portfolio composi- 
tion and maturity. Still, it's imp- 
ortant to invest in debt (the debt- 
equity mix would depend on your 
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IT’S ALL ABOUT ASSETS 


Returns are a function of asset 
plays and your preference. 


FIXED MATURITY PLANS 


STRATEGY: Good for 
low-risk investors in 
high tax brackets. 
Can deliver the 
indicative returns 
risks: Low risk, low 
liquidity 

rewaros: Attract 
much lower taxation 
and hence give better 
post-tax returns than Bank FDs 
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EQUITY FUNDS 


STRATEGY: Systematic investment 
plans and a long-term 
investment horizon can 
yield good returns 
risks: High risk, high 
liquidity 

REWARDS: Attractive tax 
treatment. No long-term 
capital gains tax and 10% 
short-term capital gains tax 
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STRATEGY: Good tax saving invest- 
ment option - 
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Have your Cake? 


Returns are coming off, but you must mix your 


own portfolio. 10% 
35% Mid-cap Funds 
FMPs “ 
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о 
Bank FDs Diversified Equity Funds 
For a 30-year-old, over the next five years, it's equity all the way 


risk profile and financial goals). 
Fixed maturity plans (FMPs) are 
perhaps a better option available 
to investors today, as the returns 
indicated are locked in. For now, 
the yields on FMPs have dipped a bit 
because the market interest rates 
are lower than about three months 
ago. These specially designed close- 
ended funds minimise the interest 
rate risks and offer very good re- 
turns because of the tax benefits 
available due to indexation over a 
one-year investment. Your tax 
sometimes can be nil or very negli- 
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“SIP is a well-tested strategy 
that works on the concept 
of rupee-cost-averaging 
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FIVE GOLDEN RULES OF INVESTING 


DON’T TRADE: Stock traders are constantly on their toes. If you can’t 


do that, don’t trade 


THINK LONG-TERM: It's an age-old investment rule, but it still carries 
a ring of truth: stocks outperform all asset classes over the long-term 


DIVERSIFY: A crisis can destroy any market in the short term. 


Therefore, diversify across assets 


INVEST REGULARLY: A castle was not built in a day. Likewise, 
fortunes are made over the long term 


SET GOALS: A regular savings habit can make it easier to achieve 


life's targets 


gible. One- or two-year maturity 
funds can offer 8-9 per cent post 
tax returns, better than even PPF. 
But you may want to wait for rates 
to inch up a bit, and invest in liquid 
plus funds in the meantime, which 
don't compromise on your returns 
too much. 

A normal long-term debt fund 
usually invests in debt instruments of 
companies and banks. But the ret- 
urns are market-linked and suscep- 
tible to interest rate changes (if int- 
erest rates rise, bond prices and 
hence the NAV or net asset value 
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Kartik Jhaveri/ Director/ Transcend Consulting 


"The stock markets are for 
those who understand 
wealth creation" 


will fall and vice versa). But you 
could make some money if the rates 
fall further. Points out Matai: “It 
seems interest rates have peaked 
right now. If interest rates soften 
going forward, these funds could 
deliver good returns." 

PPF, as always, is a sound in- 
vestment for investors with tax- 
free returns of 8 per cent and tax 
breaks under 80C. The pre-tax 
yield works out to around 11.45— 
superior than some of the taxable 
instruments around such as a bank 
fixed deposit. Though the scheme 
has very low liquidity—there is a 
15-year lock-in of your investments 
(partial withdrawal is allowed after 
six years). Banks have been lower- 
ing their interest rates, so 
investors will have to scout else- 
where for better returns. Post-office 
schemes could fill in here as they 
give between 6-9 per cent returns 
but, yet again, compare the rates 
before you invest. 

Real estate as an investment is 
still good in certain areas, but exp- 
erts advise caution. There are no 
tax advantages, except attractive 
tax benefits on home loans. Says 
Matai: *Real estate mutual funds, 
which are expected in the near fu- 
ture, might be a better alternative." 
Gold, on the other hand, is not at- 
tractive as an investment—at best it 
can be used to diversify portfolio as 
the ultimate hedge. 
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GRAPHICS BY SHINOD AP 


Delivered? 


Yes they have, and 
well enough. But 
focussed and niche 
funds outperformed 
their peers. 

MAHESH NAYAK 


QUITY NEW FUND OFFERINGS 
E may have slowed 
down over the last one or 
two months, yet thanks to a slew 
of NFOs over the last two years 
from fund houses looking to aug- 
ment their corpuses and diver- 
sify their product basket, the 
number of diversified equity 
funds soared by 107 funds to 
303 funds, an increase of 55 per 
cent. The big question: whether 
these new funds have delivered 
what they promised? 
Surprisingly, one-year returns 
of NFOs have been better than 
average. Out of the top 10 eq- 
uity funds in the last one year, 
three are NFOs. The Standard 
Chartered Premier Equity Fund 


Pacing up Nicely 
NFO performance is not as bad as thought. 


NFOs that beat 
their benchmarks | ЖАД 38% 


NFOs that beat 
the Sensex 


All equity funds 
that beat their 
benchmarks 


Funds that beat 
Sensex 


239/189 





On a 1-year return 
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Returns, NAV as on Aug. 9, '07 


STANDARD CHARTERED 


Sept 26, 05 
.. 331.16 
371.55 


NAV Rs 17.18 INCEPTION DATE 


INITIAL CORPUS (in Rs crore) _ 


CURRENT CORPUS (in Rs crore) 


1131 





9.63 

Aug. 1, 2006 Aug. 9, 2007 
Returns (in per cent) — 2 
3 months 18.48 6 months 20.29 
1 year 70.20 Sensex 1 year 35 
Top 5 holdings 

Deep Industries 6.42 
Page Industries 41 
MphasiS BFL 4.05 
Pantaloon Retail 3.96 
Educomp 3.92 


Figures in per cent 








“Identifying stocks earlier than 
the market has helped us reap 
the rewards” 


Kenneth Andrade 
VP (Equity)/ Standard Chartered Mutual Fund 


ICICI PRUDENTIAL SERVICES INDUSTRIES 








Nav RS 17.48 ІМСЕРТІОМ DATE — Nov. 11, '05 
INITIAL CORPUS (in Rs crore) 656.57 
CURRENT CORPUS (in Rs crore) 673.69 





10.07 
Aug. 1, 2006 Aug, 9, 2007 
Returns (in per cent) 
3months 10.56 —  6months 7.11 
1 year 65.84 Sensexlyear 35 
Top 5 holdings 
Bharti Airtel 4.18 
ICICI Bank 4.6 
Patel Engineering 3.6 
Nucleus Software 324 
Jain Irrigation 3.14 


Figures in per cent 





Top holdings as on June 30, '07 


y yw 


"Look at NFOs only if there's 
no similar fund in your 
existing portfolio" 


Nilesh Shah 
CIO & Dy MD/ ICICI Prudential Mutual Fund 


Source: Valueresearchonline.com 
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SUNDARAM BNP PARIBAS CAPEX FUND 


Nav — RS2121 INCEPTION DATE — Sept. 5, '05 


INITIAL CORPUS (in Rs crore) ... 201.16 
CURRENT CORPUS (in Rs crore) 231.11 


21.21 






12.63 


Aug. 1, 2006 Aug. 9, 2007 


Returns (in per cent) 
3months — 23.94 6months 1782 





1 year 61.22 Sensexlyear 35 


Top 5 holdings 

L&T 10.98 
BHEL 937 
Siemens 814 
Reliance 412 
Thermax 9.34 


Figures in per cent 


CANINFRASTRUCTURE 


NAV — RS17.31 INCEPTION DATE — Sept 11, 05 
INITIAL CORPUS (in Rs crore) 145 


10.6 





Aug. 1, 2006 Aug. 9, 2007 


Returns (in per cent) 
3months 22.68 6months 17.28 
1 year 57.08 Sensex l year 35 


Top 5 holdings 

L&T $15 
Reliance _ 546 
Siemens 498 
Grasim 471 
ESAB 3.99 


Figures in per cent 





"Infrastructure is still an 
untapped sector. The large-caps 
will benefit over small-caps" 
Srividhya Rajesh 

Fund Manager/ Sundaram BNP Paribas Mutual Fund 





"We don't hesitate to book profit 
and reduce exposure in stocks 
when our targets are achieved" 


Umesh Kamath 
Fund Manager/ CanBank Mutual Fund 


Returns, NAV as on Aug. 9, '07 Top holdings as on June 30, '07 Source: Valueresearchonline.com 
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IVY A3HS3N '5 


ranks an overall fifth among all 
equity funds with returns of 70.2 
per cent, while ICICI Prudential 
Services Fund stood at seventh 
position overall with returns 
of 66 per cent. The 10th spot 
was bagged by Sundaram BNP 
Paribas Capex Fund with returns 
of 61.2 per cent. 

But within the NFO category, 
the performance was satisfac- 
tory. Out of 47 NFos, 
18 (38 per cent) beat their res- 
pective benchmarks, whereas 
25 (53 per cent) managed to 
Outperform the Sensex. But in 
the larger diversified equity cat- 
egory as a whole, NFOs lagged. 
Out of 189 equity funds, 
92 funds (49 per cent) bettered 
their respective benchmarks, and 
119 funds (63 per cent) outper- 
formed the Sensex in the past 
one year. 

A closer look at the better 
funds suggest that a focus on inf- 
rastructure, power, banking and 
media have dominated the rank- 
ings. NFOs with all or part of these 
sectors have scored over others. 
The best performing Nro, 
Standard Chartered Premier * 
Equity Fund, has delivered re- 
turns for its investors from small- 
and mid-cap stocks. Says Kenneth 
Andrade, Vice President (Equity), 
Standard Chartered Mutual Fund: 
“Identifying stocks earlier than 
the market has helped us reap the 
rewards. We will continue to focus 
and pick growth stocks that have 
huge value in them." 

On the other hand, icici 
Services Industries and Sundaram 
BNP Paribas Capex Opportunity 
Fund have different investing 
styles. ICICI Services Industries 
has a diversified blend of large- 
and mid-caps with the top 
10 accounting for 33 per cent 
of the total corpus. The third- 
placed NFO, Sundaram BNP 
Paribas Capex Opportunity Fund, 
is large-cap-centric with the top 
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KOTAK TAX SAVER 


NAV R$ 16.78 INCEPTION DATE 


Oct. 25, '05 





INITIAL CORPUS (in Rs crore) 





CURRENT CORPUS (in Rs crore) 






10.27 


Aug 1, 2006 
Returns (in per cent) 


3 months 
1 year 56.06 


Top 5 holdings 
Bharti Airtel 
Reliance 
Infosys 

ICICI Bank 


Reliance Communications 


Figures in per cent 


1343 6 months 1207 


Aug. 9, 2007 | 


Sensex 1 year 35 


“We took bigger bets in mid- and 
381 small-cap stocks with a potential 
$73 {о become tomorrow’s large-caps” 


Nikunj Doshi 
Fund Manager/ Kotak Mahindra Mutual Fund 


BIRLA INFRASTRUCTURE 


NAV 514.46 INCEPTION DATE 
INITIAL CORPUS (in Rs crore) — 1 892 


CURRENT CORPUS (in Rs crore) 


8.97 


Aug. 1, 2006 


Returns (in per cent) 
3months 18.81 
] year 55.54 


Top 5 holdings 
BHEL 

Bharti Airtel 
Crompton Greaves 
Kirloskar Oil Engines 
Thermax 

Figures in per cent 





Feb. 24, '06 


Aug. 9, 2007 


6 months 17.19 · 
Sensexlyear 35 


541 — "Dur mantra has been to 
481 — pick growth stocks at the 
399 ПЕПЕ valuation" 


Mahesh Patil 
Fund Manager/ Birla SunLife Mutual Fund 








10 accounting for 54 per cent of 
the total corpus. Says Srividhya 
Rajesh, Fund Manager, Sundaram 
BNP Paribas Mutual Fund: 
“Infrastructure is still an untapped 
sector. And with the focus on 
them, the large-caps will benefit 
over small-caps.” 

Among the other NFOs, 
CanBank Infrastructure Fund, 
Kotak Tax Saver, Birla 
Infrastructure Fund, ICICI Prudential 
Fusion, ICICI Prudential Emerging 
STAR, Sahara Infrastructure and 
Kotak Lifestyle topped the list, 
beating the Sensex with returns 
ranging from 49-57 per cent. 
CanBank Infrastructure has a con- 
centrated portfolio of large-cap 
stocks. Says Umesh Kamath, Fund 
Manager, CanBank Mutual Fund: 
*We don't hesitate to book profit 
and reduce exposure in stocks 
when our targets are achieved." 
On the contrary, Kotak Tax Saver 
(earlier known as Kotak ELSS Fund) 
has a widely diversified portfolio 
that includes small stocks like 
Panacea Biotec and SKF Bearings 
among its top 10 stocks. “The 
close-ended structure of the fund 
allowed us to take bigger bets in 
mid- and small-cap stocks with a 
potential to become tomorrow’s 
large-caps,” says Nikunj Doshi, 
Fund Manager, Kotak Mahindra 
Mutual Fund. On the other hand, 
the Birla Infrastructure Fund is 
more balanced with a mix of large- 
cap and mid-cap. 

So, are NFOs a good option for 
investing? The answer is mixed. If 
the NFO offers a different niche 
over an existing fund, then it 
makes a case for investment. 
“Look at NFOs only if there’s no 
similar fund in your existing port- 
folio,” says Nilesh Shah, clo & 
Deputy Managing Director, ICICI 
Prudential Mutual Fund, adding, 
“Otherwise over the long-term, it 
would be sensible to invest 
through funds that have a well- 
established track record.” 
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On Rough Seas 


The global liquidity scare has spooked the Indian stock 
markets. How to sail through the storm. KRISHNA GOPALAN 


$ QUICKLY AS TIDES TURN, THE 
A: markets have run into 
tormy waters on the back 
of sharp mood changes in the 
global market. After a long, 
smooth and swift sailing on calm 
waters, the Sensex got its first ser- 
ious jolt in a long time after a 
global liquidity scare sent markets 
worldwide on a tailspin, sending 
the Indian investors scurrying for 
cover. The global storm has turned 
the Indian market extremely 
volatile as daily market swings are 
as large as 600-700 point move- 
ments both ways. Such sharp 
swings have not been seen in a 
long time. And it all began when 
the fears of Us subprime mortgage 
market began making headlines. 
Just when it looked like the 
month of July was going to be 
smooth sailing with the market 
reaching a new high, the last few 
days wrecked havoc on the mar- 
ket. Nothing quite prepared any- 
one for what was to happen on 
July 27 when the Sensex fell by a 
whopping 542 points to close at 
15,234.57, and continued its free- 
fall the next trading 
day by another 299 
points. It bounced 
back on August 8 
to 15,307.98. But 
some serious sell- 
ing from the for- 
eign investors 












Fahrenheit Subprime 


The US subprime housing market collapse has increased volatility in Indian markets. 








July 17, 2007 
Source: BSE 


August 17 for first time in 92 days, 
though it bounced back to close at 
14,141.52 points. Foreign investors 
have pressed huge sales of Rs 7,700 
crore since July 27, having invested 
more than Rs 10,000 crore from 
July 1-26. 


Oscillating Markets 

The issue is not so much about 
the movement upwards as it is 
about the volatility, and the global 
mood shift, which has left many 
investors confused. And it is only 
natural that India would experi- 
ence the rub off. Clearly, the situ- 
ation has changed from optimism 


saw the to that of caution. 
Sensex hit The steep fall on July 27 con- 
the sub-  firmed that India was very much a 
14,000 part of the global markets and even 
mark on a small setback there was certain 
Mugunthan Siva/ CIO/ Optimix 


July 24, 2007 — July 27, 2007 


The Morgan Stanley 
Capital International 


in 3 months 





US Fed nec $28 
billion liquidity into 
its market, ECB 
follows suit 


Aug, 1, 2007 


to have more than a marginal imp- 
act here. The global liquidity was 
the prime reason for the market's 
run and perhaps the prime reason 
for its mood swings. “Volatility is 
here to stay for a while and this is 
really the result of liquidity, which 
has exploded in the last three years,” 
says Mugunthan Siva, Chief 
Investment Officer, Optimix. 

For a while now, the inflows 
into India have been strong and 
the returns, attractive. Siva terms 
this as a situation of easy come and 
easy go. “Yes, money flows will 
continue,” he adds. That is some- 
thing not too many are likely to 
disagree with. According to Shankar 
Sharma, Vice Chairman and Joint 
Managing Director, First Global, 
the volatility is clearly a rub off 
from what is happening globally. “It 


“Volatility is here to stay for a while and this is really the result of excess liquidity” 


Asia Pacific Index falls 
2.7 per cent to its lowest 


Aug 9, 2007 Aug. 16, 2007 


dY GONIHS 


f 
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is a result of what is going on in the 
us and the West at large. I do not 
think there is any reason to be con- 
cerned,” he adds. If you are looking 
at India from a long-term perspec- 
tive, that’s true indeed. The volatil- 
ity, says Paresh Khandwala, 
Director, Khandwala Securities, is a 
result of what has been going in 
the global financial markets. “It is 
all about the interest rates and the 
numbers from the us economy,” 
he maintains. 


Caution in the Short-term 
While India, from a long-term 
story, looks attractive, there are 
areas of concern. For instance, 
HDFC Bank's Country Head (Equity 
and Private Banking), Abhay Aima, 
is clear when he says he is not too 
optimistic. “At this point, I am 
quite concerned. From an imme- 
diate-term perspective, I am not 
bullish at all," he states. Like most 
people, he is bullish about India 
in the long term even as he speci- 
fies what the issue in the short 
term could be. *We are not sit- 
ting on cheap valuations in India 
right now," notes Aima. 

At a time like this, the investor 
would do well to adopt an approach 
that is both cautious and practical. 
"The strategy overall should revolve 
around understanding risks and not 
get into any new buying. If an inv- 
estor is fully invested in this market, 
it could be a good time to take 
some profits," says Siva. 
Interestingly, most opine that a 
volatile market presents itself with 
an opportunity. 

For instance, there is a good 
chance that there could be picks at 
good prices. *My advice to in- 
vestors is to go out and buy. The 
investor needs to look at the cur- 
rent situation as nothing more 
than an opportunity," says Sharma. 
The trick for the investor is to 
identify those stocks which are 
never easy. Not everyone has that 
point of view. Aima thinks it 
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ATALE OF MANY CORRECTIONS 





Past corrections have lasted for less than 35 days. How long for this one? 
































From High Correction prs 
Арг. 23, '04 Мау 17, '04 5,979.25 4,227.5 -29.3 24 
Jan. 4, 05 Jan. 12, '05 6,696.31 6,070.33 -9.3 8 
Маг. 9,'05  Mar.30,'05 6,954.86 6,321.31 -9.1 21 
Oct. 5, '05 Oct. 28, '05 8,821.94 7,656.15  -13.2 23 
Мау 11,'06  Junel4,'O6 12,671.11 8,799.00 -306 34 
July 5,'06 ^ July24,'06  10,94045  9,87535  .97 19 
Dec. 6, '06 Dec. 12, '06 14,035.5 12,801.65. -8.8 6 
Feb.9,'07 Маг. 16,'07 | 14,723.88 12,3161 -164 35 
July 24,'07 Аир. 16,'07 15,868.85 14,358.21 :9.5|-..23 


High and low figures are of Sensex 


should be a combination of a cou- 
ple of things. *The investor will do 
well to adopt a wait and watch 
attitude. At the same time, if there 
is a chance to book profits, he 
must do that," he adds. 

The market could go through 
a longer period of volatility because 
the fog has to clear in the global 
markets, which could take a while. 
And besides, the Indian market's 
bandwidth has increased from 
3,000-6,000 to 10,000-16,000, so 
therefore the volatility will be 
higher. According to Khandwala, 


"The volatility band has clearly 
increased. But the corporate fun- 
damentals are good." The age-old 
adage of exercising caution with 
minimal risk still rings true. 
Khandwala thinks the time is still 
good for money-making oppor- 
tunity if one still buys selectively. 
Growing companies will now 
come at cheaper valuations. 
Money flows, says Siva, will con- 
tinue, even as there is an oppor- 
tunity for the long-term investor. 
“It is important to be an investor 
rather than a speculator." 
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Pepper Your Investments 


Commodity investing is fast maturing and there are many 
products you can ride on. RISHI JOSHI 


AS GOOD AS THEY GO 


AD YOU INVESTED IN OIL 
at $8 (Rs 328) per barrel 
Six years ago, your inv- 


estment by now would have app- 
reciated nearly nine-fold. Had 
you done so in gold at $300 
(Rs 12,300) per ounce four years 
ago, its worth would have more 
than doubled to $662 
(Rs 27,142) per ounce. And an 
investment in copper four years 
ago would have paid off too 
with the metal soaring from 
$2,200 (Rs 90,200) per tonne 
to about $7,400 (Rs 3,03,400) 
per tonne currently. Crude oil, 
gold and copper all were among 
the sizzling commodities that 
were globally sought over the 
last half decade. For investors, 
looking for good investments 
outside of stocks, bonds and real 
estate, commodities may be 
your answer. 

In fact, investing in com- 
modities has been a breeze in 
recent times, thanks to the three 
new multi-commodity exchanges 
їп the country—Multi 
Commodity Exchange (MCX), 
the National Commodity and 
Derivatives Exchange (NCDEX) 
and the National Multi- 
Commodity Exchange (NMCE). 
The basic principles of com- 
modity trading, in terms of the 
cycle of demand and supply, are 
the same. Commodities that are 
in demand appreciate higher 
than commodities that are out of 
favour. But that may not be the 
case always as the commodity 
markets are driven by global fac- 
tors and, therefore, it needs as 
much study as a normal stock 
market. Says Praveen Singh, 
Research Analyst, Sharekhan: 
“Investors must research before 
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NICKEL 


The metal nose- 
dived over 40 
per cent since 
a record high 
of $51,800 
(Rs 21,23,800) 
a tonne in May 
to a 10-month 
low of $28,000 
(Rs 11,48,000) in 
July after steel production cutbacks 
(nickel is among the main compo- 
nents used to prevent steel from cor- 
roding). China, which consumes 
around 10 per cent of the world's 
nickel production, cut its steel pro- 
duction mainly due to a decline in 
steel demand from Europe and Asia. 
Says Tejas Parekh, Senior Research 
Analyst, Motilal Oswal: "It's a good 
commodity to short. We expect nickel 
prices to touch $25,000 
(Rs 10,25,000) levels at LME and 
dip to Rs 990 per tonne on the MCX 
from Rs 1,100 levels right now.” 


SOYA 


The prices softened recently—largely 
due to the government's decision to 
remove the duty on crude palm oil to 
allow cheap imports to combat inf- 
lation. Prices were impacted by fears 
of outbreak of bird-flu in the region 
affecting poultry product exports from 
India. However, strong demand for 
edible oils is likely with the festival 
season round the corner. Analysts 
estimate prices to firm up to Rs 1,650 
per quintal in a couple of months 
from Rs 1,550 per quintal right now. 





CRUDE OIL 


Futures touched a new all-time high of 
$78.77 (Rs 3,229.57) per barrel in 
August. The spurt in prices was due to 
supply worries and heightened geo- 
political tensions in North Sea. Going 
forward, demand is expected to be 
robust with strong economic growth 
indicators from US, China and India. In 
India, prices are expected to touch 
Rs 3,200-3,300 per barrel over next 
two months, up from Rs 2,900 now. 










Its prices more 
than doubled 4$ 
last year. dd , 
After touch- АР 
ing a high of $ 
Rs 15,800 ! 
per tonne last $ 
month, prices ` 
have corrected by 
20 per cent, partly due to the har- 
vesting season in Brazil and 
Indonesia, which reduced export 
demand from India. However, in 
the coming months, higher demand 
is expected to firm up prices again— 
more so as production globally is ex- 
pected to reduce by 15-20 per cent. 
Analysts estimate that prices on 
the domestic exchange, NCDEX, 
may move up by 20-25 per cent in 
the next few months. 


entering the ring. Ideally, they 
should go through a good 
broker who can help take inf- 
ormed decisions.” 


Gaining Ground 
Volumes and business is booming 
at the exchanges, and commod- 
ity investing is gaining increasing 
acceptance with the investor fra- 
ternity ever since it was introduced 
in 2003. The two national level 
exchanges, MCX and NCDEX, tog- 
ether clock a daily average 
turnover of Rs 15,000 crore. Over 
the last few years, a steady inc- 
rease in the number of commodi- 
ties traded has corresponded with 
a steady increase in their volumes, 
thereby increasing liquidity and 
consequently attracting more par- 
ticipants. Several commodities are 
doing well, but the actively traded 
ones are those that have a global 
appetite such as gold, silver, 
crude oil, copper, zinc 
and nickel. 

Precious commodities 
are a big draw with inv- 
estors, partly because of 
the huge appetite for gold 
in the country. Jobbers, 
too, play a role in keep- 
ing the liquidity alive. But 
after the FMC (Forward 
Markets Commission) 
banned international arb- 
itrage between the MCX 
and COMEX (New York 
Mercantile Exchange), 
volumes and liquidity 
have dipped slightly in 
gold and silver. To some 
extent, this has shifted 
speculator interest and 
activity to other 
commodities. 

Yet, it's the global 
product—crude oil—that 
has caught investor int- 
erest in India. A highly 
volatile commodity, it's a 
favourite with specula- 
tors—so far not a single 


barrel has been delivered till date. 
Base metals, too, have been very 
popular with investors and punters 
alike due to their strong funda- 
mentals. Low global inventories, 
supply outages due to strikes at 
major mines and robust demand 
from faster growing economies 
like China and other South-East 
Asian countries have resulted in 
lots of price and volume increases. 
Among others, agri-commodities 
like chana, guar, soyabean, pepper 
and jeera have seen considerable 
speculator interest. 

Investors can trade in the three 
exchanges—all the three have elec- 
tronic trading and settlement sys- 
tems, and a national presence. You 
have to trade through a registered 
broker. Several prominent equity 
brokers like Motilal Oswal, SSKI 
and Sharekhan, Refco-Sify 
Securities and ICICI Commtrade 
(ICICI Direct) offer commodity 
trading services, apart from stock 





broking. For investors looking for 
delivery-based trading on the MCX 
or the NCDEX, a demat account 
with NSDL or CDSL is a must. The 
list of commodities that can be 
traded is cleared by FMC. It inc- 
ludes bullion (gold and silver), 
metals (steel, copper, aluminium, 
lead and nickel), crude and several 
agri-commodities. Gold, silver and 
crude are actively traded on MCX, 
while agri-commodities are pre- 
ferred on NCDEX and NMCE. 
Contracts are standardised and 
the lot size is linked to the mini- 
mum quantity that can be traded 
of the underlying commodity. 
Trading, however, can be done 
only on the margin money that is 
paid upfront to exchanges through 
brokers. These margins range from 
5-10 per cent of the value of the 
commodity contract and in some 
instances can be as low as 
Rs 5,000. The duration of the con- 
tracts vary and can extend up to six 
months. Trading starts from 
10 a.m. and continues till 
11.30 p.m. (in the case of 
agri-commodities, it's only 
till 5 p.m.) Explains Singh: 
"Since we are neither major 
producers nor consumers 
of base metals, we look at 
global markets like the 
London Metal Exchange 
for a cue on pricing and 
hence trading continues till 
late in the evening." 

For those looking to 
diversify their portfolio, 
commodities could be a 
worthwhile investment. 
Those investors with a bit 
of risk appetite could do 
well to look at this mar- 
ket. Points out Tejas 
Parekh, Senior Research 
Analyst, Motilal Oswal: 
"Commodities can give 
higher returns than equi- 
ties. Anyone can afford to 
trade since the margin req- 
uirements are low." 
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NEWS ROUND-UP 


At the ULIP’s End 


IRDA's ban of complex ULIP products is the first of its kind. NITYA VARADARAJAN 


ITH THE INSURANCE INDUSTRY 

heavily promoting unit-linked 
insurance plans over other insur- 
ance products, the axe was sure to 
fall somewhere. And the Insurance 
Regulatory and Development 
Authority (IRDA) did just that by 
banning complex ULIP products 
called Capital Unit Gains or the 
Actuarial-Funded Capital Unit prod- 
ucts. Similar schemes have been 
banned in the UK and Australian 
markets because customers found 
these difficult to understand, though 
such products were never intro- 
duced in the North American mar- 
kets. These products have lower 
overheads for the life insurer, are 
less capital intensive, and spell 
greater profits for insurers. 

Two insurers—Aviva Life and 
Bajaj Allianz—have been selling 
such products, the former for the 
last four years and the latter adopted 
it as recently as a year ago. The 
products were introduced with a 
spin to provide something new for 
investors. Says Sanjay Jain, Head 
(Marketing), Bajaj Allianz Life 
Insurance: *We introduced this 
product to cater to those wanting 
something new and there are people 
who would like something different 
from other usual ULIP products." 
But insurers insist that the product 
is good. “If IRDA objects to this, we 
will either try to convince it or 
work on pushing our other prod- 
ucts,” says Sam Ghosh, CEO, Bajaj 
Allianz Life. 

A front-ended ULiP is the typical 
product, which charges 30 per cent 
or 40 per cent by way of overheads 
in the first year. That means only 70 
or 60 per cent of your premium 
paid up gets invested and again a 
portion of this is allotted for life 
insurance, Second year onwards, 
these charges (in most cases) come 
down to 1.5 per cent or thereabouts 
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In a step forward in үл the business of insurance, IRDA 
has banned complex ULIP products called Capital Unit Gains 


ON THE CHOPPING BLOCK 


€ Actuarial-funded capital unit products have been banned by the IRDA 





@ The premium on these products is invested upfront 
@ The charges, which are deducted later, are valued by actuaries and are not 


known to policyholders till charged 








Ф Fund management charges on these products are high, too 





e This product spells better profits for insurers 


and stay that way. A customer, 
when he sees his accounts, under- 
stands how much has been invested 
from the premium paid and how 
many units he accumulates at the 
end of the first year, and thereafter. 
This leaves little room for confusion. 
In a Capital Gains Unit product, 
on the other hand, the charges are 
back-ended. The premium is in- 
vested upfront. A person gets capital 
units (regular units) in the first year, 
but subsequently, he gets only accu- 
mulated actuarial units for the pre- 
mium. These actuarial units are val- 
ued by the actuaries and this value is 
not disclosed to the policyholder. 
This often confuses the policyholder 
who assumes that he is getting reg- 
ular units at the regular disclosed 
NAVs (net asset values). Also, fund 
management charges are high. 


Other back-ended products are 
there in the market, but they are un- 
like the actuarial-funded plans. Birla 
SunLife’s ‘Dream Plan’ invests 100 
per cent—but the accumulated units 
keep cancelling out for expenses in 
the future. Understandably, the 
company has to recover heavy over- 
heads and pay up its shareholders, 
so these expenses are recovered pe- 
riodically over time. Nevertheless, in 
a clear back-ended scheme, the unit 
holder can see how many units are 
credited in his account, the number 
of the units that have got cancelled 
towards various payments and then 
conclude how his investments have 
fared. But in ‘actuarial units’ as 
there is no such clarity, the products 
were banned. That’s one step for- 
ward in simplifying the business 
of insurance. 


sva vudlis 





o/sorwav/aa IWiDOSsy. 





„Муз ОЗМІ SHH Pc ноз WOS SAPEMU EUS WOSE PUSA P MAM: ISTIM "CZLGOCOPES: ӘРЛИ ® GGCHEZGFCO- НЛОНИ € DBOPSHLZEG {UNS € CLOESZOCÓ 
ГИТИС * \YO6LSRSE6 : U/IdVHODH © 2069926266 : ШПОН е 0800201266: JNNA € BOSSE : AUJHOI(NOd € 6ЕС6121/Е6: II HOVIN ҮЙБҮЛӨСҮ: IUOSAW® v LOLESZZEG  IVEHIDW Ф 6202: IVIYHOYW'e 279992968: MONNONT ж (ZerLZLEES: WINTON 
290901156: UNGHOOF € BEPPERPEES : UDdOVHS WP € 611180066 : HDHTVEVI Ф 9686090 166 ЫЛЧЛИГе POEELSOSES : YOION © vEOZGO/2 | ИЗУМ ® OPPGZEGLEG : УМИНОЛТ * 770201205 : 3UOQNI € 6802 10886 ` OVSVUOAH € 26 6920988 : Lyn ® 
191002186 :NYODHI19 ‘POPEOPEZ : NDVO3UOD * 191101926: VOD * LP LLLOEG: HOITMO © Ссс221096: 30003 € 0910092166 : HIIG € LZEPOGELES : NIGYUHIO® GEP 1916996 : XOVLLOO ® 709880098: JUOIYEWIOO ® Gt 6v 09vB6 : NIHD9 € 8298819185 
: HUVOIONYHD © 86160186 /VNNJHO © gzL122ivEG : JUO TONVEe G/ 16180066: TTHOHG * LEB/ECO: HVMHSINYINHE® YO 122/26: YOOHYS ® 826952 : IU3HONY € VO0E C L1266 : HYMSY TINNY ө 20РЬС0/2Е5: OVSYOW3HY € 5221430 HONVMS 


'Suisnoua4e AM | ойле) djy | J[a2avg ssaadxg | JUIWAAOW NING : sarpaaas 49439 





ANYANO) їнїн) 0001006 OSI NY 
L3. 0 


bt money 


All Round Growth 


All the key sectors have turned in 
stellar performance. That's good 
news for investors. 

CLIFFORD ALVARES 


HE PROFITS ARE ROLLING IN 
across sectors. The excellent 


THE TOP SECTORS 


The profits are ringing in from many quarters. 
<? @ Si. -——— bg 7 










POWER GENERATION 








India’ речи high = Я of First quarter aggregate*, Gains (%)* First quarter aggregate* Gains (%)^ 
non s growth story over the last Ое... 1,52,702.3 8.1 Revenues 13,5383 202 
couple of years—continued to Operating profit 19,5726 26.9 Operating profit 5,641.9 32.1 


gather steam in the first quarter of Net profit 10,2471 411 Net profit 3,247.6 44.9 
the financial year 2007-08. The , 

stars were sturdy sectors like tele- 
com, banking, cement, engineer- 
ing and capital goods. On the agg- 
regate front, in the first quarter 
ended June 2007, revenues inc- 
reased by 17.9 per cent over the 


„ы 





CEMENT 





corresponding quarter last year e Taras aaa eal ee 
while net profits rose higher by Operating profit 52,6679 41.3 Operating profit’ 50221 454 
37.7 per cent. Net profit 6,872.7 43.3 Net profit 3,202.4 53.6 


The biggest sector, oil and gas, 
saw a steady increase in revenues by 
8 per cent, but a higher profit 
growth of 41.1 per cent due to bet- 
ter refining margins. Telecom also 
rang in profits as economies of scale 





kicked in for companies. While the METALS TEXTILES 
lifeline of the Indian economy the First quarter aggregate* | Gains (%)* First quarter aggregate* | Gains (%)^ 
; Agee Revenues 36,775.7 19.2 Revenues 12,885.7 14.6 
4 — EE ا کک سسس‎ 
banking sector saw a steady 8211 Operating profit 10,655.8 296 Operating profit 2,000.1 21 
profits of 43.4 per cent on im- Net profit 5,524.7| 414 | Net proft 5473. 174 


proved net interest. And the power 
generation sector also improved its 
profitability on the rising energy 
demand across the country. 

But it was the auto sector, inc- 
luding two- and three-wheelers and 








EN 
heavy commercial vehicles, that TECHNOLOGY ELECOM 
witnessed pressure on profits as it First quarter aggregate*) Gains (%)^ First quarter aggregate* | Gains (X)^ 
flattened out to a single digit Revenues 21,2539 27.3 Revenues 12,6389 294 
growth of 9.1 per cent. Textiles, Operating profit 6,287.5 30.9 Operating profit 5,074.5 51.7 


- Net profit 4,807.1 32927 t ,598.1 . 
too, faced hiccups on the export apa ^ sni mo 


front the last quarter due to rupee 
appreciation. IT, on the other hand, 
managed to brave the hardening 
of rupee—its profit growth was 
steady at 32.7 per cent. 








Overall, the first quarter PHARMA 
growth rates are comforting. First quarter aggregate* Gains (%) * First quarter aggregate* | Gains (%)^ 
Though the next couple of quar- Revenues 20,643.3 8.6 Revenues 117057. 1274 
ters are crucial, the results signal ting profit 28759 88 | Operating proft 31889 259 
Net profit 1,621.3 9.2 Net profit 2,098.5 31.2 


good times ahead. = 
^ Year-on-year Only quarterly results declared until August 16, 2007 are included *|n Rs crore 
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How would you 
like your 
business news? 
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Celebrating India Inc. 


A whiff of 
achievement, biggest 
corporates & makers, in the 
backdrop of a mild fragrance of the 
earth kissed by rain - it was all that and 
much more that marked the 2nd edition 
of the NDTV Profit 


expectancy, rewards for 
a mileu of the 
policy 


Business 





Hemant Malik, ITC Foods 
Category - FMCG (Food) 





Harsh Mariwala,Marico 
Industries, Category - FMCG 
(Personal Hygiene) 





T. S. Vijayan, LIC 
Category - Insurance (Life) 





Rajiv Singh, DLF Llmited, Category - 
Building & Construction (Real Estate) 





K. Venkataramanan, L&T, Category - 
Building and Construction (Infrastructure). Category - Automobiles (2 Wheeler 





am 4 
Balu Doraisamy, Hewlett Packard 
Category - IT (Hardware) 


Awards ceremony 
Business Leadership 
awarded the best in the 
business for their conviction, hunger or 
global ambitions and ability to manage 
growth. Held in The Grand Ballroom, 


Hotel Grand, New Delhi on 27th July 


Leadership 
NDTV Profit 
Awards 2007 













Sheila Dikshit. Delhi, Category - 


Business State of the year. 





Vijay Mallya, Kingfisher Airlines Ltd. 
Category - Aviation 
REG 


Rajiv Bajaj, Bajaj Auto, 


Milind Barve, HDFC Mutual 
Fund joint winner, Category - 
Mutual Fund 





Rajiv Dube, Tata Motors, Category 
- Automobile (4 Wheelers) 








Jagdish Capoor, HDFC Bank 
Category - Banking 


2007, the awards function was graced by 
the Finance Minister of India, Mr. P. 
Chidambaram. The event was hosted by 
Vikram Chandra and Shaili Chopra from 
NDTV Profit was 
followed by cocktails and dinner with the 


The award ceremony 


who's who of corporate India. 


unane wy 


oft 





S. Mahalingam, TCS, 
Category - IT (Software) 


= 4 





! 
n rry 
Vikrant Gugnani, Reliance 
Kishore Biyani, Pantaloon Retail, ^ Mutual Fund joint winner, 
Category - Retail Category - Mutual Fund 
ж 





PROFI 


Vikram Chandra and Shaili 
Chopra 


Aavertorial 





ажап Munjal, enjoying the award 
eremon 


Anand Mahindra Kumar Mangalam Birla Sunil Bharti Mittal 
Most Inspiring Leader Global Indian of the Year Business Leader of the Year 
of the Year 





asahiro Takedagawa, President & 
EO of Honda Siel Cars india (HSC!) 
amesh Suri, Chairman & Managing 
irector, Subros Ltd 





URY MEMBERS 





lhivnath Thukral in conversation with Shivinder Singh 


ajnikant Patel, and Kalyan S. Bose 









Jury for the 'NDTV Profit Business Leadership Awards’ this year comprised well established п; fro 
industry and the business world: Dr. Amit Mitra , Anu Aga , Narayana Murthy , Suman Dubey , Kiran Karnik 


Dr. Vijay Kelkar and Dr. Prannoy Roy - Chairman, NDTV 





zongratulating each other, Vijay Mallya and Sunil Bharti 
Mittal 





ос! 






tenu Rao, Anand Mahindra and KVL Narayan Rao share а moment 





JOBS BOOM @ INTERNET 


Virtual Workforce 


Dotcoms are booming once again, and so are internet jobs. MANU KAUSHIK 








DOCKERS 


Info Edge’s Sumeet Singh (middle) with her team: The net boom lured her away from venture investing 


х 
" 


HE ONLY PROBLEM WITH THIS 
otherwise happy story is that 

there just aren't enough trained 

and ready professionals around—be it 
for content, technology or creatives. 
The industry, which is growing at a 
CAGR of around 100 per cent, currently 
employs around 30,000 people and is 
expected to add another 25,000 over 
the next two years. As new business 

^ models and ideas are being rolled out 
= each day, people with potential are 
joining the fray, thus, creating niches 
dia and Old Economy companies. and skill-sets that are more specialised. 
What’s more, global internet giants * a А A classic example of this is Sumeet 
have set up shop in the country to My work IS a mix of both » Singh, 34, National Head (Marketing, 
not just grab eyeballs but leverage creative and business-oriented Corporate Communications and 
India's ir skills to develop products | Mahadev/ VP (Product Development) Strategic Alliances), Info Edge. She 
and solutions. BharatMatrimony.com heads a team of 12 professionals who 


CIRCA 2000: THE DOTCOM MELTDOWN 
bas begun and the young, starry- 
eyed entrepreneurs who had crawled 
out of every nook and cranny of ind- 
ustry to ride the internet wave are 
clutching at every available employ- 
ment opportunity. Some are swearing 
never to return to the industry. The 
dotcom dream, it appears, is over. 

Circa 2007: Internet is red hot again. 
But this time around, it’s not so 
much the greenhorns that are leading 
the revolution as seasoned, old me- 








< 
> 


The internet is back; this time round creating 
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specialise in advertising, content, 
online marketing and corporate 
communications, and manages the 
company’s strategic alliances with 
over 100 online and offline publi- 
cations. “There are ample oppor- 
tunities to grow as the internet space 
is booming and there is a lot of act- 
ion happening at the moment,” says 
Singh, who, prior to this job, was 
Founder Executive Director with 
The Indus Entrepreneurs (TIE) and 
Executive Director, Indian Venture 
Capital Association. Adds Michael 
M. Bala, Business Head, 
ClickJobs.com: “The industry req- 
uires professionals with functional as 
well as domain expertise.” 


The Net Widens 


In India, the internet space has 
livened up in the last couple of 
years. The market has, on the one 
hand, home-grown entrepreneur- 
ial set-ups such as naukri.com, 
shaadi.com, rediff.com, and bharat- 
matrimony.com, which were start- 
ups some years ago and have grown 
into pure big internet players. Then, 
there are MNCs like Yahoo!, Google, 
MSN and AOL, telecom and enter- 
tainment players and also media 
companies wanting a foothold in 
this space. Add to this the grow- 
ing number of brick and mortar 
businesses going the clicks way, and 
the internet industry seems all set to 
surpass its growth targets. Says 
Hitesh Oberoi, coo and Director, 
Info Edge India: “The Indian in- 
ternet industry has been growing 
at a fast clip over the last few years 
and we expect the trend to con- 
tinue, given the rising numbers of 
online users and increased broad- 
band connectivity.” 

The workforce across this in- 
dustry is broadly spread across three 
levels—senior, middle and opera- 
tional. “A good 70 per cent of the 
total workforce in an internet com- 


“Internet has been growing at a 
fast clip over the last few years and 
we expect the trend to continue” 


Hitesh Oberoi/ 
C00 & Director/ Info Edge India 


pany comprises sales and technology 
professionals. These professionals 
drive the top and bottom line 
growth of the organisation,” says 





HSOHS WVHNGHS 


Kris Lakshmikanth, Founder and 
CEO, The Headhunters. 

While there is an increased de- 
mand for professionals all across, 
there is an acute dearth of middle- 
level executives. The reason for 
this lies in the way portals func- 
tion. Points out Rahul Nanda, 
COO, Webchutney.com: *When 
four or five young entrepreneurs 
start a portal, they normally hire 
more people at the operational 
level and very few at the middle- 
level. By the time the portal starts 
gaining popularity, there are not 
many middle-level professionals 
who can handle the increased 
workload." Though some portals 
are hiring quality mid-level pro- 
fessionals, the problem still persists. 


Growth Engine(er)s 

If it is the internet, technology has to 
be the differentiator; so, the role 
of engineers is crucial. Check out 
the ready-reckoner for some of the 
positions in demand. For manage- 
ment of traffic, bandwidth and 





"With the introduction of new programming techniques, the 
companies now look for professionals who can work on them" 


Rahul Nanda/ С00/ Webchutney 


new niches and needing new skill-sets 


SEPTEMBER 9 2007 Bt rODAY 175 


117114 уала 





Jot 


oS 1 oday 





RACHIT GOSWAMI 





“Given the nature of the 
industry, the jobs are 
very exciting” 

Ashish Mehrotra/ 

VP (HR)/ Rediff.com 


software deployment on servers, 
a portal will rely on a server man- 
agement team. For running the 
portal smoothly, the second core 
group is the Scalability Architec- 
tural Group, which designs the 
website. It is this group that en- 
sures that the increased traffic does- 
n’t affect the speed of the portal. 
And web developers are code-jock- 
eys who develop applications, add 
new features every day and im- 
prove the search tools on a portal. 


Marketing Mantra 

The marketing departments of in- 
ternet companies are witnessing a 
spurt in hiring—the professionals 
in this industry have a job similar to 
that of most of their counterparts in 
other sectors. Traditional market- 
ing—offline advertising such as 
print, television and outdoor—and 
online marketing require the same 
skill-sets; so there is considerable 
movement here from other, even 
unrelated, sectors. 

Take J. Mahadev, for instance. A 
Vice President (Product 
Development) with the Chennai- 
based BharatMatrimony.com, 
Mahadev is doing his first stint with 
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“The power of the internet 
lies in the fact that it can 
be marketed well” 


Vivek Bhargava/ 
CEO/ Communicate 2 


NOW HIRING 
ease 
m Web Developers 

w Web Designers 
= 


User Interface Design 
Professionals. 


Project Managers ——0 — 
Product Managers 

Creative Writers 

Search Engine Marketing 
Professionals 











m Account Managers 


an internet portal after spending 
more than two years in a technology 
and marketing company and an- 
other three years with a bank. 
Mahadev works with a team of 40 
people and is involved in the pro- 
motion and launch of ancillary mat- 
rimonial services like Matrimony 
Stamp (it validates the portfolio of a 
person), VoiceMatrimony (a voice- 
based service), and online horo- 
scopes. Says Mahadev: *My work is 
both creative and business-oriented." 

Other areas that are high on 
the recruiters’ list are search en- 


gine marketing professionals—the 
people responsible for increased 
visibility of a portal on popular 
search engines. Says Vivek 
Bhargava, CEO, Communicate 2, 
a search engine marketing firm: 
“The internet can be a powerful 
tool if targeted well. The indus- 
try has grown from $100 million 
(Rs 470 crore in 2001) to $14 bil- 
lion (Rs 57,400 crore) globally in 
just six years. And this has boosted 
the demand for qualified search 
marketing professionals." 


It's Pay Time 

If there's one lesson that the first 
wave of internet has taught; it's the 
power of re-skilling. This time 
around, too, learning is set to pay 
rich returns. Says Nanda: “With 
the introduction of new languages 
(XML, PHP, Perl, and C#) and pro- 
gramming techniques (AJAX), com- 
panies now look for professionals 
who can work on them.” 

With the attrition rate in the in- 
dustry as high as 30 per cent, portals 
are taking steps to retain talent as 
well. Says Ashish Mehrotra, УР (HR), 
Rediff.com: “Today, companies are 
focussing on offering competitive 
pay packages along with other ben- 
efits to retain and attract talent.” 

A pointer to this is the increased 
salaries that are growing at the rate 
of 25 per cent per annum. For sales 
and marketing professionals, 
salaries at the entry level can be be- 
tween Rs 1.8 lakh and Rs 3 lakh per 
annum. At the operational level, 
technology professionals can earn 
between Rs 3 lakh and Rs 3.5 lakh 
p.a. Middle level executives (prod- 
uct managers, project managers) 
command between Rs 10 lakh and 
Rs 15 lakh p.a. In any portal, CXO 
level salaries range from Rs 50 lakh 
p.a. to Rs 75 lakh p.a. in addition to 
perks and other benefits. 

By all accounts, this second wave 
of internet is based on strong and 
solid fundamentals. That means, it’s 
a good time to be in this space. 


Lively Growth 


The animation sector needs skilled professionals. 


HE ANIMATION INDUSTRY HAS COME ALIVE IN INDIA. IT 
Tis growing at a compounded annual growth rate 
(CAGR) of 30 per cent per annum and promises a lot of 
action for the country’s leading design specialists. 
Thanks to India’s technical manpower prowess in 
2D and 3D animation, Indian companies in the ani- 
mation space are getting orders from countries like the 
us, Europe and Canada. Says P. Jayakumar, CEO, 
Toonz Animation: “India has a vast English-speaking 
workforce. Animation, which requires familiarity 
with the English language, benefits when the work is 
outsourced to India. A number of animation compa- 
nies in the country are also creating skilled man- 
power for the animation market through various 
training programmes.” ш 

MANU KAUSHIK 


FACT BOX 


WHO'S HIRING: Toonz Animation, Pentamedia Graphics, 
Maya Entertainment, Padmalaya Telefilms, JadooWorks, 
Crest Communications, Heart Animation, UTV Toons, 
Rhythm and Hues and Adlabs. 


WHO'RE THEY HIRING: Diplomas, Bachelors or Masters in 
Fine Arts, Bachelors in Engineering, and M.Techs. 








AT WHAT LEVEL: At all levels. Senior-level (5 or more years 
of experience), middle-level (2-3 years) and freshers. 


AT WHAT SALARIES: Rs 2-3 lakh p.a. at the entry level; 
Rs 6-8 lakh p.a. at the middle-level; and Rs 12-15 
lakh p.a. at senior-levels. 


WHAT ARE THE NUMBERS LIKE: According to a NASSCOM 
report, the Indian animation industry employed around 
16,500 people in 2006; this is expected to grow to 
26,000 by 2010. 











COUNSELLING 


HELP 
TARUN! 


Q: | am currently pursuing a Bachelors degree in 
Microbiology. | am interested in a career in Bioinformatics. 
What are the future prospects and how should | go about it? 
Bioinformatics is a relatively new, but interesting 
field. It combines knowledge of rr and biology, mic- 
robiology, immunology, etc. You could do courses in 
bioinformatics offered by various institutes, including 
Centre for Bioinformatics, Delhi, University of Pune, 
Chandigarh, etc. For courses available in bioinfor- 
matics, go to www.geocities.com/bioinformatic- 
sweb/courses.html. For more information on the 
field, visit wtww.bioinformatics-india.com. 


Q: | am a science graduate, currently pursuing a short-term 
course in Instructional Design. What are the career 
prospects in Data Warehousing and other related areas? 
Instructional Design is a growing field not only 
abroad, but, lately, in India too. There are companies 
that provide instructional software and those would 
be good companies to target as would IT companies 
that provide software support to these companies. 
Data Warehousing, on the other hand, is also a large 
field with applications across industries. Both fields are 
related to rr, with the former being a more spe- 
cialised one. So, choose according to your interest. 
Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ledger solutions Pvt. Ltd., Chief Jacobs Engineering India Pvt. Ltd., Tata Autocomp Systems di 
cial Officer (CFO), Mechanical Engineer, Mumbai, 8- 10 DGM/Manager - 
ү ıedabad, 8 * 11 Years, 4093671. Years, 3867086 : Assurance (IPD), Pune, 1 0 
Perso will be responsible for creation of  Entrantshould have exp. in design of material 4079284 27 

various MIS reporting, including Balance handling eqpt, HVAC and other systems. Не You will be responsible for. m 
‘Sheet, P&L, and Cash Flows for each division, should have knowledge of API Codes, Derr iid елы as une 
„апа toral corporate. preparation of specs, data shts, requisitioning, 
| review of quotations, order specs and vendor 
drg review. 


Newgen Softwares Technologies 
Ltd., Business Head - APAC, Delhi, 
10-15 Years, 4094414 
Would be responsible for managing sales 
operations for the region. Expected to have 
proven track record of closing large deals in 
verticals like BFSI, BPOs, ete., Should have 
an experience of 10-15+ years in 
"International Sales with an existing network 
s wf relationships inthe relevant geography К 
IP Soft India Pvt. Ltd., У е Preside: 
International Sales (Managed Servic 
: Bangalore, 10-20 Years, 3677355 - 
You will ideally have an Engineer/ MBA from 
ә Е school of repute with strong comm 
) and negotiating skills and also be abi 
demonstrate success in cendum T hi 
: achieving teams: 


& Boschrexroth India Limited, Head. end 
* Service - Mobile Hydraul c Urija 
Components, Ahmedabad, 8 - 18 Acqui 

. Years, 4089774 : _ 
. Candidate should be able to TT global 93 

service standards for mobile service and іп. 

translate the standards to meet шй. wi 

e ustomer requiremen ts. 

Dot Com Infoway Ltd., Vice 
President - Marketing, Chennai, 8. 
15 Years, 4086914 
Person should be engineering graduate with 
PG in Marketing (MBA/ PGDBM) with 8-10 ( 
years of experience in мие pey Mumbai, 10. 15 Years, 4 5 
in TT c Aspirant should be BE, with. 

Sigrun, Asst. Vire. President a out of на ast 5 
Projects, Mumbai, 10 - 15 Years, | 
3014731 | | 

Candidate should be a Civil Engineer with at 
least 10 - 15 years experience in executing large 

residential & commercial projects. 
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APW President Systems Ltd., Pre 
Sales Consultant, Mumbai, 2 - 5 
Years, 4071403 

Candidate should be able to update and train 
Sales team. and Customers about. different 
technological changes and product 
awareness, 


Cradle Runways India Pvt, Ltd., 
Sales. Operations Co-ordinator, 
Mumbai, 1-2 Years, 4084305 

Person will be responsible for report making, 
co-ordinating with clients & supervisors, 
Knowledge of Excel, Word is must along with 
1-2 years of experience in salpa / operons 
environment. 


Euromonitor Intéenstional (Asia) 
Pte. Ltd., Market Research Analyst, 
Mumbai, 1-5 Years, 4061044 


Market Research Analyst will be expected to. 


acquire and analyze data on the consumer 
goods market in the India via both primary 


(in-depth interviews) and secondary research; 


forecast future. consumer goods market 
trends, changes and developments, 


Foundry Networks, корыш Sales 
Manager, Bangalore, 5 * 10 Years, 
4068502 

Candidates should have minimum 7 years 
networking sales experience and 5 years of 
Sales Management experience in the layer 2-7 
market ata Sales Manager! evel: 


Newgen Softwares Technologies 
Ltd., Business Development 


Manager, Delhi, 6 12 Years, 


4094421 

Would be.responsible for business 
development and sales of Newgen Products, 
Solutions and Produet Engineering Services 
(PES/PDO) in one or a group of countries, 
He must possess an experience of 6-12 years 
of selling in international markets, 


IT Integrated Solutions Ltd., Business 
Development Manager/Lead - Software 
Solutions,Mumbai,5 - 15 Years, 379227 
The ideal candidate should preferably be an 
MBA with 6 to 9 m рези in Ir Sofware 
soludon, | 700 


Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, ече Job ID, Job Description. 





Macmillan India Ltd,, Manager - 


Business Dev. (International 


Marketing), Bangalore, 5 - 7 Years, 
4045303 

The Marketing Manager will be responsible 
for the execution of worldwide marketing 
strategies to create interest, demand and 
generating leads for publishing services. via 
outbound marketing campaigns, ete. 


Matrix Life Systems, Marketing 


Manager, Hyderabad, 5 - 7 Years, 
4056554 


Aspirant must have 5-7 years of experience in 
field level marketing, interacting with high net 
worth individuals, experience in banking / 
construction / high value capital goods f tan. 


beapluspoint, 


Nous Infosystems - Pvt. Ltd. 
Business  Manager/Business Head. 
BPO/ITES, ‘Bangalore, 8 - 10 Years, 
3535219 cs 

The: Busines ‘Development Menge will: 


create, develop, and clos 
opportunities. - 
Oracle India Pvt 
Development. Consulta 

Consultant, Bangalor ^ c8 
4063629 e oe 
Entrant should be BE/ B Tech/ 










from premier institute with min 3-6 years field 


sales or telesales experience. 


Real Soft Inc., Murketing 


Comm./Mar. Comm Specialist, 
Bangalore, 4-7 Years, 4011953 

The candidate vill be responsible for handling 
Content and Interactions concerning all 
Customer and Industry facing points of 
contact, 


Replicon Inc., ERP Sales - Account 
Manager, Bangalore, 4-7 Years, 
2238369 

Your skill set includes solid ни forecasting 
abilities and revenue achievement, while 
building satisfied, loyal and referenceable 
customers, Beyond a passion for sales and 5+ 
years in software and/or applications sales 
tre ао ae ida : 


close new bones 


© 
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Shell InfoTech Pvt. 


Hyderabad, 2-5 Years, 3061706 
Candidate should be able to develop new : 
prospective clients, He must have Busir 
Development exp. in Connie! Se Staifia 
Recrui ting firm in Domestic Market, 


Source Code India Pvt. Lt 
Business Development Manag; 
Mumbai, 3-5 Years, 4076979 — 
Applicant should have | proven track rece 
of selling projects to customers includ 
identifying prospective custome 
presentations, project. Pinding, ом 
BER Hot dine Sus 












You will. be арса for € ordinadi 
with Technical Team, Publicity Design 
Agencies and Clients on all marketing a 
Promotional campaigns forthe Group, 


Wipro. Technologies, Practi 
Consultant, Bangalore, 1 - 3 Yea 








4058781 — — 


Responsible for реек with clients, soluti 
walk throughs and negotiation. strategies 
Travel is high with markets revolving atou 
the US and Europe. He/she will be a 
responsible for responding to RFP and RI 
with business drives, 


XIUS, Lead Generator - Mug 


Hyderabad, 2-5 Years, 4061635 


Aspirant should have experience in sal 
business development related to ТТ projd 
for North America and anle Market ı a 
ную rad the sales team, 


Zito India, Territory "Manage 
Jalandhar, Jalgaon, 2 . 5 Yea 
4062990 


‘Develop an Annual customer call cy 


(Planned and Unplanned Mai ntenance) 
secure committed orders with new a 
existing customers and gain any competit 
held businesses to ensure hat ие 
Sdn eic Qu 
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Grass Impex Pvt. Ltd., Accounts 
Manager, Mumbai, 8 - 10 Years, 
4055554 

The job holder will be. responsible for 
finalizing accounts of the company, to liaise 
with statutory auditors, to handle all banking 
Operations, to spearhead Badge and review 
process, 


а Inter СА/ ICWA, 
minimum 2 years of 
a maunufacturing concern. 
driven finance professional 
approach and emo of 















Ikanos Communications (India) Pvt. 
Ltd., Finance Executive, Bangalore, 
3-5 Years, 3898918 

Graduate i in Commerce / Finance, with 3 to 5 
years in similar job, candidates should be 
nart and able to think through problems, 








ndia dd. Finan 


of au it team. Teques to evaluate ошон 
and bring in process improvements in various 


Cash, works and contract accounting. 


Premco Global Ltd., Finance 
Manager, Mumbai, 5 - 10 Years, 
4082632 : 
Job responsbilities include Track record of 
managing teams and all the financial 
accounting procedures and monitoring Cash 
flow on the operations of the company to 
review the cash position and forecast funds 
required for numerous expenses, 










: СА with 4-7 yrs, of exp. in 
ne euh business 


Raptakos Brett & Co Ltd., Accounts 
Executive, Nagpur, 3 - 5 Years, 
4008134 

Candidate should be Comimerce graduate 
having about 3-5 years work experience in 
handling day-to-day accounting, MLS and 
banking transactions. 
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Zoom Developo L ; 
Executive, Mumbai, 
4037003 D 
Person will be responsible | for pr 
reports from the output of the 
standard format by converting 
format. 
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Are you ready for a challenging career in oil trading? 


Essar Oil Limited (EOL), a part of Essar Global Limited (EGL), is a fully integrated oil company of 
international size and scale. Its assets include Exploration & Production blocks, a 10.5 MTPA refinery in 
Vadinar, Gujarat, and over 1,000 oil retail stations across India. Plans are under way to increase exploration 
acreage, expand refinery capacity and accelerate the retail marketing initiative. 


EGL is a diversified business corporation with a balanced portfolio of assets straddling the manufacturing 
and services sectors: Steel, Energy, Power, Communication, Shipping & Logistics, and Construction. EGL, 
through its six sectoral holding companies, has an asset base of over USD 10 billion (INR 410 billion) and 
employs 20,000 people worldwide. EGL has operations and investments in India, Canada, North America, 
Africa, the Middle East, the Caribbean and South East Asia. 


The International Oil Supply & Trading Group is a key division in EOL and offers exciting opportunities for 
professional growth. To strengthen this division, Essar Oil Limited is looking for bright and ambitious talent. 
Qualifications and requirements: 

w Engineering graduates or MBAs from premier institutes, with 2-6 years’ work experience 

m Excellent analytical skills 

= Ability to work ina dynamic, fast-paced team-oriented environment 

= Strong interpersonal and communication skills 

= Highethical standards and “A Positive Attitude" 

Prior experience in oil supply & trading will be an added advantage. Selected candidates will go through an 
intense internal 4-month certification course and will be groomed to take on various roles. The positions will 
be initially based in Mumbai; post certification you can be placed in any of our domestic or global offices. 


Interested candidates are advised to send their resumes by email to hrist@essar.com 


www.essar.com 





Justice at the Doorstep 





India’s first mobile court begins with high expectations and, 
surprisingly, meets them as well. SAUMYA BHATTACHARYA 


Indana village, Punbana block, 
Mewat, Haryana 


14B, GAON MEIN JAIL KHOI 

do,” (Sir, please open a jail 

in our village) may seem 

like a strange request to 

: anyone. Well, for the vill- 
agers residing in the Punhana block 
in Mewat district, that is 
their most pertinent need. 
And that is exactly the re- 
quest they placed before vis- 
iting government officials 
sometime ago. What ex- 
plains the villagers’ strange 
request? It is simply because 
the area, as a senior gov- 
ernment official points out, 
is “known for its crime rate. 
The number of cases as well 
as undertrials is very high." 


The total number of cases in the 
Punhana block is 2,242, and a ma- 
jority of them (1,550) are criminal 
cases. The villagers’ demand for a 
jail, therefore, seems justified. 
However, what the villagers 
probably had not bargained for is 
the court driving up to them. That 
is exactly what happened on 
August 6. Additional Civil Judge- 


Writing on the wall: ^ 


Itside the 





cum-Sub-Divisional Judicial 
Magistrate, Sundeep Singh, came 
to Indana village with this entire 
court paraphernalia to dispense jus- 
tice. This is India's first *mobile 
court in session". History was being 
made here with a new form of ju- 
dicial “activism”. 

So BT's destination for the first 
Monday of August was Indana vil 
lage in the Punhana block in 
the Mewat district of 
Haryana, 125 km from 
Delhi. Located along the 
rugged Sohna-Hodal Road, 
Indana is one of a string of 
Muslim-dominated villages 
in the region. It is 9 a.m. by 
the time we reach. By no 
account can it be called the 
perfect setting for “history in 
making”. The sun is already 
at its merciless best, the pol- 


ice chowki compound—the venue— 
is choc-a-bloc with inquisitive on- 
lookers, and lawyers arranging for 
tables and chairs. Typewriters and 
chairs are getting transported on 
bicycles, even as people wait around 
for the court ‘to arrive’. 

The mobile court—a specially- 
designed silver and blue air-condi- 
tioned Tata bus—arrives 45 minutes 
late at 10:45 a.m. on its way from 
Firozepur Jhirka sub-court. “We 
got stuck in a one-and-a-half hour 
long traffic jam at Badkali-Punhana 
road,” says Judge Singh by way of 
explanation—though he does not 
find any sympathisers. “Finally, he 
gets a taste of what we have been 
going through for years,” said Ajmu, 
a villager, with relish. 

However, herein rests the very 
basis for having the first mobile 
court in this region. Says the Chief 
Justice of Punjab and Haryana High 
Court, Justice Vijender Jain: “The 
idea was conceived two years ago at 
a judicial conference in Delhi, where 
the Prime Minister spoke about the 
Constitutional Right to Justice to the 
poor. We initiated the concept of 
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mobile court with the Haryana gov- 
ernment with focus on connectivity 
and faster justice delivery system.” 

The mobile court is unique in 
the sense that it works as a regular 
court; India already has mobile /ok 
adalats and traffic chalan courts. 
Staffed like a regular court, it trans- 
acts both civil and criminal cases 
through a full-fledged trial. 

Within moments of its arrival, 
the court becomes the centre of 
attraction with many a hopeful eye 
on it. Not sure whether they will 
have to go inside the air-condi- 
tioned bus for hearing, villagers 
get into a huddle and try to figure 
out the procedure. They are hugely 
disappointed when told that the 
hearing will take place in the cor- 
ner room of the police chowki. 
“It’s just the court and its processes 
that we are carrying,” offers mobile 
court driver Mohammad Issa Khan 
to the villagers. The swank bus is 
carrying two computers, two chests 
of drawers filled with files and 
papers related to the cases and a 
dozen odd chairs. It has been par- 
titioned to make place for the re- 
tiring room for the judge. 

A list by now has been put up 
outside the small—and that’s an 
over-statement—room where hear- 
ing would take place. This room is 
dark, and one has to strain one’s 
eyes to figure out that it can barely 
seat 4-5 people. (Photography is 
not allowed in the ‘court room’, 





hence, Judge Singh had to be 
snapped as he walked from the mo- 
bile court to the court room.) 

For the villagers, the mobile 
court starts on an auspicious note. 
The accused in the first case Hakmu 
of village Birwara is acquitted of 
cow slaughter charges. “I have been 
running around for three years— 
thank God, it’s over now. Mobile 
court is God-sent,” he says. 

However, not everyone is hav- 
ing a good time. The lawyers are 
annoyed that there's no infra- 
structure in place for them. “We 
are sitting under the trees and 
have brought our own tables and 
chairs. What if it rains on the day 
the court is in progress? There are 
no stamp vendors or even a pho- 
tographer," says Mohammad. 

As the bus returns to Firozepur 


Jhirka at around 4 p.m., the court 


has taken up a total of 60 cases 
while a total of four cases have 
been disposed off. There are some 
satisfied faces on Day 1 of the 
mobile court. Some villagers cele- 
brate the phenomenon of mobile 
court with a fireworks display later 
in the evening. 

By the time the mobile court 
completes a week's run, the Punjab 
and Haryana High Court has alr- 
eady received a request from the 
Punjab Chief Minister to do a fea- 
sibility study for mobile courts in 
Punjab as well. A judicious move, 
one could say. 8 
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A Chronicle of Our Times 


N.K. Singh’s book delights and disappoints in equal measure. 


ARNAB MITRA 


THE POLITICS HIS IS AN INSIDER'S VIEWS ON THE 
OF CHANGE | intricacies and intersections of Indian 
NK Singh ae politics and economics and the fault 
Viking lines and compromises that finally define 
Pp: 234 policies and actions that affect the nation. 
Price: Rs 395 


N.K. Singh has long been one of Delhi’s “in- 
siders”. In his career as a bureaucrat, he has 
held important positions in economically im- 
portant departments and in the Planning 
Commission. This makes him privy to the 
inner workings of the corridors of power. 

Since retiring from the government in 
2004, he has been writing a regular column, 
“From the Ringside” in The Indian Express 
and The Financial Express. The Politics of 
Change is a collection of essays that appeared 
in those papers and offers insights into the in- 
ner workings of the government. But while 
Singh does write very good copy, the book 
disappoints those who pick it up expecting de- 
tails about how important, but contentious 
and often fiercely contested, proposals trans- 
lated into official policy. It covers only the pe- 
riod afer 2004, when he was no longer in government. So, while we 
get an insider’s perspective, the insider’s account is sadly lacking. 

But, in his own gentle style, he does occasionally chide the political 
class. “It is ironic that deputy chairmen of the Planning Commission 
speak one language when they are in Yojana Bhawan and another on 
becoming finance ministers,” he writes and mentions N.D. Tiwari, 
Pranab Mukherjee and Jaswant Singh in this context. “The ‘halo’ of 
any deputy chairman is related to his success in getting Prime 
Ministers to overrule niggardly finance ministers.” Now, we know why 
the government takes forever to arrive at decisions. 

Singh has always been a vocal proponent of the logic of economic 
reforms, but he’s not the mindless free-marketeer that some critics 
make him out to be. In the chapter on the functioning of the public 
sector, he says the approach to disinvesment “represents the preva- 
lent ideological predilections, not necessarily the dictates of economic 
logic... Privatisation is not an all-embracing panacea, nor can all pub- 
lic undertakings be privatised in the foreseeable future... their im- 
provement creates gainful virtuous circles”. It is statements like 
these that prove Singh’s enviable reputation as a man who is able to 
get along with all shades of opinion without difficulty. 

These and other observations and insights whet one’s appetite, but 
don’t quite satisfy the hunger. Hopefully, Singh will get down to writ- 
ing his memoirs which will recount the inside story of how this one- 
time Third World basket case has become the toast of the world in 
only one-and-a-half decades. 





188 BUSINESS TODAY SEPTEMBER 9 2007 





A BILLION BOOTSTRAPS 
Philip Smith and Eric Thurman 
Tata McGraw-Hill 

Pp: 224 

Price: Rs 495 


N THE WORLD OF FINANCE, ONE OF THE 

most powerful innovations over 
the last three decades has been the 
concept of microfinance. In fact, it 
has proved to be so effective in 
changing the lives of millions of poor 
in developing countries that its in- 
novator, Muhammad Yunus and 
Grameen Bank (which he founded in 
Bangladesh in 1976), were awarded 
the Nobel Peace Prize last year. In 
India, too, about a dozen microfi- 
nance institutions are trying to create 
a successful industry out of lending 
small-ticket loans to help the poor be- 
come micro-entrepreneurs. A Billion 
Bootstraps, jointly written by an en- 
trepreneur-turned-philanthropist 
(that's Phil Smith) and an expert on 
philanthropy, is meant to: a) show- 
case what microcredit can do to fight 
poverty and b) urge donors, including 
individuals, to put their money in 
microfinance rather than any plain 
vanilla philanthropic ventures. "A 
microcredit loan is often the only 
break impoverished people receive 
that can move them up the rungs of 
the economic ladder in their com- 
munities," writes Smith, who got his 
big break in life thanks to a $50,000 
loan. Citing case studies from around 
the world, Smith and Thurman go on 
to argue why microcredit is the best 
vehicle of philanthropy for anyone 
who is serious about helping reduce 
inequities in the world. it's hard to 
disagree with them. After all, micro- 
finance isn't just about giving money 
out to people, but it's also about 
helping them stand on their own 
feet with dignity. 
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THE THRILL DRIVE PRINTED TREADMILL - 
FACTORIES CIRCUIT | 


HE AMUSEMENT PARKS BUSINESS AIN'T FUN—OR 
at least, that’s the India story of amusement 
parks for you. It’s a roller coaster ride for most 
like Kishkinta in Chennai, which has not yet 

broken even after 12 years in business. Those who 

have managed to make a success story out of such ven- 
tures, like Nicco Park in Kolkata, have no magic for- 
mula to offer—except that they have successfully 
managed to tweak their business model to make it 
work for them. Then there are newer players like 
Adventure Island in Delhi, and Wonder La in 
Bangalore, who might just redefine the business of fun 
parks in India with signature rides that measure up 
to global standards. 
Sample some hits ’n’ misses. Half-a- 

IL dozen amusement parks sprang up 

И] | across Bangalore over the last five years 

t and at least two of them have gone 

out of business, in- 

cluding Crazy 

Water Amusement 

Park set up back in 

1994 and more re- 

cently Sammy's 

Dreamland, 

which was 


Running amusement 
parks is no child's 
play. It takes smarts, 
hard work and a bit of; 
luck, as investors 
across India are 
discovering. 






Park: Wonder La 
Location: 28th Km., Mysore Road, Hejjala 
Post Office, Bangalore 

Ticket Rates: Rs 330-Rs 540 

Signature Rides: Maverick and Y-Scream 
Weekend Footfalls: 2,500 per day 


Park: Metro Walk and Adventure Island, Delhi 
Location: Near Rithala Metro station, North Delhi 

Ticket Rates: On weekends and holidays, Rs 350 for an adult and 
Rs 250 for a child below 17 years; on weekdays, Rs 270 and Rs 220, 
respectively 

Signature Rides: Sidewinder, Sky Riders, Lightning Bolt 
Weekend Footfalls: Over 30,000 per day 


RAJKUMAR 


shuttered after a child was killed in a mishap on the 
site a few years ago. The Jalavihar water project in 
Hyderabad, planned for launch in 2000, finally opened 
in May this year after almost not making it. 

Kishkinta in Chennai, it seems, got its timing all 
wrong. It was set up when interest costs were phe- 
nomenally high and it took many years to get that 
reduced to more realistic levels. 

Even today, Tamil Nadu remains a heavily-taxed 
state and offers no tax holidays (which many other states 
do to promote tourism). This has led to the closure of 
a host of amusement parks like Little Folks, Dolphin 
City, Ahaa, which though were better off selling the land 
for good real estate realisations. 

“The government does not realise that entertainment 
parks are capital-intensive, labour-intensive and main- 
tenance-intensive,” says Jose Punnoose, Joint Managing 
Director, Navodaya Mass Entertainments, the com- 
pany that owns Kishkinta. 


Hitting the Mark 

The lure of amusement parks is catching up in smaller 
cities down south. Madurai, Trichy, Salem, Coimbatore 
and Kanyakumari are all getting new amusement parks 
because these towns either don’t have one or have a rap- 
idly urbanised population that can do with a second 
one. Coimbatore, an industrial hub, and Madurai, an 
IT and manufacturing destination, are getting their 
second amusement parks. 














Park: Nicco Park, Kolkata 
Location: Eastern Fringes of Kolkata 
Ticket Rates: Rs 50 on all days 
WE Signature Ride: River Cave 

W Weekend Footfalls: 8,000-10,000 per day 


You guessed it right—the first and 
foremost factor that works for 
amusement parks is location—as is 
the case with Wonder La, which 
happens to be the only full-scale 

amusement park for the huge yuppie crowd in 
Bangalore. “Despite being India's ТТ capital, Bangalore 
did not have a full-scale amusement park for the thou- 
sands of youngsters working in the industry," says 
Kochouseph Chittilappilly, Chairman and Managing 
Director, V-Guard, a Kochi-based electrical equip- 
ment maker that owns the venture. *Location is every- 
thing in the amusement park business, especially given 
the escalating real estate prices in the larger cities. We 
bought land early on Mysore Road and we've benefitted 
from a much better access with the newly renovated 
highway," says Chittilappilly. 

The newest kid on the block, Metro Walk Mall 
and Adventure Island in Delhi, is already making 
the most of its location. Situated a stone's throw 
away (approx. 400 metres) from Rithala Metro station 
in north Delhi, Metro Walk Mall and Adventure 
Island has footfalls of over 30,000 on weekends and 
5,000 on weekdays, and attracts visitors not only 
from Delhi but also from the satellite towns of 
Noida, Gurgaon, Ghaziabad and Faridabad. 


The Innovators 

Faced with a slight locational disadvantage, Kishkinta 
in Chennai compensated visitors with its water rides. As 
a result, it has many UsPs—like water scooter rides as in 
Goa. The park is now readying a tidal wave facility at 
a cost of Rs 3 crore. This ride will have half-a-million 
litres of water crash into a wave pool and topple a ship 
and a light house. *Every two years, we keep 
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Park: Kishkinta Theme Park 

Location: Off Tambaram, a Chennai suburb 

Ticket Rates: Rs 360 per adult and Rs 260 per child 
Signature Ride: Water scooter rides 

Weekend Footfalls: 2,500 per day 





A. PRABHAK AR RAO 

innovating because we have repeat 
customers,"says P.K. Thothadri, one of the 
company’s directors. 

Spread over 62 acres, Metro Walk Mall and 
Adventure Island’s UsP is its state-of-the-art physical in- 
frastructure. The Rs 400-crore project, a 50:50 joint 
venture between Unitech and International Amusement, 
combines the experiences of both a retail and an en- 
tertainment destination through its two distinct zones. 
The first phase development consists of 96 retail out- 
lets in the Metro Walk mall, and 19 rides in the 
Adventure Island. “We are increasing the number of 
rides to 23 by September this year. The rides are sup- 
plied by leading European manufacturers such as 
Intamin, Moser and Zamperla, who have clients like 
Disneyland, Universal Studios and Six Flags," says 
Monny Vijeshwar, Managing Director, UAPL (Unitech 
Amusement Parks). 

The promoters of the Jalavihar Entertainment in 
Hyderabad hope to achieve break-even in three years 
leveraging their multi-pronged advantages—the land 
is on a long lease from the government and is located 
in the heart of the city. The entry fee has also been 
kept at a reasonable Rs 50 plus an additional Rs 100 
for those opting for water slides. The management of 
the park hopes to make up in terms of volumes. It has 
also saved on costs by sourcing the rides locally from 
Indian companies. 


The First Mover 


The new entrants in the amusement park business 
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Park: Jalavihar 
Location: 0n Necklace Road, facing the Hussain Sagar Lake, 
Hyderabad 

Ticket Rates: Rs 50-150 

Signature Ride: Wave Pool 

Weekend Footfalls: Between 2,000 and 5,000 per day 


will do well to learn a thing or two from Kolkata-based 
Nicco Park—the only listed company in this space 
and one that has been declaring dividend for the last 
10 years. 

For Nicco Parks and Resorts (NPRL), the business 
model has changed more than once over the years and 
is still evolving. When eastern India's first Theme 
Amusement Park was thrown open in October 1991, 
the scope for family outdoor activities in Kolkata was 
limited to watching movies and cricket matches. So it 
was an instant hit. But now, it's a different story al- 
together. Now the revenue model doesn't only rest on 
pricing (entry fee and fees for various rides) but on var- 
ious other factors like sponsorship, co-branding ac- 
tivities, schemes and carrying out projects for other en- 
trepreneurs on a turnkey basis. 

Nicco, which is a joint venture company between 
Nicco Corporation and West Bengal Industrial 
Development Corporation, doesn't see any threat in 
international players like Universal Studios entering 
India. “Their arrival in the country and their presence 
will only help expand the overall market and benefit all 
of us," says a Nicco spokesman. 

The amusement park space, which has seen a flurry 
of activity over the last couple of years, is interestingly 
poised. The new players who have entered this 
unpredictable space seem to have hopped on board a 
roller coaster. 

CONTRIBUTED BY MANU KAUSHIK, 
RITWIK MUKHERJEE, RAHUL SACHITANAND, 
E. KUMAR SHARMA AND NITYA VARADARAJAN 
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bt drive 


The'V' Invasion 


The next few months will see Volkswagen and Volvo come to India. 


EFORE THE END OF THE YEAR, TWO NEW AUTO 
manufacturers will be selling their cars in India. 


The first off the blocks will be Europe’s biggest 
automaker, Volkswagen (vw), which will be launch- 
ing its high-end sedan, Passat, in September. Swedish 
car-maker Volvo, still part of the Ford Group, is 
coming to India before the end of the year with its S80 
sedan, a Mercedes E-Class competitor (not featured 
here) and the XC90 Sports-Utility Vehicle. 

So what is the big deal? 


VOLKSWAGEN PASSAT 


The Passat is vw’s contender at the higher end of 
the market in India and will be competing directly 
against the Mercedes C-Class, the BMW 3-series 
and the Audi A4. Unlike previous generations of 
Passats, this car does not share a platform with the 
Audi A4. The Skoda Superb was based on the previous 
generation Passat (2001); this new model was 
introduced in 2006. 

The car uses elements of vw's new design philoso- 
phy, evident in the Phaeton luxury sedan and Toureg 
suv, and while the looks have disappointed conservative 
buyers, sales have been brisk in Europe, because the car 
appeals to a younger set of buyers. But, most impor- 
tantly, the engine on the Passat is very good. VW is ex- 
pected to enter India with just the 2-litre turbocharged 
diesel engine which produces 140 or 170 horsepower 
(depending on the variant), and the car is expected to 
be priced at Rs 25-30 lakh. But given a price tag that’s 
similar to that of a Mercedes and a BMW, which have 
better brand-pull, and being more expensive than the 
Skoda Superb, which might be a generation old, the 
Passat has a long road ahead of it in India. 
















VOLVO XC90 


Volvos are famous for being safe but in the '80s and 
"905, they acquired a reputation of being dowdy. Not 
any more though; the new Volvos have edgier de- 
signs and much better performance. That is not to 
say that Volvo cars are not “safe” anymore. In fact, with 
several active and passive safety features, Volvo cars are 
possibly still among the safest cars built—the XC90 has 
a host of safety acronyms—ROPS, RSC, DSTC and 51р5— 
all designed to 


save the lives of passengers in case 
something does go wrong. 

But when you look at the XC90, 
safety is not what you are thinking 
about. This is a true off-roader that has proven 
itself over and over. Heck, even that most acerbic of 
car critics, Jeremy Clarkson, bought one, and that 
in itself is a great vote of confidence. Not only 
that, this car can effectively seat seven people, or if 
you don't use the third row, carry a lot of stuff. 
Even two big dogs will pose no problem at all. 

Volvo is expected to bring the XC90 to India 
and offer a choice of three engines—a 210 horse- 
power 2.5 litre petrol, a 238 horsepower 3.2 
litre petrol, and a 2.4 litre diesel engine with 
185 horsepower, which, one assumes, will 
outsell the first two. The XC90 will be 
priced in the Rs 55-60 lakh range. 

Volvo is setting up shop in India before 
the end of the year with dealerships in Delhi, 
Mumbai and Chandigarh. Watch this space 
for reviews. 

KUSHAN MITRA 


bt printed circuit 


Spice Up Your Symbian Handset 


You can add Gmail, Yahoo! and other applications to your Symbian Nokia phone. 


handset from Nokia, 

chances are that you are us- 
ing a Symbian Series 60-pow- 
ered device. This ubiquitous 
piece of phone operating soft- 
ware is on close to 100 
million devices today. 

But while Series 60 

has made the phone user- 
interface very easy to use, it 
also has a simple software de- 
velopment kit, and several third 
party developers have made 
small bits of software that can 
really spice up your handset. 
You will, however, need a 
working data connection from 
your service provider. 

The first application is 
Google’s Gmail for Symbian. 
This very light application locks 
in your Gmail address with your | 
handset and allows you to check | 
your mail on the go. Does this | 
completely replace an enterprise | 
mail solution you might have? 
No, because Gmail cannot process 
large attachments as yet, but having the ability to 
check your personal mail on the go is not a bad thing. 

Yahoo! is not going to be left behind in the race; 
the new Yahoo! Go 2.0 application for Symbian of- 
fers the company's core internet applications in a 


Г: YOU USE ANY HIGH-END 
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Rollcage Protection 


HE NEW LENOVO T61 THINKPAD LAPTOP IS QUITE ORDINARY 
Т: look at; it has the same ThinkPad DNA all 
over it. But Lenovo's T-series is quite unique. 
It comes with Magnesium rollcage, stress protec- 
tion for the LCD screen and active protection for the 
hard drive. This is a machine built for the road 
warrior, with its other features such as 
extended battery life and better Wi-Fi 
reception. 
The problem with this machine is 
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very easy-to-surf package that 
also eases up data usage. But 
there are also a host of other ap- 
plications made by small devel- 
opers that are free and that can 
make your mobile experience a 
lot better. One such application is 
Calcium, a calculator that is ac- 
tually easier to use than the in- 
built solution. Another nice ap- 
plication is ShoZu, an easy- 
to-use tool that makes 


La uploading your pict- 

p 2 res a snap, and is a 

N lot easier to use than 

| Nokia’s M-Blog appli- 
| сапоп. 


There is a host of travel and 
| entertainment-related tools that 
you can easily download. Google 
Maps for Mobile, for example, is 
heavy on data usage, but can eas- 
ily save tons of time if you are 
lost. Several other freeware ap- 
plications exist for world weather 
and there are also lots of games 
that you can download. 

However, when downloading 
applications for your mobile phone, be sure to check 
out their veracity; malicious programs can often be 
disguised as respectable ones. So, only download 
from sites you trust. 


N33HGONVN 
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two-fold: the first is with Windows Vista's resource hungry- 
nature. That's not the laptop's fault, admittedly, but you 
need at least two gigabytes of RAM. The sec- 
ond is that the machines are not that light to 
carry around. But, that said, it is a very good 
machine, built for the rough and tumble of life. 
The T61 range starts at Rs 88,200 and a 
well-specified machine will set you back at 

least Rs 1.05 lakh. 
KM 


RAMEN SARKAR 


bt treadmill 


The 15-minute Workout 


OU ENCOUNTER THEM IN MOST GYMS. BRIGHT-EYED AND BUSHY- 

Y tailed eager beavers who're always ready to shower you with ad- 

vice. I am, of course, talking about the species known as trainers. 

They love to draw up elaborate schedules for their wards—often involving 

more machines and equipment than is needed to construct a bridge. In 

the end, you spend more time familiarising yourself with the machines 
and the exercises than getting a good workout. 

I believe that a good workout can also be a simple one—involving a 
few basic exercises that work your main muscle groups. Also, it isn't 
always necessary to spend hours at the gym. You can create a good work- 
out regime that can be done in 15-20 minutes each day for, say, three days 
every week. 

Here's a schedule that you may like to check out. Four basic exercises 
are all you need to make up this workout plan: the simple Flat Bench 
Press, the Weighted Squat, the Chin-Up and the Shoulder Press. 

Most regular gym enthusiasts will be familiar with all these exercises. 
They are the building blocks of any weight training programme. Well, 
there's another one that I've left out—the Dead-lift, which for me is one 
of the greatest moves you can make in the weight room but more on that 
on some other occasion. 

The Bench Press, which is performed on a flat bench with a barbell 
or dumb-bells, is probably the favourite exercise for most men. It’s a fairly 
simple exercise to do and works, in addition to the chest muscles, the tri- 
ceps. The Weighted Squat, again a move that can either be done with a 
barbell or dumb-bells, works your thighs as well as the glutes (the mus- 
cles on the buttocks). Like the Bench Press, it's a classic move, which beats 
what you can do on new-fangled machines and so-called state-of-the-art 
equipment. The Chin-Up, which builds the back muscles, involves 
pulling up one's body using a pull-up bar. The Shoulder Press, which can 
be done with a barbell or a pair of dumb-bells, works, as the name sug- 
gests, the shoulders. 

Now, for the pressed-for-time workout schedule: Do two sets of 
10-12 repetitions of each of these exercises, resting a minute between each 
set. In all, you'll be doing eight sets. | would normally recommend 
doing three sets of each, but then if you’re short on time, then two sets 
of each is a good enough regimen. 

Exercise of the fortnight: The Plank is a move that strengthens the core 
muscles of the body—the area encompassing the abdomen and middle. 
Here’s how to do it: Get into a push-up 
position but place your elbows on the 

ground and not your hands; keep your 
body straight from your head to toes— 
think of balancing a plank across your 
back; breathe normally and hold the 
position for as long as you can; do not let your back slump down. You'll 
find it tough to last a minute, initially, but push yourself to last longer. 
Do three to four sets of these (each set being as long as you can hold the 
plank position non-stop). 

MUSCLES MANI 





write to musclesmani@intoday.com 
Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 


PROBIOTICS 
DEMYSTIFIED 


ROBIOTIC FOODS ARE GOOD FOR YOUR 

health. Here we tell you what 
they are and why they are helpful. 
What are probiotics? 
Our digestive tract is home to over 
400 species of live micro-organ- 
isms that break down food that has 
not been digested. Probiotics are 
“good bugs” that supplement the 
natural bacteria in our intestines 
and can be introduced into the di- 
gestive system through food. 
What are their benefits? 
Says Dr Sunita Saigal, Senior 
Dietician, Rockland Hospital, New 
Delhi: “They make the immune sys- 
tem work better, lessen the risk of di- 
abetes, lower cholesterol levels, pre- 
vent bad breath, and enhance the 
production of Vitamin B12." 


How do they work? 

Over a billion bacteria are present in 
our digestive tract, some are bene- 
ficial and others are potentially harm- 
ful. Says Dr Saigal: "Probiotics dis- 
courage harmful bacteria and yeasts 
from invading the body." Most live 
bacteria that are ingested die when 
they reach the acidic conditions of 
the stomach. For a bacterium to be 
classified as a probiotic, it must be 
resistant to gastric, bile and pan- 
creatic juices and must reach the 
colon alive. 


Poor diet, stress, ageing, infection by 
food poisoning and even high alco- 
hol consumption can disturb the di- 
gestive system. Says Dr Vinay Goel, 
Senior Consultant, Max Hospital, 
New Delhi: "It is recommended that 
you eat probiotic food every day. 
Food items high in probiotic cul- 
‘ture include curd, yogurt, ice creams, 
natural cheeses and probiotic 
drinks". You also get other probi- 
otic supplements in the market that 
increase the incidence of these "good 
bugs" in your system. 

MANU KAUSHIK 
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Dream Chasing 


TWELVE MONTHS AFTER HE QUIT SIFY TO MOVE TO 
the global web giant Yahoo's India operations, 
GEORGE ZACHARIAS, 48, has quit to pursue his 
own entrepreneurial ambitions. The year he spent 
at Yahoo was certainly mixed, with the portal get- 
ting dragged to court by Sify for allegedly forging 
ID cards to take illegal pictures at Lakme India 
Fashion Week and later earning blog- 
gers' ire for lifting content for its 
regional language portals. At the 
same time, Zacharias was key in 
driving Yahoo's growth in the 
local market in the face of 
strong competition from both 
global and local players. While 
Zacharias has spoken to a 
handful of venture 
capitalists to 
raise monies 
for his tech- 
nology-focus- 
sed venture, 
he couldn't 
be reached 
for comment 
on specifics. 
*Yahoo India 
has been gro- 
wing at a rob- 
ust pace and the 
journey has 
been both chal- 
lenging and re- 
warding," Zach- 
arias said, a trifle 
predictably, in a 
statement. 
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Back to First Lowe 


DUST HAS OBVIOUSLY SETTLED AS FAR AS BALKI, AKA 
R. BALAKRISHNAN, is concerned. The national cre- 
ative head of Lowe India says “all is peaceful”. It 
should be—after all Balki, 43, has none less than 
Lowe Worldwide CEO Steve Gatfield rooting for his 
cause. Recently, situation at Lowe India reached a 
flashpoint and at stake was distribution of proceeds 
from Lintas India stake sale to its international part- 
ner, the Interpublic Group (IPG). The payout of this sale 
has gone to Lintas Employees Welfare Trust, whose 
biggest beneficiary is said to be Prem Mehta, 
Chairman, Lowe India. So while there’s still no tan- 
gible relief for contract employees such as Balki, all the 
“worthy employees will be looked after,” he says. All 
eyes are on Balki as he’s tipped to lead charge of the 
agency’s fortunes and perhaps play a bigger role 
within the international framework. 
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Fresh Pursuits 


AFTER A SHORT 18-MONTH STINT AT ANAND BAZAAR 
Patrika Group (ABP) as Managing Director and CEO, 
PRAMATH RAJ SINHA has put in his papers. The former 
McKinsey partner and the former dean of Indian 
School of Business, Hyderabad, said that with his re- 
sponsibilities met, it was time to leave. At ABP, one 
of his last initiatives was in the digital media and en- 
tertainment space that was aimed at diversifying 
revenue streams. “There is a very competent team to 
take things forward,” he says. While mum’s the 
word on future plans, Sinha, 43, wants to take a 
break for a couple of months and spend time with his 
family, travel and devote time to his family-owned 
Hindi literary magazine—Nai Dhara (in his family 
since 1949). On going back to ISB, Sinha says that's 
the long-term plan but will happen much 
later in life. 
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Indian Rising 


“THERE IS NO STOPPING INDIA,” 
declares JASPAL BINDRA, 
Regional CEO for South East 
and South Asia, Standard 
Chartered Bank. India is 
reaping its macro-eco- 
nomic and demo- 
graphic dividends and 
the degree and the pace 
of growth may be the 
only argument, reckons 
Bindra. Appointed a di- 
rector to Standard 
Chartered Bank, the 
main wholly-owned 
operating subsidiary 
of Standard Char- 
tered Plc, Bindra, 46, 
believes it is a tribute 
to India’s contribution 
and a statement of how 
important the country has 
become to the bank. “I am 
honoured to be the face that 
is being rewarded,” he says 
rather modestly. The appoint- 
ment will provide Bindra with 
an opportunity to get involved 
in decision-making across 
the bank. He will continue 
to be based out of Singapore. 
Meanwhile, another Indian, 
Sunil Mittal, has also joined 
the board of the bank’s 
holding company, 
Standard Chartered Plc 
this month. 


KULDEEP GOYAL, 


ANUSHA SUBRAMAN 


SRIVASTAVA, SHALINI S. DAGAR AND AMIT MUKHI 
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NAME: 

AGE: 59 

DESIGNATION: MD and CEO 
COMPANY: ICICI Bank 


BHASKAR PAUL 


Man on the Move 


HE FOREIGN INVESTMENT PROMOTION BOARD HAS CLEARED ICICI BANK'S PROPOSAI 

to sell a 24 per cent stake in its wholly-owned subsidiary, ICICI Financial Services, 

to foreign investors. The subsidiary is the holding company for ICICI Bank's insurance 
and asset management ventures. The decision, which has to be cleared by RBI and the fi- 
nance ministry, paves the way for the bank to generate more than Rs 10,000 crore from 
foreign investors and is another feather in the cap for the bank's workaholic Managing 
Director and CEO, K.V. Kamath, who is credited with turning ICICI , a stodgy development 
financial institution (DF), into the country's largest private sector bank (and second-largest, 
after State Bank of India, overall). 

Kamath, a mechanical engineer and an ПМ-А alumnus, is a very hands-on business leader 
who is not afraid to delegate. Starting his career with ICICI in 1971, he has worked his way 
up the ladder, having put in stints in the рег project finance, leasing, venture capital and 
credit ratings divisions. In 1988, he joined the Asian Development Bank and handled proj- 
ects in China, Indonesia, the Philippines, Bangladesh and Vietnam, gaining valuable in- 
ternational experience in the process. In May 1996, Kamath returned as MD & CEO of ICICI 
where his biggest move was to convert the DFI into a full-fledged banking powerhouse in 
a short span of time. Over the last decade, he has revolutionised India’s retail banking mar- 
ket, till then the monopoly of foreign banks, by hawking home, car and personal loans in 
every corner of the country. Under him, the ICICI Group also scaled up its presence in life 
and general insurance and asset management. 

Kamath, who was in the news last year for his leading role in bringing about an am- 
icable partition between Mukesh and Anil Ambani, is due to retire in 2009. But unlike 
many others, he has taken care to groom a strong second line of leadership that is ex- 
pected to take the bank to the next level of its evolution. For now, he is planning to 
take icici Bank international. Will he succeed? Given his track record, there is every 
reason to be confident that icici Bank will, sooner rather than later, become “an in- 
ternational bank of significance". ш 

ANAND ADHIKARI 
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From The Editor 


HIS YEAR AN ESTIMATED 150,000 ASPIRANTS WILL TRY TO 

get into a business school of repute. It isn’t 

going to be a cakewalk for them, The top 25 
B-schools together have room for admitting only around 
7,000 or so students and, every year, the competition to be 
one of them is getting tougher. A B-School degree is prob- 
ably the most coveted professional certification as far as 
making a career in corporate India is concerned and it is not 
surprising that the number of young people attempting to 
get into such schools is growing each year. Back in 1998, 
when Business Today broke new ground by publishing the 
first ever business school rankings, we recognised how im- 
portant it was for aspirants as well as India Inc.'s 
recruiters to get an idea of how these schools stack up. 

Ten years later, our annual survey of B-schools is 
even more relevant than it was then. For not only has the 
number of aspirants as well as recruiters swelled, the 
number of schools offering business management educa- 
tion has burgeoned. Small wonder that our Best B-Schools 
issue is widely anticipated by readers. For the past five 
years, our knowledge partner for the annual survey has 
been Nielsen, the reputed global research firm, and our 
methodology has been constantly up- 
dated to reflect changes in the market- 
place—the growing number of schools, 
changing recruitment trends as well as 
changes in what students and aspirants 
want from B-schools. 

Besides our features on some of the 
top rankers on our list, the B-school 
special package this year includes several 
other features. One of them looks at 
how more and more Indian B-schools are mulling global 
affiliations or even a presence overseas (The Global Itch, 
page 122). Another evaluates the advantages that students 
with a few years of work experience may enjoy (A 
Premium on Experience, page 114) and, a third looks at 
some off-the-beaten track MBAs who've eschewed cosy cor- 
porate careers and instead are using their education to 
make a difference in very different fields of work (MBAs 
With a Difference, page 132). Our cover package also 
takes note of new trends and developments: a new school, 
founded by Kellogg’s Bala Balachandran that could rival the 
Indian School of Business (The isp Challenger, page 108); 
and a growing inflow of students from other countries on 
Indian campuses (Foreigners on the Campus, page 126). 

And just so you don’t think this issue is only on 
B-schools, we have other features you wouldn’t like to 
miss: an exclusive 60 Minutes with Nokia’s global chief, 
Olli-Pekka Kallasvuo (page 216); a story on how watch 
and jewellery maker Titan is diversifying yet again (page 
188); and a feature on how three unlikely city munici- 
palities are making waves by reforming the way they 
work (page 200). 
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BEST LETTER 


Premji Walks the Talk 

AZIM PREMJI'S GLOBAL MARCH (SEP- 
tember 9, 2007) succinctly brings 
out the message that a leader can 
always walk the talk and inspire 
others to follow in his footsteps. 
Personal simplicity, robust courage 
in the midst of business turbulence, 
courteous exit even for core team 
members, forever on the lookout to 
extend the horizon of operations 
and unalloyed professionalism are 
some of the words that come to 
mind when talking about Premji 





and Wipro. 


B.RAJASEKARAN , through e-mail 





Subprime Dream May Go Sour 
GLOBALLY BANKERS MIGHT BE WARY 
of subprime borrowers, but we in 
India do not seem to have learnt any 
lessons from this. As mentioned in 
your story Make Mine Subprime 
(Br, September 9, 2007), lenders 
here are disbursing personal loans 
like there is no tomorrow. Surp- 
risingly, some private banks have 
designed a product to cater parti- 
cularly to this segment. And if what 
has happened in the us happens 
here in India, our banks would be in 
a bigger soup. And they will hgve 
only themselves to blame. 

Also, you have done a great job 
of summing up 60 Years of Business 
in Independent India in your special 
issue. Right from visionaries like 
Dhirubhai Ambani, J.R.D. Tata to 
Azim Premji and Narayana Murthy 
and the debacle of Enron and the 
dotcom burst, we seem to have seen 
it all. And the best part is that we are 
percieved as the next superpower 
and double-digit growth is no more 
a distant reality. More importantly, 
other countries are taking India se- 
riously. There is no dearth of great 
entrepreneurs with focus and vi- 
sion to take India to the next level. 
In the coming years, we will be right 
up there with the Us and China. 

BAL GOVIND, through e-mail 
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An Illusion Shattered 
IT WAS GOOD TO SEE BT DOING AN 
article on the Great Indian Mutual 
Fund Illusion (August 12, 2007), 
a topic which has largely been ig- 
nored by other business magazines. 
You have hit the nail on the head 
when you say that the mutual fund 
industry has dismally failed on the 
benchmark of performance. In a 
market where anybody who picked 
up any shares made big gains, mu- 
tual funds have underperformed 
even the indices. A look at ELSS will 
tell you that even long investment 
horizons, due to lock-in, are no 
guarantee of performance. Also, 
the practice of charging the maxi- 
mum permissible entry and exit 
load and lack of communication 
with investors only makes the com- 
mon man wary of investing in mu- 
tual funds. The real test is yet to 
come, when the markets take a 
break from the tireless upward 
climb. Most of the mutual funds 
will also break down. It is time the 
industry took serious note and 
showed the small investor real gains 
in investing in a mutual fund. 
AJAYA PRASAD, through e-mail 


Statues Won't Do it for UP 
I WAS SURPRISED TO FIND THAT NONE 
of the cities in Uttar Pradesh has 


been mentioned in your issue on 
India's Best Cities for Business (BT, 
August 26, 2007). It seems the state 
has nothing to fall back on—neither 
agriculture nor industry. The state's 
only claim to fame seems to be that 
it has produced the most number of 
Prime Ministers. The previous gov- 
ernment under Mulayam Singh 
Yadav had set up a uP Development 
Council, which made a lot of prom- 
ises but no one knows if it led to 
anything concrete. The present gov- 
ernment led by Mayawati is busy in- 
stalling statues, which are in no way 
going to contribute to the state's 
growth. It's time the state govern- 
ment set its priorities right. 
ARUNKUMAR MISRA, through e-mail 


Correction 

WITH REFERENCE TO OUR STORY ON 
Avesthagen, Still Lost in 
Translation (Br, August 12, 2007), 
the company has written to us 
stating that things are much better 
than what вт has implied in the 
story. Avesthagen is growing its 
topline at 69 per cent CAGR over 
the last three years and profits at 
199 per cent over the same period. 
However, being a privately-held 
company, Avesthagen has not 
revealed its profit figures to BT. 


EDITOR 
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FTA Route 

INDIA EXPECTS TO SIGN A FREE TRADE 
Agreement with the 10-nation Association 
| of South East Asian Nations (ASEAN) in 
` November. However, differences over 
concessions to be offered by India remain to 
be ironed out in time for the summit this year. 
ASEAN officials have previously said India needs to agree to take 
out petroleum products from the sensitive list of goods whose 
tariffs will not be eliminated. Besides petroleum, India wanted 
palm oil, coffee, tea and pepper to be treated as special cases. 
Rules of origin was another issue being hammered out. 


Inclusive Cities 

THERE IS A RENEWED THRUST ON 
inclusive cities, in which citizens 
have affordable access to basic 
amenities. Prime Minister 
Manmohan Singh has asked 
chief ministers to prepare time- 
bound action plans for providing 
all basic services to the urban poor in major cities in their states. 
The Prime Minister also asked them to develop innovative re- 
source mobilisation models to finance these projects. An 
analysis of future of Indian cities, and how other emerging 
economies are coping with the urban rush. 


Boost to Start-ups 
INDIA IS FOCUSSING ON CUTTING 
the red tape and easing several 
cumbersome procedural issues 
that affect business start-ups. 
The move comes after the 
World Bank pointed out that 
starting businesses in India was difficult because of lengthy, 
complicated and time-consuming procedures. India ranks a 
lowly 134, 41 places below China, which is reforming at a 
faster pace, says a World Bank report. An analysis of how India 
compares with other nations in Doing Business. 
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SIPRA DAS 


B-Schools as Brands 


Г'5 UNFORTUNATE THAT THE TOP BUSINESS SCHOOLS 

don't teach a case study on management education in 
the country. For, it's unlike any business situation that 
managers encounter in their working careers. Consider: 
Here's a market that's desperate for supply, but adding 
capacity to meet the growing demand is anything but 
easy. Most managers would give their right arm to be 
in a market like that, but education is a different ball 
game. Regulations apart, the ‘raw materials’ that go into 
making a good B-school aren't easy to come by. An in- 
stitute can build a big campus, buy the latest comput- 
ers, and invest crores of rupees in marketing itself, 
but something it can't get with ease is faculty. And it is 
the quality of faculty that makes or breaks an institution. 

Then, marketing rupees alone don't help create 
the B-school brand. Things like the quality of stu- 
dents that come in and the quality of those that grad- 
uate determine the brand equity a school builds with its 
customers, viz. recruiters and MBA aspirants. This sort 
of brand equity is built over several years. Happily 
for B-school customers, there are several brands that are 
beginning to come into the reckoning. As BT’s survey of 
best business schools in the country reveals, recruiters 
are increasingly turning to non-IIMs for management tal- 
ent. The survey this year is particularly notable for 
the rise of certain ‘regional’ B-schools. ІСЕАІ, Hyderabad, 
Narsee Monjee and S.P. Jain in Mumbai have made sig- 
nificant gains in this year's pecking order. 

As these schools better their brand equity scores, 
which is what the pr-Nielsen survey calculates to de- 
termine the ranks, the gap between them and the top 
five schools is closing. The survey categorises B-schools 


Join the Arc 





Siding with the rising sun: PM ‘Singh (R) with Japan s me 
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Perched on top: But IIM-A's brand equity score has declined 


into Monopoly Brands, Winning Brands, Distinct 
Brands, and Undifferentiated Brands, and over the 
years the only B-school that has been able to retain its 
Monopoly Brand status is the Indian Institute of 
Management Ahmedabad. Even then, IIM-A has been 
losing its score over the years. ПМ-В, which until last year 
was a Winning Brand, has dropped to the Distinct 
Brand status, while all the others ranked are in the 
Undifferentiated category for offering more or less 
the same value to students and recruiters. 

To stand out in a crowded market, B-schools need 
to eat a bit of their own dog food, and start thinking like 
managers in a competitive market. That will make 
them offer better value to their customers. Until then, 
recruiters will be led by only one aspect of what makes 
a B-school coveted: namely, not its acceptance rate, but 
rejection rate. There can't be a better argument for the 
IMs and other top B-schools to increase their intake. 


HE ARC OF FREEDOM AND PROSPERITY." THAT'S A 
TM we'll hear a lot more of in the times to 
come. It forms part of Japanese Prime Minister Shinzo 
Abe's vision for the future of the Asia-Pacific Region. 
This vision is important for India—at its heart lies a plan 
to spend billions of dollars to beef up the country's woe- 
fully inadequate infrastructure, to make it attractive for 
Japanese companies to invest here. 

But it is much more than the underlying philosophy 
of a grand investment plan. It is, to put it bluntly, the 
first cut of the emerging geo-strategic architecture 
that will shape the balance of power in Asia in the 21st 
century. For a while now, the rise and rise of China has 
been causing disquiet in the capitals of the free world. 
But given the so-called Bamboo Curtain that shields 
Chinese decision-making from prying eyes, it has 
become imperative for the Free World to have a 
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counter-weight to it in Asia. 

This is where India comes into the picture. The 
country’s recent economic resurgence—and New 
Delhi’s new-found willingness to join the hard-nosed 
poker game that is international power politics—seems 
to have convinced the world that this is a country 
they can do business with. The immediate gains from 
Japan's willingness to invest massive amounts in India 
will be purely economic (see From Japan With Love, 
page 206). Over the medium term, this is expected to 
translate into billions of dollars in FDI, not only from 
Japan, but also other developed nations, that can help 
India achieve its dream—of emerging as the factory of 
the world, and a viable alternative to China. 

But this will come at a price. India will be ex- 
pected to enter into a geo-strategic alliance with the 


Take Them On 


HE RELIANCE GROUP'S RETAIL VENTURE HAS BEEN 

having a rough time recently. Last month, its out- 
lets were stoned and ransacked in Uttar Pradesh. In 
West Bengal, activists of the Forward Bloc, a con- 
stituent of the ruling Left Front, ransacked a retail 
outlet belonging to the same company. The alleged rea- 
son: the entry of Big Retail into agri-retailing will de- 
stroy the livelihood of small farmers and vendors. 

This is not the first time that special interest groups 
have blocked initiatives that threaten their special priv- 
ileges. In Uttar Pradesh, the violent agitation was al- 
legedly spearheaded by the middlemen who are being 
sidelined by Big Retail, which sources farm products di- 
rectly from farmers. In West Bengal, the Forward 
Bloc controls the agri-marketing chain and the boards 
that supervise it. The entry of Reliance, and other big 
chains, threatens to cut it out of the value chain. 
Hence, the violent agitations. 

Then, organised labour, which accounts for 7 per 
cent of India's workforce, has successfully blocked 
labour reforms that can, potentially, create millions of 
new jobs. Here, too, a pampered minority is agitating 
for special privileges, to the obvious detriment of the 
vast majority still outside its ambit. 

BT strongly urges the government not to succumb to 
such blackmail. Even a cursory reading of history will 
show that no class of people anywhere in the world has 
given up its privileges without a fight. But the prospect 
of a protracted battle should not cloud the issues at 
hand. Big Retail is already benefitting thousands of SMES 
around the country by sourcing goods from them and 
selling them to a wider market that individual SMEs can 
never hope to reach (see Riding on Retail, page 210). 
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world’s developed democracies. Sometime in future, this 
could even form the basis of an*Asian NATO”. 
Unfortunately, there are political dinosaurs in the 
country (a.k.a. the Left) who will cry “sell-out” and 
worse at this emerging partnership. But BT takes heart 
from the fact that this government (and even the 
previous NDA regime) has had the gumption to take a 
call on the issue of where India's long-term interests lie 
and move in that direction. 

India's future, clearly, lies in becoming the 
centrepiece of this emerging "arc of freedom 
and prosperity". The UPA government, and future 
ones, should take this partnership to its logical con- 
clusion and not give in to the political blackmail of 
those who let ideological slavishness take precedence 
over national interest. 





Mob mentality: Activists vandalise a Reliance store in UP 


This way, it is creating new jobs and new points on the 
country's economic value chain that would otherwise 
have remained untapped. Similarly, in labour reforms, 
the loss of job security for a minority of the country's 
blue collar workforce will open up massive 
opportunities for those still barely eking out a livelihood 
on the margins of society. 

But politicians, typically, prefer not to look be- 
yond the next elections, and with talk of mid-term polls 
in the air, many of them will find it worth their while 
to fish in troubled waters. India Inc. and the government 
should take it upon themselves to launch a massive 
campaign to “educate” society about the shenanigans of 
these special interest groups, while at the same time 
taking them head on by calling their bluff. Otherwise, 
the country's future could well be at stake. m 
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Chindia’s New Battle 


India will have to work hard to maintain its lead 
over China in New Economy sectors. MUKUL RAI 





Chinese President Hu Jintao and PM Manmohan Singh: Who has the edge? 


HEN THE FINANCIAL TIMES RECENTLY REPORTED THAT CHINA HAD 
\ X / left India behind in the field of clinical drugs trials, it accentuated 
fears of India being overrun by the dragon in New Economy ar- 
eas where it has enjoyed a clear advantage so far. *I am not surprised," says 
Swati A. Piramal, Director, Nicholas Piramal India. *China already leads 
India in the manufacture of APIs and has become the leader in the number 
of clinical trials." Is India losing out to che Chinese in the area of its core 
competence? “At the moment, the threat to our industry is not significant,” 
says Subir Gokarn, Chief Economist, Standard & Poor's Asia-Pacific. 
India has a clear advantage over China, especially in the BPO and ITEs space. 
And though China is training an army of youngsters in English, India is ex- 
pected to maintain its advantage for quite some time. “India has a lead of 
a couple of decades over China in this," says Marut Sen Gupta, Head 
(Economic Policy), cu. 

Secondly, though China's overall rr sector is much bigger (its 2006 an- 
nual revenues were $150 billion or Rs 6,75,000 crore), software and serv- 
ices accounted for just $12.3 billion (Rs 55,350 crore), compared to 
India's $39.6 billion (Rs 1,78,200 crore). These, according to NASSCOM, are 
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WILL THE INDIAN 
CRICKET LEAGUE EAT 
INTO BCCI'S REVENUES? 
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projected to grow to $28 billion (Rs 1,14,800 crore) and $60 billion 
(Rs 2,46,000 crore), respectively, by 2010. 

Some of the advantages the Indian IT industry enjoys over 
China are a high a level of sophistication in terms of nurturing and 
grooming talent, and a strong brand equity that helps it bag business 
from major clients in the Us and Europe. “This is where we have 
stolen a march over China,” says Sen Gupta. Adds Kiran Karnik, 
President, NASSCOM: “But we will have to work hard to maintain our 
lead. This will require a favourable policy and tax environment, a 
huge thrust in education and vastly improved infrastructure.” 

A recent Nasscom white paper, titled Tracing China's rr Software 
Services Industry Evolution, points out: “To develop China’s ca- 


DRAGON VS ELEPHANT 





India is likely to maintain its lead in IT, and is evenly matched in pharma. 





pabilities as an outsourcing base for ІТ software and services, its 
Ministry of Commerce has initiated the *ten-hundred-thousand 
programme’. Through this, China hopes to promote 10 (later in- 
creased to 11) cities as key offshore service centres; attract 100 MNCs 
to China and assist the development of at least 1,000 local enterprises 
having the capability and international qualifications to undertake 
offshore outsourcing." The goal: more than double software serv- 
ice exports from $12 billion in 2006 to $28 billion by 2010. 
Recently, when China overtook India in clinical drug trials (it has 
274 trials underway at present compared to India's 260; cumulative 
figures for completed or ongoing trials stood at 510 and 471, re- 
spectively), it signalled another instance of the country's relentless 
drive to corner bigger shares of the global market. But not everyone 
is perturbed. “India still has distinct edge as it is present at the higher 
end of the (pharma) value chain," says Gokarn, adding: *We can also 
compete with them in some legacy industries, like auto and pharma, 
where domain knowledge is critical. But in labour-driven sectors like 
textiles, we are nowhere on the scene." 
So what's the bottom line? India is likely maintain its lead in 
IT well into the foreseeable future, but needs to address the con- 
cerns and shortcomings if it wants to maintain it in the long run. 
In the pharma sector, neither country is likely to emerge a 
clear winner anytime soon. 
ADDITIONAL REPORTING BY RISHI JOSHI 
AND E. KUMAR SHARMA 
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“We Help Optimise 
Travel Spends” 


UBERT JOLY, CEO OF GLOBAL 
business travel major Carlson 
Wagonlit Travels, was in India recently 
and took some time out to speak to BT's 
Kushan Mitra about the range of serv- 
ices and solutions offered by his com- 


pany. Excerpts: 


How large is the global market for business 
travel? 

The business is estimated at around 
$350 billion (Rs 14,35,000 crore) glob- 
ally. We had a business volume of $21 
billion (Rs 94,500 crore then) last year. 


But why should companies outsource their 
travel needs? 

As companies become more globalised, 
their travel needs become more com- 
plex. We have solutions that can help 
companies optimise their travel spends. 
We can even help our clients track 
their carbon-dioxide emissions, be- 
cause in certain economies, compa- 
nies are getting very concerned about 
the environment and the impact of 
their actions, including travel, have. 


How do you deal with security-related 
concerns? 

We realise that people need to travel to 
places where terrorism and kidnap- 
ping are concerns. We work closely 
with companies to enforce strict poli- 
cies on security. Our solutions can also 
help companies track where their em- 
ployees are if they are travelling, which 
can help in case of an evacuation. 
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India Inc. Has Many More Owners 


VER THE PAST FEW 
Os impressive 
corporate performances 
and strong macro- 
economic growth have 
drawn more and more 
investors to the Indian 
equity market. Result: 
the shareholder base of 
India Inc. has grown 
dramatically over the 
last year period. IT com- 
panies Satyam 
Computer Services and 
Infosys Technologies 
have registered the 
biggest increase on this 
count, more than dou- 
bling their shareholder 
bases over this period. 
Between April 1, 2006 
and March 31, 2007, 
the shareholder base of 
Satyam increased 165 
per cent from 95,356 
shareholders to 
252,000. Interestingly, 
its shareholder base in 2004 was 
higher, at 132,000, than in 2006. 
Unlike Satyam, which has seen its 
shareholder base rise, fall and rise 
again, Infosys Technologies has 
seen a steady rise in these num- 
bers—it expanded 149 per cent to 
489,000 (196,000). Compared to 
these two, Wipro and TCS have 
seen only a modest rise in 
the numbers of shareholders—of 





27 per cent and 22 per cent, 
respectively. 

Says Shriram lyer, Head of 
Research, Edelweiss Securities: 
“Rising institutional participation 
and the entry of new domestic 
investors are pushing this trend." 
He, however, doesn't think the 
rise is particularly substantial or 
unprecedented. *We are at just 
about the same levels as in 1991, 


when the investor base 
touched almost 10 mil- 
lion, compared to about 
eight million now." Over 
the past four years, the 
number of Fils registered 
with the Securities and 
Exchange Board of India 
has risen almost 100 per 
cent from 600 to nearly 
1,100, while the num- 
ber of registered Fil sub- 
accounts has touched 
3,300 compared to nil 
in 2004. Then, the num- 
ber of mutual fund in- 
vestor folios has also 
risen to 30 million com- 
pared to around 24 mil- 
lion in March 2006. This 
goes against the conven- 
tional wisdom that the 
rising Sensex has not at- 
tracted many new retail 
investors. 

Among other BSE 
Sensex companies, the 
shareholder bases of Bajaj Auto, 
Cipla, Hindalco, L&T, Tata Steel 
and M&M have increased in the 
range of 24-83 per cent. SBI and 
HDFC Bank have seen one per 
cent increases on this account, 
while icici Bank (-9 per cent) and 
HDFC (-1 per cent) have witnessed 
declines in the number of 
shareholders. 

MAHESH NAYAK 


PE Funds Step up their Hunt in India 


T3 APPETITE OF PE PLAYERS FOR INDIA’S FAST T EH 
growing economy is getting bigger. Says Munesh 
Khanna, MD, Halcyon Group: “The PE market is 
maturing in India and Indian entrepreneurs are re- 
alising the difference between management and 
ownership of companies. The next step is buyout 
deals involving publicly listed companies.” 

` MANU KAUSHIK 
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Old Ad Jingles on the Comeback Trail 


Bajaj (top) and Kingfisher ads: Reviving popular old jingles to break the clutter on TV ' 


T’S AN OLD PROBLEM—HOW DO 
[ia agencies break the clutter on 
television and reach out to their 
target audience? The ad frat has 
hit upon a solution that’s also old. 
How? Revive popular old jingles 
and soundtracks. Several of them 
are back—the old Nirma jingle 
that took on and humbled the 
pride of the mighty Levers mar- 
keting machine and the all too 
familiar Hamara Bajaj score. 

It’s not as if hard-nosed mar- 
keters are succumbing to nostalgia 
without reason. “Today, re-mixes 
are a very accepted form of music 
for people and in a sense the ad 
world is coming a full circle. They 
are realising the worth of catchy 
tunes that they have created for 
brands in earlier decades," says 
Santosh Desai, MD & CEO, Future 
Brands. Desai, the former head 
of McCann Erickson in India, 
avidly tracks Bollywood and ad- 
vertising trends, and feels that fa- 


miliar old ad soundtracks are a 
great way of hooking customers. 

Others are quick to agree. 
Says, K.V. Sridhar, National 
Creative Director, Leo Burnett: 
“This is a great way to break 
through the clutter. People recall 
ads that they so diligently watched 
in the ‘DD days’ when there was 
little choice. Today, when there is 
little time to grab their attention, 
familiar tunes with new visuals 
are a great way of holding their 
attention.” So it’s not surprising 
that many companies are falling 
back on signature tunes that had 
served them so well in the past. 
For example, Airtel, which used 
A.R. Rahman’s catchy tune in 
2003, is now harnessing it again. 

The debate has many more 
strategic angles, apart from the 
one over ad clutter. The recent 
emerging example is the way in 
which ив Group's Kingfisher 
brand has been using the signature 


Oola la, Oleo tune for its pre- 
mium water brand. In fact, this 
is one company that has used its 
brand and various mnemonics in a 
very consistent and deliberate 
manner to escape being accused of 
surrogate advertising. “There is a 
very contemporary approach to 
the way Kingfisher and Raymond 
bank on old music with new im 
agery, just as Hamara Bajaj has 
used a very new look to mesh 
with the score. Similarly, you 
have Titan that has sought to re- 
vive its old Mozart tune and even, 
at one point, tried a rock-like in- 
terpretation for it. All these are 
very powerful emotional bridges 
that brands build with consumers 
and it requires a lot of intelli- 
gence to work and change the 
imagery or the musical language 
without changing the grammar” 
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Scooters are Picking up Speed Again 


- Riding High 


ler more than a decade of decline and stagnation, 
scooter sales are rising once more. 








108 Units MBB HMSI share (9%) 
*HMSI production was affected by a workers' protest 


ACK IN THE EARLY '905, SCOOTERS WERE STILL INDIA'S 

favourite mode of transportation, and in 1992-93, 
over a million were sold. The best-seller then was 
the Bajaj Chetak. Since then, the scooter market in 
India seemed to have gone into a terminal decline, with 
sales falling to under 600,000 units in 2000-01. Seven 
years later, the scooter market is seeing a revival, pri- 
marily thanks to one company, Honda Motorcycle and 
Scooter India (HMSI). Leading the charge is the Honda 
Activa, its best-selling model. 

In the first four months of the current financial year, 
domestic sales of scooters and scooterettes have 
climbed 17.15 per cent to 344,000 units. And sales for 


НМ] in this segment have climbed 33 per cent, even as 
one-time segment leader Bajaj Auto shuttered its 
scooter factory at Akurdi near Pune. 

It seems that HMSI cannot make scooters fast 
enough—the company actually has a waiting list for de- 
liveries, which, in certain markets like Kerala, is as long 
as 40 days. "What is remarkable is the number of 
people who make cash-down payments for HMSI prod- 
ucts," remarked Ashok Khanna, Executive Vice 
President, HDFC Bank, a large auto financier, to this 
magazine recently. The HMSI plant at Manesar is burst- 
ing at the seams, with a rated scooter capacity of 
600,000 units per annum; it is running at full-steam, 
manufacturing more than 50,000 scooters every 
month. Little wonder then that HMSI is looking to 
gradually increase capacity to 800,000 units per annum 
for scooters as well as increase its dealer network 
from 400 to 600 within three years. 

Rajiv Bajaj, MD, Bajaj Auto has also stated his desire 
to re-enter this segment and also showcased a scooter, 
called Blade, at ће 2006 Auto Expo in Delhi. HMsr's sis- 
ter company, Hero Honda Motors (HHML) which has 
seen sales of its Pleasure scooter stagnate, has signed up 
leading Bollywood actress Priyanka Chopra to be its 
brand ambassador. With all the action it seems that the 
scooter market will break the million unit sales mark 
for the first time in 15 years this financial year. 

KUSHAN MITRA 


US Subprime Crisis Hits Indian BPOs 


HE TREMORS CAUSED BY THE US 
j bem crisis has hit Indian 
shores, buffeting sections of the 
Indian BPO industry. WNS, a large 
player in this space, recently an- 
nounced that that one of its clients, 
First Magnus, a Us mortgage firm, 
had filed for Chapter 11 (bank- 
ruptcy protection). This will result in 
its topline shrinking by $20 mil- 





its revenues from the Us mortgage 
market and “these revenues con- 
tinue to be at risk". In view of this, 
it has redeployed 100 employees 
to other services. 

At a press briefing, Amitabh 
Chaudhry, CEO, Infosys BPO, which 
also had an exposure to GreenPoint, 
said the impact of the crisis “will not 
exceed $1 million (Rs 4.1 crore) 


HSOHD WYHNIHS 


lion (Rs 84 crore) and bottom line 
by about $4 million (Rs 16.4 crore). 
The company, however, declined 
to speak to BT on the subject. 
iGate Global Solutions, another 
BPO player, which derives 10 per 
cent of its revenues from 
GreenPoint Mortgage, which de- 
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BPO blues: Blame it on the US 


clared itself bankrupt on August 
20, will also take a hit. In an e- 
mailed response to a questionnaire 
from BT, N. Ramachandran, CFO, 
iGate Global Solutions, says the 
company derives 6-7 per cent of 


in revenues, as the company deals 
mostly with larger mortgage firms, 
which are expected to weather the 
storm. Says NASSCOM President 
Kiran Karnik: “Some small players 
will be affected, but overall, there 
will be no major negative impact.” 

PALLAVI SRIVASTAVA 





Thums Up: En route to being a truly global cola drink 


HE THUNDER IS GOING ABROAD. COCA-COLA, 

which acquired home-grown cola brand Thums 
Up from Ramesh Chauhan in 1994, has launched it 
in UAE. “We have always known Thums Up’s 
strength and have retained its positioning as a bev- 
erage for young male adults who prefer the strong 
taste. We realise that many Indians seek its taste 
across geographies and keeping this in mind, we 
have recently launched Thums Up in the UAE,” 
says Venkatesh Kini, vp (Marketing), Coca-Cola 
India. Thums Up, incidentally, remains the top- 
selling cola brand in India’s Rs 6,000-crore sparkling 
beverages market, despite the millions of dollars that 
Coke and Pepsi have spent on their flagship brands 
over the last decade. Kini denies suggestions that 
Coke has neglected Thums Up, pointing out that the 
company had signed on Bollywood action star 
Akshay Khanna as its brand ambassador. 

Of course, considering that 40 per cent of 
UAE residents are Indians, the launch is a bit of no- 
brainer. But now, Coca-Cola is also considering in- 
troducing it in other markets with significant 
concentrations of Indians. “We will certainly not 
ignore a critical mass of customers anywhere, 
but it has to be a large enough number for it to be 
viable for us,” says Kini. 

Thums Up is the first home-grown food and bev- 
erages brand being taken abroad by a multina- 
tional. But this is only an extension of a still emerg- 
ing trend of MNCs taking brand they have developed 
in India abroad. 

Frito Lay India, PepsiCo's snackfood subsidiary, 
has soft-launched Kurkure, the crunchy spicy snack 
it developed in India, in the Us market, where it is 
being sold as an Indian snack. It also plans to 
launch it in South Africa and Australia. And 
McDonald's has launched McAloo Tikki Burger, a 
burger made with a potato cake and Pizza McPuff, 
both developed in India, in West Asia. 

SHAMNI PANDE 


management 
career 


One-Year Post Graduate Programme in 
Public Management and Policy 
(PGP-PMP) from IIM Ahmedabad 


PGP-PMP is a rigorous one-year programme in public management 
and policy with concentrations in governance and policy 
formulation and implementation, financial regulation, infrastructure 
development, management of international organizations, public 
enterprise management, and technology policy. This is a one-year 
full-time residential programme. 


PGP-PMP has been designed to sharpen skills and to broaden the 
perspectives of civil servants, managers of parastatals and public 
enterprises, professionals from NGOs, executives of private sector 
firms dealing with public management issues, and those pursuing 
political careers with legislative experience. 


International exchange / attachment has been designed to expose 
participants to public management policies and practices followed 
in a different cultural context. Currently we have formal 
understanding for attachment / exchange programmes with (i) 
Faculty of Economic and Social Sciences, IOMBA Programme, 
University of Geneva; (ii) Lyndon Johnson School of Public Affairs. 
University of Texas at Austin; (iii) The Georgetown Public Policy 
Institute, Georgetown University; (iv) The H John Heinz IIl School of 
Public Policy and Management, Carnegie Mellon University; and (v) 
The Warwick Business School, University of Warwick. 


Executives from public sector enterprises, parastatals, 
government and its organizations, and large private corporations 
are encouraged to apply. 

The Department of Personnel & Training, Gol has signed an MoU 
with IIMA under which DoPT would partially support up to 30 Class | 
civil servants of Group (A) Services for the programme 


EM — 3|) 3 


1. A bachelor's degree or equivalent in any discipline 
Seven or more years of work experience or legislative 
experience of between 1 and 5 years by March 2008 
GMAT, GRE, or CAT scores. GMAT/GRE score should have 
been obtained between April 1, 2005 and October 15, 2007 
and CAT scores from any of the last three CATs 
Candidates not having GRE/GMAT/CAT may also apply. 
Such candidates would have to appear for a specially 
designed test 
Short listing for interviews would be based on test 
score/GMAT/GRE/CAT score and application rating 


For further details of the programme 
and to download the application form, 
please visit http://www.iimahd.ernet.in 


Chairperson, PGP-PMP 
Indian Institute of Management, 
Ahmedabad 380015 


Tel: +91-79-26324455-57 
Fax: 26324586, 26306896 
Email: pgppmp@iimahd.ernet.in 
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21 Institute of 
2 ? Management 
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What? Come June 1, 2008, all paper airline 

tickets (that come in the form of a booklet) 
À will be phased out and electronic tickets 

will become the norm. The International 
Ё Air Transport Association (IATA), 

which represents over 240 airlines 
worldwide, recently set a May 31, 2008 
deadline for full conversion to e-ticketing and 
issued its last order for paper tickets. 











Why? According to IATA figures, the cost of a paper ticket, at $10 (Rs 410). 
is 10 times that of an e-ticket ($1 or Rs 41) and that a full conversion to e 
tickets will save airlines $3 billion (Rs 12,300 crore) annually. 


What is the trend? As of July 2007, 84 per cent of tickets issued worldwide were 
e-tickets, and IATA expects that figure to be 96.5 per cent by June 1, 2008 
The US is currently the world leader in e-ticket penetration at 95 per cent fol- 
lowed closely by China. 


What is the scene in India? E-ticket penetration in India is a little less than the 
Asia-Pacific average of 77 per cent. Indian carriers like JetLite. SpiceJet, 
Kingfisher Airlines, IndiGo Airlines and GoAir already operate through e-tickets. 
Other airlines operate at least partly through e-tickets. 


ВЕК BHATTACHARYA 
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ECONOMY 


STATUS: 5.7 per cent in the first 
quarter (April-June) of 2007-08. 


The Big Picture Looks Good 


77 


68 6.9 


6.7 





July'06 Sept'06 ^ Dec.'06 Mar.'07 


CPI Figures in per cent 
Figures for last four quarters (last week of the last 
month of the quarter) Source: RBI 


IMPACT: A falling CPI is good for a 
growing economy as any rise in 
the cost of living will directly impact the 
competitiveness of the goods and 
services produced and exported by a 
country. 


STATUS: Rs 3,19,476 crore as on 
July 31, 2007. 


Debt=Safety 


Jon.'07 MER 1,96,869 

Feb. 07 I 220,080 

Ма 07 I 191328 
Anor 206,033 

Voy 0 Н 261016 
оС — 242.114 
муо EE 3,19,476 


E Debt funds Figures are AUM in Rs crore 
Source: IDBI capital market service 


IMPACT: Assets under management of 
debt funds are on the rise due to the 
peaking of the equity market and fears 
of a large correction coming some- 
time soon 
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introducing Reliance Passport 


now enjoy up to 90% savings, while calling India from abroad. 


Y 





Rs 500 


prepaid calling card 





< 24 реценсе launching for USA, Canada & UK. soon to be launched for 
— J Malaysia, Singapore, Australia, UAE and 30 other countries. 








Reliance Passport is a unique offering from Reliance Communications and Reliance India Call-the leaders in USA, UK and Canada-c atering to over 
1 million happy customers. a Reliance Passport prepaid calling card is, perhaps, the most cost effective way of staying in touch with your family 
and associates back home as it saves you up to 9096 while calling India from abroad. so why burn a hole in your pocket? just buy a Reliance 
Passport prepaid calling card from your nearest Reliance World or Reliance Money outlet and enjoy longer chats 








Reliance Passport: 
available in denominations of Rs. 500, Rs. 1000 & Rs. 1500 


country 





other benefits: 
о full talktime о global connectivity-call all over the world 
D access to 04321 voice portal 

stay connected to latest happeninqs in India 








all customers of Reliance & other service providers (for both 

fixed & mobile) in India can use the Reliance Passport prepaid 

calling card by following 3 simple steps: 

O scratch the card and get your PIN no 

D dial the access number for the country as specified in the user 
quide followed by the PIN no 

© just dial the number you want to reach in India or anywhere in the world 


for sales & distribution enquiries in India contact 1 -800- 3001 -3333 ~ : 
hi чырга giclee: idees RELIANCE Communications 


(from other phones) or visit us at www.reliancepassport.com Anil Dhirubhai Ambani Group 








Services are provided by: foreign affiliates of Reliance Communications Ltd. Marketed by: Reliance Web Stores Limited. Е" block, Dhwrubhai Ambani Knowtedce (itv Thane - Flare mad Kenadkhalena Naud АЛ vr 
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P-WATCH 


A bird's eye view of what's hot and what's 


not on the government's policy radar 





M&A DISCLOSURES TO BE MANDATER 


HE YET-TO-BE FUNCTIONAI 

Competition Commission 
of India (CCI) is set to get more 
teeth. The new Competition 
(Amendment) Bill, 2007, awaiting 
the Parliament's nod, makes it 
mandatory for companies 
involved in mergers and acquisi- 
tions (M&As) to inform the CCI 
within 30 days if the combination 
results in assets of more than Rs 
1,000 crore or a turnover of Rs 
3,000 crore or higher. Non-com- 
pliance with this provision 
will attract fines in the first instance. A repeat violation 
will be treated as a criminal offence, according to provi- 
sions of the Bill. 

Importantly, the Bill proposes a two-way coordina- 
tion between the various statutory regulators like the 


TEXTILE EXPORTS TO GET ALEG UP 


N AN ATTEMPT TO PROVIDE A FILLIP TO THE TEXTILE 
| which is reeling under the burden of a 
appreciating rupee, the government is planning to 
provide dedicated textile cargo handling facilities at 


major Indian air- 
FAST TRACK MOVEMENT 


ports and seaports. 
: Such dedicated facil- 
m Plans afoot to provide dedicated чае 
cargo handling facilities at major 


ities will help reduce 
airports and sea ports the turnaround time 


at the export termi- 


m Move will reduce shipment costs, nals. This will 
thereby improving the competitive- reduce the shipment 
ness of textile exports costs and ensure 


greater reliability in 
dispatch schedules for exporters. Such facilities are 
likely to come up at sea ports like Mumbai, Chennai 
and Tuticorin and also at international airports in 
Mumbai, Chennai, Delhi and Bangalore. 

With recent trade data showing a marginal decline 
in exports to a key large buyer, United States, meas- 
ures to improve the export competitiveness is the 
need of the hour. 

AMAN MALIK 
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Deal time: Essar's Ruia and Vodafone's Sarin 


Telecom Regulatory Authority 
of India (TRAN) in the telecom sec- 
tor and the CCI . 

The Bill, if passed, will make 
CCI a market regulator for pre- 
venting anti-competitive prac- 
tices and will give it statutory 
powers with the eventual aim of 
replacing the Monopolies and 
Restrictive Trade Practices 
Commission (MRTPC), which will 
- be dissolved within two years of 

the new legislation. 

The cci was established in 
October 2003 but could not become functional due 
to a petition before the Supreme Court, challenging 
the appointment of a bureaucrat as the head of the 
institution. 

RISHI JOSHI 


TRAI MOOTS EASIER NORMS 


N ITS MUCH AWAITED AND DELAYED 
guidelines, the Telecom Regu- 
latory Authority of India (TRAI) 
has recommended that there be 
no cap on the number of telecom 
operators allowed to operate in 
each circle—a demand put forth 
by the powerful GSM lobby. 
Further, the regulator wants to relax M&A norms 
by increasing the crossholding limit (of one operator 
holding stakes in others) by 20 per cent (with a few 
safeguards thrown in), and bring in technology neu- 
trality while issuing telecom licenses. Operators offer- 
ing dual technology will have to cough up an entry fee 
equivalent to the amount for that service area. TRAI 
also wants spectrum for 3G services and further addi- 
tional spectrum for 2G services to be auctioned. With 
the regulator having given its recommendations, the 
spotlight now turns on the Department of Teleco- 
mmunications, the ministry and its minister N. Raja 
for a final view on the matter. 





AMAN MALIK 


"Your tiles cover more than just the roof. 
Wo safeguard your reputation trust MRF TileGarde. 


introducing MRF TileGarde - a speciality tile-coat born out of French technology and advanced 
esearch. Not only does it protect your tiles from the ravages of weather, but also changes the way 
Bhe world sees you. Try it. For your tiles say more about you. 


3ecommer d for terr На tiles, bricks. unpolished ar: 


MAF LIMITED - Speciality Coatings Div., Tarapore Towers, V Floor, 826, Anna Satai, Chennai 600 002 Ph: 044-28521033, 28550297, 28550298 Fax: 044-28520912 e-mail ho@mripaiat со in 


For more information visit us at: www.mrfpaints.com 
ZONAL OFFICES: New Delhi: 011-28113758/3245 Ghaziabad: 0120-3241286,2797615 Kolkata: 033-24571504/0830 Mumbai: 022-56952253/54 Bangalore. 080-23142901/3002 Chennai 


44-28170022 
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P-WATCH COLUMN The why, what and how-to of policy making 





SIPKA DAS 
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CROSS FERTILISATION —— 
INDUSTRY NEVER SHIES AWAY FROM 
lobbying the goverment when its 
case awaits approval. Who would 
know it better than RIL, which 
has spent over $5 billion on its 
KG Basin gas project and is in 
the process of obtaining approval 


evidently chose not to work too 
hard on the Fertiliser Minister 
Ram Vilas Paswan, a key mem- 
ber of the Empowered Group of 
Ministers (Ecom). For, a fertiliser 
ministry official conveyed to a 
key petroleum ministry official, 
the minister's desire to meet 
Mukesh Ambani before the meet- 
ing of the єсом. It goes to show 
that lobbying is a double-edged 
weapon. BC 


DELIVERY PANGS 

THE POOR REPUTATION OF THE 
government's delivery mecha- 
nisms is only too well known, be 
it in infrastructure or subsidy 
disbursal. It turns out that the 
story is not different even when 
it comes to delivery of docu- 
ments to Cabinet Ministers prior 
to a Cabinet meeting. On August 
27, Finance Minister P. 
Chidambaram was horrified to 
find that he had not received the 





documents for the evening's · 


meeting on RIL's gas price. It 
turned out that the papers had 
been sent to his residence over 
the weekend. BC 
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'LEASE' OF LIFE FOR SEZ? 

ATE LAST MONTH, THE 180-ODD SEZ DEVELOPERS WERE GREETED WITH 
[ that left them much relieved. The government was now plan- 
ning to allow states acquire up to 30 per cent of the land for the devel- 
opers. Evidently, the ghost of Singur, Nandigram and Raigarh managed to 
impose only a temporary ban on land acquisitions, no further. However, 
that offers little comfort against a repeat of such incidents. After all, the fun- 
damental issue remains unaddressed for the most part—that of meeting the 
farmers' aspiration to share the gains of industrialisation. 

To attempt an answer will require a wide lens angle of the situation. 
There is no denying that planned urbanisation is a key aspect of sustain- 
able growth. Robust industrial growth fuelled by the erection of new fac- 
tories across sectors will be accompanied by new cities being born, and 
suburbs mushrooming around these employment hubs. And all this will 
happen on land that the farm sector must relinquish. Hence, central to the 
sustainable growth theme is the need for a land utilisation policy at the 
national level. For example, the least productive farm lands need to be 
identified for industrialisation to ensure that agriculture 
growth does not suffer. Further, reforms in the agricul- 
ture sector need to improve the yields in the farm- 
lands. Hence, the food security aspect must blend 
with the industrialisation policy. 

At a social level, as farmers sell their land, 
they need to be gainfully employed, and not dis- 
gruntled with the happenings around them— 
industrialisation will bring prosperity all 
around. The central government's rehabilita- 
tion policy of a one-time settlement does not 
ensure this. In the neighbouring villages of Pune, 
farmers have more than made up for government 
failure on this count—they have got together and 
decided to develop an sEZ. They continue to till the land 
and milk the cows; but this income will be a fraction of the lease rentals 
from the SEZ. However, expecting entrepreneurial skills from farmers 
across the country is rather ambitious. Ironically, Singur, West Bengal, 
where farmers have protested against the Tata project, offers insight. The 
automobile major’s small car will be manufactured on land belonging to 
the state—the main plant is situated on land leased from the state govern- 
ment and not belonging to Tata Motors. According to the Tatas, the gov- 
ernment will earn Rs 1,000 crore towards lease rentals. Why can’t the 
farmer earn this rental rather than the government acquiring land from 
the farmer and leasing it out to Tatas? 

In other words, rather than buying land, the government should 
facilitate the leasing of land, with the sez developers having the first 
right of purchase as and when the farmer chooses to sell land after a 
lock-in period. A diluted form of this option has been adopted by RIL in 
its Maha Mumbai SEZ, where it will return 12 per cent of the land 
bought from the farmers after developing the SEZ. 

Surely, ‘inclusive’ growth is not an option. It is a necessity. 

BALAJI CHANDRAMOULI 









14 patents each working day 


Bosch Innovation: Bright ideas are an everyday event at Bosch. On an 
average, Bosch registers 14 patents each working day. A staggering 
achievement made possible because Bosch invests more than 7% of 
its sales in research and development every year. In the financial year 
- ending 2006, Bosch’s R&D spend stood at 3.3 billion euros. So every 

innovation that comes from Bosch, truly is Invented for life. 
www.boschindia.com. 


(Ө) BOSCH 


Invented for life 
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PRANAB MUKHERJEE 
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` Mukherjee: Chief troubleshooter 


E IS WIDELY REGARDED AS THE MOST POWERFUL MIN- 

ister in Manmohan Singh's Cabinet and he is 
Congress President Sonia Gandhi's chief trouble- 
shooter. No wonder Gandhi and Singh turned to 
Pranab Mukherjee, 71, who also holds a day job as 
the country's Foreign Minister, to diffuse the crisis in 
UPA-Left ties over the Indo-US nuclear deal. 

The Congress' man for all seasons has had a 
roller-coaster career. He shot to fame in 1982 when 
Indira Gandhi appointed him Finance Minister and 
effective #2 in her Cabinet. That high was followed 
by a spell in the wilderness, when Rajiv Gandhi ex- 

-pelled him from the Congress, for reportedly har- 

 bouring Prime Ministerial ambitions—something 
he has always denied. Retuming to the party during 
the P.V. Narasimha Rao years, he soon found him- 
Self back in the familiar role of Prime Ministerial con- 
fidante. It is a tribute to his political acumen that he 
alone, from Rao's inner circle, has retained his au- 
thority in the corridors of Delhi's power circuit. 

-But he has had his share of other controversies, 
too. He was seen to be particularly close to the 

Dhirubhai Ambani, but to his credit, no charge 
of misdemeanour was ever proved. His rivals called 
him a drawing room politician as he had never 
won a popular election in his life. He answered his 
critics in 2004 by winning the LS elections from 
Jangipur in West Bengal. Earlier this year, he missed 
out the chance of becoming the President of India be- 
cause Sonia Gandhi reportedly felt that he was too 
important a minister to spare. That decision has 
proved to be a stroke of genius. Without Mukherjee's 
political skills, this govemment may not have survived 
the convulsions it has faced over the last month. 

MANU KAUSHIK 
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NUMBERS OF NOTE 
600,000. The number of engineers China 


produced in 2005. India produces nearly 500,000 
technical graduates annually. 


$649 bition: Amount raked in by OPEC 
members through petroleum exports in 2006, 
up 22 per cent from the previous year. 


1 ‚274. The number of companies listed оп 
the NSE. The exchange recorded a 16.6 per cent 
jump in the number of listings during the 12-month 
period ended July, next only to Poland's Warsaw 
Stock Exchange, which recorded a 29 per cent 
jump in the number of listings. The National 

Stock Exchange was launched in 1994-95 

with about 100 companies. 


50 per cent: The growth in PE deals in India 

in the first seven months of 2007, compared to 

the corresponding period last year. Global private 
equity firms, including Blackstone and Carlyle Group, 
have invested $3.8 billion (Rs 15,580 crore) so far 
this year. The record volume has been reached 
through 81 M&A deals. 


$39.6 bition (Rs 1,62,360 crore): The total 
revenues of the Indian IT, software, BPO and 
KPO sectors in 2006-07 


Rs 25,989 crore: Personal income tax col- 
lected by the government in 2007-08 (till August 15, 
2007). The figure for 2006-07 was Rs 19,170 crore 


Rs 500 crore: Projected floriculture exports 
from India in 2007-08, compared to Rs 390 
crore in 2006-07 


$4.9 billion (Rs 20,090 crore): FDI inflows into 
India during the first quarter of 2007-08 compared 
to $1.7 billion (Rs 6,970 crore) in the corresponding 
quarter of 2006-07 


$500 million: The estimated losses suffered 
by foreign businesses every year in India 
because of piracy 


40. The age of the Big 
Mac, McDonald's triple- 
decker burger. McDonald's 
estimates that 550 million 
Big Macs are sold each year 
in the US alone 
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Saab JAS-39 Gripen 

Country of origin: Sweden 

In service with: Sweden, South Africa, Hungary and the Czech 
Republic 













- "T Pros: Light, agile and fu ible wi ioni 
Boeing F/A-18 E/F Super Hornet 44 weapons might choose t neta onthe aera. Cal 
Country of origin: US an advantage since India has a soft spot for Israeli-made weapc— 
In service with: US (Navy), Australia (ordered) ~ CHER. Cons: Single-engined aircraft, though that is not a 
Pros: USN nt frontli disadvantage, the company claims. Plus, after ee 
combat-proven en and has son action a Aighanistan, 45, — ae ee military deals 
and also has stealth features. : 

Cons: Designed for service onboard US Navy carriers. Fractious US 

Senate may pose difficulties on technology transfer front. 

The Ministry of Defence has recently issued a global tender for supplying the Indian Air Force (IAF) 126 
Medium Role Combat Aircraft (МЕСА). The order, which could be worth Rs 42,000 crore, mandates technolom 
transfer and local production. Here are the aircraft in the fray. KUSHAN MITRA 


Eurofighter EF2000 ‘Typhoon’ 
W Country of origin: Jointly developed by UK, Germany, Spain and Italy 


In service with: UK, Germany, Spain, Italy, Austria and Saudi Arabia 
(ordered) 


Pros: In service with several nations. Can perform 

'supercruise'-long periods of supersonic flight without using 
the reheat function, thus, saving fuel. 

Cons: Full ground attack capabilities still not proven, 

à and the aircraft's main air-to-air weapon system, 
the MBDA Meteor, is still being developed. 
There are also issues with the delivery 
schedule, though that is unlikely to 
impact this order. 


E Dassault Rafale 
Е Country of origin: France 
In service with: France (Air Force and Na* 


_ Pros: Features an extremely advances 
‘integrated electronic survival system’ 
called ‘SPECTRA’ among some of the othe 
advanced avionics. Its makers claim tl 
it is the most modern fighter of its 
generation. 


Cons: Expensive. If this aircraft is orderes 
costs are expected to escalate. Even th 

French are scaling down orders. Question 
remain about whether France will provie 
unrestricted technology transfer. 
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Lockheed-Martin F-16 ‘Fighting Falcon’ 

Country of Origin: US 

In service with: 24 countries, including US (Air Force), Israel and Pakistan 
Pros: Most popular US fighter for decades; pilots find the F-16 
particularly easy to fly. 

Cons: Old basic design dating back to the mid-1970s. In service with 
the old enemy (Pakistan), which recently ordered new-build F-16s. 


Mikoyan MiG-35 
Country of origin: Russia 
In service with:Not yet seen service 
Pros: Specifically developed for the 
MRCA order, this is a development of the 
Mig-29 already in service with the IAF and 
incorporates modern materials and 
technologies. Features an advanced 
‘Optical Locator System’ for 

finding targets. Considered a favourite 
for the order. 

Cons: Basic technology is of 1970s vintage; 
has not seen service as yet. 







Bonanza for India Inc. 

The tender stipulates that 50 per cent of the value of the 
order will have to be “offset” to Indian companies. No 
Indian company, apart from Hindustan Aeronautics (HAL) 
has the capability of making really cutting edge components 
for military aircraft. So, groups like the Tatas, M&M, L&T, 
Kirloskars and Godrejs, which have their fingers in the 


defence pie, will have to buy or develop capabilities in order 


to compete for those portions of the order that will be 
farmed out. It will be well worth their while—at stale, after 
all, are orders worth Rs 21,000 crore. 
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“Despite doubts that Japan has had for so long, 


India is now smelling like roses. They want to 


get in before it is too late" 


Jagdish Bhagwati, Professor of Economics at Columbia University in 


York, on India and Japan scrambling to build closer « 
International Herald Tribune 


conomic ties, in 


Ne 
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“Just do your job, and the results will automati- 


cally follow. It is important to get over the 


mindset of networking with an agenda... 
And you will realise that you have an 
amazing network of people who endorse 


you, who you can reach out to” 


Bala V Balachandran, Professor, Kellogg School of Management 


Chicago, and Dean, Great Lakes Institute of Management, Chennai 


in The Economic Times 


“For me, it’s a challenge and I think for 
everybody it’s a challenge. You need to 


be culturally aware” 


Peter Kronschnabl, President, BMW India, on the Indian market, ir 


Mint 


“If you have not done what you expect your 
team members to do, you can never earn 


their respect” 


R. Gopalakrishnan, Executive Director, Tata Sons, in The Financia 


Express 


“In any venture, there is financial equity, 
emotional equity and sweat equity” 
Rajeev Chandrasekhar, former BPL Mobile chief who now heads Jupiter 


Capital, his investment vehicle , in Business Standard 


“India is the jewel in IBM’s global crown” 


Jay Menon, Innovation Director, Bharti, and a former IBMer who now sit 


on Big Blue's advisory board, in BusinessWeek 


“This business is a marathon, not a sprint” 


Jeh Wadia, MD, GaArr, talking about the aviation sector, in The Economi 


Times 


“I know there have been many changes at 
Yahoo! over last few months, and I know that 


change is not always easy. (But) I am confident 


that we are putting the right people in the right 
positions to focus on the right opportunities" 


Susan Decker, President, Yaboo!, on the company’s 
reorganise its leadersbip, in AP 


SEPTEMBER ( t 


latest plan to 


bt noted 


DISPLACED: 
Reliance Industries, 
from its perch as 
India's largest private 
sector company, by 
Tata Steel, which 
clocked a tumover of Rs 31,155 crore 
during Q1, 2007, compared to 
Reliance's tumover of Rs 29,493 crore 
during the same quarter. The Tata 
Steel figures include those of Corus, 
which it took over earlier this year. 





RANKED: By Media, an advertising 
and marketing publication, together 
with brand consultant Asian 
Integrated Media and market re- 
search company Synovate, dairy ma- 
jor Amul, Life Insurance Corporation 
and Nokia, as India's top three 
brands. Nokia, the Finnish mobile 
handset maker, has also been judged 
as the leading brand across Asia. 


APPOINTED: Deven Sharma, 51, a 
graduate of BITS, Pilani, as President 
of financial research firm Standard & 
Poor's, by its parent company 
McGraw-Hill. Sharma replaces 
Kathleen Corbet, who leaves amid 
widespread criticism of S&P's role in 
the unfolding subprime mortgage cri- 
sis in the US. 


CLOCKED: By the Indian economy, 
a GDP growth rate of 9.3 per cent 
during the first quarter of the current 
financial year. The most heartening as- 
pect was the higher 3.8 per cent 
growth recorded by the farm sector, up 
from 2.8 per cent in the previous 
corresponding quarter. 


APPROVED: By the Centre, an IPO 
and a sale of government equity in 
public sector Oil India Ltd (OIL). The 
Cabinet Committee on Economic 
Affairs cleared the issue of 10 per 
cent fresh equity as well as the sale of 
10 per cent of the government's ex- 
isting shares, Finance Minister P. 
Chidambaram told reporters. 


RANKED: By Forbes, 

Indra Nooyi, the Indian 

American Chairman and 

CEO of PepsiCo, as the 

world's fifth most pow- 
erful woman. Congress President 
Sonia Gandhi has been placed sixth. 
Angela Merkel, Chancellor of Germany, 
has been ranked #1 for the second 
year in a row. Chinese Vice Premier 
Wu Yi at #2; Ho Ching, CEO of 
Temasek, at #3; and US Secretary of 
State Condoleezza Rice at #4, are 
the other big hitters. 


EXPOSED: GLASS CEILING AT INDIA INC. 


Не 
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INDIAN TELCOS 


NDIAN TELECOM COMPANIES ARE TAKING 

baby steps into the world at large. 
MTNL, Bharti Airtel, the Tatas and 
Reliance Communications have all 
thrown their hats into the ring for a con- 
trolling stake in Kenya's only fixed line 
operator, Telkom Kenya. MTNL al- 
ready has a presence in Nepal through 
a stake in United Telecom which offers 
services in the country and also has a 
subsidiary which offers full-fledged 
services in Mauritius. Bharti Airtel, 
too, is planning several initiatives 
abroad. It has been awarded the li- 
cence to become Sri Lanka's fifth GSM 
operator. Besides it offers compre- 





hensive telecom services in Seychelles. 

So what is the rationale behind 
these moves? Says Sanjay Kapoor, 
President, Mobile Services, Bharti 
Airtel: “As a leading telecoms player, 
we continually look for growth oppor- 
tunities; the number of markets that 
we enter is just incidental to our search 
for growth.” The game plan seems 
| to be simple—everage the economies 
| of scale and the expertise that they 
| have built through their operations in 
India to provide services in emerging 
| markets that are still under- 
penetrated. The targets, typically, are 
the smaller countries in West Asia 
| and Africa. Points out Sanjeev Prasad, 
Head of Research, Kotak Securities: 
"They see value in investing in these 
countries since there is little competi- 
tion in these markets. In many cases, 
there is only one other player present." 
Clearly then, Indian telecom firms will 
continue their global, albeit in small, in- 
cremental doses. 
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Any Infrastructure project, be it highways, bridges 
malls, large residential complexes, or trade centres 
has a primary objective to deliver world class service 
to its customers. All of these projects have extensive 
and critical power requirements. Cummins offers 
best-in-class diesel gensets ranging from 15-2000 
kVA that ensure 24 x 7 reliable power solutions 
Cummins offers integrated power solutions from back 
power for critical protection to Power Project: 
Consulting and Rental Power. Your ultimate Plan 6 

To know how Cummins Power Generation can help your 


business visit 





1-800-2332000 Our energy working for you." 


ee No. 


d-to-end Solutions — Diesel and Gas Gensets | Power Projects | Rental Power | Power Consulting | Power Electronics 
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Vestas is the No.1 wind power company in the world. We 
have installed more turbines in more countries than any 
other company. Our market share is twice that of our 


nearest competitor. * 


We are now helping India get the most out of wind with 


our turnkey wind power solutions. 


* Source: BTM Consult ApS March 2007 


Vestas Wind Technology India Private Limited 
(Wholly owned subsidiary of Vestas Group, Denmark) Fax 


298, Old Mahabalipuram Road, Sholinganallur, Chennai 600 119, India. Tel 
+ 91 44 2450 5101 E-mail 


In India, we faced a different challenge - designing a 
wind turbine for low and medium wind conditions. 
The result - the V82, a 1650 kW turbine that's the mos 
powerful in the country today. Specifically designed to 
generate maximum power from Indian winds, the V82 


offers maximum value to customers. 


+ 91 44 2450 5 
vestas-india@vestas.com Web: www.vestas.c¢ 

















estas backs the V82 with expert advice and 
fetime service support. 


he best advice. The best turbine. The best support. 


| | ^ AmVzcfas 
1 wind power. EE m 


tas.com World No.1 in Wind Power 





‘isit us at www. ve 





agional Off. Tel Nos.: Ahmedabad: 6543 3728 Bangalore: 4132 0488 Coimbatore: 2216 091 Delhi: 2 
yderabad: 2373 4590 Indore: 98260 79408 Kolkata: 2289 4270 Mumbai: 6597 2960 














BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in August 2007. 


Deal Particulars: Wipro Technologies and Infocrossing Inc, a listed US-based provider of IT 
infrastructure management, enterprise applications and business outsource processing services, have 
entered into a definitive agreement under which Wipro will acquire 100 per cent stake in Infocrossing 
for $18.70 (Rs 767) per share in an all cash deal valued at $600 million (Rs 2,460 crore). The deal 
is expected to close by December 2007 subject to approvals. 


Impact Analysis: The transaction represents one more deal for Wipro Technologies and fits 
DE ALTR ACKER well into its "string of pearls” strategy for inorganic growth. This is Wipro's first acquisition of a 
company listed in the US and provides it a stronger foothold in the high growth Infrastructure 

| Management Services (IMS) space. Infocrossing has more than 190 clients and 900 professionals 

spread across five data centres across Arizona, Alaska, California, Georgia and New Jersey. 
Historically, Indian IT companies have been cautious on big-ticket acquisitions. The deal signals 


WIPRO a new trend of Indian companies acquiring big ticket ($500 million +) listed cross-border firms. 
It is expected that significant cash on the books of the larger Indian IT companies will result in in- 


DEAL OF THE MONTH creased cross-border M&A activity. 










TARGET ACQUIRER INDUSTRY DEAL VALUE STAKE 
(Rs crore} 
Jindal United Stee! Corporation, Metals Acquisition 3,700 
н Pipes of ће US, and Jindal 
nterprises 
































Infocrossing ——— 0 8 Acquisition — 2460 — — 100% 

Motor industries Company Robert Bosch Automobiles investment — 1300 — 920% 
- uis 100%. 

Gokaldas Exports ____ Textiles _ Investment — Í 660 — — _ 70% 

Pegevo Beheer Chemicals Acquisition 225 

MTV Networks India — — —— | quisition — 200 à— 50% 

UTI Securities — __tovestment — 14 49%. 










Transport Corporation of India — 





Investment 93 _ 


























Digital Media Investment — 22 — —  — 1 3876 

[ Acquisition — 17 Undisclosed 
Rech e Computer Software — — Acquisition — 16 00% 
Kauarinda — — — — h——  logstis — — Aquisition — 14 — 153%. 
Anchor Daewoo Industries — Consumer Durables Acquisition Undisclosed 100% 
Brics Securities TT . Financial Services Acquisition Undisclosed — 10075. 
Ashley Transport Services — . Automobiles Investment Шпдіѕсіоѕедй 40% 
HCCA Business Services — —— Acquisition Undisclosed 51%. 
.. lnvestment Undisclosed — — 49% 


This is not a complete list 


Erst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision. 
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bt vital signs 
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THE BT 50 


INDEX 
Markets continue to see-saw. 
BT 50 
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Asian Job Profiles Changing 
The Asian region is experiencing a structural shift in employment, with millions 
of workers moving from low-yielding agricultural jobs to higher-productivity 

employment in manufacturing and services, says a recent ILO report. 








Employment By Major Economic Sectors 


1996 2006 2015 

Agriculture Industry Service: Agriculture Industry Services Agriculture Industry Services 
Developed 
Economies in Asia 5.6 32 624 43 268 689 3 256 714 
East Asia 48.5 343 22 40.9 256 335 217 353 43 
West Asia and 
the Pacific 51 165 325 454 186 36 35.5 229 414 
South Asia 58.5 157 258 484 214 302 395 258 347 


Asia-Pacific Total 493 208 293 42.6 231 33 299 294 407 








West Asia and 
the Pacific 


‘Developed Economies East Asia South Asia Asia-Pacific Total 
in Asia 


ШШ 1995 NEN 2006 Mm 2015 





Shares of World and Asian Output 
Share of GDP Assumed Growth (annual) 


Short-run 


2005 2020 
short-run 


Long-run 





Shares of world GDP 

Asia-Pacific 24.7 29.8 30.9 47 45 
China 5.0 9.7 97 85 80 
India 18 3.0 21 15 6.3 
Japan 102 80 85 22 21 
Share of Asian GDP 

China 204 327 314 8.5 8.0 
India 12 10.0 87 15 6.3 
Japan 412 27.0 215 22 21 
Rest of Asia 312 304 324 48 50 


Figures in per cent Source: International Labour Organization: Global Employment Trends Model (2007); 
Authors’ calculations using data from World Bank: World Development Indicators (2007) 
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he creak of a mysterious footstep that 
akes you shudder. The patented Gemstone™ 
speaker array design and proprietary TrueSpace™ 
surround digital processing circuitry enables 
the two remarkably small speakers to deliver a 
surround. sound experience. 


rom the- re nble of thunder to the deep 
reaches of a cello. = the Acoustimass? module 





lose. Videostage* 5 decoding 
try delivers a surround sound experience 
imost any source ~ CDs, VHS tapes, and 
‘mono TV programs that weren't recorded 
urround sound. 
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3«2*1'^ GS SERIES H DVD HOME ENTERTAINMENT SYSTEM 


_ WANT TO ADD IMPACT TO YOUR MOVIES AND MUSIC WITHOUT IMPACTING YOUR ROOM? 


back of your room. A rack of bulky equipment 
is replaced by one sleek media centre that 
contains a DVD/CD player and AM/FM tuner. 
An easy-to-use advanced Bose® IR remote lets 
you control your system, as well as your TV and 
tuner source. 


Great performance that makes eni | 
movies at home easy. Integrated system design 
provides simplicity and performance unmatched 
by many conventional component systems. - 
When switching between ‘movies and other 














sources, automatic tonal adjustment: maintai 
the proper spectral balance. Movies so 
impactful. 






Music sounds clear. Bose® Di 
Dynamic Range™ speaker compression cir 






lets you enjoy movies, TV and more at а 
listening level without losing the impact. of 





sound effects that make movies exciting. | 
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The Colour of Blackstone 


Strikes five deals worth $840 million in 12 months. MAHESH NAYAK 


ESS THAN TWO DAYS AFter 

striking a deal to pick up 

a stake in the Hyderabad- 

based Nagarjuna 

Construction, Akhil 
Gupta, Senior Managing Director 
& Chairman, Blackstone India, took 
off for a two-week vacation in 
Kerala. You could say, he’s earned it. 
After all, it has been a bumper year 
for the 54-year-old former honcho of 
Reliance Industries. So much so that 
Blackstone has emerged the #1 pri- 
vate equity (PE) player in India so 
far, investing nearly $840 million in 
the past one year. The PE player had 
announced a target of $1 billion by 
end-2007. If reports that Blackstone 
is close to finalising a buyout of a 
stake in IT services major Patni 
Computer prove right, Blackstone 
will sail over the $1 billion bench- 
mark, Even if the Patni deal does 
not materialise, Gupta has time on 
his hands—and perhaps other irons 
in the fire, a couple of which (or 
even just one) would be adequate 
to meet the target he’s set. 

“Money is not an issue. Globally 
we have just closed a $21.7-billion 
PE fund. We are on the lookout for 
high-growth companies," says a 
senior Blackstone India official on 
the condition of anonymity. 
Interestingly, two-thirds of the $21.7 
billion has been committed by 
Blackstone, with nearly 4 per cent of 
that sum finding its way into Indian 
companies. 

Blackstone opened shop in India 
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in 2005. For close to a year, Gupta 
had nothing to show for its efforts. 
The action began last August, and 
by August 2007, Blackstone had 
five deals in the bag, including two 
buyouts—those of Intelenet and 
the one announced last fortnight, of 
Gokaldas Exports. 

*We have a long-term objective 
for India. The initial nine months 
were spent in setting up a team and 
today we have an eight-member 
team," reveals the Blackstone exec- 
utive, who adds that Gupta gets an 
initial dekko at close to two-thirds of 
all private equity deals that conclude 
in the country. Of course, not all of 
them interest him. Says V. 
Jayasankar, Executive Director, 
Investment Banking, Kotak 
Mahindra Capital Company, who 
has worked with Blackstone on a 
couple of deals: *Deals worth more 
than $100 million interest Blackstone 
as do the top 2-3 companies of any 
sector. Gupta is particular about giv- 
ing importance to corporate gover- 
nance, integrity of promoters and 
better returns than those of the av- 
erage industry when doing a deal." 

Blackstone India's first transac- 
tion was the acquisition of a 13.7 per 
cent stake in unlisted pharma com- 
pany, Emcure Pharma, for $50 mil- 
lion. *Since acquisition, Emcure has 
jumped to the 14% position in the 
league of pharma companies in India 
from 27. The company is growing at 
30-40 per cent every year," point 
out Blackstone officials. 


MESH GOSWAMI 
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Construction 


Bl Approx. deal size ($mn) 


Blackstone’s Gupta: 
Bullish on India | 


Off the Blocks 


Of the five, two deals have been outright buyouts 


Emcure 
Pharma 50 
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Enterprises 
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Governing Gupta’s decision to 
invest are five broad themes: Is the 
target growing on the back of do- 
mestic demand, does it bring to the 
table arbitrage opportunities, is it 
an infrastructure player, is it highly 
export-oriented and are its opera- 
tions synergistic with the other 
group companies. For companies, 
meantime, it’s Blackstone’s global 
firepower that makes it attractive. 
Says Y.D. Murthy, CFO, Nagarjuna 
Construction, in which Blackstone 
will infuse $150 million in two 
tranches for a 12.5 per cent stake: 
“Blackstone brings its global reach 
and expertise to the table, thereby 
helping us ramp up our overseas 
business. Going forward we see syn- 
ergy developing between our real 
estate subsidiary NCC Urban and its 
real estate fund." 

Clearly, Blackstone is also in a 
position to provide traditional Indian 
companies with a quickfire growth 
recipe. That may be why the 
Hinduja brothers of Gokaldas 
Exports weren't averse to parting 
with a controlling stake (see Shake- 
out in Textiles, page 182). Says 
Rajendra Hinduja, Managing 
Director, Gokaldas Exports: “It 
took us 28 years to become a 
Rs 1,000-crore company. But with 
Blackstone, we see ourselves 
becoming a Rs 2,000-crore com- 
pany in the next 5-6 years." 

Even as fears linger in the West 
about the overheated nature of the PE 
business, in emerging economies like 
India there are no such worries. Not 
for now. “The key factor that makes 
India and the Asia-Pacific region so 
compelling for РЕ funds is the eco- 
nomic growth of the region as well 
as upward pressure on pricing of 
deals in Europe and the us," says 
Oliver Tant, Global Head of Private 
Equity, KPMG. The Blackstone official 
reveals that he would be keen to 
follow the firm's global model of a 
complete buyout. *India throws up 
few opportunities. But we will be 
there when they arise." 


One for the 
Investors 


RBI's view of holding company 
structure is only partly justified. 
HE RESERVE BANK OF INDIA (RBI) 
has expressed serious concerns 
over the holding company struc- 
ture proposed by India's two biggest 
banks: the State Bank of India, and 
ICICI Bank. The holding structure 
that ICICI had proposed was the first 
of its kind in the world, and is key 
to ICICI's future growth and com- 
petitiveness. ICICI Financial Services, 


the holding company with a valua- 
tion of $10 billion, was mooted to 
house the group's non-banking sub- 
sidiaries, including its life and gen- 
eral insurance companies, and asset 
management, which is currently on 
the bank's books. The idea was to 
make them financially independent 
by allowing them to raise resources 
by way of private equity, IPO or 
debt funding. 

What are RBI’s objections to the 
structure? Broadly, three. One, it 
will be harder for the central bank 
to regulate an entity that has mul- 
tiple layers (operating bank, holding 
company, and non-banking sub- 


Waiting to be Discovered 


Why aren't advertisers excited about Discovery's #1 status? 


HERE'S SOME GOOD NEWS 

and bad news for Discovery 
Channel. The good news is that, 
starting January this year, it has 
climbed to the top of the heap as 
far some genres are concerned 
(that includes movies, music, en- 
tertainment, infotainment and 
English news). The bad news is 
that advertisers seem reluctant to 
pay rates commensurate with the 
infotainment channel's new sta- 
tus. According to media buyers 
such as Sundar Raman, Managing 
Director of MindShare, news chan- 
nels command between Rs 2,100 
and Rs 3,000 for 10-second spots, 
while Discovery gets between 
Rs 1,000 and Rs 1,500. 

Why won't advertisers pay 
more to be on Discovery? “The 
kind of person watching news is 
different from the one watching 
movies and other infotainment 
channels and the other big differ- 
ence is that people come back for 
fresh updates on news channels 
very often," says Punitha 
Arumugam, Group CEO, Madison 
Media. Deepak Shourie, EVP & 
Managing Director, Discovery 





Discovery's Shourie: Selling travails 
Networks India, says that’s a fal- 
lacy. “Advertisers are gradually re- 
alising the higher value that 
Discovery Channel offers vis-à-vis 
news channels. It will take some 
time to change perceptions and 
for us to command the rates that 
we rightfully deserve," he says. 
Some advertisers such as Acer, 
AIG, Audi, Fidelity, Kelloggs, Park 
Avenue, CavinKare and Toshiba 
are taking note. *Discovery's rates, 
if it consistently delivers could 
settle at Rs 3,000 for a 10 second 
spot," reckons Raman of 
MindShare. That should be music 
to Shourie's ears, but convincing 
media buyers to pay double the 
rates won't happen easily or early. 
SHAMNI PANDE 
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sidiaries). Two, it may result in ex- 
cessive debt funding, largely by 
ICICI's life insurance subsidiary. 
Three, investors wouldn’t know 
where their money is getting in- 
vested and, therefore, may suffer. 
Experts pooh-pooh the first two 
concerns. Since ICICI’s proposed 
holding structure does not envis- 
age any foreign (tax haven)-regis- 
tered intermediate company, it has 
no chance of escaping RBI'S purview. 
They also point out that there are 
para-banking guidelines under 
which entities such as Sahara India 
Financials are functioning without 
any problem. 

RBI's fears of excessive leverag- 
ing are also baseless, say experts, 
since the regulator can prescribe 
the prudential norms for debt and 
capital adequacy, not just for banks 
but also for NBFCs. As per the exist- 
ing guidelines, life insurance com- 
panies cannot raise any kind of debt, 
including hybrid capital. The only 
point that banking experts are find- 
ing hard to argue against is RBI's 
concern that investors will have less 
visibility into use of their money, 
although ICICI has already said that 
the holding company will only fund 
the life insurance venture, since nei- 
ther the general insurance company, 
ICICI Lombard, nor the asset man- 
agement firm, ICICI Prudential 
Mutual Fund, need any money. 

RBI’s final verdict is expected 
by end of October, but if it sticks 
to its guns, then ICICI will have no 
choice but to fund the life insur- 
ance subsidiary directly from the 
bank's balance sheet. That means 
less money for corporate and retail 
borrowers. The other options are 
to increase the foreign direct in- 
vestment limit in life insurance 
companies from 26 per cent to 49 
per cent or higher, or allow them 
to offer stock to public. But given 
intransigent Left partners, the gov- 
ernment is unlikely to allow 
either of the two. 

ANAND ADHIKARI 
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Wealth in 
Health 


Apollo Group's BPO makes its 
fourth acquisition. 


IRCA APRIL 2002: THE ENTITY HAS 
d about 100 people, three 
key clients—and its first moment 
of glory: It bags a *major' medical 
coding contract from a us hospi- 
tal. August 2007: It's now got 2,500 
employees, over 100 customers, a 
top line of over Rs 140 crore and 
clear top line goals: $125 million in 
the next 12 months and $500 
million in three years. 

Apollo Health Street has come a 
long way from its origins in the 
dotcom era, when it began as an 
arm of the Apollo Hospitals, fo- 
cussed on solutions and business 
process outsourcing (BPO). And the 
current mood is palpably upbeat at 
the Hyderabad headquarters. 

Reason: The addressable market 
for outsourcing by the us-health- 
care industry (hospitals and insurers) 
is a huge $78 billion. Even better, 
this is a market that's barely been 
tapped, and the opportunity arises at 
a time when hospitals in the Us are 
typically losing 5 to 8 cents for 
every dollar billed. *We should go 
where the opportunity is great," 
says Apollo Hospital Group chair- 
man Dr Pratap C. Reddy. What is 
more, he feels, Apollo Health Street 
is now well-placed with a global 
footprint that extends from India to 
the UK and to the us. 

Last fortnight that footprint got 
larger, when Apollo Health Street 
made its fourth acquisition since 
2001—of an Atlanta-based BPO and 
enterprise solutions company called 
Zavata. The price tag? Rs 697 crore, 
or $170 million. “With the Zavata 
acquisition, we now also have our 
skill-sets complete,” says Sangita 
Reddy, Managing Director, Apollo 
Health Street. The buyout also 
makes Apollo Health Street the 


SUNDHANSHU MALHOTRA 





Apollo's Reddy: Healthy deals 


largest "focussed" healthcare BPO 
organisation in the country, and 
also the most global one. The trans- 
action has been valued at 10 times 
the earnings before interest, tax, 
depreciation and amortisation of 
Zavata, which is $17 million. 

Apollo Health Street's previous 
three acquisitions were of EMedLife, 
a healthcare services company with 
focus on India in 2001, followed 
by two more: Heritage Web 
Solutions (HWS); and the US-based 
Armanti Financial Services for $31 
million (the costs of the EMed and 
HWS takeovers were not disclosed). 

If there's an area of concern, it's 
the high debt component that's bank- 
rolling the acquisition. Bank of India 
and Barclays Capital structured debt 
to the tune of Rs 500 crore and the 
rest to come in by way of equity to 
be contributed by the promoters and 
the existing private equity investors. 
"The equity-debt ratio is 1: 2.75 and 
you must understand that the loan is 
given based on the current cash flow 
of the two companies and we are 
confident about being able to service 
it,” says Sangita Reddy. 

Part of her confidence stems 
from the option that the company 
has to retire the debt with an initial 
public offering (IPO) expected to hap- 
pen in the next 12 months or so, 
though Reddy is not willing to com- 
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ment on it. In Apollo Health Street, 
Apollo Hospitals has a 48 per cent 
stake, the family has 12 per cent 
and the rest is divided between pri- 
vate equity investors (One Equity 
Partners and Temasek Holdings) 
and employees. 

Sangita Reddy avers that the 
group’s focus remains on hospitals. 
But she adds: “The return on in- 
vestment is going to be quicker in 
Apollo Health Street than in the tra- 
ditional hospital business.” An IPO 
might just get investors interested. 

E. KUMAR SHARMA & NITYA 
VARADARAJAN 


Forget low-cost, IBM is here 
to innovate. 


ITH INDIAN IT SERVICES COM- 

X panies like Infosys and Wipro 
making their presence more acutely 
felt on the global stage, the pres- 
sure seems squarely on legacy play- 
ers such as IBM to maintain their 
position on the top of the food 
chain. While IBM has had some sort 
of India presence for six decades, (al- 


Cut Down to Size 


US housing bubble takes its toll of Indian steel-makers. 


F THERE'S ONE INDUSTRIAL 
ES in the country that's been 
directly hit by the us’ housing woes, 
it’s steel, with demand for con- 
struction-grade steel coming down 
drastically in the last one month. 
Says Ankit Maglani, Director, 
Uttam Galva Steels: “From two 
vessels of shipment to the Us from 
5-6 Indian galvanised steel-mak- 
ers, the shipment has come down 
to one in the last month.” For 
Uttam Galva Steels, Us used to ac- 
count for 50 per cent of total ex- 
ports; that figure was down to 20 
per cent in August. 

The subprime crisis in the us 
real estate sector has resulted in 
construction activity slowing down. 
Indian suppliers like Bhushan Steel, 
Uttam Galva Steels, jsw, Ispat, 
National Steel and Shree Precoated 
are facing the brunt of the slow- 
down. Says Nittin Johari, Group 
CFO, Bhushan Steel: “We will take 
a 1-2 per cent hit on our revenues 
due to the order postponement.” 
Some 35 per cent of Bhushan’s 
revenues come from exports, of 
which the us accounts for 6-7 per 
cent. “The fall in 1-2 per cent in top 
line is negligible. But the larger 
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concern hovers over whether the us 
is in for an overall economic slow- 
down," says Shriram Iyer, Head 
of Research, Edelweiss Securities. 
"Today, no one has a complete 
idea about the quantum of damage 
from the us subprime. Till then 
uncertainty will prevail. If the con- 
sumer spending takes a hit, then 
companies in the ferrous and non- 
ferrous sector will take a hit." 
Maglani of Uttam Galva feels 
that a booming construction sector 
in other parts of the globe will 
compensate for the us. *The huge 
demand from West Asia and 
European markets will see prices 
touching new all-time high. In 
2007-08, our exports will increase 
to Rs 2,000 crore from Rs 1,500 
crore in the previous year." But 
Avinash Gorakshakar, УР (Research) 
of Reliance Money adds: *With 
us slowing down, companies are 
set to take a hit in the immediate fu- 
ture, as it is not easy to start ex- 
porting from day one if you don't 
have relationships. Secondly, if us 
slows down, the impact will spread 
to other parts of the globe that are 
dependent on the us." 
MAHESH NAYAK 
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IBM's Rometty: Shift in course 


though it did get the sack in 1977), 
it’s only over the last three-four 
years that the company has looked 
beyond low-cost here. 

While Indian tr vendors have 
been playing the cost and quality 
card to bolster their businesses, older 
players such as IBM and EDS have 
had to lean on their decades-long 
industry expertise to stay ahead of 
this chasing pack. “Indian companies 
are strong in delivery and execu- 
tion, but we believe that we offer a 
much broader set of capability across 
our hardware, software and serv- 
ices offerings,” says Virginia Rometty, 
Senior Vice President for 1BM’s $16- 
billion Global Business Services unit. 

While the rise of Indian IT serv- 
ices companies may have caught 
many of their western companies 
off guard, Rometty believes that they 
have some way to go before be- 
coming truly global companies. 
"We've spent decades building our 
network and expertise,” she says, 
who argues that they are able to of- 
fer customers more than just a low- 
cost India base. “India is part of a 
global 20-location network of centres 
for us,” she argues, “we're no longer 
about low-cost alone; innovation is 
key to our story here.” She points out 
that besides the usual army of coders 
and associates that IBM would em- 
ploy, it has set up several global 
competence centres in India to up- 
grade capabilities. “We have cen- 
tres of excellence in SAP, telecom 
and financial services that develop so- 
lutions for both domestic and global 
customers,” says Rometty. 

While IBM’s overall margins are 
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around 10 per cent (compared to 
the nearly 30 per cent for its Indian 
rivals), executives believe these fig- 
ures will improve as the company 
globalises its presence. “In our last 
board meeting, we laid out plans 
to grow 1¥ times the speed of the 
local market and obtain 5 per cent of 
our revenues from emerging markets 
by 2010," says Rometty. 

RAHUL SACHITANAND 





MCX is 
Spot On 


Electronic spot trading is 
round the corner. 

MONTH IS ALL THAT MCX AND 
Даносы National Spot 
Exchange (NSEL) says it will take for 
a spot exchange to be formally 
launched in the country. A pilot for 
spot trading is already on in 
Ahmedabad. The Financial 
Technologies-backed NSEL foresees 
that probably some sort of reform in 
the Agricultural Produce Market 
Committee (APMC) Act, formulated 
by the Ministry of Agriculture in 
2003, will materialise soon for it to 
go national with its offering. 
According to Anjani Sinha MD & 
CEO, NSEL: “Agricultural marketing is 
a state subject regulated under the 
State APMC Act. The Act is being re- 
formed in various states. It is at dif- 
ferent levels in different States. Some 
states have created provisions in the 
APMC Act for setting up of E-Market 
or Electronic Spot Exchanges. 
Hence, the main issue about setting 
up of Electronic Spot Exchange is re- 
forms in APMC Act.” 

Reported farmer suicides not 
withstanding, there is a lot that 
both the Mcx and NSEL are seeking 
and claiming in terms of reforms. 
NSEL seeks to be a structured, trans- 
parent, electronic spot market, 
which will reduce the cost of in- 
termediation and thereby “increase 
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farmers’ realisation of prices without 
increasing the price paid by con- 
sumers,” claims Sinha. Points out 
Tejas Parekh, Senior Research 
Analyst, Motilal Oswal: “The setting 
up of a spot market is important 
to give support and direction to 
the futures market.” 

Its main focus will be on agri- 
commodities, which are currently 
plagued by higher inefficiencies in 
the supply chain. But it will also 
conduct spot trading in metals, in- 
dustrial chemicals and a variety of 
other products. Though the country 
is not known to be a major pro- 
ducer nor consumer of certain base 
metals, Sinha claims that physical 
markets for various commodities 
in the country are big. Also, the 
consumption needs are huge and 
the commodities have to be pro- 
duced domestically or imported. 
“In both cases, it needs to be traded 
in spot market, so that commodities 
change hands between producer, 
exporter, importer and processors, 
before they land at the consumer’s 
table,” he says. 

According to him, such physical 
markets already exist, but in an un- 
organised form. “An electronic spot 
market is not a new market. 
However, the gap between the price 
paid by the consumer and farmer’s 
price realisation is huge, thanks to 
marketing inefficiencies in the cur- 
rent set-up. But such a gap can be 
substantially reduced through an 
organised pan-India electronic spot 
market,” he says. 

All contracts will be compul- 
sory delivery contracts, the NSEL 
claims. The position outstanding at 
end of day must result in delivery. 
The seller will be required to de- 
liver goods in NSEL warehouses 
specified in each contract, where 
quality will be tested against the 
specified parameters. If the quality 
conforms to the specified stan- 
dards, the seller will get a ware- 
house receipt that can be tendered 
for delivery. The buyer will make a 





NSEL's Sinha: In farmers’ interest 


payment and get a warehouse re- 
ceipt. The exchange will guarantee 
settlement of all trades. It will 
adopt all systems-driven tools for 
managing risk as prevailing in other 
electronic markets. 

Meantime, MCX does see for it- 
self a role in providing a risk-man- 
agement or hedging tool to con- 
tract farming sponsors. Typically, 
corporate sponsors undertake to 
buy entire crop covered under a 
contract farming agreement at a 
pre-determined price. This involves 
a price risk, as there is little way of 
knowing what price may prevail 
at the time of harvesting. In case of 
a price crash by the end of har- 
vesting season owing to a bumper 
crop or slack demand, the spon- 
sor may suffer a loss. “Therefore, 
the only option available to the 
sponsor is to sell a future contract 
on MCX as soon as he enters into 
contract farming agreement. If the 
price really crashes, the MCX will 
offset the loss incurred in contract 
farming. Hence, MCX can support 
contract farming in a big way,” 
claims Sinha. 

When confronted on reported 
suicides, Sinha feels that thanks to 
futures trading, farmers’ awareness 
of correct price levels has consid- 
erably increased and price trans- 
parency has begun to percolate 
down to village level. “Of course, 
such transparency hurts vested in- 
terests,” he says. 

SHAMNI PANDE & RISHI JOSHI 
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The Gas 
Pricing Circus 


Finally, the government is closer 
to fixing price for gas from RIL. 


ARLY THIS MONTH, THE GOVERN- 
Bon patted itself on the back 
for having tweaked its behemoth 
machinery and made it more busi- 
ness friendly. Apparently, the time 
taken for clearances to set up a 
business has come down from 305 
days to 166 days. Ironically, around 
the same time, the largest company 
in the country and one that has ex- 
celled in government-controlled 
sectors like petroleum continues to 
struggle (as we got to press) to get its 
gas business off the ground. And, al- 
though a favourable resolution is 
in the works, fact remains it has al- 
ready spent over 120 days (informal 
and formal consultations with the 
government) in getting a statutory 
approval for the price at which it 
plans to sell gas from its gas field off 
the coast of Andhra Pradesh. 

And, the turning point is nothing 
less than the view of a short 
Cabinet, an Empowered Group of 
Ministers (EGOM) headed by 
Defence Minister Pranab Mukh- 
erjee. The EGOM was convinced of 
the case put forth by the Petroleum 
Minister Murli Deora on August 
27 as to why RIL’s gas price pro- 
posal ought to be approved, with 
minor alterations. 

The question then is, was it any 
superior to the arguments made in 
defence of RIL’s proposals over the 
last four months? Yes. Here's how: 
The Petroleum Ministry pointed 
out that the three key aspects of 
the production sharing contract be- 
tween RIL and government—gas 
pricing policy, gas utilisation policy 
(GUP) as well as freedom to market 
gas—hold together and don't dis- 
place any one of three. 

So, where was the trouble all 
this while if it simply meant reading 
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out the contract? It all began when 
Petroleum Minister Murli Deora, 
who was well within his rights to 
take a call on the price, decided to 
diffuse the decision making process 
at a bureaucratic level—he referred 
the gas pricing issue to the Cabinet 
Secretary K.M Chandrasekhar. The 
Cabinet Secretary's interpretation 
of the contract clearly sought to 
forsake two of the three pillars of 
the contract—the freedom to mar- 
ket gas and pricing policy. In his re- 
port, he argued for sectoral alloca- 
tion of gas, in line with the argu- 
ments put forth by the ministries 
representing the interests of the 
large consumers—power and fer- 
tilizer. However, this interpretation 
of the GuP left out any scope for 
marketing freedom. As regards pric- 
ing policy, the Cabinet Secretary 
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RIL's Mukesh Ambani: Anxious wait 


argued in favour of a policy that 
sought to balance the interests of the 
producers and consumers, clearly 
trashing any sense of open market 
pricing, and which again curbs mar- 
keting freedom. Not surprisingly, 
the Cabinet Secretary did not at- 
tend the second meeting of the 
EGOM on August 28. 


AMD and Cheap Chips 


The #2 chip maker is eyeing mobile devices for growth. 


ICK HEGBERG, SENIOR VICE- 

President (Sales), Advanced 
Micro Devices (AMD), the world’s 
second-largest microprocessor 
maker, is not unduly perturbed 
about market leader Intel’s resur- 
gence in the microprocessor mar- 
ket. That's because Hegberg feels 
AMD is making the right bets across 
the spectrum. In the high-end of 
the market, AMD has bought (for 
$5.4 billion) ATi, a graphics card 
maker, and is bringing in more 
high-end graphics solutions. 

But it is towards the lower- 
end of the market that AMD is 
making most of its moves. 
Recently, the company introduced 
its Geode processor in devices in 
India. This relatively cheap proces- 
sor consumes only 1 watt of elec- 
tricity, running a lot cooler than 
conventional processors. “We are 
introducing processes that will 
make processors in this segment of 


the market much more capable. 
At the same time by innovating 
in manufacturing, we are trying 
to enhance affordability as well," 
says Hegberg. 

He is also excited about AMD's 
move to smarter mobile devices. 
"Not just laptops, even your 
average mobile device is becoming 
smarter nowadays, and this means 
that mobiles need more processing 
power and this is an area that AMD 
is investing heavily in," he says. 
AMD’s processors are already pres- 
ent in LG's Prada smart-phone, 
and Hegberg says that several 
more devices with AMD proces- 
sors will come out soon, *We are 
working with all major phone 
manufacturers on this front", he 
says, “the mobile phone is the 
next computer." Unfortunately 
for AMD, its cross-town rival knows 
that as well. 

KUSHAN MITRA 
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There was less confusion gener- 
ated from Murli Deora’s other 
move during this period—a refer- 
ence to the Prime Minister’s 
Economic Advisory Council (EAC). 
The EAC did not argue for state in- 
tervention in gas allocation or pric- 
ing but pointed to the non-trans- 
parent manner in which bids were 
called by RIL and sought fresh bids. 
At the same time, it broadly found 
the price to be in order. 

For RIL, one thing is near 
certain—the government will not 
tamper significantly with the price at 
which it seeks to sell gas. Therefore, 
it may well get the price of $4.3 
per mmbtu (million british ther- 
mal units) that it has been fighting 
for. However, there are legacy is- 
sues that are pending with the 
courts—the deal to supply 12 
mmscmd (million metric standard 
cubic metres per day) of gas to 
power major NTPC and another 
28 mmscmd to Anil Ambani-pro- 
moted Reliance Natural Resources 
Ltd (RNRL) at a price close to 40 
per cent lower than the price it 
hopes to sell at. Worse, together, 
the two deals represent nearly 
half the peak volume that RIL will 
produce from its field. 

NTPC’s case for gas, at present 
pending in Mumbai High Court, 
was taken up at the EGOM not only 
by Power Minister Sushil Kumar 
Shinde, but also Fertiliser Minister 
Ram Vilas Paswan, fuelling specu- 
lation that an out-of-court settle- 
ment for RIL to honour the NTPC 
deal could be part of the EGOM 
decision. Evidently, the play-out 
of the RIL gas pricing issue could 
well have been less protracted had 
the bureaucracy realised at the 
beginning that the entire issue is a 
technical matter relating to a 
poorly drafted contract. Moral of 
the story: For the next round of 
exploration block auctions, the 
production sharing contract ought 
to be drawn up afresh. 

ВАГА)! CHANDRAMOULI 
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Ringing In 
Competition 


TRAI chairman Nripendra 
Misra wants more telcos. 


OR THE WIRELESS OPERATORS IN 

India, the spectrum issue is turn- 
ing out to be a Pandora's Box. In a 
new twist to the ongoing contro- 
versy over allocation of spectrum, 
the industry regulator, TRAI, has 
recommended removal of the cap 
on the number of licences and 
operators in each circle. Says 


ТКА!" Misra: Counting players 


Nripendra Misra, Chairman, TRAI: 
“The investment required for 
achieving higher tele-density (there’s 
a target of 500 million subscribers 
by 2010) and penetrating into rural 
areas has to be mobilised at a faster 
pace than before. Relying upon a 
few operators (to do so) may not be 
an appropriate option.” 

To spur M&A in the industry, 
TRAI intends to allow an operator to 
buy up to 20 per cent stake in a ri- 
val telco in the same circle. Hitherto, 
the limit was 10 per cent. However, 
the regulator may not allow mergers 
that result in the combined entity 
having more than 40 per cent share 
of a circle, either in terms of rev- 


enues or subscriber base. No M&A 
will be allowed if the number of 
wireless players drops below four. 
The existing rule mandates a mini- 
mum of only three players per cir- 
cle. Misra is also in favour of auc- 
tioning spectrum, except those in 
the 800, 900 and 1800 mHz bands, 
to ensure its efficient utilisation. 
However, some operators believe 
that this would not only make the 
roll-out of 3G costlier, but it could 
change the business model, since 
3G, operators claim, is a natural 
progression from 2G. The implicit 
argument: Auctioning would make 





3G services expensive and hinder 
the sector's growth. 

That may not be how things 
pan out, but there's no doubt that 
it's going to be harder for telcos to 
divvy up any additional spectrum. 
Once again, TRAI has something to 
do with it. The telecom regulator 
has recommended that operators 
offering services in Mumbai would 
have to pay Rs 16 crore for every 
additional 1 MHz of the spectrum 
over the cut-off bar (10 MHz) as a 
one-time acquisition charge. Says 
Misra: "Allocation of the airwaves 
should be viewed very seriously. 
The objective is to encourage the ex- 
isting service providers to deploy 
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new technologies, and provide bet- 
ter quality of service for the utilisa- 
tion of this scarce resource.” 

Understandably, the wireless op- 
erators are upset with TRAIL. 
Describing the move as extremely 
arbitrary and stringent, Cellular 
Operators Association of India 
(COAI) Director General T.V. 
Ramachandran says: “The imposi- 
tion of a steep one-time charge is 
unfair and would add significantly 
to the cost of service and adversely 
impact the achievement of national 
telecom objectives. The recom- 
mendation had proposed a tight- 
ening of subscriber-linked criteria by 
four-five times, which is 
completely illogical." 

The operators are also upset 
that TRAI's recommendations will 
bring more players into the game. 


Several of the global players such as 
AT&T and мттросомо are keen to 
get into wireless consumer teleph- 
ony, given that the market is still 
adding 7 million subscribers a 
month. Their entry will make things 
even more competitive in a mar- 
ket that is already the cheapest in 
terms of tariffs. Also, TRAI's recom- 
mendations are likely to help 
Reliance Communications expand 
its GSM services (currently, it's pre- 
dominantly a CDMA operator) by 
paying an entry fee equal to that 
of a unified access service licence. 
Meanwhile, Telecom minister 
A. Raja has promised that addi- 
tional spectrum will be made avail- 
able by year end. For all one knows, 
that may trigger another round of 
battle between the operators. 
MANU KAUSHIK 


Mallya's Ticket to F1 


The liquor baron is bidding for a little-known team. 


N THE LAST THREE YEARS, UB HON- 
T Vijay Mallya has started an 
airline, bought a controlling stake 
in another, bought out a Scotch 
Whiskey maker and now he has 
put in a bid to buyout a Formula 1 
team, Spyker. Owned by a small 
Dutch car maker of the same 
name, Spyker is a Formula 1 lag- 
gard of late and has changed own- 
ership and names twice since 
Eddie Jordan sold out the then 
Jordan team in 2003. 

However, with Formula 1 be- 
ing a sport where money talks, 
the big spenders such as 
McLaren-Mercedes, Scuderia 
Ferrari, Renault, BMW, Toyota 
and Honda dominate. Mallya, 
who has bid a reputed € 80 mil- 
lion for the team, might be able to 
pour in additional funds into the 
team. A UB spokesperson con- 
firmed the deal but clarified that 
the offer *was in front of the 
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UB's Mallya: In the fast lane 


Spyker board and they are yet to 
take a decision.” 

Kingfisher Airlines is already a 
sponsor of the Toyota F1 Racing 
team, and how the Spyker buy will 
affect the relationship is unclear. If 
the deal goes through, Mallya 
would probably sign up Indian 
drivers such as Narain Karthikeyan 
and Karun Chandok. Given the 
lack of racing infrastructure in 
India, is Mallya jumping the gun by 
aiming for the top? 

KUSHAN MITRA 









with Tax Sops 


Mega power projects may 
soon get tax breaks. 


ARGE NEW POWER PLANTS MAY 
La end up producing power at 
lower prices if the Power Ministry 
has its way. The ministry is working 
on a proposal to relax the condi- 
tions for availing tax concessions 
for power projects of 1,000 Mw 
and above. According to officials, a 
note for Cabinet approval 
is underway. Currently, under the 
Mega Power policy, which is close 
to 12 years old, power from the 
project needs to be sold to more 
than one state. Further, the con- 
suming states need to privatise the 
distribution business in large cities. 
The government now plans to do 
away with both these conditions. 

The sops under the existing 
mega policy are significant: waiver 
of import duty on equipment as 
well as an income tax holiday for 
any block of 10 years in the first 15 
years of operations. That could 
shave off as much as 8 per cent of 
the tariff of a domestic coal-based 
power plant of around Rs 1.50 per 
unit. “If these relaxations are made, 
it will become easier for private 
power projects to avail the tax con- 
cessions since the existing norms 
are very stiff," says CMD of Power 
Trading Corporation, T.N. Thakur. 

The norms were framed at a 
time when the states were not will- 
ing to view electricity as a com- 
mercial commodity—free power to 
farm sector and political patronage 
for power theft were rampant. As a 
result, for every rupee of power 
sold, no more than 50 paise was 
recovered. Today, while the pace of 
reforms is still slow, it is perceived to 
be irreversible, argue industry 
watchers. Given that the economy is 
growing at a robust pace of close to 
10 per cent per annum, power de- 
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mand is rising like never before. 
That makes it easy for states to in- 
dividually absorb 1,000 mw. 

As for the pre-condition of pri- 
vatisation of power supply in pur- 
chasing states, the Central govern- 
ment has come around to the view 
that power sector reforms can be 
pursued through other measures as 
well—which is nothing but a tacit 
resignation to the fact that no state 
government is willing to undertake 
it. In fact, the only case in the last 
few years under the mega policy— 
the Lanco Group-promoted 1,015- 
MW Nagarjuna power project in 
Mangalore—early this year obtained 
a ‘weak’ guarantee from the pur- 
chasing states of Karnataka and 
Punjab on privatisation of distribu- 
tion. However, it does not con- 
tractually bind the states—if the 
states do not undertake it, Lanco still 
will benefit from tariff concessions 
flowing from the tax sops. Perhaps, 
the proposed government policy 
will only eliminate the need for 
such ‘paper’ certificates. 

The proposal is likely to face 
resistance from the Finance 
Ministry, which will forego rev- 
enues as the proposed liberal policy 
will find many takers. Moreover, 
the policy, which was initiated as a 
reform driver to improve the state 
power sector, will cease to be a re- 
form instrument. Against this back- 
drop, the Finance Ministry finances 
and rewards states that undertake 
reforms through its Accelerated 
Power Development and Reforms 
Programme (APDRP). Over the last 
few years, it has spent as much as Rs 
10,000 crore on this count. 

Lowering the state’s power bill 
by providing tax sops is not en- 
tirely a noble endeavour. With a 
good part of power still lost to theft, 
the Power Ministry will find it 
tough getting past the Finance 
Ministry. Unless, it can convinc- 
ingly prove that the future will be 
vastly better. 

BALAJI CHANDRAMOULI 
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Kinetic 
Energy 


Power Minister seems keen to 
get hydel projects going. 


N OVERHAULED NINE-YEAR OLD 

hydel policy, which has been in 
abeyance for two months now, is 
expected to become operational 
soon. Reason: Power Minister 
Sushil Kumar Shinde, who has 
otherwise let the bureaucracy lead 
the policy initiatives, is now 
aggressively pursuing it, say officials. 
If the Union Cabinet gives it the 
nod, too, the gainers would 
be Reliance Energy, GMR, 
GVK, DS Constructions and 
Jaiprakash Industries. 

Due to the existing policy 
regime, which doesn't seem to ex- 
cite lenders, all these private majors 
have hydel projects languishing in 
the North East. Interestingly, 
though, the discord is not with the 
hydel policy per se, but with the 
National Electricity Tariff policy, 
which was formulated shortly after 
the new Electricity Act was enacted 
in 2003. The tariff policy states 
that power generation projects must 
be awarded on a competitive ba- 
sis, where the qualifying criterion is 
the electricity tariff. 

However, federalism seems to 
have got the better of states rich in 
hydel resources—the entire North 
Eastern region, Himachal Pradesh 
and Uttaranchal have bid out proj- 
ects on terms that offer better re- 
turns for the state. That means the 
state's get power from the project at 
zero tariff, an upfront premium for 
developing the project, or an eq- 
uity stake in the project. Since the 
Central government's policy does 
not allow such terms, the hydel 
projects bid out by a state will not 
get statutory clearances from agen- 
cies like the Central Electricity 
Authority (CEA). And, in its absence, 
the project will not comply with 


RAVI 5. SAHANI 


the law of the land. 
Notwithstanding this reality, 
several private players have gone 
ahead and bagged lucrative hydel 
projects. In a recent case, GMR paid 
as much as close to a crore of rupees 
per megawatt as ‘signature bonus’ 
for a 300 Mw project in Himachal 
Pradesh. This amount, which is 
nearly 20 per cent of the capital 
cost of the plant, does not go to- 
wards determining the tariff. 
Arunachal Pradesh, on the other 
hand, has bid out projects on the ba- 
sis of the quantum of free power 





Power Minister Shinde: Talking tough 


that the promoter is willing to offer 
as well as the equity content in the 
project. But *in the absence of com- 
pliance with the law of the land, 
lenders are not willing to fund the 
project," says an official with a 
leading hydel company. 

The Union Power Minister is 
now getting impatient and so are 
the companies that have bagged th- 
projects. Will Shinde be able to 
make a strong enough commercial 
case to demolish issues of federal- 
ism? We'll just have to wait 
and watch. 

BALAJI CHANDRAMOULI 
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A VC in the 
Prep Class 


Helix Investments thinks 
Mahesh Tutorials is sexy. 


NLESS YOU ARE A STUDENT OR A 

parent in Mumbai, it’s unlikely 
that you’ve heard of Mahesh 
Tutorials. That doesn’t matter to 
the 19-year-old prep institute, which 
was launched out of a small class- 
room in Mumbai’s Mulund area. 
It’s got venture investors queuing up 
for a piece of the action. Recently, 
Helix Investments, an India-focussed 
fund backed by New York’s 


Cullman Family and Bloomingdale 
Properties, paid $12 million (about 
Rs 49 crore) to buy a 30 per cent 
stake in MT Educare, the holding 
company of Mahesh Tutorials. 
What got Helix excited about 
Mahesh? “The total private educa- 
tion sector in India is estimated to be 
anywhere between Rs 2,000 crore 
and Rs 3,000 crore, and growing at 
25 per cent per annum. There is 
tremendous scope for further 
growth in this space,” says Cyrus 
Driver, Director, Helix. 

At present, Mahesh has 110 cen- 
tres, of which 97 are in Mumbai 
alone. The Helix investment, says 
the prep institute’s founder Mahesh 


Fair & Lovely & Very Mass 


HUL taps radio to popularise its scholarship for girls. 


T!NDUSTAN UNILEVER LTD's 
(Hui) Fair & Lovely 
Scholarship, which offers educa- 
tional scholarships to poor but 
bright girls, is almost five years 
old. Yet, if thousands of such girls 
have only just begun to hear of i it, 
it’s thanks to a new ‘marketing’ 
vehicle that HUL has chosen: AIR 
radio. *We used radio for the first 
time last year with amazing re- 
sults," says Ashok Venkatramani, 
Vice еше (skin care), HUL. 
“This year the investment behind 
ing it as a medium to invite ap- 
plications has doubled," he says. 
Until 2005, HUL advertised 
Fair & Lovely Scholarship, part of 
its Fair & Lovely Foundation, 
through print, college contact 
programmes and on its own web- 
site. Now, it is employing newer 
mass media vehicles to find ben- 
eficiaries for the scholarship, 
which gives away up to Rs 1 lakh 
to enable young girls to pursue 
graduate and post-graduate de- 
grees, Cellular phone is the next 
medium that the foundation is 
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HUL schols: Now on radio 


tapping for the first time this year. 
It has tied up with Reliance 
Communications to popularise 
Fair & Lovely Scholarship via 
text messages and through 
Reliance World outlets. Last year, 
some 1.5 lakh applications poured 
in, and this year the number could 
top 2 lakh. Till date, the project 
has offered scholarships to 300 
girls, and 91 of them last 
year alone. If other such foun- 
dations follow HUL’s innovative 
methods, then finding scholar- 
ships may be as easy as buying a 
pack of, well, Fair & Lovely. 
SHAMNI PANDE 





MT's Shetty: New chapter 


Shetty, will help it grow its presence 
across the country. It also has a 
presence outside of India in Al 
Karama, Dubai, but Shetty says 
there are plans of moving into East 
Asia, and the UK and the Us, where it 
will focus on prep courses for math- 
ematics. All told, Shetty plans to 
have 400 centres across the globe 
over the next two years. “We are 
aiming to provide global reach in 
education and training and be the 
largest player in this field...and 
these investments will go a long 
way in helping us achieve our 
dreams," says Shetty. 

MT Educare has a turnover of 
Rs 35.5 crore and profit margins of 
about 22 per cent, which it says 
are holding in the face of rapid 
growth. Shetty's target is to touch Rs 
150 crore in revenue over the next 
three years. *Mahesh Tutorials has 
very good credibility in this space 
and we want to be a part of their 
expansion," says Driver. 

Mahesh Tutorials is not the first 
prep firm to get investment from a 
vC firm. Delhi-based Career 
Launcher had Intel Capital invest $1 
million in it way back in 2000. 
“The education sector in India has 
always been fragmented and unor- 
ganised. Private money coming into 
the tutorials business is good as this 
segment is supplementary and crit- 
ical to the mainstream education 
," says Nikhil Mahajan, MD, 
Career Launcher. The other ad- 
vantage is that VC investment also 
means a stamp of approval and a 
passport to global markets. 

ANUSHA SUBRAMANIAN 
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In The 
Fast Lane 


IDFC has a ‘2-3-4’ formula 
for growth. 

AST FORTNIGHT EVEN AS THE 123 
pete: agreement between 
India and the us was making polit- 
ical waves, another set of numbers 
was keeping Rajiv Lall busy. The 
Managing Director and CEO of 





IDFC's Lall: Numbers game 


Infrastructure Development Finance 
Co. (IDFC) is, for his part, fixated on 
2-3-4—the integers that define his 
growth strategy for the infrastruc- 
ture finance company over the next 
five years. *We should be able to 
double the size of our balance-sheet, 
triple our investment banking rev- 
enues and quadruple our assets 
under management," says Lall. 
IDFC, which recently acquired a 
controlling stake in SSKI, is now 
looking at using the investment 
bank as a source for business origi- 
nation in addition to the traditional 
loan book. *The investment bank, 
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which is now being called IDFC SSKI, 
is an integral part of our business 
model," he says. 

IDFC's bid to be a one-stop 
shop for infrastructure finance along 
the entire chain of risk capital, from 
pure equity, structured equity and 
debt right up to pure-play debt 
means that it needs additional in- 
vesting vehicles as well. Apart from 
the investment bank, the company 
is also looking at setting up a public 
markets asset management com- 
pany. “We are in the process of ap- 
plying to the Securities and 
Exchange Board of India and we 
are awaiting approval," Lall lets on. 
In addition, the infrastructure fi- 
nance company may explore more 
funds in the project equity asset 
management space—which is where 
an infrastructure fund with Citibank 
and Blackstone Partners falls. 

IDFC has finalised four projects 
with typical sizes of Rs 45-50 
crore, mostly in the roads sector 
for the Citi-Blackstone Fund. 
"They are all warehoused on the 
IDFC balance-sheet for the time 
being and will be transferred to 
the fund as soon as we have the 
first closing which we expect some 
time in October,” says Lall. 

In addition to Triple I (III), a 
venture with Feedback Ventures to 
promote infrastructure projects, 
IDFC is planning to set up a "trust en- 
dowed by IDFC” for capacity cre- 
ation at the state level. “We will 
start with Rs 5-6 crore. We are not 
looking for a profit from it. It would 
be fine if we just recover costs so 
that the endowment survives. The 
idea is to provide capacities to those 
state governments that need them, 
in a completely disinterested fash- 
ion." However, there is an upside to 
be captured even in this disinter- 
ested assistance. After all, of the 
$475 billion required to fund the 
growth of Indian infrastructure over 
the next five years, nearly two- 
thirds will be public spending. 

SHALINI 5. DAGAR 
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No Kids’ 
o Kids’ Stuff 
Sun TV Network finds another 
winner—for now. 
HATEVER ELSE MIGHT BE AFF- 
X ected by the fallout with the 
ruling powers of Tamil Nadu, Sun 
TV Network hasn't lost its ability 
to churn out market winners. The 
launch of Chutti Tv, a kids' channel, 
in mid-April, has proved to be a 
resounding success in the south. In 
just four months, Chutti Tv has suc- 
ceeded in grabbing the top spot 
amongst children's channels in 
Tamil Nadu; it had a 58 per cent 
share of viewership as per TAM 
Peoplemeter data between July and 
August 18 in that state. The share of 
the previous leader Toon Disney, 
which stood at 47 per cent in the 
January-March period, has dropped 
to 23 per cent over the same period. 

On a national level, Chutti Tv 
accounts for a share of 7 per cent. 
Whilst competitors like Cartoon 
Network and Hungama TV enjoy 
nation-wide shares of 22 per cent 
and 18 per cent, respectively, the 
viewership figures for Chutti TV are 
not to be sneezed at. After all, the 
channel has programming in the 
local language, which is Tamil. 
Clearly, what has worked is the 
effort the channel has put in sourc- 
ing original content. And that’s got 
advertisers interested. “We have a 
good mix of national brands as 
well as local and regional brands," 
says Hansraj Saxena, СОО, 
Sun TV Network. 

To be sure, national brands like 
Alpenliebe, Cadbury’s, Britannia, 
Sunfeast, Funskool, Horlicks and 
Surf Excel are airing their com- 
mercials on Chutti TV. In its kitty are 
also regional players like Sarvana 
Stores, Jamai Icecream, Pothy’s and 
Paravasa Ulagam Theme park, 
among others. According to Salil 
Pitale, Head, Media & Telecom, 
Enam Investment Banking: “The 
Tamil Nadu market has in the past 
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taken well to the various differen- 
tiated channels from Sun Tv 
Network. This is because of the 
inherent strengths of the Sun Tv 
Network channels, coupled 


with a fairly evolved local 
advertiser community 
that benefits from ac- 
cess to channels with 
different content and 
at different price 
points.” 













In terms of content, the group 
has already tied up with Sony 
Pictures, China Animax, Earth Tree, 
Studio 100 and others. As a result, 
it has some popular programmes 
and animation series in its 
stable which include 
Jackie Chan, Men In 

Black, Boomba and 
à Wizzy & Woopy (all 
dubbed in Tamil). It 
has just initiated 


a school contact programme that 
will seek to benefit underprivileged 
children wherein it has roped in 
Norway-based entertainer and car- 
toonist Einstein Kristiansen, who 
will interact with school children 
and teach them to use local material 
for craft. There will be a painting 
contest and the best of these will be 
auctioned with the money benefit- 
ing children from deprived homes. 
So, is there a happy ever after? 
Maybe not; according to Karthik 
Lakshminarayan, COO, Madison 
Media Infinity: “No doubt Chutti Tv 
has gained the #1 slot (amongst 
kids channels) in Tamil Nadu within 
a short time span, but going for- 
ward the challenge for it would be to 
appeal to children from different 
socio-economic backgrounds. There 
are many English-speaking homes 
within the Tamil Nadu market and 
it should be able to tap into such seg- 
ments, which is where its real power 
will vest," he says. But Sun TV 
Network has its agenda clear: “We 
are looking at growth first within the 
regional market and will look at 
other markets like Kerala, Andhra 
Pradesh and Karnataka by launching 
this channel in other regional lan- 

guages of the south," says Saxena. 
SHAMNI PANDE 





Hollywood 
Masala 


The big US studios are part- 
nering local film producers. 


OLLYWOOD 1S MARRYING 

Bollywood, with a vengeance. 
First, in 2005 it was Sony Pictures 
that ventured into a co-production 
with Sanjay Leela Bhansali to make 
Saawartya, a mainstream Bollywood 
film. Now it is the turn of Warner 
Brothers, a part of the $43.6-bil- 
lion Time Warner Empire, to an- 
nounce a co-production partnership 
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Padukone: Big picture 


with Ramesh Sippy Productions 
and Orion Pictures, a film produc- 
tion house co-founded by Mukesh 
Talreja and Nikhil Advani. The 
three partners are getting together to 
make a mainstream Bollywood film 
titled Made in China, starring 
Akshay Kumar and Deepika 
Padukone, and to be directed by 
Nikhil Advani. 

The estimated $12-million (Rs 
49 crore) action film, to be entirely 
financed by Warner, will be the 
first Indian production to be shot on 
location in China and will be dis- 
tributed worldwide by Warner Bros. 
Pictures. Says Blaise Fernandes, 
Country Manager, Warner Bros 
Entertainment: “We will count on 
our partners’ expertise and will do 
everything in our power to make a 
well-crafted, popular and successful 
Indian film.” Adds Sippy, one of 
the co-producers: “What we hope 
to achieve at the least is a greater 
knowledge and understanding of 
the workings and systems of 
Hollywood. And I am sure we both 
stand to gain a lot from each other.” 

The Indian film entertainment 
sector is expected to grow from the 
current Rs 8,400 crore to Rs 17,500 
crore by 2011, implying a 16 per 
cent cumulative annual growth over 
the next five years, according to 
PriceWaterhouseCoopers (PwC). 
Small wonder then that Hollywood 
studios are eager to jump into bed 
with domestic counterparts. 

Clearly, the Hollywood studios 
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are taking the next step after distri- 
bution and dubbing their films in re- 
gional languages. A co-production is 
a logical progression. Sony Pictures 
was the first off the blocks with 
Bhansali, and Saawariya is due for 
release in November. Says Uday 
Singh, Managing Director, Sony 
Pictures: “It marks the dawn of a 
new and exciting chapter in the life 
of Sony Pictures in India.” Apart 
from financing the project, Sony 
Pictures is also going to be distrib- 
uting the film worldwide. And 
Saawariya isn’t going to be a one-off 
project. “We are looking to build a 
slate of films,” Singh adds. The 
challenge, he points out, largely lie 
in the working culture. Hollywood 
studios are used to working in a 
certain global style and Indian pro- 
ductions have to adapt to that. 
The other studios that have fol- 
lowed in Sony’s footsteps include 
Walt Disney, News Corp. and the 
Los Angeles-based Hyde Park 
Entertainment. The former recently 
announced a co-production agree- 
ment with Bollywood banner Yash 
Raj Films for animated features. 
Roadside Romeo is their first venture 
and slated for a 2008 release. UTV 
also has a co-production deal with 
News Corp.’s Fox Searchlight for 
films and a $30-million, two-film 
co-production deal with Will 
Smith’s Overbrook Entertainment. 
And Adlabs Films has a joint venture 
with Hyde Park Entertainment. Last 
year, senior officials of Viacom 
(which a few months ago an- 
nounced a joint venture with 
Raghav Behl’s Tv18 to launch a new 
joint venture company Viacom 18), 
revealed that Paramount Motion 
Picture Group would be restruc- 
tured into a global model. “This 
will include an entry into Bollywood 
for co-production projects with 
Indian film makers,” Tom Freston, 
President & CEO, Viacom, had said. 
Clearly, he wasn’t the only one har- 
boring such a game plan. 
ANUSHA SUBRAMANIAN 


Shot in 
the Arm 


Firstsource makes a health- 
care acquisition in the US. 


N WHAT WILL BE THE SECOND 
largest transaction in the BPO 
industry, Firstsource Solutions has 
entered into an agreement to acq- 
uire Kentucky-based MedAssist for 
$330 million (Rs 1,349 crore). 
MedAssist has 1,400 employees 
and is a provider of revenue cycle 
management services to the health- 
care industry. For Firstsource, the 
acquisition brings to the table 
MedaAssist's over 1,000 clients, 
among which are hospitals and 
physician groups. MedAssist’s ca- 
pabilities provide Firstsource with 
a pan-American presence in the 
provider segment that consists of 
over 5,000 hospitals. The largest 
buyout in the BPO sector prior to 
this was Wipro's buyout of 
Infocrossing for $600 million. 
For 2006, MedAssist’s revenues 
stood at $99 million (Rs 445.5 
crore) with margins at the earn- 
ings before interest, taxes, depre- 
ciation and amortisation (EBITDA) 
level of 22-24 per cent. At that 
level, the price tag works out to 
around 12.5 times EBIDTA. *We 
expect the deal to close in 3-4 
weeks," says Ananda Mukerji, 
Managing Director & CEO, 
Firstsource. MedAssist is а zero- 
debt company and this will be an 
all-cash buyout. Private equity firm 
RoundTable Healthcare Partners 
holds a 65 per cent stake in 
MedAssist while the balance is split 
between | employees and 
MedAssist’s CEO, among others. 
Firstsource will fund the $330 
million acquisition through a mix 
of internal accruals and debt. While 
internal accruals will be to the ex- 
tent of $55 million, another $275 
million will come from a five-year 
loan. *We have cash reserves of 
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Cash Out, Tune In 


Sun TV Network steps into Red FM. 


T'S CHANGED HANDS ONCE AGAIN. 

And how! In January 2006, 
NDTV, Astro of Malaysia along 
with Usha Reddy and Arjun Rao 
of Hyderabad-based rr firm Value 
Labs had bought out Red FM from 
the Living Media group (of which 
Bris a part) for some Rs 130 crore. 
Last fortnight, it was the turn of 
Astro to exit the venture. The lat- 
est entrant? Sun TV Network, 
which has bought into Red FM via 
a subsidiary company, South Asia 
FM Ltd (SAFL). SAFL has picked up 
48.9 per cent in the FM channel's 
holding company. That's just one 


part of the deal. Perhaps the more 


interesting part is that NDTV, after 
selling their stake to the Sun sub- 

sidiary, have bought a stake in the 
subsidiary itself. Reddy and Rao, 
for their part, continue to be the 
largest shareholder in Red FM with 
51.1 per cent, even as they along 
with NDTV have subscribed to the 
enlarged equity base of sAFL. The 
upshot? NDTV and Rao now have 
some 35 per cent in SAFL, which 
makes Prannoy Roy's company 
an indirect shareholder in Red FM. 
But the deal makes sense for NDTV 
as it now gets access to 23 radio 
stations of SAFL (Sun has another 
radio company, Kal Radio, for the 
southern language states). Says 
Narayan Rao, CEO, NDTV Ltd: 


$80 million on the balance sheet. 
Given that the debt on our bal- 
ance sheet is around $30 million, 
our debt to equity post this acqui- 
sition will be a little less than 1:1,” 
notes Mukerji. “The cash flows 
from MedAssist would more than 
take care of the interest outgo." 
The acquistion is Firstsource's 
third in the us and its 
eighth overall. 

KRISHNA GOPALAN 
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Sun TV's Maran: New deal 


“The FM radio sector in India is 
poised for rapid growth and this 
strategic alliance is now better 
equipped to reap the benefits that 
this sector offers." 

Sun TV Network in turn gets 
three radio stations of Red FM in 
Delhi, Mumbai and Kolkata. It 
could also derive synergies with 
NDTV in the north, an area in 
which it obviously isn't as strong as 
in the south. And where does this 
leave Rao? “Red FM and saAFL will 
be able to offer a more effective so- 
lution for the advertising commu- 
nity's needs in terms of wider 
reach and effective communica- 
tion," says Arjun Rao. It's a motley 
crowd, but as far as deals go, this 
appears win-win-win, alright, the 
long gestation nature of the radio 
business notwithstanding. 

ANUSHA SUBRAMANIAN 


Gimme More 


Professionals are managing 
PF and pension money. 


HOUSANDS OF CRORES OF PROV- 
Tis and pension fund money 
are waiting to be deployed by ad- 
visors on Dalal Street. Enticed by 
the hope of higher returns (albeit, 
with higher risk) and lowering 
costs, the government's provident 


and pension funds are gravitating 
towards professional advisors, who 
will direct a slice of this stash into 
equities. Recently, the Pension 
Fund Regulatory & Development 
Authority (PFRDA) selected three 
advisors, State Bank of India, UTI 
Asset Management and Life 
Insurance Corporation of India, 
to manage its pension funds un- 
der the New Pension System (NPS). 

The Nps was formed in August 
2003 to cover government em- 
ployees joining the services from 
January 1, 2004. The formation 
of the Nps it is felt will arrest the in- 
creasing unfunded pension 
liabilities of existing government 
employees. 

The interesting part is that for 
the first time fund managers will be 
mandated to invest a part of the 
initial Rs 2,000 crore of the PFRDA's 
assets into equities because under 
NPS investment is yet to be made. 
However, these fund managers 
will not assure any returns on the 
investments they make in the mar- 
ket. Says Jaydeep Bhattacharya, 
Chief Marketing Officer, UTI Asset 
Management: “This will be the 
first time that pension money from 
the public will be allocated to eq- 
uities. The fund is yet to start and 
we are currently in the process of 
forming a new company for man- 
aging money from the PFRDA." 
"The bidder quoting the lowest 
fee will be given the larger chunk in 
the corpus. However, of the total 
corpus not more than 10 per cent 
is expected to be invested into eq- 
uities,” says Krishnan Sitaraman, 
Head (Fund Services & Fixed 
Income), CRISIL, which helped 
PFRDA in selection of the fund ad- 
visors. “We evaluated the advisors 
on a quantitative and qualitative ba- 
sis before selecting them on a com- 
mercial basis,” adds Sitaraman. 

In the initial screening process, 
only public sector undertakings 
that had a minimum of five years’ 
experience of managing an equity 
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as well as debt corpus of more 
than Rs 10,000 crore were short- 
listed. CRISIL used its fund gover- 
nance process quality rating prod- 
uct (the product was initially de- 
veloped to rate mutual 
fund houses) for selecting the 
financial advisors. 

CRISIL used a similar process 
in selecting ICICI Securities and the 
State Bank of India (SBI) to manage 
the Rs 40,000 crore of the Coal 
Mines Provident Fund 
Organisation (CMPFO). The sec- 
ond-largest provident fund or- 
ganisation in the country in terms 
of assets under management has 
divided its corpus between the 
two banks; ICICI Securities will 
manage the provident fund cor- 
pus of Rs 32,000 crore and the 
pension fund corpus is SBI’s baby. 
Says Denzil Fernandes, Senior Vice 
President, ICICI Securities: “Apart 
from monitoring the ongoing 
fund, we have already invested Rs 
3,500 crore in the fixed income 
market.” Despite the government 
approving an investment of 5 per 
cent of the corpus in equities, the 
CMPFO has so far not mandated 
ICICI Securities to invest in equities. 
The investment bank may not 
need to do so as the CMPFO's ob- 
jectives are being met: Costs are 
down by a sixth, and according 
to market men, ICICI Securities, 
which had a mandate to generate 
an 8.5 per cent return, has sur- 
passed that target by a full per- 
centage point. Says CRISIL's 
Sitaraman: *Going ahead the com- 
pulsion to cut costs and generate 
good returns in a low-interest rate 
regime will force pension funds 
to go the professional way." 

CRISIL is already in talks with 
big daddy Erro (Employees' 
Provident Fund Organisation), 
which manages over Rs 1.5 lakh 
crore of assets. That's bigger than 
the total equity assets of the total 
Indian mutual fund industry. 

MAHESH NAYAK 
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Lights in 
the Tunnel 


A US slowdown may be an 
opportunity for Infosys. 


SUPER-STRONG RUPEE, A SUBPRIME 
А and the possibility of a 
slowdown in the Us are making an- 
alysts back home gloomy. But the 
country's second largest IT com- 
pany, Infosys Technologies, 
seems confident of not just weath- 
ering the uncertainty but even prof- 
iting from it. Infosys CEO 
S. Gopalakrishnan believes that the 
subprime crisis and a slowdown in 
the us could actually boost 
outsourcing to India. 

“We have not seen any slow- 
down in the number of deals or 
any such thing from the US so far. 
When companies are looking 
to cut down costs, offshoring makes 
a lot more sense," says 
Gopalakrishnan, who adds that the 
company is planning to increase 
rates to make up for eroding profits, 
thanks to the appreciating rupee. 
Infosys plans to increase fees for 
new customers by 3-4 per cent, and 
will also push for a 2 per cent hike 
in rates from existing client con- 
tracts. Infosys BPO CEO Amitabh 
Chaudhry says that the impact on 
the tech bellwether’s outsourcing 
business “should not exceed $1 mil- 
lion (on revenues).” 

International analysts believe 
that a price increase by Infosys, 
even in such uncertain conditions, 
may not hurt the company too 
much. “At the moment, the prices 
that Indian vendors offer are still 
much more inexpensive than what 
onshore companies can offer. So, I 
suppose a price increase of 3 per 
cent would not hurt. Similarly, on- 
shore vendors are also increasing 
their prices by the same level,” says 
Paris-based Dominique Raviart, 
Senior Analyst, Ovum, a consult- 
ing firm. Raviart, however, sees the 


price advantage of Indian companies 
eroding over a period of time, even 
though he says it’s not “time to 
panic yet.” 

In an effort to reduce its de- 
pendence on dollar revenues, 
Infosys hopes to step up its focus 
on increasing non-dollar revenues. 
Gopalakrishnan says that the com- 
pany is receiving a lot of traction 
from the European market. “Our 
European revenues have gone up 
considerably from 9 per cent in 
1999 to 14 per cent in 2003-04 
and to above 26 per cent today. In 





Infosys’ Gopalakrishnan: New focus 


terms of geographical mix, ideally, 
we would like have 50 per cent 
of our revenues from the us, 30 
per cent from Europe and 20 per 
cent from the rest of the world,” 
adds the CEO. 

Infosys also has been trying to 
expand its operations in China but 
admits that growth has been “slower 
than expected” in the Red republic. 
Infosys has 700 employees in China. 
Says Gopalakrishnan: “It’s a geog- 
raphy that can’t be ignored consid- 
ering the fact that we аге all talking 
about a talent shortage. China pro- 
duces about 6,50,000 engineering 
graduates as compared to 4,50,000 
from India.” 

T.V. MAHALINGAM 


Enriching Lives 


Buy Kirloskar Green 
100-600 kVA genset. 


Get Total Value for Money. 


A world-class compact design saves money on 

space, great fuel economy with low running cost 

gives recurring savings year after year and utmost 

reliability backed by 24 x 7 service gives you, total 
/alue for money. No wonder then, Kirloskar Green Gensets are the preferred 
choice of critical industries like infrastructure, manufacturing, textile, 
Yospitality, services, ITES, and telecom amongst others. So get a Kirloskar 
Green 100-600 kVA genset and get total value for money. 


HE KIRLOSKAR GREEN ADVANTAGE: 


хап 


KIRLOSKAR OIL ENGINES LIMITED: Laxmanrao Kirloskar Road, Khadki, Pune - 411 003 


zall Dinesh Vyavhare on +91-98220 70315 (Pune - HO) | Ramesh Khosa on +91-98103 99479 (North) 


T. Prabhakar on +91-98311 55666 (East) 
Satish Srikantiah on +91-98500 08924 (West) | V. D. Sivakumar on +91-94440 08048 (South) 





E Watch the children grow, watch the world change, 














Nifty* Your everyday 
guide to India's progress 


india. A land of many cultures and many languages. 
It throws up as many questions as it throws up answers. 

As India gets more globalised - and maybe more 
complex, people are constantly seeking new answers. 
How much has the country progressed? How well is the 
economy doing? The Nifty is the platform on which 
India finds these answers. The Nifty Index is a composite 
of the top 50 stocks listed on the National Stock 
Exchange (NSE). It is a simplified tool, which helps 
investors and ordinary people alike, understand what 
happens in the stock market and by extension, 
the economy. If the Index performs well, it is a signal 
that companies in India are performing well and 
consequently that the country is doing well. 
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An upbeat economy is usually reflected in a strong 
performance of the Nifty Index. A rising index is also 
indicative that the investors are gung-ho about the future. 
Ups and downs on a short term basis are inherent in stock 
markets. Over the long term however, the index will be 
reflective of the economic trend. 

The Nifty Index is based upon solid economic 
research and is internationally respected and recognised 
as a pioneering effort in providing simpler understanding 
of market complexities. 

The Nifty Index is computed and disseminated by 
NSE, the 4th largest stock exchange in the world in terms 
of trades in the capital markets. 


NIFTY Stock of the nation 
LD 


www.nseindia.com 


+ Nifty index can be used by individuals to track market movements and compare performance of individual companies vis-a-vis market 
performance & Shareholders evaluation of management decisions - performance of a company vis-a-vis the market generally reflects the 
perception of the investor Assist traders and market intermediaries to evaluate performance and sentiments across the market ¥ Index funds 
can replicate Nifty indices to earn market returns 8 Derivative trading - Investors can use Nifty indices for hedging their exposures in the 
equity markets i Benchmarking NAV performances - Nifty is the benchmark for performance of open ended and close ended funds. 





*Nifty has been used to represent S&P CNX Nifty, owned and managed by India Index Services and Products Ltd. (HSL), a joint venture between NSE and CRISIL. 
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surprise entrants in the Top 15. What's happening? 
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DIRECTOR BAKUL DHOLAKIA GIVES A THUMBS UP AS IIM-A REMAINS UNCHALLENGED 
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Part of the problem, of course, is that there aren’t 
enough good B-schools in the country. Sure, at last 
count there were more than 1,250 of them, but the uni- 
verse of the really good management institutes is vastly 
smaller. With the result, there’s intense competition for 
just a handful of MBAs. What makes the situation today 
worse is the breakneck pace of growth in the economy. 
Almost every company in every industry is expanding, 
creating new jobs and in new locations. Financial 
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services, retail, telecom, IT and ITES are just some of the 
industries that are scrambling to recruit young managers. 
Yet, the intake of students at the top B-schools has only 
marginally increased over the years. 

So, what does the fifth Business Today-Nielsen 
study of India's Best B-Schools tell us about the state of 
affairs at the top management institutes? Before we get 
into that, a quick word about how Br and Nielsen 
conduct the survey and why it is different —more 


REGIONAL B-SCHOOLS HAVE GAINED WITH SPJIMR MOVING UP THREE PLACES 
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The world map has undergone a sea change this last decade. The trend 
continues and promises to be even more unfamiliar. The need to be geared 
up for tomorrow is more than ever before. 


To be qualified, well informed, with confidence of speech, possess special 
knowledge in areas that require skilled and proficient manpower is the 
crying need of today. The need to be a step ahead and a step faster and surer. 
To understand the dynamics of change and come out a winner. 


At Skyline students are trained to equip themselves to take on the world 
and carve out their niche in tomorrow's world. 
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following universities - « Kelley School of Business, Indiana University, USA 
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Illinois University, USA • Cardiff Business School, UK • University of 
Sunderland, UK • University of. Cranefield, UK e York University, Canada 
e Monash University, Australia • University of Exeter, UK e University of 
Surrey, UK 
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importantly, market- 
surveys in the market. To begin with, the sT-Nielsen 
study is completely ‘market-focussed’. That is, we poll 
all the ‘stakeholders’ of a B-school, comprising MBA 
wannabes, recruiters, young executives, current MBAS, 
and functional heads. Therefore, we don’t try to quan- 
tify debatable parameters such as the number of aca- 
demic papers written by the B-school’s faculty or how 
many books it has in its library. 

Instead, Nielsen’s proprietary Winning Brands 
model considers eight different attributes—reputation, 
teaching methodology, infrastructure, placement, ad- 
mission eligibility, faculty, specialist units, and quality of 
placements—to figure out how loyal the *consumers' of 
a B-school are and what sort of a price premium they are 
willing to pay to either join or hire from the B-school 


The loyalty is demonstrated by the consumer's prefer- DID NOT FIND FAVOUR WITH YOUNG EXECUTIVES 


ence, while price premium can mean different things to 


UMESH GOSWAMI 





The Most Important Parameters different stakeholders. For ex- 
(All Respondents) ample, in the case of MBA 


wannabes, it’s a measure of 
Placement 12 Faculty 9 Teaching their willingness to pay higher 
Methodology 2 fee to get into an institute of 
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their choice. 

Coming back to the ques- 
tion, what’s happening to the 
Top 30 B-schools in the coun- 
Infrastructure 19 try? Who is losing and who is 
Quality of gaining? And what does it tell 
Placement 13 us about the underlying shifts 
Reputation 42 in ‘consumer’ behaviour? First, 
there is absolutely no change in + 


the Top 5. imM-Ahmedabad 
Figures in per cent retains its numero uno position 
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3 SKYLINE BUSINESS SCHOOL 
| 14 Ноте Truths we'd like to share. 

| At Skyline Business School we develop students keeping the perfect 10 score in mind. Business management 
concepts are taught together with such other soft skills as listed below, so as to turn out that perfect executive 
needed by almost every organisation today. Executives who can communicate, organise, present, sell, create, 
initiate, be team players and who add to the organisation's bottom line; because Corporates 

need to survive with competition, new technology and recession in the new world. 

Given below is a performance appraisal of MBA 2004-2006 student, Sajida S. Choudhary after her 

Summer Training with Canon INC, UAE. Appraisals such as this one underscores our 
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Cannon INC. 
PERFORMANCE APPRAISAL 
Student's Name : Sajida S. Chaudhary 
Course: M.B.A. Rating * 
1. Technical knowledge regarding the industry and the job he/she was 
involved Good 
2. Communications skills (a) Oral Good 
LE (b) Written Good 
* (с) Listening skills Good 
3 Ability to work in a team Excellent 
4 Ability to take initiative Excellent 
5. Ability to develop a healthy long term relationship with clients Good 
6. Ability to relate theoretical learning to the practical training Good 
7. Creativity and ability to innovate with respect to work methods & procedures Good 
8. Ability to grasp new ideas and knowledge Good 
9. Presentations skills Excellent 
10. Documentation skills Excellent 
11. Sense of Responsibility Excellent 
12. Acceptability (patience, pleasing manners, the ability to instil trust, etc.) Good 
13. His/her ability and willingness to put in hard work Good 
14. In what ways do you consider the student to be valuable to the organisation? 
i Consider the student’s value in terms of : (a) Qualification 
S (b) Skills and abilities Yes 
? (с) Activities/Roles performed 


15. Any other comments ... She is very hardworking and presentable and responsible. 
Do you recommend this student for placement? Yes YES/NO 


f 3 Assessor's Name - Anurag Gupta 


Designation : 4 were 
GM, Canon Middle East l D 
س سے‎ 
CANON INC. - MIDDLE East, @14, Media City, Sheikh Zayed Road, Dubai, UAE 


For more information/prospectus, please call or visit: 

Hauz Khas Enclave, New Delhi - 110 016 

Tel. Nos. 011-2686 4848, 2686 6968 & 2652 4399 
Call/SMS@Mobile 9810005021 & 9810877385 
122 Institutional Area, Sector-44, Gurgaon - 122 003 


Tel. Nos. 0124-6451402, 6451242, 6451418 Call/SMS@Mobile 9810877385 5 ES 
E-mail : info@skylinecollege.com Online Chat/ Web: www.skylinecollege.com 11 years of Excellence 
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\IM-A 
1.85 
IIM-B 2.96 
Simsree* MEN 1.25 
Mumbai | 
Prin. L.N. WIM mum: 
Mumbai | 0.64 
Greater proportion of this 
audience covered in Mumbai 
(39%) and Delhi (22%) 





*New entrant 18 2007 m 2006 


once again this year, followed by itM-Bangalore and 
Calcutta, Symbiosis Institute of Business Management, 


and IM-Lucknow. However, there are plenty of changes ` 


down the rank. пм-Іпаоге has jumped two places to #6, 
and Jamnalal Bajaj one to tie with IIM-1 at #6. 

XLRI, or Xavier Labour Relations Institute, has 
slipped to #8 from #6 last year. But the more surpris- 
ing bit about this year's survey is the gain that some of 
the so-called regional B-schools have made. ICFAI 
Hyderabad, for instance, has vaulted four places to 
#9, Narsee Monjee Institute of Management Studies has 
shot up seven notches to the #10 position, while the S.P. 
Jain Institute of Management & Research has moved 
from #14 to #11. Surprisingly, some of the losers are 
the Faculty of Management Studies (FMs) at Delhi 
University, and the Indian Institute of Foreign Trade, 
which drop to 12 (from 8) and 16 (10), respectively. 

A word of caution may be in order here. This year, 


The Most Important Parameters 
(MBA Wannabes) 


Quality of 
Placement 7 Eligibility 6 
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BHAKAR RAO 


ONE OF THE BIG GAINERS THIS YEAR 





a majority of the non-student stakeholders (that is, 
recruiters, functional heads, and young executives) 
the survey interviewed happened to be in Mumbai 
and Delhi. There’s good reason for it. Typically, the sur- 
vey considers only those BT 500 companies that have an- 
nual revenues of at least Rs 500 crore. A majority of 
such companies are located either in Mumbai or Delhi. 
Therefore, 39 per cent of the non-student respon- 
dents were from Mumbai and 22 per cent from Delhi. 
Could this have led to a bias in favour of Mumbai-based 
B-schools? To some extent, yes. But by that logic, it 
should not have worked 
against FMS and IIFT, or worked 
in favour of ICFAI Hyderabad. 
The point: recruiters and MBA 
wannabes are smarter than we 
think. 

Another clue to the fact 
that some of the B-schools are 
gaining ground comes from 
the overall Brand Equity Scores 


Admission 


Placement 2 


Infrastructure 1 


ofthe top schools. Take itM-A,‏ 1 ا 

for instance. While it remains 
Faculty 21 the only Monopoly brand 
Reputation 92 among the Top 30 B-schools, 


its brand equity score has been 
steadily declining. It was 5.06 


Figures in per cent last year, but is down to 4.82 









Indiabulls 
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Only Broker to be assigned 
Highest Broker Quality Grading* 


Indiabulls 
Securities Limited 








STOCK BROKING | EQUITY RESEARCH 


CRISIL Pi+ 










Highest Rating 
for Short Term Debt 





Indiabulls Financial 
Services Limited 


CRISIL AAA (SO) 













Highest Rating for 
Loan Receivables Securitization 





Indiabulls Credit 
Services Limited 


LOANS AGAINST PROPERTY | HOME LOANS | BUSINESS LOANS | COMMERCIAL VEHICLE LOANS 


LOANS AGAINST SHARES | BUILDER LOANS | FARM EQUIPMENT FINANCING | PERSONAL LOANS | SME LOANS 


abulls Securities Ltd. Registered Office Address: F-60, Malhotra Building, II" floor, Connaught Place, New Delhi - 110 001. Member National Stock 
hange. SEBI Registration Number: INB 230875632; F&O SEBI Registration Number: INF 230875632; NSDL DP-ID: IN-DP-NSDL-184-2000; 
L DP-ID: IN-DP-CDSL-204-2003; Member Bombay Stock Exchange. SEB! Registration Number: INB 010875632 (CM-BSE); F&O SEBI 
istration Number: INF 010875632.* As of 23 Aug 2007 from CRISIL. Copyright 2007. 
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IT HAS SLIPPED FOUR PLACES, BUT OFFERS 


this year. Similarly, the other top four institutes have 
registered a decline in their brand equity scores. Why? 
The answer is fairly simple. Every time a (good) B- 
school gains, the better B-school loses relatively. In 
other words, for one institute to gain, another has to lose. 
Not surprisingly, the B-schools that have gained this year, 
have bettered their brand equity scores. 

From the recruiter’s point of view, there’s something 
significant happening here. As campus salaries soar, re- 
cruiters are becoming more selective about who they 
hire and from where. In some sense, they are aiming at 
better fitment between the job and the candidate. 
Therefore, while a blue chip company may still head to 
an IIM-A or —B for a candidate to fill an entry-level job 
it considers strategic, it'may happily hire from the so- 
called tier-II institutes for ‘operational’ roles. Not only 
does it have to pay less, but it also gets to hire the cream 
of the class, being a preferred recruiter relatively. 

What should the B-schools be focussing on to 


The Most Important Parameters 


Placement 10 
Admission 
Eligibility 10— 
Reputation 6 


Quality of 
Placement 9 
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Teaching 
Methodology 11 
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BEST VALUE-FOR-MONEY MBA 





move up the pecking order? Apparently, placements, 
quality of infrastructure, reputation, and specialisa- 
tion. While MBA wannabes put placement and reputa- 
tion ahead of other factors such as faculty or teaching 
methodology, the recruiters valued infrastructure, spe- 
cialisation, and teaching methodology, which includes 
things like faculty-student ratio, counselling and in- 
dustry exposure. How important reputation can be is 
borne out by the close competition between ПМ-А and 
пм-в. On most parameters, the institute at Banerghatta, 
Bangalore, scores pretty close to IIM-A, but it loses out 
simply because the latter is still the more ‘storied’ B- 
school and, therefore, enjoys higher awareness. 

[n the pages that follow, we have explored some of 
these issues—including the rise of regional B-schools and 
why foreign MBA students are making a beeline to 
India—in greater depth. What emerge from our study 
this year are a few simple things: One, that competition 
between B-schools is intensifying and the older insti- 
tutions had better not take their 
positions for granted. Two, 
there's an urgent need for the 
better B-schools to increase 
their intake, and equally im- 
portant for the others to pull 
themselves up by their boot- 
straps. Three, recruiters have 


(Recruiters) 


Specialist Admission 


Teaching 
Methodology 2 


| L Faculty 1 


Infrastructure 33 


Quality of 
Placement 


become much more value con- 
scious and demanding; they ex- 
pect the institutes to offer more 
specialised courses and lay 
greater emphasis on pedagogy 
based on real-world experience. 
B-schools that aspire to be 
among the best will ignore these 
trends at their own peril. в 
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One of Irdia's leading B.Schools 
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Unique infrastructure and teaching methods, a 
placements and an enduring aura make IIM-Ah 





B-school in Business Today s 10 annual rankings. T.v. ad dias best 








T’S SEBASTIAN SCHOLTZ’S LAST DAY AT THE INDIAN INSTITUTE 
of Management campus in Ahmedabad (M-A). During his 
two-and-a-half-month stay, the 26-year-old German ex- 
change student from the University of Cologne slogged 18- 
20 hours every day, played tennis, and even tried his 
hand at cricket, which left him “embarrassed”. Other than an ex- 
posure to India and Indian management education, Scholtz 
also gained something unique—a nickname. To the students who 
shared his dormitory, Scholtz is “Tambu.” That's tent pole in í 
Hindi. “It’s customary at the IIM-A campus,” explains second-year i What puts IIM-A 
student Nitin “Gubbara” Sundar “that everybody has a dorm in a class of its own 
name given by others living in the same dormitory.” The mean- 


ings of these names are closely-guarded secrets. But knowing the NUMBER OF FACULTY 
risqué nature of campus humour, it isn’t too hard to guess. mE c ull time 

Method and Madness ES тс 

Like most college campuses, ПМ-А has the usual ingredients — 5700 — 

—campus mores, ribald jokes, bearded faculty, the occasional ab- К NUMBER OF COURSES 
sent-minded professor, task masters, the bright sparks and the nee Five of long duration _ 
laggards; and some students who look like they've spent time in | NUMBER OF STUDENTS IN 

a concentration camp. But the campus has its own unique Is CAMPUS: 890 

sense of life—nicknames, frisbee games in the wee hours of the КО О NUMBER OF APPLICATION 
morning, canteens that serve food and tea till 2 a.m., and, of ee RECEIVED FOR 


: b ADMISSION IN 200 
course, the raucous birthday celebrations. ADMISSION IN 20 


What is it that inspires students, most of whom are likely to 
go on to wear sober ties and work in boardrooms, to test the 
realms of the bizarre? “Anything to relieve stress,” says Rahul Cha. D 
Chaudhary, a first-year student at IM-A, who has run through mot 20,681 (for 30 seats) 
nearly 18-20 tests in the last two months. It's no secret that the BE 
institute is the toughest in the world to get into—one in about 700 
applicants makes the final cut. Of that nearly 73 per cent are en- 
gineering graduates for whom wrestling with books is a way of life. 

Despite that, the academic schedule can also be punishing. 
Most first-year students say that they have got used to four 
hours of sleep. After all, the flagship course at IM-A—the PGP pro- 
gramme—is more rigorous than most other programmes across 
the world. “In a typical two-year MBA programme in the US, you 
have about 680 contact hours that students spend in class- 
rooms, Our two-year programme involves 1,063 contact hours. 
That’s almost 60 per cent more,” says Professor Arvind Sahay, 


PcP. 170,894 
250 seats) 


оона 


SHEV 
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IIM-A TRAINS OVER 3,000 EXECUTIVES IN ABOUT 100 SHORT-DURATION PROGRAMMES EVERY YEAR 


) ` | NUMBER OF INTERNATIONAL AVERAGE ENTRY LEVEL TOTAL STUDENTS PASSED OUT 
Details of placements | OFFERS: 120 erort FIGURE (DOMESTIC): d IIM-A (course by AN in just 
for PGP-2007 { RANGE OF HIGHEST , PGP (SINCE 1961). 6952 

| NUMBER OF COMPANIES THAT — 1] INTERNATIONAL ACCEPTANCES: HIGHEST NUMBER OF OFFERS - - 
VISITED CAMPUS: 91 | $225,000-300,000 MADE BY: Lehman Brothers PGP-ABM (SINCE 2002): 160 
- (depending on bonuses) (17, 14 acceptances); Merrill Lynch PGPX (IN APRIL. 2006): 60 
NUMBER OF OFFERS: 493 | (15, 14 acceptances); McKinsey — | 
| RANGE OF HIGHEST DOMESTIC (13, 12 acceptances) FPM: 221 
NUMBER OF DOMESTIC ACCEPTANCES: Rs 60 lakh-1 y : | 
PLACEMENT OFFERS: 373 i crore (depending on bonuses) | Salaries mentioned áre per annum | 


PGP: Post-Graduate Programme in Management; PGP-ABM: PGP in AgriBusiness Management PGPX: PGP in Management for Executives; FPM: Fellowship Programme in Management 
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who teaches pricing and marketing of hi- 
tech products at the institute. 


The Best of the Best 

So, what is it that makes IIM-A the best 
management school in the country and 
among the best in Asia? Is it the long, pun- 
ishing hours of work? Is it the fact that stu- 
dents compete with the best? Or is it be- 
cause as a student you are free to play 
frisbee at odd hours without the fear of be- 
ing chucked out the next morning? The an- 


A Matter of Degrees 
Educational backgrounds of students in the PGP batch of 2005-07. 


1 Others 









1 Medicine 


1 Business 
Administration 


4 Science 


6 ır 


swer: All of the above, and a lot more. Like Nasscom 
President Kiran Karnik (1968 batch) says: “I learnt a 
great deal from my classmates as well as the teachers. 
The faculty enjoyed a great deal of freedom at the 
institute to do research.” 

Broadly speaking, there are two dimensions to IIM- 
A's success as a premier B-school. One, the quality of the 
institute's faculty and students. Two, the academic 
freedom the institute has enjoyed over the decades 
that has led to incredible innovation. 

Like IIM-A Director Bakul Dholakia says: “We have 


Bakul Dholakia 
Director/ IIM-A 


An exchange student from Germany at IIM-A 


“If you are looking to become a 
better CEO, this (IIM-A) is a better 
institute to be in” 
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1 more than 36months 
17 13-18 months 
B 7-12 months 


4 19-24 months 


"What makes us unique 
is that we are a school of 
management and not a 
business school" 


Earn or Learn, or Both? 
Work experience of students in the PGP batch of 2005-07 (75). 


9 25-36 months 









the largest number of interdisciplinary faculty in the 
country. A PhD is almost an entry-level requirement for 
faculty positions.” Close to 99 per cent of the faculty 
at IIM-A are PhDs. But the institute has teachers who 
look much beyond that. *What makes us unique 
is that we are a school of management and 

not a business school. We believe that any 
field where principles of management can be 
meaningfully applied is our domain. So, you will see 
our faculty doing research in areas like agriculture, 
healthcare, hospital management, e-governance etc.,” 
adds Dholakia. 

Another aspect that works well for IIM-A is its 
case-based approach to management study. IIM-A boasts 
of the largest number of registered case studies in the 
country—over 3,000 of them. In all, IM-A produces two 
-thirds of the country's management research. "There 
is a strong conceptual foundation, a strong theoretical 
framework to all our programmes. At the same time, the 
case study method that we use also puts in a very 
strong decision-making framework. In every case that 
we study, there is the question—what must this person 
do? This combination is extremely powerful," says 
Dean Jayanth Varma. 











P.K. Sinha 
Chairman, Placement Committee/ IIM-A 


"Students can try out their hand in 
their own ventures and come back 
for placements if they need to" 





A successful organisation is characterised by a unique sense of itself. It stands sure of its values, 
and beats its own path, against the odds. The R K SWAMY + HANSA Marketing Services Group is 
one such. Its founder has ensured that, and how! Read about it in this inspiring volume. 





eeds to charity. Distributed by East West Books: Telephone - Bangalore 2661 2243, Chennai 4208 0417, Hyderabad 2475 0304, 
ata (R K SWAMY BBDO) 2287 6544, Mumbai 2851 7129, New Delhi 2637 1627 


IIM-A HAS TRAINED OVER 
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Foreign students like Sebastian 
Scholtz vouch for the institute’s 
hands-on approach. “Unlike 
Germany, where there is emphasis 
on theory, there is a lot of emphasis 
on practical decision-making. If you 
are looking to become a better CEO, 
this is a better institute to be in,” says 
Scholtz. In addition, the case study ap- 
proach prevents faculty from being 
cloistered in the campus environs. 
“This is one of the few schools in 
India where faculty are encouraged to 
write and teach cases. When you 
write cases, you stay contemporary,” 
says Sahay, who has authored 12 
cases in the last three years. 

With faculty researching | 


to dew harvesting in arid areas, 
it's hardly surprising that the 
institute’s study material is not 
just up-to-date but forward- 
looking. Dholakia says that al- 


electives being offered have been developed in the last 
three years. ПМ-А has also led the way when it comes to 
innovation. An apt example would be the ‘placement hol- 
iday' that the institute introduced this year. “It’s an effort 
to support students who want to start their own entre- 
preneurial venture. Basically, students can try out their 
hand in their own ventures and come back for placements 
(if they need them) within a year or two,” says P.K. Sinha, 
Chairman of the Placement Committee. 
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IN OPEN ENROLMENT AS WELL AS IN-COMPANY PROGRAMM 





























The Way Ahead 

When Dholakia took over as 
Director in 2002, iIM-A was much 
smaller. The student population 
was just about 425; about 900 ex- 
ecutives were trained at the institute 
in that year and the B-school had 
only two residential full-time pro- 
grammes. Moreover, the institute 
had educational tie-ups with barely 
a dozen foreign institutes. All of 
that has changed. Today, the stu- 
dent population is close to 800 as 
the institute offers five full-time 
residential programmes, including a 
one-year PGPX course for those 
with work experience. It trains 
close to 3,500 executives annu- 
ally through 100 executive devel- 
opment programmes. 

In addition, the institute is far 
more international in character 
with more than 25 foreign stu- 
dents on the campus at any given 
point of time. Dholakia says that 
the focus has been to give stu- 
dents a cross-cultural experience. 
*Of the 250-odd students who 

graduate every year, about 100 go for summer in- 
ternships abroad. Another 80-90 go for exchange 
programmes and we try to make it non-overlapping. So 
in all out of 250, more than 170-odd have international 
exposure of some kind," says Dholakia. 

Despite this rapid expansion, the institute has 
several challenges ahead for it to be counted among the 
best B-schools in the world. Faculty salaries are “a 
joke" as a result of which hiring faculty is getting 
tougher. With the government keen on implementing 
OBC reservations, the student population is likely to 
increase to 1,100 in three years. That translates into 40 
more teachers. With the current salary levels, that 
task seems Herculean. 

All of this leads to the prickly issue of financial 
autonomy. “In the last four years, we have not taken a 
single rupee of grant from the Indian government," says 
Dholakia, *If we are funding our expenditure, includ- 
ing expansion plans (like building a new campus), 
then why should we not have the freedom to decide 
what should be paid to our faculty?" But that, like they 
say, is another story. Ш 
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INDIAS куно: 
MUMBAI SCHOOLS 


CAMPUS CITY 


With four institutes in the Top 15, 10 in the entire list, and three new 
entrants, Mumbai is every wannabe MBA's Shangri-La. KRISHNA GOPALAN 











HE PLACEMENT WEEK FOR THE CLASS OF 2007 AT MUMBAIS | 
NMIMS University began in a rather unusual fashion. A key | 
recruiter, Britannia, decided to troop into campus at 
5 A.M. to make sure it would get the best set of students. 
The episode has obviously thrilled the staff of NMIMS no 

end. “It is not a small thing,” says Dr N.M. Kondap, the University’s 

Vice Chancellor, with a smile. He certainly has had no reason to com- 

plain. For the class of 2007, there were 79 companies on campus with 

the average domestic salary a shade under Rs 9 lakh per 
annum. On the international front, that figure was an 
impressive $70,000. 

What happened at NMIMS has been pretty much the story across | 
most Mumbai B-School campuses in 2007. The fact that companies В d 1 
have been doing well has only helped the cause of the students. The 
numbers speak for themselves. ВТ? survey of India's Best B-Schools > 4 
has as many as 10 from the city of Mumbai out of the Top 30 in the Ё 
country. At a third, Mumbai's domination on the national business 5 5 
school education scene could hardly be better. 


Mumbai's B-School Story И eonun 
The Top 10 list throws up two names straightaway. Jamnalal Bajaj hl 
Institute of Management Studies (JBiMs) and NMIMS University are at | Yearofestablishn 
#6 and #10, respectively, while S.P. Jain Institute of Management | Be 
and Research (SPJIMR) is at a healthy 11. Add to these, the three en- 
trants—ICFAI Business School (IBS), Sydenham Institute of Management 
Studies, Research and Entrepreneurship Education (SIMSREE) and South 
Indian Education Society (IES), Navi Mumbai—to the other Mumbai Бу 
schools on the list—Welingkar, K.J. Somaiya and IIPM—and | 
Mumbai’s image as a campus city is complete. What is more, most | 
of them have climbed up the rankings. JBIMS has moved up a notch 
to #6, NMIMS, at #10, has gained seven places this year, SPJIMR is up 
from #14 to #11 and K.]. Somaiya moves into the 17th slot from 
#26 last year. The only notable slide is that of 11PM-Mumbai, which 
crashed to #26 from #15 last year. 

Clearly, Mumbai’s position as India’s financial capital has made | е. 
the B-school story that much stronger. According to JBIMS Director | 
Chandrahauns Chavan, his institute enjoys invaluable advantages | 
thanks to its location. “Every week, we have leading corporate 
personalities coming to our campus for guest lectures. Such a high 
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level of corporate interaction keeps our students abreast 
of the latest business trends,” adds Chavan. NMIMS, too, 
does something along similar lines. It has a CEO series 
where people like Leo Puri, Ajay Piramal and Deepak 
Parekh come in for guest lectures and an interaction 
with the MBA wannabes. Quite clearly, having a campus 
in Mumbai makes things like this a reality. 

That apart, having a large alumni in Mumbai, too, 
works well for the institutes. With Mumbai home to a 
large number of corporates, there exists not only bet- 
ter but continuous levels of interaction with senior 
managers. Institutes, in turn, are able to position them- 
selves differently. Take the case of sPIIMR where the stu- 
dents do not opt for a conventional summer placement. 
While students in other institutes opt for around an 
eight-week internship with a company, SPJIM’s stu- 
dents spend time in the rural sector at the end of the 
first year. This is a part of the Centre for Development 
of Corporate Citizenship (DOCC). “Students go to areas 
like Bihar and Eastern Uttar Pradesh. We want the stu- 
dents to understand issues like deprivation and poverty 
or to work with NGOs where management principles can 
be applied," says the institute's Dean, M.L. Shrikant. 
Once the students are back in campus for the second 








year, they get back to academics. In mid-September of 
the second year, they go for the autumn placement, 
which lasts for around two months. This is with a 
company and given that it happens shortly before the 
final placements, there is more than a good chance that 
the student will be absorbed by the same organisa- 
tion. *We realised that the traditional summer project 
is not very useful. The advantage of this is that both the 
students and the company make an informed choice," 
thinks Shrikant. 

From a student's perspective, being involved in 
the institute's activities is important. At JBIMS, the 
theme remains autonomy. *Most activities on campus, 
including placements, are handled by the student com- 
mittee. Students are also in charge of media relations, 
alumni interaction, business festivals and also maintain 
the entire IT infrastructure of the institute," 
says Chavan. 


Building Careers 

It is often said that a job at the end of an MBA is merely 
one part of the story. The focus is on the development 
of the student for a job or for a business or to make him 
a competent professional. *We believe in the concept 
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of a complete student. It is not just about academics but also develop- 
ing an interest in co-curricular activities,” says Kondap. Healthy inter- 
actions in the classroom, having real life examples and an internship are 
some of the ingredients that go into making of a successful executive. 

According to Shrikant, the classroom is a good opportunity for 
exploring and developing insights. “We believe in practice, value and serv- 
ice. These three words are key to us,” he states. It is interesting to note 
that SPJIMR requires the student to indicate an area of specialisation at the 
time of applying itself. Every institute in Mumbai has innovated with time 
and a high-quality academic curriculum is a good starting point. “Our 
rigorous course structure ensures that students learn to deliver under pres- 
sure and emerge as tough and well-rounded professionals. Live case stud- 
ies, assignments and projects make sure that we keep up with the cor- 
porate world,” says JBIMs' Chavan. 

The alumni of Mumbai's best B-Schools, too, speak passionately of 
their experiences on campus and the skills they acquired. Mahindra 
Renault's Managing Director, Rajesh Jejurikar, a product of SPJIMR’s Class 
of 1986, recalls that he had almost no idea on how organisations work 
when he started his MBA programme. “SPJIMR had a large number of 
people who came in as visiting faculty who prepared us for the 
corporate world. They spoke practically and created a good bridge be- 
tween theory and practice," he states. For a lot of students, the 
high point of an MBA programme is the exposure to various subjects. 
For Kavita Hurry, the two-year study provided her with a variety of 
learning. “To me, subjects like HR and organisational behaviour were 
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Year of establishment 
Batch size 

Faculty:Student ratio 

Total number of recruiters 
Average domestic salary 
Average international salary 
Highest domestic salary 
Highest international salary 
No. of offers made 

No. of offers accepted 

No. of offers per student 





1981 
230# 
1:7 
79* 
Rs 8.85 lakh* 
$70,000* 
Rs 14.25 lakh* 
$75,000* 
245* 
225* 
1.09 


No. of companies offering overseas jobs Not disclosed* 
Success rate for applicants for 2007-09 1:140 


* These are for placements in 2007 


# Actual batch size is 240, 230 is the figure for the Class of 2007 
The inslitute does not encourage multiple offers 


Source: NMIMS 
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Year of establishment 1965 

most useful. I think I always had a sense of ownership about whatever Batch size 120 
I was doing,” says the NMIMS alumnus from the batch of 1984. Today, Faculty-Student ratio 1:15 
Hurry is a consultant for ING’s KPO project and, till recently, was * 
Managing Director of ING Mutual Fund. VN nabar инее 8 

Mumbai’s B-Schools, interestingly, apart from accounting for а Average domestic salary Rs 11.26 lakh* 
significant number of the country's top institutes, have the most num- Average international salary Not disclosed* 
ber of new entrants. IBS, Mumbai is the best ranked new entrant. Its Highest domestic salary Not disclosed* 
Senior Advisor and Campus Head, Y.K. Bhushan, thinks that given Highest international salary $85,000* 
Mumbai’s status as the financial centre of India, it is only fair that it de- No. of offers made 290* 
serves at least 5-6 schools in the top 20. With IBS, Mumbai having a No. of offers accepted 120* 
strong finance orientation, Bhushan is looking to leverage that. *From No d ders pat Stade 238 


a class of 30 students in 2000, we are at 400 today. Our faculty 
strength is significantly up to 40 today, from just four in 2000," he adds. 
With a name having been established in Mumbai, the next step for 


No. of companies offering overseas jobs 7* 
Success rate for applicants for 2007-09 1:500 


some of the institutes is to look at other campuses. SPJIMR already has ина placements in 2007 
urce 


a S.P. Jain Centre of Management in Dubai and Singapore where a one- 
year Global MEA is offered. “We want to be the first global institute (from 
India),” says Shrikant. That’s not all. The plan now is to get a deemed 
university status, which Shrikant thinks should be in place by 2008. 
Going global in today’s context is really a natural progression for 
most institutes and Bajaj’s Chavan speaks of receiving global recogni- 
tion. “We are in the process of tying up with top foreign universities for 
a faculty and student exchange programme. This year, we witnessed our 
highest number of international offers at final placements and we ex- 
pect this trend to continue,” he says. NMIMS has acquired land in 
Bangalore to set up a business school. “Our desire is to be among the top 
B-schools in South-East Asia. Over time, we want to have international 
faculty on campus apart from foreign students,” says Kondap. For 
Mumbai's B-schools, the global journey is well and truly under way. 8 
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A TALE OF TWO B-SCHOOLS 


Delhi's two best-known B-schools, FMS and IIFT have dropped in our 
rankings. But that’s not because they have gotten any worse; it’s just 
that their competitors have become better. su: зоѕнт 


M HINGS HAVE NEVER 
been better for MBA 
aspirants. With the 
economy on a roll and 
corporate India on an 

expansion spree, the demand for 
managers has been growing. 
Placement season this year saw 
salaries soar as demand far out- 
stripped supply. While the IIMs 
were the most sought after, 
second-rung colleges, too, were 
in demand. 

Take the case of the two Delhi- 
based business schools that have ac- 
tually slipped in our rankings this 
year—the Faculty of Management 
Studies (FMS) and the Indian Institute 
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Courses on offer ^ МВА, MBA-MS* MBA (IB)** 


Student intake 130 180 
Numberofapplicants-- 50,000 , 40,000 
Faculty size 31 40 


Average domestic annual salary Rs 12.04 L Rs 8.51 L 


of Foreign Trade (ПЕТ). While FMs 
has dropped four places to 12 in 
our overall rankings, ПЕТ has fallen to 
the 16th position (from 10 in the 
previous year). Both the colleges, 
though, had a successful placement 


season this year. FMS saw average 
salaries shoot up by 35 per cent 
this year to over Rs 12 lakh per an- 
num. As many as 105 companies 
queued up, but only 36 managed 
to recruit. And a virtual who’s 
who was there, including IBM, 
Cognizant Technologies, Standard 
Chartered Bank, icici Bank and 
HSBC. ПЕТ placements, too, had an 
impressive turnout of blue-chip 
recruiters. Average salaries were 
up over 23 per cent to Rs 8.5 lakh. 
The recruiters included private banks 
like Citibank and ICICI Bank to FMCG 
giants HUL and Dabur to tech majors 
like Infosys and HCL. 
And yet both these colleges have 
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Dean Prof J.K. Mitra: Offers 
value-for-money MBA 


slid in our rankings. Clearly, they 
are facing increased competition 
from the other B-schools that have 
not only caught up with them, but 
also outscored them on the param- 
eters on which the colleges were 
ranked. These include infrastruc- 
ture, reputation, faculty and quality 
of placement. Says Shiv Agrawal, 
CEO, ABC Consultants: “The gap 
between the top B-schools, includ 
ing the IIMs, has narrowed. So if 
some schools have slipped in the 
rankings, it may not be because th« 
performance of these schools has 
not been up to mark. It's just that 
other schools might have done bet- 
ter than them in the last one year." 


Gearing up 
Both B-schools are already moving 
to reclaim their positions. FMs, for 
instance, has been busy for some 
time now in improving the infra 
structure at its disposal. A depart 
ment of the University of Delhi, 
there has always been a question 
mark over its ability to generate ad 
equate funds to provide quality ba 
sic amenities like a well equipped 1 
brary and excellent IT infrastruc 
ture to its students. It's an issue that 
the University of Delhi is now try 
ing hard to address. Recently, i 
spent about Rs 8 crore in stock 
ing the library and putting an 
online journals system in place. 
FMS now claims to have ac 
cess to over 33,000 journals. 
Efforts are also underway t: 
build on the techne logy resources of 
the institute. The North Campus 
of FMS is now fully Wi-Fi enabled— 
in the last year the institute has 


added state-of-the-art HP computers 
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for its students. And that's not all. A 
University Grants Commission (UGC) 
grant of Rs 36 crore has been ap- 
proved for FMS to further tone up its 
infrastructure. Also in the pipeline 
are plans to build a bigger inte- 
grated campus for FMS in Delhi 
University’s South Campus over the 
next two years. 

HFT is also moving to get its ba- 
sic infrastructure in place. A deemed 
University approved by the ucc, the 
institute gets aid from the Ministry 
of Commerce. In fiscal 2007-08, it 
has been given a grant of Rs 1 crore 
to improve its IT infrastructure, Rs 
70 lakh for stocking its library and 


There are other areas where the 
two B-schools are trying to im- 
prove. IIFT, for instance, is looking to 
become a research-driven institute. 
The institute, which was established 
in 1963, initially functioned as a 
think tank for the government on 
policy matters related to foreign 
trade. That still continues to be its 
core competence, but it's now plan- 
ning to broadbase its research ini- 
tiatives and focus more on industry- 
specific research. Says Bhatia: *We 
have to do more research to give us 
the edge over other institutes." Adds 
K.T. Chacko, Director, HFT: “The 
research done, in turn, will be taken 


..and most have no work experience 


BY WORK EXPERIENCE 


12-24 months 23 











24-36 months 
10 


More than 
36 months 5 


Less than 
12 months 25 


Fresher 37 


Figures in per cent 


Rs 40 lakh for its other training fa- 
cilities. Just the same, HFT claims 
that the facilities provided by the in- 
stitute to its students is second to 
none. “What we give the students is 
just fine. We are better than the 
IMs in infrastructure,” says Satinder 
Bhatia, Chairperson, HFT. B-school 
watchers agree that in a few years, 
most of the frontline institutes 
would be on par. Says Ronesh Puri, 
MD, Executive Access, an executive 
search firm: “Quality of infrastruc- 
ture has improved in most of the in- 
stitutes recently. In two-to-three 
years, there will be little to choose 
between them.” 
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to the classrooms and will enrich the 
course content.” 

FMS, on the other hand, has 
recruited about eight faculty mem- 
bers last year to further improve 
its faculty-student ratio (which is 
now less than 1:10). It's also looking 
to revamp its course curriculum 
and build the institute as a Centre 
for Academic Learning. The thrust, 
the school says, is to build leaders 
for the future with focus on cor- 
porate and social responsibility. 


Value for Money 
But even as FMS and ПЕТ grapple 
with problems in the short to 


medium term, most experts agree 
that both these institutes are centres 
of learning that have a lot to offer to 
budding MBas and India Inc. They 
have a rigorous process of selec- 
tion, which ensures that only the 
very best make it to these institutes. 
ПЕТ, for example, received 40,000 
applications for 180 seats (a ratio of 
over 220 candidates per seat). At 
FMS, the numbers were even more 
staggering—this year, over 50,000 
students applied for 130 seats (that’s 
380 applicants for one seat). Then 
these institutes ensure regular co- 
ordination between students and 
the industry through seminars, con- 
claves and guest lectures. This not 
only helps the students in getting ex- 
posure, but also helps them in get- 
ting placement offers. Says Arka 
Bhattacharya, an ПЕТ student of the 
2006-08 batch: “We have a packed 
student activity calendar. We get 
regular opportunity to network 
with experts and leaders from 
corporate India.” 
What makes an MBA from 
these two schools even more 
of a bargain is their reasonable 
course fee. FMS takes pride in the 
fact that it is the least expensive 
management school in the world. It 
charges a measly Rs 20,000 for its 
two-year MBA programme. ПЕТ is 
more expensive at Rs 1.75 lakh 
per annum, but is among the few 
institutes in the country to offer a 
two-year course in International 
Business. Points out Chacko: 
“International business education 
is our USP. With India’s integration 
into the global economy, it’s a 
handicap if business executives 
don’t understand international busi- 
ness variables.” Adds Agrawal: 
“Institute rankings have become 
dynamic with all the institutes striv- 
ing to be the best. But it still does 
not take away from the fact that 
both FMS and ПЕТ are on a good 
wicket." Indeed, it's just that they'll 
have to work a bit harder to go 
up the rankings. 8 
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THE ISB CHALLENGER 


It doesn't yet have a fancy campus or the heft of the Indian School of 
Business, but the Bala V. Balachandran-founded Great Lakes Institute 
of Management wants to be India’s best B-school for one-year MBAs. 
SHALINI S. DAGAR AND NITYA VARADARAJAN 





АСК IN THE EARLY 605, 
after Bala V. 
Balachandran had com- 
pleted his post-graduate 
degree in mathematics 


soon 


and statistics from Annamalai 
University in Chennai, one of the 
things he did was to teach at the 
newly set up Indian Institute of 
Management in Ahmedabad. 
"Monkeys would jump on the 


asbestos roofs and it was difficult to 
teach with all the noise, but IIM-A, 
with its outstanding faculty and its 
association with Harvard, has carved 
a position for itself that no one can 
challenge," says Balachandran, now 
the J.L. Kellogg Distinguished 
Professor of Accounting, 
Information and Management at 
the Northwestern University’s 
Kellogg School of Management. 


The Godfather: Bala Balachandran 
with hig stüderts 
"m 


More than four decades later, it 
is déjà vu for Balachandran. Three 
years ago, he set up the Great Lakes 
Institute of Management in Chennai 
with the idea of offering world- 
class management education in India 
at relatively low costs. 
Understandably, the infrastructure 
that he has been able to put to- 
gether for the B-school, which offers 
a one-year MBA and shorter 
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executive programmes, is rather 
modest. The school currently op- 
erates out of a two-storey building 
(excluding cafeteria) in Chennai’s 
Saidapet area, and has a permanent 
faculty of just four. Just the same, 
Balachandran has a strong sense of 
destiny. “Infrastructure is necessary 
but not sufficient to build a world 
class academic institute,” 
he says. A full-fledged residential 
campus is coming up on the fa- 
mous East Coast Road and would 
be ready in 2008. At present, stu- 
dents stay around the college, with 
outgoing students vacating their 
apartments for the new ones. 

With itM-A as a benchmark (al- 
though for all practical purposes, it 
is pitted against the eight-year-old 
Indian School of Business in 
Hyderabad, which also offers a one- 
year MBA programme), Balach- 
andran is focussed on putting to- 
gether a committed faculty, which 
he says is what is key to the success 
of any institution. Currently, at least 
64 faculry members, largely from 
overseas, visit Great Lakes during 
the year and stay anywhere between 
10 days and six weeks. And the 
line-up is stellar, ranging from S.P. 
Kothari, Deputy Dean, MIT, to 
Shyam Sundar, Chairman, Yale. In 
another takeaway from the Ms, 
the institute plans to limit its stu- 
dents to 260 and have a teacher- 
student ratio of 1:3. “However, 
50 per cent of the faculty would 
still be visiting professors because 
we need to know of the changes 
that keep happening around us,” 
says Balachandran. 

And students such as Srivas 
Ramgopal, 27, a B. Tech gradu- 
ate, seem to agree. “I decided to go 
for GLIM because it is unmatched in 
the country for its visiting faculty,” 
he says. The institute is also roping 
in corporate India to provide fi- 
nancial support. A few companies 
are setting up chairs for specific 
areas. And Balachandran expects 
Great Lakes to be completely debt- 
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GREAT LAKES: A SNAPSHOT 





free in another five years, as cash 
flows build up. 


Differentiators 

In a high-growth economy, 
Great Lakes intends to differenti- 
ate itself as a marketing-oriented 
business school—partly due to 
Balachandran’s own background 
and partly due to the requirements 
of the Indian economy. “What is the 


most important thing that India 
needs? Not talent, not knowledge, 
not funds, not technology but soft 
skills and marketing,” says the 70- 
year-old professor. Since market- 
ing is different for different 
businesses, the marketing speciali- 
sation is split between verticals like 
manufacturing, financial services, 
technology, family businesses, and 
health care. 

Moreover, the institute runs a 
non-credit but required course 
through the year on doing business 
in China and learning the Chinese 
ways. “This is the only business 
school that understands that the 
future of the world is between India 
and China,” says Balachandran. In 
addition, all students are required to 
do a social work-related project un- 
der the Karma Yoga programme, 
which is graded by a not-for- 
profit organisation. 


Placements 

Placement has not been a problem 
so far—the institute thought it 
would take five days this January, 
but managed to wrap up everything 
in two-and-a-half days. And the 
footprint of employers (which was 
Tamil Nadu-centric to begin with) is 
becoming pan-India as much as the 
student profile, with more than 70 
per cent students coming from out- 
side the state. 

However, the problem is that 
Balachandran is seen to be the lone 
driver for the Great Lakes Institute. 
It is a contention that he counters 
passionately. He says he’s got a suc- 
cession plan that includes three 
part-time honorary deans along 
with a hand-picked faculty of over 
20 members that will run the insti- 
tute five years from now. “The in- 
tention is not to have some warm 
bodies. I am going to have some 
passionate academic scholars who 
are also potential institution 
builders," says Balachandran. 

Institution building, however, 
takes time. It is early days yet. Ш 
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A PREMIUM ON EXPERIENCE 


Schools like ISB only admit students with prior work experience. The 
IIMs, too, have started ‘PGPX’ courses. How are these post-experience 
programmes faring, and what are their advantages? к. kumar sHARMA 


W Last year, an IsBian was hired 
at a jaw-dropping crore-plus salary 
($233,800). It was a first time any 
B-school grad in the country had 
bagged such an offer. 


W This year, IsB not only bettered 
the salary ($269,000 or 
Rs 1.10 crore), but also attracted 
companies from Australia, Italy, 
Germany, Switzerland, the us, the 
UK, Singapore and West Asia. 


HY ARE ISBIANS SO 

much in demand? 

What's so special 

about them? The 

answer: all of 
them come with prior work expe- 
rience. Given the global ambitions 
of companies and the hurry they 
seem to be in to achieve their goals, 
it's hardly surprising that several of 
them prefer experienced hands to 
fast-track their growth. *Velocity has now come into the 
picture and there is little time available with busi- 
nesses to offer long incubation periods to freshers 
joining them," says Bala V. Balachandran of Kellogg 
School of Business, who played a key role in establishing 
the Indian School of Business (15В) in Hyderabad in 2001 
and later, the Great Lakes Institute of Management in 
Chennai in 2004. Both schools only take students 
with prior work experience. 

Balachandran feels that increasingly businesses will 
opt more for MBAs with experience rather than freshers, 
because "it is a brutally competitive global market 
where you not only need to deliver results ahead of time 
but also ahead of the budget". According to him, the 
one-year model is best-suited to leverage the work 
experience of candidates. And, he says, he would 


Meera Sridharan 
ISBian (2007 batch) 





"An MBA is not so much about the aca- 
demic experience, it also orients you 
towards your career goals" 


rather call it an MBR (Master of 
Business Readiness) than MBA. 
How successful is this model? 
Says Ajit Rangnekar, Deputy 
Dean of ISB: “The biggest proof is 
that companies are taking in more 
such students each year at big- 
ger salaries—and also that other 
institutes have started adopting 
this model." 
The stupendous success of ISB 
(see Work-ex Pays) and Great Lakes 
(which has grown from 120 stu- 
с dents in 2004 to 165 at present 
while the number of companies 
visiting the school has increased 
from 20 in the first year to 60 
now) has caught the fancy of quite 
a few other top B-schools. 

Already, two IIMs (Ahmedabad 
and Calcutta), XLRI, Jamshedpur, 
and sp Jain Institute of 
Management & Research, 
Mumbai, are running PGPX courses. 
IIM-A's PGPX programme (which requires a minimum 
seven years of experience and an average 700-plus 
GMAT score) started last year and is already a hit. The 
batch size has grown from 60 to 72 for the current one. 
In terms of fees, too, IIM-A, at Rs 14 lakh, is less ex- 
pensive than 158° Rs 17 lakh. Great Lakes charges 
about Rs 5.5 lakh. 

IIM Lucknow is set to start a full-time one-year, 
International Programme in Management for Executives 
(IPMX) in April 2008. The course will include an inter- 
national module of 4-5 weeks at McGill University's 
B-school, in Montreal, Canada. 

At XLRI, too, the first batch of 55 students have 
just completed the one-year General Management 
Programme. The work experience required: two years. 
The 49 students who participated in the placement 
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HAS CAUGHT THE FANCY OF QUITE A FEW TOP B-SCHOOLS 
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event received 106 offers in all. 
For the current batch of 60, the 
required minimum experience was 
five years (though the average ex- 
perience of students is eight years), 
and half the class had international 
experience. XI RI is charging a little 
over Rs 6 lakh for the course. 

Rangnekar says doubts were 
raised by many about the success 
of the programme, about which 
not many people had heard of, 
in 2001 when the school started 
its first batch with 128 students 
(the last batch, Class of 2007, had 
a batch size of 416). The abiding 
worries were whether the pro- 
gramme would be able to attract 
good quality students and whether 
à short one-year programme could 
offer the same rigour as the tra- 
ditional two-year programmes, 
he adds. 

All those fears have now been 
put to rest: larger numbers of qual- 
ity students, with average GMAT 
scores of around 708 (against 690 
earlier), are taking these courses; 
they are also coming from diverse 
sectors, such as shipping, logis- 
tics, media, the armed forces and 
the bureaucracy (earlier they were 
largely from the information tech- 
nology sector). 
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Work-ex Pays 

The (ISB) figures suggest that recruiters are 
willing to offer top dollar for students with 
previous work experience. 
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ISB leads the way: And not 
just in terms of salaries 


The recruitment pattern has 
also been favourable. Says Prabir 
Jha, a former bureaucrat who is 
now Senior Vice President and 
Global Chief of HR at Dr Reddy's 
Laboratories: *While we will main- 
tain a mix of recruits (in terms of 
freshers and people with work ex- 
perience), three of the 13 we hired 
last year were from ISB.” The com- 
pany has been picking up students 
from ISB each year (since its first 
year) and now also goes to Great 
Lakes in Chennai. *The obvious 
benefit of hiring such MBAs is that 
they hit the road running and that 
is very important,” says Jha. 

Meera Sridharan, an isbian from 
the class of 2007, now working 
for Microsoft in Chennai, sums it 
up aptly when she says: “An MBA is 
not so much about the academic 
experience; it also develops your 
faculties and orients you towards 
your career goals. And since it is a 
career development programme, 
one needs to live through the ex- 
perience and be able to relate to it, 
which is why work experience and 
having peers with work experi- 
ence makes a lot of difference." m 

ADDITIONAL REPORTING BY 
T.V. MAHALINGAM AND 
PALLAVI SRIVASTAVA 
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CHASING THE GRAVY TRAIN 


Financial services and consulting are the favourite career choices of 
B-school grads. Marketing takes а back seat. ANUSHA SUBRAMANIAN 


HEN ADITI KRISHNAKUMAR STEPPED 
out of IM Ahmedabad earlier in the 
year and did her summer intern- 
ship with Edelweiss Capital, a fi- 
nancial services house in Mumbai, 
she was pretty clear which way to go. Decisively, she 
joined up with the investment banking and broking firm 
as an associate, and is currently hard at it in the asset 
management department. In fact, ever since the 22-year- 
old Krishnakumar completed her graduation (maths), 
she was pretty sure that finance was the way to go. That 
the financial services space it- 
self has been 
booming for the 
past four years did 
help in convincing 
her that the best 
opportunities for 
growth existed in 
this buzzing sector. 
Perhaps an excep- 
tion, Krishnakumar 
wasn't lured by the 
fancy pay packets 
being offered by the 
big global invest- 
ment banks on the 
street. “I was never 
keen on foreign 
placements. 
Domestic companies 
offer you better ca- 
reer growth oppor- 
tunities," she offers. 
Edelweiss, for its part, is no tiny outfit on Dalal 
Street. With revenues of a little over $90 million 
(Rs 369 crore), and investors like the Government of 
Singapore and Lehman Brothers, it's on its way to 
giving the global banks a run for their money. As 
Swaran Sehgal, Vice President & Head (Human 














Zenobia Driver (IIM-B 
Monitor Group 


branding, and look into the area of 
product development" 


"| wanted to do customer research, 


Resources), Edelweiss Capital, says: “The financial 
sector growth story is a long-term one and we are 
likely to see further exponential growth in this sector in 
the next 5-10 years. Money is not the only criteria; stu- 
dents see a fast career opportunity and growth along 
with the sector growth." 

Edelweiss Capital has strong summer internship 
programmes for B-school graduates. This year, 
Edelweiss Capital recruited 21 graduates from the 
various IIMs across India. To be sure, however, Edelweiss 
isn't the only financial services powerhouse on The 

Street that's wooing B-school freshers. 
Right from the global giants like Merrill 
Lynch, Lehman Brothers, JPMorgan 
Chase, Goldman Sachs, Barclays, ABN 
AMRO, BNP Paribas and Deutsche Bank, 
to the local hot shops like the ICICI 
Group, Kotak, Indiabulls and yes Bank, 
every financial services player of note 

Aditi Krishnakumar (IIM-A) 

Edelweiss Capital 


"| was never keen on foreign 
placements. Domestic companies 
offer better career opportunities” 
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has queued up at the doors of the best 
business schools of India. At IIM-A, for 
instance, Merrill Lynch and Lehman 
Brothers were the biggest recruiters. 
The cream of пм-в was flooded with 
offers from icici Bank and Barclays. 
And at IIM-C, Lehman, Merrill Lynch, 
Barclays, HSBC, ING, UBS, Deutsche and 
JPMorgan Chase were some of the 
biggest and star recruiters. 

It’s a trend that began last year. 
Deutsche Bank, HsBC, Citigroup, 
Lehman Brothers and Goldman Sachs 
occupied the top 10 slots in the seventh 
round of the ACNielsen-Campus 
Track B-school Survey 2006. *Our 
interaction with students indicated 
that marketing and finance are the 
most opted for specialisations followed by systems. 
But management consulting, foreign banks and invest- 
ment banks were the first two-three choices of industries 
for making a career followed by software/rr Consulting 
and FMCG,” says Vatsala Pant, Associate Director (Client 
Service), The Nielsen Company. 

Overall McKinsey continues to top the Campus 
Recruiter Index, followed by Boston Consulting Group 
(BCG) and Lehman Brothers, a new entrant in the top 10 
in the last Campus Track study. In 2007, McKinsey, 
Boston Consulting and Bain Consulting were busy at the 
top three IIMs. 

So, where does that leave yesteryear's favourite— 
marketing? It doesn’t lag too far behind, but it lags nev- 
ertheless. At XLRI’s recently-concluded campus re- 
cruitment, for instance, 30 per cent of the B-school’s 
180 business management and personnel management 
& industrial relations students were picked up by the 
financial sector; 24 per cent opted for jobs with con- 
sulting firms. And the fast moving consumer goods in- 
dustry settled for 20 per cent of the graduates. The com- 
panies included Procter & Gamble, rrc, Asian Paints, 
Hindustan Unilever (HUL), Nokia, Marico, Nestle, 
Cadbury's, Colgate-Palmolive, Pepsi, ict Paints, and 
Reckitt Benckiser. 

Sagar Balan, head of the placements committee at 
Xavier Labour Relations Institute (XLRI), explains 
how the scenario has changed. “It is all linked to 
India's growth story. In the 80s, the FMCG sector was 
leading the growth path and students preferred a 
Lever or a Colgate, among others,” says Balan. This 
continued till about 2000 until the rr wave started. At 
the same time, business consulting started gaining 
ground with several consulting firms setting up shop 
in India and recruiting from top B-Schools. *Today, 
along with consulting firms, financial services firms 
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Star recruiter: The cream of IIM-B was flooded with offers from ICICI Bank 


are also making a mark at B-schools,” Balan adds. 

Consulting, it would appear, is the flavour for all sea- 
sons. So much so that executives aren’t averse to 
switching horses in mid-stream. For instance, con- 
sider Zenobia Driver, an ПМ-В graduate of the 2000 
batch, who chose to move to consulting after a four-year 
stint in sales and marketing department of an MN 
FMCG company. She first joined a Bangalore consulting 
firm called Momentum Strategy and more recently, 
joined Monitor Group, a consulting firm co-founded by 
Harvard professor Michael Porter. “I wanted to do cus- 
tomer research, branding, and look into the area of 
product development. Momentum was doing some 
good branding strategy and, therefore, my entry into 
consulting started with them.” But it wasn’t long before 
Driver began looking for a bigger challenge, in the guise 
of “some rigorous analytical work”, which she duly 
found at Monitor. 

But if consulting and financial services are more 
popular than marketing today, fatter pay packets may 
have something to do with that phenomenon. 
Industry sources indicate that foreign banks and 
investment banks pay dollar salaries in the range of 
$85,000-100,000 per annum for fresh graduates 
from a premier B-school. On the domestic front, inv- 
estment banks are offering salaries that start from 
Rs 13 lakh and go up to as much as Rs 22 lakh per 
annum. Commercial banks are believed to be offering 
Rs 10-14 lakh per annum. And consulting firms 
are paying Rs 12-16 lakh per annum. As against 
this, FMCG companies pay Rs 8-10 lakh a year. Poi- 
nts out Hamsaz Wadhwani, Associate Director at 
Emmay HR, an executive search and HR consultancy 
firm: “Pay scales of foreign and investment banks are 
much higher, and FMCG companies are finding it dif- 
ficult to match them." m 
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THE GLOBAL ITCH 


More and more B-schools are thinking global affiliations or a presence 
overseas to stay relevant in a borderless marketplace. рл: глу: srivastava 


HE TOP INDIAN 

B-schools are eat- 

ing their own dog 

food. Even as they 

churn out young 
managers for a global market- 
place, the leading manage- 
ment institutes are walking 
the chalk and looking for ways 
to become more global them- 
selves. Most of them have 
been teaching (old, but) global 
case studies for years now, 
but a more complex and 
global business environment 
and demanding students and 
recruiters are forcing them to 
not just ‘globalise’ their cur- 
ricula, but also tie up with B- 
schools and corporations else- 
where in the world. The idea: 
create managers who are ready 
for an increasingly ‘flat’ world. 

Xavier Labour Relations 
Institute (XLRI) in Jamshedpur 
was probably the first Indian B-school to set up a 
campus overseas. The institute, best known for its 
HR programme, began offering an executive education 
programme in collaboration with the Al Abbas Institute 
of Technology in Dubai way back in 2001. And early 
last year, it opened a campus in Singapore in alliance 
with Image International, which offers Post Graduate 
Programmes (MBA equivalent) of XLRI, mirrored as it is 
in Jamshedpur. To maintain academic excellence and 
to instill XLRI value systems, the faculty comes from 
Jamshedpur to teach. 

Institute of Management Technology (IMT) in 
Ghaziabad, Uttar Pradesh, too, established its first 
foreign campus in Dubai in September 2006, while the 
Management Development Institute (MD!) in Gurgaon 


INDIAN B-SCHOOLS ARE TRYING TO KEEP 


PACI 
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Symbiosis’ Mudbidri: Focus is on delivering industry-specific contemporary subjects 





is in advanced talks with the government of Qatar to 
open a branch in the capital city of Doha. There are 
other B-schools such as the SP Jain Institute of 
Management & Research that have campuses in 
Singapore and Dubai. If these two locations seem to be 
the hot spots for Indian B-schools, it’s because they 
offer a large population of young professionals who can 
be tapped for management programmes. 

Missing from this global B-school roll-out are the 
government-controlled Indian Institutes of 
Management (IIMs). Blame the government. Until the 
year before last, for example, пм-Вапраіоге was all set 
to open a campus in Singapore, when the Human 
Resources Development Ministry—which oversees 
the Ms, besides other government-aided educational in- 
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Global edge: |IFT’s Bhatia stresses on market-driven curricula and so do the management dons at IIM-Lucknow (left) 


stitutions—pulled the plug, stating that the IMs must first 
cater to the domestic demand before tapping markets 
abroad. It relented early last year, but only to say that 
the IIMs must first amend their memoranda of 
association (MoAs), since their existing charter does 
not provide for global forays. As things stand, it may be 
several years before the first IIM campus comes 


up abroad. 
Beyond the Border 


Meanwhile, the IIMs are focussing on making their cur- 
ricula more global and contemporary. IIM-A offers 
courses in mergers & acquisitions, social entrepre- 
neurship, and something called India Unincorporated, 
which deals with regulatory environment, savings 
and investment trends in India, alternative invest- 
ments like gold and property, need for new regulations 
in stock market etc. IM-Lucknow (IIM-L) even offers а 
course on carbon markets, given that clean develop- 
ment has become a major issue and companies are 
looking for ways to capitalise on their green initiatives. 
That apart, IIM-L teaches its MBA students interna- 
tional finance and economics, cross-cultural manage- 
ment, and IT and process outsourcing, among others. 

Some others like the Delhi-based Indian Institute of 
Foreign Trade (ПЕТ) are paying more attention to 
original research to offer courses that are better 
grounded in contemporary issues. Thus, it has a 
Centre for WTO Studies, a Centre for International 
Trade in Technology, a Centre for SME Studies, and 
now a Centre for Consumer Studies. The findings of 
the research studies are built into the courseware. 
“Even our electives are driven by changes in the mar- 
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ket and the course curriculum itself is drawn up after 
thorough discussions with experts and inputs from 
students,” says Satinder Bhatia, Chairperson, Graduate 
Studies, ПЕТ. 

At the Symbiosis Institute of Business Management 
(SIBM) in Pune, the focus is on collaborations with 
leaders in specific industry to tap contemporary body 
of knowledge. For instance, it has a tie-up with the 
Institute of Company Secretaries of India (ICSD) that has 
resulted in two modules designed for its first-year 
students of finance. The modules cover regulatory 
environment and compliances. *We collaborate with 
leading organisations so that there is a global focus and 
a global approach,” says Arun Mudbidri, Director, siBM. 

Exchange programmes are also popular tools of cre- 
ating more globally-oriented B-school graduates. 
Consider the Faculty of Management Studies (FMS) of 
the Delhi University. It has exchange programmes 
with not one or two, but 11 institutions around the 
world, including the University of California, Berkley, 
Insead of France, and University Blefield, Germany. FMs 
recently also launched a programme called Global 
Alumni Meeting and Academic Advising (GAMAA) 
aimed at tapping the expertise and talent of its alumni 
spread across the world. *GAMAA would mean that we 
can tap our alumni even on a week-to-week basis for 
problem solving and knowledge sharing," says J.K. 
Mitra, Head and Dean, FMS. “It would go a long way 
in expanding the inflow of global management and 
thought into our programmes." 

Just like the young managers they graduate, 
B-schools will need to be on the ball to stay relevant in 
a marketplace that's merging. 8 
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FOREIGNERS ON THE CAMPUS 


The India story has had an interesting spin-off—foreign students are 
trickling in to study at India's leading B-schools. TEJEEsH N.s. вени. 


T BEGAN WITH A NET SEARCH AND ENDED WITH 

studies in India. Mathanaseelan Thavasimuthu 

from Malaysia, learnt about the Indian School of 

Business (ISB), Hyderabad, while exploring options 

on the website of the London Business School (ISB 
is listed as a partner school on the LBs site). Impressed 
by what he found—in terms of the faculty, diversity of 
students and course content—he opted for ISB. The 
lower cost—at $40,000 (Rs 16.4 lakh) compared to the 
average cost of $100,000 (Rs 41 lakh) at any of the top- 
rung US B-schools—clinched the issue. “This meant 
getting a comparable education at one-third the cost I 
would have to incur at LBS,” says Thavasimuthu, who 
has two years of work experience at the Malaysian 
Container Port, at Port Klang near Kuala Lumpur. 
He is now keen to enter the field of logistics and is look- 
ing forward to an international placement when he 
passes out next year. 

Thavasimuthu, who is particularly happy about 
his classroom experiences, which, he says “make you 
think”, is part of a growing minority of expat stu- 
dents joining Indian B-schools for full-time courses. It’s 
not yet a flood, but the trickle is growing—though there 
are no consolidated figures for foreign nationals study- 
ing at all Indian B-schools. A majority of these students 
are from Asia and Africa, and institutes do tend to 
inflate the numbers by including overseas students of 
Indian origin in this list. 

Even so, the chances of spotting non-Indians at 
Indian B-schools are increasing with every passing ac- 
ademic year—a recognition, perhaps, of the calibre of 
alumni who have proved themselves at gold 
standard companies the world over. The other obvi- 
ous attraction is the cost advantage over comparable 
B-schools in the West. 

But money isn’t the only talking point here. For 
some, like South Koreans Yoon Sukho and Saehee 
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Yoon Sukho (South Korea) 
SPJIMR 


“We (POSCO) are starting a business in India, so it makes 
sense to study India’s business processes” 


Ghim, it made strategic sense to enroll themselves in 
India’s top-notch management institutes. “A lot of 
Korean companies are setting up shop in 
India and many of them don’t yet have an under- 
standing of the local environment,” observes Ghim, a 
first-year student at Pune’s Symbiosis Institute of Business 
Management (SIBM). Ghim, who plans to major in 


$500* $40,000 
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* This is in addition to its regular annual fee of Rs 9,950 for all students 


Saehee Ghim (South Korea 


marketing, says she wanted to challenge herself 
j + SIBM 


by working in an evolving market such as India, as 
opposed to a developed one like the us. Agrees “A lot of Korean firms are setting up shop in India and many 
Sukho, a Deputy Manager (Procurement), with don't yet have an understanding of the local environment 
seven years work experience at South Korean steel 
major POSCO, who is enrolled for a full-time course 
in Operations and Information Management at 
Mumbai's S.P. Jain Institute of Management 
and Research (SPJIMR): “We are starting a business 
in India, so it makes sense to study India’s busi- 
ness processes.” Sukho’s studies are sponsored by 
his employer. 

The story of the rise and rise of India Inc— es- 
pecially of high profile overseas acquisitions—has 
spawned its own fan club. Winston Nisham from 
Trinidad and Tobago comes with 10 years of ex- 
perience in the IT industry in the Us and his batch- 
mate, Rohan David Lepps of Guyana, who has 
eight years of work experience in the UK—both 
are studying at Iss—say that while lower fees were 
a definite advantage, the unfolding growth story of 
India was the bigger attraction. *Cost can never be 





a key driver, for one can easily recover the expenses af- 
ter completing an MBA," emphasises Lepps, who is 
keen on a placement in India. 

In fact, it was the placement record of IM-C that at- 
tracted Travis Edward Donselman, who's come a 
long way from his home in California. *The placements 
record at IIM-C was something that excited me. About 
20 per cent of Lehman Brothers' fresh intake (globally) 
comes from this institute and the average overseas 
salary offered is close to $115,000 (Rs 47.15.000 
lakh), which is comparable to that of us B-schools. I 
also wanted to grow in a foreign culture and, thereby, 
develop an openness in me,” points out IIM-C's only 
foreign student who's planning to major in finance. 
There is, of course, another advantage of an Indian 
MBA. Most schools here don't insist on prior work 


Travis Edward Donselman us 
IIM-C 


"The placement record excited me. About 20% of Lehman 
Brothers’ fresh intake (globally) comes from IIM-C" 
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Most B-schools give credence to GMAT (Graduate Management Admission Test) 
T YOU and IELTS (International English Language Testing System) scores as 


IRE the medium of instruction is English. This could be followed by a 
personal interview, depending on the institute 
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Ajit Rangnekar 
Deputy Dean/ ISB 


“Learning happens with peer experiences and international 
students bring a different peer experience” 





experience—a must at the Whartons, Kellogg’ses and 
Harvards of the world. 

The institutes, for their part, say that diversity in the 
classroom leads to better learning among students. 
“The process of peer learning with Indian students is a 
tremendous asset for foreign students; and Indian stu- 
dents gain from ex- 
posure to the culture 
of these overseas stu- 
dents,” says Arun 
Mudbidri, Director, 
SIBM. Adds China's 
Ma Liang, who is cur- 
rently studying MBA 
at Delhi's Faculty of 
Management Studies: 
"The experience has 
proved to be an eye- 
opener, especially in 
context of the parallel 
economic develop- 
ments taking place in 
India and China." 

Ironically, the 
iconic symbols of 
India's excellence in 
B-school education, 
the Indian Institutes 
of Management, 
seem to have the 
lowest traction 
among foreign stu- 
dents, but this is be- 
cause the number of 
domiciled Indians applying for admission is over- 
whelming. *At the moment, we cannot think of 
getting in foreign students full time for the PGP 
programme. Selectivity is the highest in CAT. We are 
the toughest B-school in the world to get into. To 
admit foreign students, we select students with 
GMAT scores of over 750. With that kind of a score, 
a candidate can walk into Harvard, Wharton or any 
other top management school. So, the issue is not of 
attracting foreign talent but one of attracting qual- 
ity foreign talent. For that to happen, we need to be 
a top and visible brand overseas," says Bakul 
Dholakia, Director, Indian Institute of Management, 


Ahmedabad. 
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Winston Nisham (Trinidad and Tobago) 
ISB 


attraction for studying at ISB” 
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“The unfolding growth story of India was a big 











At ISB, international students make 
up about 5 per cent of the total batch this 
year, while SIBM reserves 15 per cent 
seats each academic year for overseas 
nationals. 

Incidentally, foreign students are al- 
lowed to participate in campus place- 
ments, depending on the requirements 
of the companies visiting the institute. 
Some, like siBM, allow overseas nationals 
to sit for campus placements after a 
screening test (placements for foreign 
students are held in January— only after 
placements for Indian students are com- 
pleted in December). HR heads of Indian 
companies are quite open to hiring these 
students, particularly for their interna- 
tional operations. *There has to be a 
custom-fit—between the requirements 
of the candidate and the company. It can't be done just 
for the heck of it. As a global company, we are open to 
the idea of hiring foreign nationals—both for our in- 
ternational and Indian operations," says Santrupt 
Misra, Director, (HR), A.V. Birla Group. Adds ISB’s 
Deputy Dean Ajit Rangnekar: *Learning happens with 
peer experiences and international students bring a 
different peer experience." 

That makes it a win-win situation for B-schools, their 
Indian students and foreign nationals headed for Indian 
campuses. And by the looks of it, this trend will only 
intensify in the years to come. 8 

ADDITIONAL REPORTING BY E. KUMAR SHARMA, 

PALLAVI SRIVASTAVA AND RITWIK MUKHERJEE 


Р. 
"у 


- 4 
c. | SUMMIT 





An urban oasis defined by understated elegance, personalised 
luxury and a rejuvenating spa experience 


So come... 


LIVE THE METROPOLITAN DREAM 
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Jaypee Greens, Greater Noida 





Participated in 54% of hydropower projects in 10th 5-year plan * Largest single location ce 


After moving 
mountains, 
we moved the 
earth and created 
‘another world’. 


For over three decades now, the Jaypee Group has been turning 
convention inside out. With youthful enthusiasm and courage, we've 
gone where few have ventured. We have explored possibilities where 
none existed. And while doing so, we've established benchmarks for 
others to follow. 


Golf Centric Real Estate was unheard of in 2000, when we envisioned 
to create history in real estate. At that time, Greater Noida was 
aspiring to be a destination for real estate. Jaypee Greens, a 450 
acres paradise with an 18 Hole Golf Course, 16 lakes 
and a 60 acre park became a harbinger of the new look real estate 
in this part of the NCR. It was not only the vision but decades of 
experience and commitment to bring excellence in every activity we 
undertake that positioned Jaypee Greens as the exclusive address 
for high-end segment of home owners. 


Success of Jaypee Greens, with 7.4 Lac sqm. of premium real estate, 
has powered us to develop the largest real estate opportunity in this 
part of the country. All along the Expressway, connecting 
Noida to Agra, at five different locations, we are 
mandated to develop five integrated townships with world 
class infrastructure translating to over 37 million sqm. of real estate 
over the next decade. 


It is our dream of a brighter India that gives us the 
courage to brave the odds and to emerge successful. It's 
no small dream. But then, it's not too big either. 


e/ Construction 
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ction facility « Largest operating hydropower station in private sector (400 MW Vishnuprayag) 
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MBAS WITH A DIFFERENCE 


These are people who turned their backs on successful and cosy 
corporate careers to chart out their own future. KRISHNA GOPALAN 


IVING UP WELL-PAYING JOBS ISNT ALWAYS 

easy, for apart from the prospects of fi- 

nancial insecurity, it may entail a social 

cost: one may get branded as crazy! Yet, 

there have always been people who have 
ignored the risks and dumped great jobs to pursue “more 
meaningful” careers. The trend of switching careers ex- 
ists across all major professions, and MBAs are not immune 
from it. And the trend is likely to get more. pronounced 
as the economy expands and the society sheds its pref- 
erence for “service” and learns to respect entrepreneur- 
ship and other forms of engagements. 


Arun Pai/ Fo 


RUN PAI HAS NOT HAD A SUNDAY OFF IN THE LAST 
[X two-and-a-half years. It's not because he is 

Ў working too hard but simply because he is in love 
with what he is doing. “I am a tour guide out and out,” 
says the IM-B alumnus from the 1993 batch. Just in case 
you are wondering what Pai does for a living, he runs 
BangalorewALKs, which, as the site suggests, is all 
about history, culture and discovery by walk. 

Pai's love for the city of Bangalore is hard to miss. 
*Everyone comes to Bangalore today. We are the un- 
official brand ambassador of India," he says. The interest 
in doing something different took place after a seven- 
year stint with Arthur Andersen, which was then fol- 
lowed by the decision to turn venture capitalist. "I 
saw the dotcom boom and bust from up close," recalls 
Pai. It was sometime in 2004 that he decided that he 
was going to do something on his own. 

The fact that Pai, 37, loves travelling only made 
things easier. *I think we do a bad job of packaging 
India. I just asked myself if I could create world class 
tourism in India,” he says. Pai started off by showing 
Bangalore’s famed M.G. Road by foot. “That was in- 
spired by London Walks. We started with zero mar- 
keting and only through word of mouth,” he says. 

Pai counts companies like IBM, Wipro, Bosch, Shell 
and Unilever among his clients. The list also includes 
dignitaries like the Minister-President of Bavaria and the 
Vice-President of the Rhone-Alps region of France. A 


PAWAR 


DEEPAK © 


People will always have their own reasons for giving 
up attractive careers and job prospects: while some 
may do it for the sake of “doing something different” or 
“more meaningful”, others do it because they find a reg- 
ular corporate job lacking heart or simply because they 
think “there is more to life than just work”. Among var- 
ious professions, there is one major difference though: 
ugras are better trained to cope with career changes 
than others, as, after all, B-schools basically teach 
skills to lead people and run enterprises effectively. 
Here, we briefly chronicle the cases of five MBAs who 
chucked cosy jobs to start their own thing. Read on: 





“We have been profitable from Day 1 and there are 
absolutely no financial issues” 


Sunday morning walk on M.G. Road costs Rs 495. 

The challenge in a business like this lies in keeping 
updated and constantly looking for that piece of trivia. 
Pai underplays that part. Of course, the advantages of 
being in a knowledge-based business like his are many. 
“We have been profitable from Day 1,” adds Pai. 

The plan is to be in Bangalore for a while at least. 
So, what keeps him motivated day in and day out? 
“Well, the professional satisfaction on a daily basis is un- 
beatable,” he sums up. 
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r Life, ee TERAN E 
і to life yond work that resulted in the 
birth of his company. “Т always wanted to be an 
entrepreneur,” says the IIM-C 'alumnus from se 
Class of 1996. 
From campus, he spent a month at 


followed by a stint rn Consultants ie 
joining indya.com in late 1999. Krishnan, 36, 
spent two-and-a-half years at the portal before 
deciding to go solo. 

As the head honcho of Bangalore-based The 
Fuller Life, the theme is about being the one- 
stop-shop f for employee engagement. “We are a 
group of 16 people and the average age is 28,” 
he says. The e company’ s forte is recreation man- 
agement and its product offerings include quizzes, 
crosswords, treasure hunts and jumbles. There i is 
also a Runners Club. 

“Well, we are an HR Manager's dream, We 
are in the business of creating happier and more 
engaged employees.” The money, too, has been 
coming in and The Fuller Life seems to be on an 
impressive growth path. It closed 2006-07 with 
revenues of Rs 1.08 crore e and for the first five 
months of 2007-08 —uy to August 9 
enues have been around Rs 95 lakh. goal 
is to get to Rs 10 crore by 2010,” says Krishnan. 
He seems to be well on his way. 





Cyrus Driver, Founder & CEO, Calorie Care 

YRUS DRIVER’S FIRST CLIENT WAS A 70-YEAR-OLD MALE 
C who was a family friend. “That was in September 
2005," recalls Driver, CEO, Calorie Care. His com- 
pany is into the business of delivering health food and 
claims to be the first calorie-counted meal delivery service. 

Over the last two years, Calorie Care—the brand is 
owned by Goodlife Integrated Fitness Solutions—has 
grown to a Rs 70-lakh company and is expected to close the 
current financial year with a turnover of Rs 1.5 crore. 
"We have just broken even," adds Driver. So, how did 
the idea of getting into the health food business strike 
Driver, an IM-A alumnus from the Class of 2000? From cam- 
pus, Driver moved to JPMorgan Partners where he spent a 

year-and-a-half in Mumbai, which was followed by a three- 

and-a-half year stint in Singapore. “I always wanted to do 

something on my own. Being a fat kid, I was interested in 
fitness,” he says with a laugh. 

Today, Calorie Care offers six meals a day, which in- 
cludes three major meals—breakfast, lunch and dinner— 
apart from three mid-meal snacks. “We have expanded our 
business completely through word of mouth,” says Driver. 
Calorie Care’s offerings, in addition to personalised cater- 
ing and bulk catering, has moved into setting up a gym café 
in Mumbai’s suburb of Juhu. “We are now starting a 
Health Café in six cities across Rajasthan, Gujarat and 
Madhya Pradesh,” he adds. 

The company’s clientele includes General Atlantic 
Partners, Microsoft, Holcim and Avendus Advisors, Recently, 
US-based Helix Investments (of which Driver is a director) 
picked up a small stake in Calorie Care for an undisclosed 
amount. “This is a small round of funding and we will use the 
money to set up operations in Bangalore and New Delhi,” he 
says. The focus on fitness will remain for the next few 
years for sure. “By 2015, we should have become a fitness 
brand with a chain of 
yoga centres,” 


predicts Driver. 
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Sridhar Rajagopalan 


CYT YT HEN SRIDHAR RAJAGOPALAN DECIDED 

/ to get into education in 1996, he did 

not get too much of positive feed- 

back. “People thought I was crazy," he says 

with a laugh. That possibly was not hard to 

understand since Rajagopalan had a good job go- 

ing at Tata IBM. “I was always passionate about 

computing," says the IIM-A alumnus from the 
1993 batch. 

In 1996, he was part of the team that set up 
Eklavya School. The deficiencies in the Indian 
educational system—where the emphasis is on 
memorising rather than understanding—pre- 
sented a big opportunity to him and in 2001, he 
decided to set up Educational Initiatives (ED, 
which is an effort by a group of IM-A alumni. 

*To us, education and learning need to be 
looked at more scientifically," thinks 
Rajagopalan, 37. One of Е/5 offerings is the 
Assessment of Scholastic Skills Through 
Educational Testing (ASSET). This diagnostic test 
attempts to check how much a child knows 
and lays emphasis on how concepts have been 
understood. ЕГ$ USP is rather interesting—have 
a large student base and offer a low-cost prod- 
uct. ЕІ has been profitable from the second 
year of operation. “We have become world-class 
in learning and assessment research," says 
Rajagopalan. For 2006-07, the revenues were Rs 
4.5 crore and the target for 2007-08 is Rs 7.5 
crore. The way forward is rather interesting 
and this will be more emphasis on research. 
“I think we will see very high growth over the 
next 1-2 years," he says. 


"We wanted to set up a model school that would, in 
turn, be a model for other schools" 
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K. Sriram 


IS BUSINESS CARD MERELY SAYS AKANKSHA BHAIYA. 

That’s pretty much K. Sriram’s designation and if 

you ask him what he does, you get an interesting 
answer. “My job profile is to create new opportunities for 
students and my colleagues,” says Sriram. 

Akanksha, as a non-profit organisation, has a mis- 
sion to impact the lives of less privileged children. The pri- 
mary focus is on education—both non-formal and formal. 
For Sriram, 33, the journey to Akanksha has had its mo- 
ments. After acquiring a degree in chemical engineering 
from irr-Madras, he spent a year at Asian Paints before 
moving to IIM-Calcutta for an MBA degree in 1996. After 
a stint in ICI and a period of going through the dotcom 
phase, he joined Engelhard, a materials science company 
acquired by BASF last year. 

Sriram's discovered his passion after a chance con- 
versation with his dhobi’s son. “It really started off as a 
small teaching session in the evening after work when the 
boy came with his sister," he recalls. That started off to- 
wards the end of 2001. *What struck me the most was the 
energy levels of the students after school. To my mind, that 
came from an eagerness to learn," adds Sriram. 

Sriram then got involved with action group Asha for 
Education towards the end of 2002. “That was pretty 
much the turning point for me. It involved teaching in a 
girls school," he states. In mid-2003, it was time to pursue 
what he wanted to. *Helping in education was what was 
making me happy," he recalls. That resulted in him quit- 
ting his job at Engelhard and joining Akanksha a little later. 

At Akanksha, work involves a whole host of things, like 
working with the Brihanmumbai Municipal Corporation 
BMC) on a school education project. “I think it is impor- 
rant to do things quietly," says Sriram. 


"Learning should be fun and enjoyable. The biggest kick is 
getting reactions from the classroom" 
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" HEN HARSH SHAH ENROLLED AT THE 
Indian Institute of Management in 
А / Lucknow in 2004, he did not know his 
/W/ life would take such a dramatic turn so 
` soon. Like most of his batch mates at 
IIM-L and thousands of college grads elsewhere, he 
had slogged his way to the B-school, driven by com- 
forting, but somewhat vague, notions of a well-paying 
corporate job and the attendant lifestyle that would ma- 
terialise with an MBA degree. 
Shah couldn’t crystal-gaze the dramatic transfor- 
mations his life would undergo just three years hence. 
Till then, he was blissfully comfortable in his “middle- 


LIVING UP THE M 








BA DREAM 


If getting into an IIM is tough, then getting the job of your dreams is 
tougher. Here’s one grad who managed to do just that, and a year on 
is still happy with the choice he made. PALLAVI SRIVASTAVA 


class” moorings. His favourite pastimes were reading 
books on temples, Indian history and mythology, and 
watching movies twice a month. Being a vegetarian, he 
did not eat out much; and unlike many of his peers, he 
didn’t drink either. In short, his existence was too 
“ordinary”, lacked zing and made him someone who 
badly needed to get a life. 

But all that changed after FMCG major Procter & 
Gamble (P&G) picked him up from ИМ-1. during cam- 
pus placements last year and placed him at its re- 
gional headquarters in hip and happening Singapore. 

“Let me tell you that since then, I have done 
things | wouldn't have ever imagined I would do at 


“IN THE LAST ONE YEAR, I'VE DONE THINGS | WOULDN'T HAVE IMAGINED | WOULD DO AT 25" 
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ist one bite of our authentic Punjabi cuisine, and you know you've come to the right place. A perfect setting where great food meets a 
orant, contemporary atmosphere. Start by savouring the intoxicating Golgappa Shots, feast on the spicy Tandoori Brocolli or simply 
iccumb to the Flambed Raan. It's an experience you wished lasted forever 
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25,” says Mumbai-born Shah, whose heroes are his 
dad, software billionaire Bill Gates and former 
Australian cricket skipper Steve Waugh. 

Now, his typical weekends are spent watching 
classics from Hitchcock, Scorcese and Tarantino in the- 
atres, taking a trip to Macritchie reservoir for rowing 
or trekking on the multiple nature trails; he also eats 
out a lot more now having acquired a taste for Thai, 
Chinese and Malay food; moreover, he’s become a self- 
professed expert at cooking Indian curries! His hobbies 
and pastimes, too, have become more conventional. 
“Back in India, I didn’t understand the concept of on- 


The B-school aims at giving you a solid fundamental 
foundation, one that you can build and rely upon in 
whatever your area of interest. As they say, ‘If you 
know your 2+2s, calculus and trigonometry don’t 
ever become Goliaths for you.’ This is what 
iIM-Lucknow did for me. And much more." 

He says that apart from imparting the necessary 
technical skills (through projects on companies, such as 
Accenture, Radiform (Infosys) and rrc and those on sec- 
tors such as the Indian mobile handsets industry, retail 
banking and credit card offerings in India), the two-year 
gestation on campus—with its demanding schedules, 


"AS THEY SAY ‘IF YOU KNOW YOUR 2+-2s, CALCULUS AND TRIGONOMETRY DON'T EVER BECOME” 





line gaming and even though I still hate action games 
I am hooked onto sport games like Need for Speed (rac- 
ing), FIFA '07 (soccer), Tennis, God of War and Counter 
Strike and have a gaming group in office.” He now also 
fancies his skills with the camera and intends to take a 
course in photography. 

Shah is a much-travelled man already, having cov- 
ered most of Malaysia (including the F1 race, “a long 
standing dream” of his), parts of Indonesia, the 
Philippines and Thailand. Cambodia is next on 
his itinerary. 

Indeed, Shah is already living up many of his 
dreams, There are many more to realise, such as going 
whale watching in Australia, sky-diving in New 
Zealand, a trip to Greece and Turkey and running a 
marathon some day, besides penning a book full of 
suspense/thriller stories. 

But Shah also has dreams to realise at the workplace: 
He wants to excel in his job as Associate Consumer and 
Market Knowledge (CMK) Manager in the niche Business 
Optimisation group that provides advanced consulting 
to P&G’s marketing partners in ASEAN, Australasia and 
India (АА) markets on improving sales, increasing prof- 
itability and return on marketing investment, managing 
inventory/financial risks by using advanced statistical and 
analytical tools and techniques. 

Already, Shah has begun making his mark, having 
won a Special Recognition Award for key contribu- 
tions over the past year "that gave new directions to 
our businesses". 

Shah attributes his life's successes so far to his B- 
school education. ^A B-school is actually like learning 
2+2. It is about starting with a clean slate, widening 
your horizons to multiple possibilities/outcomes, 
knowing the brick and mortar behind business 
choices—just like school, albeit in business situations. 
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ATHS FOR YOU. THIS IS WHAT IIM-LUCKNOW DID FOR ME. AND MUCH MORE.” 


diverse subjects, and eclectic mix of people—ensures 
that people walk out with razor-sharp confidence to 
take on any situation, in any part of the world. “I 
carried this confidence into my job and have seen it click 
over and over again as 1 explored what is essentially a 
fledgling profile at P&G.” 

Shah, a Sagittarian, now has friends in different parts 
of the globe, all of them from his B-school days. “I can 
today actually list five-six buddies in other countries 
whom I can call up anytime and say, ‘Dude, I am vis- 
iting, make some space!" 

Did he choose P&G or vice-versa? “I had always 
wanted to work for P&G. It was at the top of my list of 
companies to work for," says Shah, adding, "So I was 
prepared for the in-depth interview with the usual 
questions on defining moments in my life. [ was in- 
terviewed by the head of the business optimisation 
and consulting division—Pattabiram Venkat (who 
eventually became my boss)—and I almost thought I 
was going to get this (job) one when Venkat went 
into elaborate, technical discussions about my summer 
project (at Gillette India Ltd.) and my term project (a 
market research project on the consumer profile for 
ITC's Aashirvaad Atta). Even if it was unusual, I did 
manage to impress him." 

Going into the specifics of his decision to work for 
P&G, Shah says he had heard a lot about the com- 
pany’s caring ways and how P&Gers didn't ever want to 
leave the company, and now he is experiencing all 
that first hand—smart people, full democracy, super- 
friendly culture, extremely meaty roles even in the’ 
first year with tangible business impact, respectable 
pay and perks. “Everything and more that J had asked 
for. | am living up my dream," says Shah, who even- 
tually plans to return to India, but not before having 
done a stint at P&G's headquarters in the Us. Ш 
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S P Jain presents the Global MBA Program that opens global opportunities for you 


Q. What is unique about this program? 


A: The Global MBA is designed for those 
who aspire for a global career or wish to 
join a multinational firm. All participants 
spend 6 months each in two vibrant 
business capitals - Dubai and Singapore 
thus being exposed to a global business 
environment. In each city participants do 
projects for local companies, interact with 
local business professionals and are 
taught by international professors 


Q. Why is it a one year program? 


A: The program is designed for working 
executives who prefer to take only one 
year off so that they can get back to work 
sooner. The curriculum however is over 
1000 hours as in a typical 2 year 
program. These executives are very 
bright and ambitious and prepared to 
work twice as hard and sacrifice holidays 
in order to save one year 


S. Р JAIN 
CENTER OF 


Q. Why are 
specializations? 


there so many super 


A: Recruiters say that conventional MBA 
participants lack in-depth domain 
knowledge. The 9 super specializations - 
Investment Banking, Wealth 
Management, Banking Management, 
Retail Management, Services Marketin 
& Management, Product Marketing à 
Management, Global Logistics 
Management & Supply Chain 
Management, Information Technology 
Management and Global Human 
Resources Management ensure that a 
participant has mastery over a chosen 
area. This has been widely appreciated 
by the industry and gives our participants 
a tangible edge 


Q. What about the faculty? 


A: We put a lot of effort to get only the 
very best professors. Naturally we get the 
top professors from S P Jain, Mumbai 
and also from all over the world to lend 


V MANAGEMENT 
Jİ DUBAI * SINGAPORE 


Mumbai: *91 22 32906596/97 


Dubai: *9714 4291234 


their global knowledge. Our participants 
say that our outstanding faculty is one of 
our greatest strengths 


Q. What are the admission's criteria? 


A: An attempt is made to identify and 
groom tomorrow’s CEO. Very few 
participants with less than three years 
work experience are taken so we largely 
cater to working executives who now 
wish to move up faster. Thousands of 
participants apply for the few seats and 
so admission is very selective 


Q. What is your placements record? 


A: We have had a 100% placements 
record. To cater to the need for global 
jobs we have placements offices in 
Dubai, Singapore, Australia and India 
Shortly, this list will include more 
countries. The starting salary of our 
participants is one of the highest among 
Indian business schools and full details 
are available on our website 


Singapore: *65 62704748 





SHEKHAR GHOSH 


INDIAS унос 


ESSENTIALLY ENTREPRENEURS 


B-schools are no longer content with just producing MBAs and are now 
actively grooming those with entrepreneurial talents. рл ду: srivastava 


AST YEAR SAW B-SCHOOLS CHURNING OUT ENTRE- 
preneurs like never before. Many chucked lu- 
crative offers to start their own set-ups. Some 
survived, but a lot of them floundered due to 


Raman Puri, 25, IIM-L (2006-08), СЕО, Aurora Integrated Systems 
BUSINESS PLAN: Multi-purpose UAVs 


RAISED FUNDS FROM: Dept of Science & Technology, Kanpur 
SIDBI Innovation and Incubation Centre (IIT-Kanpur) 
and an un-named company that invested Rs 4.5 crore 





RS A MECHANICAL ENGINEER FROM IIT-KANPUR 
(2005) and currently pursuing management at 
IIM-Lucknow, recently shifted base to Bangalore to 
tend to the company he founded in Kanpur (relo- 
cated now to India’s ‘Silicon Valley’) along with six of 
his irr friends, having taken a year-long sabbatical 
from the institute after completing his first year. 

The company whose portfolio includes Unmanned 
Air Vehicles (UAVs), Electronic and Embedded Systems, 
Navigation Systems and Vision Systems is already flying. 
Its UAVs have already won several top awards. 

Raman, who’s worked on engine design with Hero 
Honda, says his team plans to build a whole range of 
UAVs for purposes as diverse as scientific missions, ter- 
rain mapping and disaster management, traffic regu- 
lation, pipeline monitoring, forest management and 
even tactical surveillance. The company is said to be on 
the verge of getting a huge order from an Indian oil 
and gas company before year-end. 
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lengthy gestation period, no mentoring and lack of cap- 
ital. But there are some who survived and some others 
who have started making waves even before they grad- 
uated. Here’s a look at some of those who got it right: 





Ayush Gupta, 24, Т (2006-08) — Partner, Delta Tech 
BUSINESS PLAN: Offline solutions for the mobile platform 
RAISED FUNDS FROM: PSUs, banks, educational institutes 


ORKING FOR A COMPANY WAS NEVER AN OPTION 

for Ayush. This Agra boy, who did his 
Computer Engineering from National Institute of 
Technology (NIT), Calicut, found two like-minded 
people to form Delta Technologies, a software firm 
that designs solutions for ticketing, education, security 
and information domains for mobile platforms. 

The idea was simple: to introduce useful prod- 
ucts/solutions on the mobile platform. The company of- 
fers not just wordlists for MBA aspirants for various B- 
school exams but also preparation guides for Class IX, 
X and XII for subjects like physics, chemistry, maths on 
the mobile. It has already implemented the solution for 
various coaching institutes in Maharashtra. 

“Our focus is on the education segment as we see 
a lot of activity in terms of franchising of international 
schools. Students are one of our largest target groups,” 
says Ayush. The company, which is betting big on M- 
ticketing, is in talks with the Gujarat State Transport, 
Career Launcher and PVR for some of its products. 
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leave the rest to us” 


Ramada’ Plaza Palm Grove Hotel at Juhu Beach, Mumbai have the perfect 
meeting rooms for a meeting of minds. But getting down to business is all 
about being on top form. A great night's sleep, a good meal, a power shower; 
feeling relaxed and energised. That's what makes you productive and that's 
where we come in. 


For the best rates visit: 
www.ramadainternational.com 


у call any of our sales offices below 

Mumbai: 022-2600 9000 Bangalore: 080-2558 1516 
Pune 020-2612 5401 Coimbatore: 0422-222 0673 
Delhi 011-4150 0516 Chennai: 044-4204 0140 
Ramada Plaza Paim Grove, Juhu Beach, Mumbai-400049 
Tel.: 022-2611 2323 Email: palmgrove@krahejahospitality.com 
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Shwetank Jain, 22, XLRI (2007-09), CEO, P2 Power Solutions 
BUSINESS PLAN: Energy-efficient and cost-saving power 
quality enhancement units 

RAISED FUNDS FROM: IIT-Kharagpur 


HIS ELECTRICAL ENGINEERING MAJOR FROM IIT- 

Kharagpur won Concipio 2006, a business plan 
competition held at irr-Kharagpur by TIETS (Technology 
Incubation and Entrepreneurship Training Society). 
Impressed by his product, the institute offered to in- 
cubate the project. In February this year, Shwetank got 
the initial seed capital from irr and two months later got 
his first order from the media company Dainik Jagran. 
Shwetank recently took a year’s sabbatical from XLRI to 
concentrate on his company. 

P2 Power Solutions' i-Con is a versatile power con- 
ditioner, technologically far superior to traditional de- 
vices without costing more, and capable of handling all 
power quality related issues. The machines are assem- 
bled at a factory in Kharagpur to keep costs down. “I 
would not say that I was a master at Electrical. I just 
loved the subject," Shwetank says, while giving all the 
credit to Prof. Gautum Poddar, whom he describes as 
the mentor and the soul of the company. 


Amol Shrinivas Adhye (L) 26, XLRI (2006-08) & 

Dr Shreyas Goswami 26, XLRI (2006-08), Business Partners 
Aarogya Sanyuj 

BUSINESS PLAN: Low-cost rural healthcare delivery model 
RAISED FUNDS FROM: Angel Investors and SIDBI 





Nikhil Vaswani (L) 26, IIM-A (2004-06) & Rohit Shankar 
24, IIM-A (2004-06), Directors, BePositive Wellness Services 


BUSINESS PLAN: Health and wellness 


RAISED FUNDS FROM: InfoCity, Gandhinagar, & Hyderabad- 
based infrastructure firm Sirisha Infrastructure 


URING THEIR IIM DAYS, DELHI-BORN COMPUTER 

science engineers Nikhil and Rohit entered many 
business plan competitions but never won any com- 
petition. "I guess we were ahead of our times," says 
Rohit. What brought about such a unique ideation? 
“We believe in fitness/wellness concept and decided to 
convince others about it,” says Nikhil. 

Started in April 2006 on the ground-floor of a re- 
sort in Gandhinagar, BePositive Wellness Services 
has so far rolled out two wellness initiatives: one for 
corporates and the other for general public through its 
state-of-the-art health centres called Wellocity, the sec- 
ond of which is due to open in Ahmedabad, fol- 
lowed by Gurgaon, Hyderabad, Bangalore, Pune and 
Visakhapatnam in the next two to three years. 

The first Wellocity in Gandhinagar is a 16,500-sq- 
feet facility that houses a health club, yoga and aero- 
bics studio, a swimming pool, and a music and read- 
ing lounge, besides a spacious food court. 


BA ASPIRANTS SHREYAS, A DOCTOR BY TRAINING, AND 

Amol, a production engineer, have worked out 
a “profitable” business model for delivery of affordable 
but quality healthcare to the rural population that 
uses a travelling workforce, including a small team of 
doctors. They have already roped in Baroda-based 
NGO Locost for the supply of cheap drugs. The two 
stumbled upon the idea during Social Entrepreneurship 
classes in which various ideas that had succeeded in the 
rural arena were discussed and analysed. “We have ap- 
plied some operational innovation and looked at health 
delivery differently from the way it is being done at 
present,” says Shreyas. The project, which will be 
launched early next year on a pilot scale in five Gujarat 
villages, has already got the backing of Indian Council 
of Medical Research and AIIMS, says Amol. 
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PGDM or SCMS 


(Accredited and approved by AICTE) 
ACCREDITED FOR 5 YEARS 
WITH ONE OF THE HIGHEST EVER SCORE FOR A B.SCHOOL 
One among 23 b. schools in India to get accreditation 


RATINGS 

A++ B. School 

21“ best in india 

Business India 

No. 1 in Kerala 

3" best in South India 

13" best in intellectual capital 
Indian Management 







PROGRAMMES OFFERED 


PGDM. General Management - 210 Seats 


Specialisation includes HR, Financial Services, Wealth Management, Marketing, Systems, 
Foreign Trade, IT, Advertising, Marketing Communication, Knowledge Management etc. 


PGDM . Insurance & Banking - 30 Seats 
PGDM. Retailing & Merchandising - 30 - 30 Seats - 


"ACCREDITATION ; is a guarantee for quality of physical and academic 


infrastructure, Quality of faculty, Teaching and learning facilities, Industry - institution 
interaction, Capacity to take up research, Societal contribution of the institution, 
Financial resources etc. to attract quality conscious students " - AICTE. 

MBA EQUIVALENCE 
Association of Indian Universities (ATU) has recognised PGDM of SCMS - COCHIN 
as equivalent to MBA. One among 18 b. schools to get this recognition. 


ISO CERTIFICATION 
SCMS-COCHIN is the first and the only b.school with ISO certification for QUALITY 
MANAGEMENT TEACHING SYSTEM. 
RANKING BY BUSINESS MAGAZINES 
All business magazines have consistently rated SCMS-COCHIN as one among the 
best 25 b.schools in India. Business India has rated SCMS-COCHIN as A++ in 2006. 
UNIQUE IN PLACEMENT 

BUSINESS INDIA has featured SCMS-COCHIN (Issue dated 18-06-2006-reproduced 
in our website) as a unique b.school in the matter of placement. 

HOW TO APPLY TO SCMS-COCHIN 
Candidates with a high score in MAT/ CAT/ ATMA may procure application and 
prospectus by sending a DD for Rs. 900/- (in favour of SCMS-COCHIN) to the 
Director of Admissions at SCMS-COCHIN. Our application and details can be 
downloaded from the website also. 


SCMS € COCHIN 


(SCHOOL OF COMMUNICATION AND MANAGEMENT STUDIES) 
Prathap Nagar, N.H. 47 at Muttom, Alwaye, Cochin - 683 106. Ph : 0484-2623803/04, 2626153/54 Fax : 0484-2623855 
E-mail : scms@vsnl.com Website : scmsgroup.org 
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“Top Of Mind Consideration Set 


? The verdict is clear. It's IIM-A that's by far the leader. Some Mumbai-based B-schools have surged into the Top 10 
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INDIA'S BE 


The Most Important Parameters How the Schools Perform (All) 
(All respondents) dint 


















Teaching 
Methodology 15 


Placement 10 


Infrastructure 13 87 84 83 76 84 85 76 78 n 69 





admission ent 87 88 85 78 88 89 80 78 74 7 
FIBI ч (92 90 8 75 86 86 75 75 071 72 
Faculty 9 86 5 88 75 84 94 7 тв 1 75 
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Placements and reputation are important issues for MBA students 


Symbiosis JBIMS- СА NMIMS 
M-A HM-B М-С Pune HM-L HMH Mumbai XLRI Hyd. Mumbai 


Reputation 91 88 68 80 689 76 76 
Faculty 88 86 65 83 88 70 77 
Success of Placement .88. 91. 83 68 88 7 | : 
Quality of Placement 93 93 89 70 8] 3 : 
Teaching Methodology --— 7 90 87 68 ; g 75 
Admission Elgibiity 55 63 44 36 45 52 
Specialist Units — 85 4] o: 





infrastructure 77 


The Most Important Parameters How the Schools Perform (MBA Wannabes) 
(MBA Wannabes) 








Faculty 12 — 

Admission Eligibility 13 

Quality of 82 7 80 78 71 73 72 15 175 69 
Placement 19 — 86 85 92 79 89 84 75 86 66 89 
А 95 91 88 76 88 82 83 73 7 75 
Specialist 8 76 89 73 72 #79 74 178 173 71 


Units 9 
Infrastructure 1 
Placement 26 


Reputation 21 
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Mumbai University 
Courses 
Y MMS. 
Y MCA. 


Autonomous Courses 
YvPGDBM* 


+under consideration. 

Y Advanced Program in 
Retail Management. 

Y Executive Management Program 
for working professionals. 


Highlights 

» State-of -the-art campus. 

» Rich intellectual capital. 

> Innovative and integrated 
pedagogy. 

> Well equipped language 
laboratory. 

>E- library with Internet facility. 

> Excellent placement record. 

» Separate Hostel Facilities for 

boys & girls. 


Our Mission 


To foster excellence in our 















teaching, research, scholarship, 

















and service; to develop a cadre of 
students with positive attitudes, 
leadership skills and habits of 
lifelong learning enabling them to 
be effective members of 














corporate India 













To create an academic 
environment where the highest 
standards of scholarship and 
professional practice are observed 
and where responsibilities to 
students are conscientiously met. 


To deliver quality management 
programs which are consistent 
with the demands of corporate 
India and to enhance the core 
competencies of increasing 















number of budding professionals. 















To ensure the achievement of the 
overall educational goals through 
effective. fair and efficient 
administration of recruitment, 
career enhancement and benefit 
programs. 





Bharati Vidyapeeth’s 

Institute of Management Studies and Research 

Sector - 8, CBD Belapur, Navi Mumbai - 400 614. 

Ph: (022) 2757 2433, 2756 2582 Fax: (022) 2757 1182 
E-mail: bvimsr()bom5.vsnl.net.in , 

Website: www.bvimsr.com 









"Creating that little “EXTRA” difference between ordinary & extraordinary." 





INDIA'S B SCHOOLS 


Surprise: Recruiters think IIM-B has a better reputation than IIM-A. 


Symbiosis JBIMS-- ICFAL NMIMS 
HM-A ШМ-В HM-C Pune IM-L RM-! Mumbai XLRI Hyd. Mumbai 


Reputation 86 90 85 77 87 87 86 
Faculty 82 89 78 79 85 
Success of Placement .86 94 82 79 88 
Quality of Placement 90. 89 85 83 
Teaching Methodology ` 84 91 87 83 
Admission Eligibiiy 67 78 70 6 n 
Specialist Units — 81 18 15 68 78 78 
Infrastructure 83 85 see 0 n 





The Most Important Parameters How the Schools Perform (Young Executives) 
(Young Executives) — "a adi dh 


Teaching 
Methodology 19 


Specialist Units 11 




















Infrastructure 13 91 91 89 89 94 91 74 78 79 76 





BRETT 89 88 90 88 90 93 76 78 п 8 
Admission 92 92 90 81 89 86 60 74 77 76 
Eligibility § —— 87 90 88 86 93 85 72 86 74 76 
Faculty 3 7] 78 78 62 73 68 63 68 55 65 


Quality of 
Placement 1 —— 


Reputation 41 


8] 79 83 80 77 78 69 78 60 63 
85 88 86 86 82 8 73 77 70 61 
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JBIMS & XLRI score pretty well with functional heads. 


Symbiosis JBIMS- ICFAI NMIMS 
HM-A  HM-B iM-C Pune M-L [M-I Mumbai XLRI — Hyd. Mumba 


Reputation 89 85 69 90 76 


Faculty 87 76 69 Hn 
Success of Placement 87... 80 79 76 


Quality of Placement 86 83 76 72 
Teaching Methodology — 88 81 70 16 
Admission Eligibility - §8 67 60 60 
Specialist Units 77 61 69 72 
Infrastructure 87 78 11 71 











Be the leader 


goes the way, 
shows the way ! 


At SGMI, a student would... 
= Unlearn and learn business leadership 


" = Nurture skills demanded by changing 
business realities 


в Create and sustain a quality lifestyle 


Courses Offered We are determined to facilitate a process that will help 
every student build a foundation for an enduring Career. 
Master of Business Administration (MBA) For "Quality Education and Student Development' 
Master of Personnel Management (MPM) • Dedicated Competent Faculty 
Master of Marketing Management (MMM) « Strengthening links with the Industry 
Master of Computer Application (MCA) •  Analwaysimproving Student Agenda 
Master of Computer Management (MCM) Sinhgad Group of Management Institutes have ... 
All the cited courses are ( AICTE ) approved and e A State-of-the-art Infrastructure 
affiliated to Pune University _ » Exquisite Libraries 
a ane ^ . Ahead in Pedagogy and 
Faculty Development. 
Other Courses Offered ... e Continuous Quality 
Post Graduate Diploma in ... Improvisation of systems. 
Management (Marketing, HR & Finance) 
Import Export Management Ff * 
Materials and Logistics Management 4 
Foreign Trade 
With a determination to reach and create new benchmarks in the werd of FA Management Education 
Sinhgad Institute of Management (SIOM) — X Á DN 
Sr. Director - Mr. Ajit Tawde, 9881107227 Director - Dr. Palkar, 9850509454 


Director - Dr. George Judah, 9881476714, 

Jt. Director - Dr. Rajashree Shinde, 9881476715 
4411 ооа ке, Pune 411 041. 
director_siom@sinhgad.edu, dir _sbs@sinhgad.edu 


Sinhgad Institute of Business Administration & Computer Director - Prof. Ganesan, 93 


Director - Prof. Sudesh Kumar Sharma, 9881379216 
S.No. 309 / 310 Kusgaon (Bk.) Lonavala, Dist. Pune. 
director_sibaca@sinhgad.edu 


Sinhgad Business School (Matrix) 
Sr. Director - Mr. G.K. Shahani, 9850677471 
a voee 3rd Floor, Karve Road, Nal Stop, 
Pune - 411 004 
edu 


who knows the way, With Sinhgad Group of Мазари felicius yaar МА 
s 3 


Rest assured you have chosen the best among equals. 





Stimulating academic culture to equip every student with 
knowledge, professionalism and confidence. 








SINHGAD GROUP OF 
MANAGEMENT INSTITUTES (SGMI) 

















































director : 


Sinhgad Institute of Business Administration And Research (SIBAR) 
Sr. Director - Maj. Gen. (Retd) Harsh Gangoli, 9922912714 


S.No. 49/2 & 53/2, Nathe (Ambegaon Вк), Off Mumbai Road 
simca@sinhgad.edu 


сүү Ode kaia Romane ond id EK 
411 048. 

director sibarg)sinhgad.edu 

Sinhgad Business School, Pune City 

Director - Ms. Manisha Gokhale Shah, 9822036024 

Plot No.15, Survey No. 19, Erandavane, Off Karve Road - Pune - 411004 
directorsbs@sinhgad.edu 









INDIA'S B SCHOOLS 


The B-school Brands Stack-up 


2007 
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Distinct Brand: Score between 2 and less than 3 Undifferentiated Brand: Score between 1 and less than 2 
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Application form available at IMI from : 6th eene 2007 
CAT Examination : 18th November, 2007 








Deadline for receiving applications. : 10th December, 2007 








INDIA'S B SCHOOLS 


How the Schools Perform (All): The Fine Print 
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Admissions 
Announcement 


2008 


OF MANAGEMENT TECHNOLOGY 

























The Institute: Established in 1988, under the aegis of Birla Academy of Art and Culture, Kolkata, is supported by B.K. Birla group of Compani 


The Institute has been ranked among Top 15 B-schools of the country by various rankings. BIMTECH has developed strate 
lances with business schools in the USA, Europe and Asia for collaborative research, training, and exchange programmes for students. and facul 
The Institute has a fully residential, Wi-Fi and sprawling campus at Greater Noida. 


Programmes 


(All approved by AICTE, MHRD, Government of India} 


+ BIMTECH 


* Post-Graduate Diploma in Management | 
* Post-Graduate Diploma in Management (International Business) | 
* Post-Graduate Diploma in Management (Insurance Business) 
» Post-Graduate е їп es es ertt 


бат. 
Since HRS 0 


Placement: BIMTECH attracts а large number of Indian & international companies and achieves 100% | 
campus placement for all the programmes. 


Eligibility: A recognized Bachelor's Degree in any discipline with minimum 50% marks in aggregate, 
Candidates appearing in the final examination of Bachelor's Degree are also eligible to apply. 


Selection: Selection to the programmes is based on CAT(Nov. 2007] performance, GD & interview. 


Applic ation: Application Form canbe acquired from the office of BIMTECH by paying cash of Ris. 1200 or by 
sending DD of Rs. 1250 or by downloading from official website(DD of As, 1250 is to be attached]. The штанів ове. 


Sent in favour of “Birla Institute of Management Technology" payable at Greater Noida/Delhi. The formis can also be - 
obtained from various channel partners (List given on website}. ; 


Declaration: BIMTECH uses CAT scores for short listing candidates for its Full-time programmes. IMs have 
Norole in either selection process or in conduct of the programme. 








Forms are available from : September 01,2007 
Last date of sale & receipt of Form: December 10, 2007 











For details, please visit 


Plot No. 5, Knowledge Park 1, Greater Noida 201308 М : 
www.bimtech.ac.in Tele:(0120}2323001 to 010 Fax: (0120)2323022/025 





| 
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Email: admission queries? bimtech.ac.in 
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HE FIFTH BT-NIELSEN SURVEY OF 
| India’s best B-schools gets bigger 
and better. For one, we polled a 
larger number of stakeholders—com- 
prising MBA aspirants, current MBAS, rec- 
ruiters, young executives, and functional 
heads—this year compared to the year 
before. That is, 592 respondents versus 
526 last year. All the respondents were 
interviewed face-to-face. For another, 
we added a 12th city, Patna, to our list. 
The other 11 were: Delhi, Kolkata, 
Mumbai, Chennai, Pune, Lucknow, 
Ahmedabad, Bangalore, Hyderabad, 
Indore, and Coimbatore. 
Also, the non-student respondents (re- 
cruiters, young executives, and functional 
heads) were restricted to bigger towns, 


THE RESPONDENT 
UNIVERSE 


TARGET AUDIENCE 
SAMPLE SUE 


MBA Aspirants 
137 


Current MBAS 
131 





some of the regional B-schools, such as 
those in Mumbai, have moved up in our 
rankings this year. That apart, there were 
no changes to the survey methodology, 
which continues to employ The Nielsen 
Company’s proprietary Winning Brands 
model to arrive at a Brand Equity score 
for each of the 30 B-schools featured in 
our survey. 

The survey was conducted in two 
phases. In the first phase, we shortlisted 
the 30 B-schools that were to be ranked 
by asking MBA aspirants and recruiters to 
name those they would consider applying 
to and hiring from, respectively. This list 
of 30 B-schools was taken to the second 
phase. Needless to say, in asking our re- 
spondents to name their choice of 30 B- 


schools, we were really trying to identify 
the parameters that a student or recruiter 


which excluded Lucknow, Indore, 
Coimbatore, and Patna. In fact, 39 per 
cent of the non-student respondents cov- considers important in drawing up his 
ered were in Mumbai and 22 per cent in or her universe of schools. These parameters — | 
Delhi, simply because that’s where most of the large Br were further built into the second phase to under- | 
500 companies (with revenues in excess of Rs 500 stand the drivers of consideration and perception for 
crore) are based. That may, to some extent, explain why each B-school on each of these parameters. 


Classification Of Attributes | 


REPUTATION PLACEMENT QUALITY OF PLACEMENT 





















| е 100 рег cent placement - 9 

| @ Multiple placement options € Placement abroad and in MNCs 

| . Achievements of alumni 

| ® institute has international recognition FACULTY TEACHING METHODOLOGY 

„® Tie-up with foreign institute ۰ High-quality | research paper ~ @ Student faculty ratio 

| ° Visiting professors—industry captains 9 Excellent teaching methodology 

| * Well-trained faculty * Very good counselling | 

| ® Good industry exposure | 
SPECIALIST UNITS 





е Known for mark eting | rogram ne 
€ Known for mass media programme : 
9 Known for finance programme 






ADMISSION ELIGIBILITY 


«| Institute at convenient location 


® High-standard hostel & mess facility € Admission to engineers only 


1110502 RESPONDENTS ACROSS 12 CITIES 


2097 





BUSINESS TODAY SEPTEMBER 23 





Insight. That’s what makes the difference! 


The NMIMS University offers some of the most comprehensive programmes in a variety of disciplines 
Our students are trained to develop a critical understanding of business and social issues 


It's an experience! 


School of Business Management | Mukesh Patel School of Technology Management & Eng 
School of Pharmacy & Technology Management | Balwant Sheth School of Architecture 


School of Science | School of Commerce | School of Distance Learning 


transcending horizons 


2 SVKM's 


zi NMİMS University “ш 


(Established under Section 3 of the UGC Act, 1956 vide Notification = 
ЕТП No.F.9-37/2001-U-3 dated 13th January, 2003 of the Government of India) 





V.L. Mehta Road, Vile Parle (W), Mumbai-400 056, India. * Tel.: «91-22-2618 3688 / 2613 4577 
Fax: +91-22-26114512 * Email: nmims@nmims.edu * Visit us at: www.nmims.edu 
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The Winning Brands Model 
What drives the brand equity. 


What consumers know What consumers do or feel 
Awareness Consumer 
loyalty 
Consideration ». 
є Brand 
Attributes Equity Index АЙ 
Benefits | 
Price 
Attitudes premium 
Winning Brands Approach 
KNOWLEDGE 
Awareness created Brand equity Price premium, 
by marketing loyalty & 
efforts + Usage commitment 
Quality perceptions 
& associations 


Brand equity is what consumers think about a brand and how that ultimately affects 
their purchase decisions 


How Healthy Is My Brand? 


What consumers know ne me What consumers do 


BRAND EQUITY 


poem 


Brand Brand Brand Price 
awareness associations loyalty premium 
Our Respondents 


MBA Aspirants: Students planning to take the 
Common Admission Test and other MBA entrance 
tests. A mix of students with graduate or post-graduate 
degree in professional or general course was ensured. 
Recruiters: HR managers of organisations that have 
been recruiting from B-schools for the past three years. 
Only those managers with two or three years of work 
experience were interviewed. 

Current MBAs: Students in the final year of their MBA 
programme. 

Young Executives: Those with 2-3 years of work 
experience post-MBA. 

Functional Heads: Managers with 8-9 years of work 
experience. 


156 BUSINESS TODAY SEPTEMBER 23 


2007 


RACHIT GOSWAMI 


Phase |! 

The objective of the second phase of the survey was to 
rank the 30 shortlisted B-schools using The Nielsen 
Company’s brand equity measurement tool, the 
Winning Brands model. While in Phase I, only MBA 
Wannabes and Recruiters were polled to draw up 
the shortlist of top 30 schools, in Phase II, the other 
three respondent categories—Current MBAs, Young 
Executives and Functional Heads—were polled 
as well. 

Associations for each school were obtained on 
various parameters. These attributes were further 
classified into eight factors (See Classification of 
Attributes). The Winning Brands model is focussed on 
understanding the key drivers of choice. Taking into 
consideration parameters such as favourite school, 
recommended school, and the price premium com- 
manded by a brand, the model calculates the Brand 
Equity Index (BE!) for each of the 30 B-schools. The BEI 
scores eventually determined the B-school rankings. 

The higher the BEI score of a B-school, the more at- 
tractive it is to MBA aspirants and recruiters. Based on 
their scores, the B-schools are categorised as a 
Monopoly brand (with a score between 4 and 6), 
Winning Brand (3 and less than 4), Distinct Brand (be- 
tween 2 and less than 3), and Undifferentiated Brand 
(between 1 and less than 2). Once again, IIM- 
Ahmedabad emerged as the top B-school, although its 
BEI score has been declining over the years. However, 
since the scores of the other B-schools in our Top 5 list 
have been declining as well, пм-АһтедаБаа has been 
able to retain its monopoly position. I 





The BT-Nielsen B-school survey team: 

(L-R) V.Pattabhiraman lyer, Sachin Angane, Minesh 
Dhuri, Khushal Bhargava, Kashiram Dhuri, Satish Belani 
and Seethaa Sethuraman 


GE 
Consumer & Industrial 


Efficient solutions from GE 


Step over to the “brighter side of life” with innovative 
technologies from GE - Consumer & Industrial. Be it our 

_ Power Protection, Lighting or Power Quality products, GE is 
. making your life brighter with convenience, safety and simple 
.. efficiency. The GE advantage puts a shine in your daily tasks, 
so that you can live. On the brighter side. 





For simple, yet efficient solutions, write to us at query@ge.com 
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Record ee 
Plus MCCBs Multilin 


ReZonant Design/GE/0807 


* А Я Pegasus" MHV, Digital Energy’ SG-CE Series 
GE imagination at work UPS, MPact MPro ACBs, Alcov, Multilin, Record 
Plus MCCBs are some of GE's leading 
products that have made a difference to 
hundreds of enterprises. 





At four campu 
ITM offers 


Your source 


fora Bright Career 


ITM has been the source of professional & academic 


development for thousands of aspiring students seeking to 
build up leadership skills, by providing industry relevant 
management education for proficiency in a E global 


framework. 


f pogram (AICTE approved). Offered 

has launched the careers of thousands of 
ihom have risen to top leadership roles in 
ar, full-time and fully residential program 
jed top-notch placements across the business 


: Chennai, Navi Mumbai and Warangal, 






Located in Navi Mumbai, ITM GLC offers a trio of "o specialize 
Masters programs in International Business nent and 
Human Resource Management. Featuring extended in dustry 
internships $ and: Х MOS abroad ороон unities, the programs combine 
evelop managers 


in their fields 


students nave ied many of the be 
recording some of the highest salaries in recent years 
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Alliance Business Academy 
Bangalore 

SPECIALISATION: Marketing, Finance, Human 
Resources Management, Systems 

ADMISSION PROCEDURE: All India Aptitude Test 
presentation and interview 

SIZE OF THE CLASS: 120 

FACULTY/STUDENT RATIO: 1:5 

AVERAGE ANNUAL SALARY: Rs 8.25 lakh domesti 
$72,000 international 

BIGGEST RECRUITERS: Satyam Computer, Kotak 
Group, HP 

STAR RECRUITERS: Tata Motors (India), Marketing 
Resources Corporation (US) 

STUDENT PROFILE: Male:Female (55:45 
Engineer:Non-engineer (36:64); With work 
experience:Fresher (20:80 
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STAR ALUMNI: Reshmi Das Gupta, Manager (HR) 
Mercer; Madhusudan, Assistant Vice President 
Business Development), Genpact; Rajeev 
Mahajan, Project Manager, Oracle, Germany 
Giridhar, Senior Business Analyst, Wipro; Rashmi 
Singh, Senior Business Analyst, Accenture, UK 
Jui Buch, Manager Risk Assessment, Essar 
Venkatesh, Business Analyst, Quintegra 


QUOTE: RESHMI DAS GUPTA, Manager (HR), Mercer 


"The innovative learning environment at Alliance 





has helped me gain the nght industrial orientation 


required in today's competitive corporate world 
Amity Business School 

Noida 

SPECIALISATION: Marketing, Finance, International 
Business, HR, Operations, IT 
ADMISSION PROCEDURE: CAT/MAT score 


National 
level entrance; psychometric test; group discus 
sion and interview 


SIZE OF THE CLASS: б! 

FACULTY/STUDENT RATIO: 1:16 

AVERAGE ANNUAL SALARY: Rs 5.2 lakh domesti 

N.A. international 

BIGGEST RECRUITERS: Satyam Computer, HCL Tech 
STAR RECRUITERS: Indiabulls, Pepsico, Tata Auto 
Comp, Bajaj Auto, Bank of America 

STUDENT PROFILE: Male:Female (5:5); Engineer 
Non-engineer (7:13); With work experience 
Fresher (9:11 

STAR ALUMNI: Dhinendra Lohmor, Vice President 
YES Bank; Dilpreet Sahi, Vice President, ABN 
AMRO: Piyush Jain, COO, IBN-7; Rahul Kumar 
Vice President (HR), HSBC Data Processing India 





QUOTE: DHINENDRA LOHMOR, Vice President, YES Bank 





One of the many advantages of being an Amity 
alumnus ts that today wherever | go, we hav 
Amitians in virtually every organisation. Th 
joing business becomes much easier 





Badruka College Post Graduate Centre 
Hyderabad 

SPECIALISATION: Marketing, Finance, HRM, IT 
Systems 

ADMISSION PROCEDURE: I-CET (Integrated Common 
Entrance Test); group discussion and interview 


SIZE OF THE CLASS: 60 
FACULTY/STUDENT RATIO: 5:7 


AVERAGE ANNUAL SALARY: Rs 3.15 lakh domestic; 
N.A. international 


BIGGEST RECRUITER: Satyam Computer 
STAR RECRUITER: ICICI Bank 


STUDENT PROFILE: Male:Female (1.28:1); 
Engineer: Non-engineer (0.35: 1); With work 
experience:Fresher (0.06:1) 

STAR ALUMNI: Chandrasekhar, VP (Corporate 
Relations), Apollo Hospitals; Mallele Gopinath, 
Project Leader (ERP), Satyam, UK; Nikhil Shah, 
Manager (Finance), Dr Reddy's Laboratories; 
Muthu Krishna, Manager (Finance), ITC; and 

L. Deepa, Recruitment Manager, Infosys 

QUOTE: A.G. JAYASHREE, Regional Training Manager, 
Reliance General Insurance 

“My experience at Badruka has been very enrich- 
ing; it created the potential in me to be an effi- 
cient manager. The best part of Badruka is the 
culture of learning, innovativeness and leadership 
coupled with discipline aimed at overall develop- 
ment of the personality of the students" 


Bharathidasan Institute of 
Management (BIM) 

Tiruchirapalli 

SPECIALISATION: Marketing, Finance, Operations, 
Systems & HRM 

ADMISSION PROCEDURE: CAT, group discussion 
and interview 


SIZE OF THE CLASS: 118 
FACULTY/STUDENT RATIO: 1:15 


AVERAGE ANNUAL SALARY: Rs 7.02 lakh domestic; 
N.A. international 


BIGGEST RECRUITERS: ICICI Bank, Tata Consultancy 
Services, Infosys Technologies, MindTree 
Consulting, ICICI PruLife 


STAR RECRUITERS: ICICI Bank, TCS, Infosys 


STUDENT PROFILE: Male:Female (4:1); Engineer 
Non-engineer (7:3); With work experience 
Fresher (2:3) 


STAR ALUMNI: V. Raja Shanmugam, Vice President, 
MindTree Consulting, Bangalore; T. R. 
Ramachandran, Business Manager (Cards), 
Citibank, Chennai; Velavan Subramaniam, 
Director (South Asia), ACNielsen BASES, Mumbai 


QUOTE: |. SAMUEL JOSEPH, EXIM Bank of India, 
Milan, Italy 


“A solid theoretical foundation, overall personality 
grooming and a good campus life differentiate 
BIM in this ‘me too’ world” 


Birla Institute of Management 
Technology (BIMTECH) 

Greater Noida 

SPECIALISATION: Marketing, Finance, Human 
Resource Management, Information Technology 
Management, Strategy, Insurance Business, 
Retail Business, International Business, 
Operations Management 

ADMISSION PROCEDURE: CAT, group exercise, 
interview 

SIZE OF THE CLASS: 120 

FACULTY/STUDENT RATIO: 1:15 

AVERAGE ANNUAL SALARY: Rs 5.45 lakh domestic; 
N.A. international 

BIGGEST RECRUITER: Infosys 


STAR RECRUITER: United Finance Company, 
Oman 


STUDENT PROFILE: Male:Female (56:44); 
Engineer: Non-engineer (47:53); With 
work experience: Fresher (29:71) 


STAR ALUMNUS: Alok Gupta, MD, Samtech InfoNet 
QUOTE: ALOK GUPTA, MD, Samtech InfoNet Ltd: 





“Bimtech has an open and informal environment 
backed with a strong leadership and rich culture 
that encourages entrepreneurial way of thinking 
The course is practically demanding and tests 
you to the limits” 


С ONE 


Chaitanya Bharathi Institute of 
Technology (CBIT) 
Hyderabad 


SPECIALISATION: Finance, Marketing, HRM, Systems 
ADMISSION PROCEDURE: ICET (state-level) 

SIZE OF CLASS: 60 

FACULTY/STUDENT RATIO: 1:15 

AVERAGE ANNUAL SALARY: Rs 3.5 lakh domestic; 
N.A. international 

BIGGEST RECRUITER: ICICI Bank 

STAR RECRUITER: ICICI Bank 

STUDENT PROFILE: Male:Female (2:1); 
Engineer: Non-engineer (1:11); With 

work experience: Fresher (1:11) 

STAR ALUMNUS: Vishnuvardhan Reddy 
Assistant Manager (HR), GE 

QUOTE: VISHNUVARDHAN REDDY 


Assistant Manager (HR), GE 
“CBIT is a centre for future business leaders” 
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Department of Management 
Studies, IIT 
Delhi 


SPECIALISATION: Management Systems and 
Telecommunication Systems Management 


ADMISSION PROCEDURE: JMET (Joint Management 
Entrance Test), group discussion and interview 


SIZE OF THE CLASS: 75 
FACULTY/STUDENT RATIO: 1:5 


AVERAGE ANNUAL SALARY: Rs 8.89 lakh domestic; 
$70,000 international 


BIGGEST RECRUITERS: IBM, Kotak Mahindra 
STAR RECRUITERS: Citibank, marketRx 


STUDENT PROFILE: Male:Female (8:1) Engineer: 
Non-engineer (All engineers); With work 
experience:Fresher (1:1) 


STAR ALUMNI: Pradeep Joshi, Franklin Templeton 
Investments International Services; Vipon Kumar 
Gupta, Head (Excise and Customs), Suzlon 
Energy; Hrishikesh Trivedi, Principal Consultant 
(CRM), Cognizant; Shiraz Agwani, Strategy 
Consultant, IBM India; Nitin Verma, Credit 
Analyst, SBI; Chinmay Ojha, Consultant, KPMG 


QUOTE: HRISHIKESH TRIVEDI, Principal Consultant, 
Cognizant Business Consulting 


"DMS IIT Delhi pedagogy helps nurture creative 
problem solving skills and achieve razor-sharp 
business orientation, ever so critical in a technol- 
ogy-driven world, which in turn have enabled me 
to successfully execute complex global consulting 
assignments" 


KALYAN CHAKRAVORTY 


NA international 
BIGGEST RECRUITER: Infosys 
STAR RECRUITER: Accenture 


Department of Management 
Studies, IIT 


Kanpur STUDENT PROFILE: Male-Female (1:4); Engineer: 
SPECIALISATION: Manufacturing Management and Non-engineer (All engineers); With work 
Infrastructure Management experience:Fresher (1:1) 

ADMISSION PROCEDURE: JMET STAR ALUMNUS: Lalan Prasad Gupta, Associate 


General Manager, GMR Infrastructure 


QUOTE: LALAN PRASAD GUPTA, Associate General 
Manager, GMR Infrastructure 


“IIT-K MBA gives a strong learning base and 
thereupon tremendous confidence, which is the 
most essential element for long-term success in 
today's corporate world" 


SIZE OF THE CLASS: 50 
FACULTY/STUDENT RATIO: 1:8 
AVERAGE ANNUAL SALARY: Rs 10.5 lakh domestic; 


Faculty of Management Studies (FMS) 
University of Delhi, Delhi 


SPECIALISATION: Finance, Marketing, information 
Systems and HR 


ADMISSION PROCEDURE: Written test, group discus- 
sion, extempore and interview 


SIZE OF THE CLASS: 90 
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FACULTY/STUDENT RATIO: 1:3 

AVERAGE ANNUAL SALARY: Rs 12.04 lakh domestic; 
$60,975 international 

BIGGEST RECRUITER: HSBC India 

STAR RECRUITER: Calyon Bank 


STUDENT PROFILE: Male:Female (1.5:1); Engineer 
Non-engineer (7:3); With work experience 
Fresher (91:103) 


STAR ALUMNI: Neelam Dhawan, MD, Microsoft 
India; Sridhar Krishnan, Executive Director, OLAM 
International; Manoj Vaish, CEO, Dun and 
Bradstreet India; Ajay Mahajan, President 
(Financial Markets), YES Bank 


QUOTE: N.A. 


Goa Institute of Management 
Goa 


SPECIALISATION: General Management 


ADMISSION PROCEDURE: XL RI Admissions Test 
(XAT), group discussion and interview 


SIZE OF THE CLASS: 120 
FACULTY/STUDENT RATIO: 1:13 


Coluurs work 


because they talk to the heart. 





Ricoh presents a range of best-in-class Colour MFPs that use the emotional 
impact of colour to your advantage. So that your business propositions can 
effortlessly work their way into the hearts and minds of your associates. 


KEY FEATURES: Standard printer & scanner « Built-in duplex & ADF » In-house finishing 
* Remote retrieval & editing of files * Security through encryption & authentication 

) * PictBridge support * High-speed, low-cost B/W printing too 

No.1 Colour MFP in U.S. & Europe 





* Colour & B/W Multi-Function Products (A0 to A4, 135 to 16 ppm) • CopyPrinters • 99% up-time * Nationwide service network PRINT | COPY | SCAN | FAX 
ORPORATE OFFICE: 52-8, Okhla Industrial Estate Phase Ill, New Delhi-110 020; Tel: 011-41613010-18; Fax 011-41612221; Website: www.ricoh.co. 
RANCH OFFICES: Ahmedabad: 26582883, 26588709; Bangalore: 41477620/21, 22248829/30; Chandigarh: 2710162, 2701984; Chennai 

3353488, 41731867, 23312001, 41731860; Guwahati: 2635311, 2543591, 2602949; Hyderabad: 39185081/82, 39101898; Jaipur: 2707028, 2 
1488641/42; Lucknow: 3237048, 2239189/76; Mumbai 67032095, 22883042; Patna: 2222830, 2201490; Pune 30580149/53/54; Ranchi 


in; Email: ril.info@ricoh.co.in 

30212121/22; Coimbatore: 2493948, 2496276; Delh 
706299; Kochi: 2353274, 2352266; Kolkata: 22101634 
2331426/069; Visakhapatnam: 2553466, 2754968 
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AVERAGE ANNUAL SALARY: Rs 6.41 lakh domestic: 
Rs 11.5 lakh international 


BIGGEST RECRUITER: Cognizant Technologies 
Solution 
STAR RECRUITER: Accenture 


STUDENT PROFILE: Male:Female (85:33); Engineer: 
Non-engineer (1:1); With work experience: 
Fresher (83:35) 


STAR ALUMNUS: Mrunmay Das, Director, Das 
Capital Management & Advisors 


QUOTE: N.A 
| Aare Ieee. 


ICFAI Business School 

Gurgaon 

SPECIALISATION: Marketing, Finance, IT, HRM, 
Operations, Insurance, Banking, Accounting, 
Investments, International Business and 
Entrepreneurship 


ADMISSION PROCEDURE: ІВЅАТ or GMAT, 
micro-presentation and interview 


SIZE OF THE CLASS: 560 
FACULTY/STUDENT RATIO: 1:8 


AVERAGE ANNUAL SALARY: Rs 5.00 lakh domestic; 
N.A. international 

BIGGEST RECRUITERS: ICICI Bank, TCS, HDFC Bank, 
Polaris Software 

STAR RECRUITERS: D E Shaw, HCL Technologies, 
Genpact 

STUDENT PROFILE: Male:Female (1:1) Engineer: 
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Non-engineer (1:5); With work experience: 


: Fresher (1:6) 


STAR ALUMNUS: Sandeep Gupta, Senior Proje 


: Manager, Infosys, Chandigarh 


QUOTE: SANDEEP GUPTA, Senior Project Manager 


; Infosys, Chandigarh 


“IBS brings out the best among the best in 


: leadership abilities and management and 


domain skills, The transformation from very 
bright individuals into strong management 
professionals is truly amazing and sets the 
Stage for a successful career” 


ICFAI Business School 
Hyderabad 

SPECIALISATION: Marketing, Finance, IT, HRM, 
Operations, Insurance, Banking, Accounting, 
Investments, International Business and 
Entrepreneurship 


ADMISSION PROCEDURE: IBSAT or GMAT, 


: micro-presentation and interview 


SIZE OF THE CLASS: 892 

FACULTY/STUDENT RATIO: 1:6 

AVERAGE ANNUAL SALARY: Rs 6.5 lakh domestic 
N.A. international 

BIGGEST RECRUITERS: ICICI Bank, D E Shaw, 
Cognizant, TCS, HCL Technologies 

STAR RECRUITERS: Accenture, UES, JP Morgan 
Google, Wipro 


STUDENT PROFILE: Male:Female (2:1); Enginee 
Non-engineer (1:2); With work experience: 








INDIAS B 


Non-engineer (1: 3); With work expenence 
Fresher (1:3) 


STAR ALUMNUS: Navroz Mahudawala, VP- 
Transactions Advisory Services, E&Y, Mumbai 


QUOTE: NAVROZ MAHUDAWALA, VP-Transactions 
Advisory Services, E&Y, Mumbai 


"One of the key aspects of the course offered by 
ICFAI Business School is its relevance in terms of 
today's corporate finance. As we went into the 
real corporate world and delved into real life situ- 
ations, we felt that whatever we learnt was very 
relevant to today's context. The case studies 

that we did were very true to India's corporate 
finance context" 


Indian Institute of Foreign Trade 
New Delhi 


SPECIALISATION: MBA in International Business 


ADMISSION PROCEDURE: Written test, essay writing, 
group discussion and personal interview 


SIZE OF THE CLASS: 115 
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FACULTY/STUDENT RATIO: 1:15 


AVERAGE ANNUAL SALARY: Rs 8.51 lakh domestic; 
Rs 31.33 lakh international 


BIGGEST RECRUITERS: IBM, ICICI and Cognizant 
Technology Solution 


STAR RECRUITERS: Lehman Brothers, Australian 
Wheat Board and Olam International 


STUDENT PROFILE: Male:Female (73:27); Engineer 
Non-engineer (71:29); With work experience: 
Fresher (19:31) 


STAR ALUMNUS: Sanjeev Asthana, President & 
Chief Executive, Reliance Retail, Gurgaon 


QUOTE: SANJEEV ASTHANA, President & Chief Executive, 
Reliance Retail, Gurgaon 


"Learning to work with an elite group of students 
representing every major cultural and educational 
background in India was possibly the most 
valuable lesson that | took from HFT. This and 

the solid grounding that | received in the 
fundamentals of business have helped me 

stay ahead at every stage of my career" 





Indian Institute of Management 
Ahmedabad 

SPECIALISATION: General management 

ADMISSION PROCEDURE: CAT, group discussion 
and interview 

SIZE OF THE CLASS: 300 

FACULTY/STUDENT RATIO: 1:9 

AVERAGE ANNUAL SALARY: Rs 13.6 lakh domestic; 
$100,000 international 

BIGGEST RECRUITERS: Merrill Lynch and Lehman 
Brothers 

STAR RECRUITERS: Merrill Lynch, Lehman Brothers, 
McKinsey 

STUDENT PROFILE: Male:Female (266: 41); 
Engineer:Non-engineer (262: 45); With work 
experience:Fresher (192:115) 

STAR ALUMNI: M.S. (Vindi) Banga, President- 
Foods, Unilever Executive (UD); KV. Kamath, 
Managing Director and CEO, ICICI Bank; Bhaskar 
Bhat, Managing Director, Titan Industries 


QUOTE: N.A 


AMIT KUMAR 
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2005-07 BATCH 
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11518 
ADMISSION NOTIFICATION TS 
Application are invited from students appearing in CAT / MAT / XAT 2008 for -——À 
admission to the following two-year, full-time programs: 
Post Graduate Diploma in Management - mmm 
XIII batch 2008 - 2010 (Approved by AICTE) си 

PGDM NNNM ЕШШ 


[ity : Graduate/Postgraduate in any stream from a recognised university. Candidates in the final year of their graduation may also apply. 


Eg Procedure : The Prospectus and application form can be obtained fr 
hundred only) in cash or by post Rs. | 250, a demand draft drawn in favour of Asi 





om the Admission Office on Payment of Rupees 1200 
a-Pacific Institute of Management, payable at New Delhi. 





HSBC «z 
Important Dates: "n | 
Date of CAT Test : 18-Nov-2007, Date of MAT Test 2-Dec-2007 
Date of XAT Test : 6-Jan-2008, Last Date of submission of AIM's form 31-Jan-2008 n MÖn | 
e омм Е 
сј ; 
— | 
mr 
mm. um 
riving spirit: The spirit of Dynamic environment: The latest state- The highest package of Rs. 13 lac was offered ы, 
that founded the Asia-Pacific of-the-art campus adds comfort to learning by for international placement and Rs. 6.4 lakh for VES BANK 
5 of oe м) son integrating domestic placement. Average salary has gone = — 
де institute even today. It offers a . Centrally-air-conditioned lecture class room up to Rs. 4 lac. AIM started receiving enquires ez 
[ly collaborative experience, with latest teaching aids for the batch 2008 from th i hi 3 
leled academic and career. Wi-Fi Campus and Digital Library inagis: Sn TE eee ЧИНЕ Mahindra 
кез and a commitment to learning * BigAuditorium, Conference Hall last year and many from other equally reputed 
"sonal growth » Hostel’ Cafeteria companies for final and summer placements (magma SP RELIGARE 
е Asia-Pacific region, AIM draws * BusFacilly stipends being offered to students has just 
Ber froma paradox: it is a place for лас о doubled. AIM extends its sincere thanks to all 
WY pragmatists for hands-on rost Career Opportunity recruiters for supporting in the Institute's ә ICICI 
5, and for people who dream of Placement Status 2007: AIM observed 
^g the world and have the plan yet another excellent placement season. Many Placement programme last year and is * 


@ passion to make it happen with 
wity, passion, intensity and 
ness that drive everything at AIM 





Students achieved multiple offers. And many 
good companies returned without getting any 
student 


extending an invitation to all companies to make 
PPT (Pre placement talk) to discuss the job 
profile with AIM's final year students. 


Asia-Pacific Institute of Management 


3 & 4, Institutional Area, Jasola, New Delhi 110 025 
Ph: 011-4209 4800 / 818 / 819, Toll-free No.: 1800 113334, Fax: 011-2695 1541 


E-mail: admi 
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Meet tranquillity. Presenting the Nissan Teana. 


To give you the ultimate level of serenity, we had to first achieve the highest level of comfort and luxury. We started with 
Nissan's cutting edge automotive technologies. We added plush leather upholstery. A revolutionary multi-link rear 
suspension. Rear air-conditioning. A 1 3-time award-winning V6 engine. The Intelligent Key feature that no other car offers. 
We provided church-like quiet interiors. Behold the Nissan Teana. Let there be peace. 





TEANA oe ee 


AUTHORISED DEALERS 


* Bangalore: St vt. Ltd., 15, Queens Road - New Delhi: Pushpanjali Motors Ltd., 29, Shivaji Marg (Opp. Campa Cola Factory) 








Tel: (080) 412 : Moti Nagar. Tel; (011) 4142 7243 / 42 
* Chennai: P. S. Na 1n & Co.. 20, Avenue Road, Nungambakkam. * Se underabad: Tapasvi Motors Pvt. Ltd P. M. Modi Commercial Complex 
Tel: (044) 2827 0 5 5-4-187 / 6 & 5 & 3, Karbala Maidan, M. G. Road. Tel: (040) 6648 8899, 2754 099 


* Mumbai: Aquest Aut n Marg, Kalina 


vt. Ltd., 167, Vidyanaga 
Cantanni (EY Tal: (N99) 2652 7359 / 60. 2652 5710, 2654 1089 Accessories ara not part of Standard Mode 
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Indian Institute of Management 
Bangalore 


SPECIALISATION: General Management 


ADMISSION PROCEDURE: CAT, group discussion 
and interview 


SIZE OF THE CLASS: 251 
FACULTY/STUDENT RATIO: 1: 11 


AVERAGE ANNUAL SALARY: Rs 12.03 lakh domestic: 


Rs 20.36 lakh international 
BIGGEST RECRUITER: ICICI Bank 
STAR RECRUITER: Barclays 


STUDENT PROFILE: Male:Female (200:53); 
Engineer:Non-engineer (228:25); With work 
experience:Fresher (175:78) 

ALUMNI: N.A. 


QUOTE: N.A. 


Indian Institute of Management 
Calcutta 

SPECIALISATION: Finance, Systems, HR, 
Economics, Strategic Management, Marketing, 
Behavioural Sciences 

ADMISSION PROCEDURE: CAT, group discussion 
and interview 


SIZE OF THE CLASS: 251 
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FACULTY/STUDENT RATIO: 1:8 


: AVERAGE ANNUAL SALARY: Rs 14.71 lakh domestic; 
$250,000 international 


BIGGEST RECRUITERS: Lehman Brothers, Merrill 
Lynch India, Barclays, Bloomberg, ABN AMRO 
Bank, McKinsey and The Boston Consulting Group 


STAR RECRUITERS: Barclays Capital, Bain 


: Consulting, Merrill Lynch, Lehman Brothers, 


HSBC London, ING, CiC International, UBS, 
Deutsche Bank, Value Partners, BNP Paribas, 
JPMorgan Chase and Optiver, among others 
STUDENT PROFILE: Male:Female (86:14); Engineer 
Non-engineer (N.A.); With work experience 


: Fresher (N.A.) 


STAR ALUMNI: Rajesh Sethi, ING Group; Indra 
Nooyi, CEO, Pepsico; Sangeeta Talwar, Tata 
Tea; G. Kannan, Adidas Singapore; Rangachari 
Raghavan, Deutsche Bank Thailand; Rajiv Vij, 
Templeton Investments. 

QUOTE: SATYA PRAKASH RANJAN, Director, Fidelity 
Investment 

“The two years at Joka were probably the best 
phase of my life; | would say, one which has 
played the maximum role in shaping me as a per- 
son that | am today. Be it interacting with a world 
Class faculty or the fun-filled campus events, 
every day left a pleasant memory and provided a 
launching pad for my career. With all the informa- 
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tion that | have today, if | had to go back and do 
an MBA again, | would be back only at IIM-C 


Indian Institute of Management 
Indore 


SPECIALISATION: General Management Programme 


ADMISSION PROCEDURE: CAT, group discussion 
and interview 


SIZE OF THE CLASS: 60 
FACULTY/STUDENT RATIO: N.A 


AVERAGE ANNUAL SALARY: Rs 10.46 lakh domestic 
$74,400 international 


BIGGEST RECRUITER: Goldman Sachs 
STAR RECRUITER: McKinsey & Co 


STUDENT PROFILE: Male:Female (19:4); Engineer 
Non-engineer (58:57); With work experience: 
Fresher (15:8) 


STAR ALUMNI: N.A 
QUOTE: N.A. 


Indian Institute of Management 
Kozhikode 

SPECIALISATION: Finance, Marketing, Operations, 
Strategy, HR 


ADMISSION PROCEDURE: CAT, group discussion 
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and interview 
SIZE OF THE CLASS: 370 
FACULTY/STUDENT RATIO: 1:6 


AVERAGE ANNUAL SALARY: Rs 12.8 lakh domestic; 
$85,000 international 


BIGGEST RECRUITER: Accenture Business 
Consulting 


STAR RECRUITER: McKinsey & Co 


STUDENT PROFILE: Male:Female (314:56); 
Engineer:Non-engineer (315:55); With work 
experience:Fresher (246:124) 

STAR ALUMNI: N.A. 


QUOTE: N.A. 


Indian Institute of Management 
Lucknow 


SPECIALISATION: Agri-business, Business 
Economics, Finance, HRM, IT and Marketing 


ADMISSION PROCEDURE: CAT, group discussion 
and interview 


SIZE OF THE CLASS: 288 

FACULTY/STUDENT RATIO: 1:7 

AVERAGE ANNUAL SALARY: N.A. 

BIGGEST RECRUITERS: CTS, ICICI, IBM & other 

IT firms 

STAR RECRUITERS: KPMG, A T Kearney, McKinsey 
& Co., Avendus. 


STUDENT PROFILE: Male:Female (7:1); Engineer: 
Non-engineer (27:5) With work experience: 
Fresher (17:5) 

STAR ALUMNI: Vijay Angadi, ICF Venture (MD); and 
Vandita Pant, Executive Director, ABN AMRO 
QUOTE: NAMIT ARORA, Vice President - Bank of 
America, Equity Partners 

"| really believe my stint at the institution is the 
foundation of my career. What | have achieved so 
far, I'd like to take it forward” 


SANJAY SONKAR 
К 





Indian School of Business (ISB) 


: Hyderabad 
i SPECIALISATION: General Management 


ADMISSION PROCEDURE: GMAT. TOEFL or IELTS (in 
case medium of instruction is not English in grad 
level), essays and interview 


SIZE OF THE CLASS: 423 
FACULTY/STUDENT RATIO: 1:4 


AVERAGE ANNUAL SALARY: Rs 15.03 lakh domestic: 
$135,000 international 


BIGGEST RECRUITER: N.A 
STAR RECRUITER: NV A. 


STUDENT PROFILE: Male:Female (3:1); Engineer: 
Non-engineer (N.A.); With work experience: 
Fresher: ISB takes students who have prior work 
experience. All students come with prior work 
experience ranging from 2-21 years 


STAR ALUMNI: N.A 
QUOTE: М.А 


Institute of Management 
Technology (IMT) 
Ghaziabad 


SPECIALISATION: Marketing and Operations, 


: Finance, HR, International Business and IT 


ADMISSION PROCEDURE: CAT, group discussion 


: and interview 


SIZE OF THE CLASS: 60 
FACULTY/STUDENT RATIO: 1:11 


AVERAGE ANNUAL SALARY: Rs 8-11 lakh domestic; 


$80,000 international 


: BIGGEST RECRUITERS: Kotak Mahindra Bank, 


Cognizant Technologies and Infosys Technologies 
STAR RECRUITERS: JPMorgan Chase, GE, Bharti, 





Kotak Mahindra, UBS, Wipro, Henkel India, 
Dabur and Marico 


STUDENT PROFILE: Male:Female (281:74) 
Engineer:Non-engineer (274:81) With work 
experience:Fresher (N.A.) 


STAR ALUMNI: Abhijeet Dutta Ray, Executive Vice 
President & Strategic Planning Director, Lowe 
Thailand; Rajeev Karwal, Founder & CEO, 
Milagrow Business and Knowledge Solutions; 
Phani Tej Adidam, Executive Management 
Education Professor, Chair, Department of 
Marketing and Management, University of 
Nebraska at Omaha; Prasoon Joshi, Regional 
Creative Director (South and South-East Asia), 
McCann Erickson; and Ravi Soni, Country 
Manager (Mexico), Ranbaxy Laboratories 


QUOTE: (N.A.) 





K te = rey 
K.J. Somaiya Institute of Management 
AN and Research (МЕ 

итда! 


SPECIALISATION: Marketing, Finance, Operations 
and HR 


ADMISSION PROCEDURE: CAT, group discussion 
and interview 


SIZE OF THE CLASS: 120 
FACULTY/STUDENT RATIO: 1:15 


AVERAGE ANNUAL SALARY: Rs 9.5 lakh domestic; 
N.A. international 


BIGGEST RECRUITERS: Satyam Computer and 
ICICI Bank 


STAR RECRUITER: IBM 
STUDENT PROFILE: Male:Female (3:1) Engineer: 
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Fortunately, the spark still continues to illuminate 
our operations, giving birth to newer and better 
products with enviable regularity. 


Today, Cummins Generator Technologies India 
Ltd. has emerged as a market leader in the most 
advanced Brushless Alternators. From humble 
beginnings in the 90s to an impressive Rs. 350 
crores in 2007, it's been a rapid journey of setting 
higher standards in quality and business 
excellence. 


Providing power solutions with the unique 
combination of knowledge, dependability and 
innovation helps discerning customers operate 
with greater efficiency. 


Cummins Generator Technologies India Ltd. 
Corporate Office: Godrej Eternia - C, B' Wing, 5th Floor, 

Wakdewadi, Shivajinagar, Pune - 411 005, Tel.: +91 (0) 20 66246700 
Regd. Office & Works: C - 33, MIDC, Ahmednagar - 414 111 
www.cumminsgeneratortechnologies.com 








————— a ыы 
World Leader in Brushiess Altemators from 5 К\/А up to 3С 





INVASOD HSAWN 


Non-engineer (94:6); With work experience: 
Fresher (3:1) 


STAR ALUMNI: Loyd Mathias, Marketing Director 
(India), Motorola Devices; and Anuj Bhargava, 
CIO, HSBC 

QUOTE: ANUJ BHARGAVA, CIO, HSBC 

“SIMSR gave me a platform to discover myself by 
giving me the freedom to take initiative and im- 
bibe leadership skills. SIMSR's uniqueness lies in 
the value system it imparts to its students” 
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a Bahadur Shastri Institute of 
a 

: Delhi 


SPECIALISATION: Marketing, Finance, IT, 
Operations and Systems, and HRM 


ADMISSION PROCEDURE: CAT, group discussion 
and interview 


SIZE OF THE CLASS: 120 

FACULTY/STUDENT RATIO: 1:10 

AVERAGE ANNUAL SALARY: Rs 7.4 lakh domestic; 
N.A. international 

BIGGEST RECRUITERS: Infosys Technologies & TCS 
STAR RECRUITERS: Infosys and Citibank 
STUDENT PROFILE: Male:Female (2:1); Engineer: 
Non-engineer (3:1); With work experience: 
Fresher (1:4) 

STAR ALUMNI: Vikas Tuteja, Sr. Manager, HDFC 
Bank, Delhi; and Ajitabh Parashar, Manager, 
Citibank, Delhi 


QUOTE: VIKAS TUTEJA, Sr. Manager, HDFC Bank, Delhi 


“LBSIM contributes maximum to a personality by 
changing the mindset of a person from that of a 
mere student to that of a professional” 


Loyola Institute of Business 
— (LIBA), Loyola College 
hennai 


SPECIALISATION: Dual Specialisation— Finance, 
General Management and Operations; Human 
Resources, International Business, Marketing 

and Systems 


ADMISSION PROCEDURE: Written test (XAT), group 
discussion and interview 


SIZE OF THE CLASS: 120 
FACULTY/STUDENT RATIO: 1:8 


AVERAGE ANNUAL SALARY: Rs 5.97 lakh domestic; 
N.A. international 


BIGGEST RECRUITERS: ICICI and Infosys 
Technologies 


STAR RECRUITERS: IOCL and Kotak Bank 


[VW NH 
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GIF | \ An Autonomous Institute Approved by AICTE (MHRD, New Delhi) | 
; 2-year Post-Graduate Diploma in Management (International Business) — | 

GITAM INSTITUTE OF PE 

FOREIGN TRADE Admissions open for 2008-10 Batch 


Application deadlines: Those with CAT scores: 10'^ December 2007 
For others: 11'^ February 2008 








trimester 







Admission Procedure TEM 
| > Cash Awards for meritorious students at the 
-e Eligibility: At least 50% marks іп any end of 1* year 

Bachelor degree (after 10+2) om a recognized. __ 7 President's Gold Medal for an outstanding 
student who has demonstrated acumen for 
leadership. 

7 Qold, Silver and Bronze Medals for the 
meritorious students on their course completion. 






| CSR - GHRDC B-School Survey 2006 Ranked GIFT 100% Placements 

| @ 2" in Andhra Pradesh. Distinctive Features of 2-year PGDM (IB) 

E е Gin Southern Rezi Freedom to construct one's portfolio of 

| in Southern Region. electives from International Business and other | 
p um 12" i in Infrastructure in the Country. functional domains keeping in view one's long | 
| æ 29 in all India. run career objectives | 
| > Freedom to work on a Research Projector | 
| * AICTE Approved intake: 120 seats a Business Plan or Course Work in the final — | 
| | 











GITAM Institute of Foreign Trade 
Rushikonda, Visakhapatnam — 530045 
Website: www.gift-india.org 

iftindia@gift-india.or, 


















STUDENT PROFILE: Male:Female (12:10); Engineer: 
Non-engineer (6:10); With work experience: 
Fresher (1.5:10) 


STAR ALUMNI: U.K. Ananthapadmanabhan, Vice 
President, Kovai Medical Centre, Coimbatore; and 
Manasa Pillai, Secretary, Vallakanni Group of 
Institutions, Chennai 


QUOTE: K. ANANTHAPADMANABHAN, Vice President, 
Kovai Medical Centre 


^| vividly remember the interesting and useful lec- 


tures and interactive sessions we had. The small 
credit courses conducted on Sundays made a 
great difference in my life. | keep visiting some of 
the finest management institutes in the country 
for my academic work and LIBA is in many ways 
better than most of them. Believe me, what | am 
today is largely due to LIBA" 


—— 
“11 m + жы > > RR She 


Management Development Institute 
Gurgaon 


SPECIALISATION: Management programmes 


ADMISSION PROCEDURE: CAT or MDI Entrance 
Test and interview 


SIZE OF THE CLASS: N.A 
FACULTY/STUDENT RATIO: 1:11 


AVERAGE ANNUAL SALARY: Rs 11.50-12 lakh 
domestic; $80,000 international 


BIGGEST RECRUITER: Goldman Sachs 


STAR RECRUITERS: IBM, Oracle, Wipro, HSBC, ICICI 
Bank, Britannia, Bharti Airtel and UTI 
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STUDENT PROFILE: Male:Female (87:13); Engineer: 


: Non-engineer (89:11); With work experience: 


Fresher (63:37) 
STAR ALUMNUS: Anurag Batra, Editor-in-Chief, 


: Exchange4media.com 


QUOTE: ANURAG BATRA, Editor-in-Chief, 
Exchange4media.com 
“MDI has played a great role in my life. The skills 


: inculcated there have helped me all my life and 
: have now become an inseparable part of my 


personality” 


Narsee Мопјее Institute of 
Management & Higher Studies 


Mumbai 
SPECIALISATION: HR, Finance, Marketing, IT and 


: Systems, Operations, and International Business 


ADMISSION PROCEDURE: Written test, group discus- 
sion and interview 


SIZE OF THE CLASS: 240 


: FACULTY STUDENT RATIO: 1:7 


: AVERAGE ANNUAL SALARY: Rs 8.85 lakh domestic; 
: $70,000 international 


! BIGGEST RECRUITER: Cognizant Technologies 
: STAR RECRUITER: Lehman Brothers 


STUDENT PROFILE: Male:Female (187:53); 
Engineer:Non-engineer (129:111); Work 
experience:Fresher (170:70) 


: STAR ALUMNI: N.A. 





QUOTE: N.A. 


Nirma Institute of Management 
Ahmedabad 

SPECIALISATION: Marketing, Finance, HRM, IT, 
General Management 

ADMISSION PROCEDURE: CAT, group discussion 
and interview 


: SIZE OF THE CLASS: 120 


FACULTY/STUDENT RATIO: 1:8 


AVERAGE ANNUAL SALARY: Rs 6.8 lakh domestic 
N.A. international 


: BIGGEST RECRUITER: Infosys 


STAR RECRUITERS: Accenture; Infosys; IBM; 
Citigroup; Indian 011 Corporation 


STUDENT PROFILE: Male:Female (88:35); Engineer: 
: Non-engineer (65:58); With work experience 
: Fresher (65:58) 


STAR ALUMNI: Prakash Dhoot, Assistant Vice- 

President (Investment banking), Technology and 
Operations Finance, JP Morgan Chase, Mumbai; 
Vaibhav Choksi, Citybond Holdings Plc, London; 


: Piyush Goyal, Vice President-Head, Network 


development, and distribution, TV18 Network 
Delhi; Sachin Gandhi, Tax Consultant, Deloitte 
Tax LLP, Chicago 


QUOTE: CHAVI GUPTA, Assistant Manager (HR), Reliance 
Industries (Retail Business), Ahmedabad 


: “Nirma wasn't just a value addition to my 

: career but to my life as well. | learnt a lot in 
: Nirma in 3 years and formed a group of 

: friends for lifetime" 
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BOLDNESS CHANGES EVERYTHING. 


ArcelorMittal 


transforming 


Do you believe in the power of boldness? Those who built the Eiffel Tower did. At ArcelorMittal, we believe in boldness 
tomorrow 


Because boldness can change everything. It creates opportunities to redefine excellence, to lead our industry 


and to transform tomorrow 


www.arcelormittal com 


INDIA'S BE 





PSCHOOLS 


у воине: гаан ачаа 
D заада Se E USES 


Peoples Education Society of 
Management 
Bangalore 


SPECIALISATION: Marketing, HR, Finance, Systems 


ADMISSION PROCEDURE: MAT, group discussion 
and interview 


SIZE OF THE CLASS: 120 
FACULTY/STUDENT RATIO: 1:10 


AVERAGE ANNUAL SALARY: Rs 3.75 lakh domestic; 
$58,000 international 


BIGGEST RECRUITERS: Oracle, IDBI, Future's First 
STAR RECRUITER: N.A 


STUDENT PROFILE: Male:Female (89:31) Engineer 
Non-engineer (23:97); With work experience: 
Fresher (13:107) 


STAR ALUMNI: N.A 
QUOTE: N. A 


Das n — — 


B ч = 


Rai Business School 
New Delhi 
SPECIALISATION: Sales & Marketing, Finance, Retail 


Management, Human Resources Management, 
Information Technology, International Business 


ADMISSION PROCEDURE: МАТ/САТ, group discussion 


176 BUSINESS TODAY SEPTEMBER 23 


and interview. Those who don't have CAT/MAT score 
will have to take the university's entrance test 


SIZE OF THE CLASS: 50 
FACULTY/STUDENT RATIO: 1:15 


AVERAGE ANNUAL SALARY: Rs 3.1 lakh domestic; 
Rs 6.1 lakh international 


BIGGEST RECRUITER: ICICI Prudential 
STAR RECRUITER: Satyam Computer 


STUDENT PROFILE: Male:Female (7:3) Engineer 
Non-engineer (3:7); With work expenence 
Fresher (1:3) 

STAR ALUMNI: МА 

QUOTE: N.A 


© 
ә! = 


Shailesh J. Mehta School of 
Management, Indian Institute of 
Technology 

Mumbai 

SPECIALISATION: General Management 

ADMISSION PROCEDURE: JMET, conducted jointly by 
all the IITs and IISc Bangalore, followed by group 
discussion and interview 

SIZE OF THE CLASS: 65 

FACULTY/STUDENT RATIO: 1:6 

AVERAGE ANNUAL SALARY: Rs 9.71 lakh domestic; 
$65,000 international 





BIGGEST RECRUITERS: Infosys, IBM, Wipro 
STAR RECRUITER: Lehman Brothers 


STUDENT PROFILE: Male:Female (7:1); Engineer: 


Non-engineer (All Engineers); With work 
experience: Fresher (5.5:1) 

STAR ALUMNI: Kaustubh Kulkarni, Executive 
Director, J. P. Morgan Chase Securities; Mukti 
Khaire, Assistant Professor of Business 
Administration, Harvard Business Schoo! 


QUOTE: NA 
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(AVIER INSTITUTE OF SOCIAL SERVICE, RANCHI. 
T NE Мыпа MCA NN 1955 


Admission Notice : 2008-10 Post Graduate Diploma Courses 
(Application are invited for the 2 Year full time in 





Estd. 1955 
* Personnel Management (PM) 
* Rural Development (RD) 
„ Information Management (IM) 
* Finance Management 
» Marketing Management, 
through XAT. 


lig ibil ity Î Admission to the courses are open to Graduates who have completed 


the three years of Bachelor's degree or equivalent in any discipline recognized by a 
University or Deemed University. those completing their final examination by June, 2008 


may also apply 


VNB TTL SEE XAT Bulletin containing the details of XAT and procedure for 
admission. Candidates desirous of seeking admission have to appear in XAT (XLRI 
Admission Test) conducted by XLRI Jamshedpur to be held in January (1st Sunday) (Visit 
at: http.//www.xlri.edu or xlri.ac.in) Based on the result of XAT, candidates will be called 
for Group Discussion and Personal Interview (СОР!) to be held at XISS. Aplication Form 
and prospectus of XISS can be obtained from the XISS enquiry counter from October 
2007 to March 2008. Also Form can be downloaded by XISS website: ЇЙ 


http://www.xiss.ac.In 


Origin | The Xavier Institute of Social Service (XISS), Ranchi was started in 1955 
with the objective of training young graduates for Social Work, Personnel Management 
and Rural Management. In 1973 the Institute was registered as a separate educational 
society under the Society Act and in 1978 it moved to its own campus. Over the years 
XISS has developed its own district identity, and intends to train Professionals with a f 
difference’, i.e. Professional who are attuned to the deeper aspirations of the common ff | | 
people for justice, who see their training as а preparation for true service in society апа 
who believe that their own human growth and hapiness is intrinsically linked with @ 
development 


MELIA We stocked library containing 32,000+books, journals, 
encyclopedias, magazines; Computer Lab with more than 100 terminals; 330 Laptops; 
Wi-Fi Campus; 24 Hours Internet Connectivity through VSAT/Broadband; Class-rooms 
equipped with latest Teaching Aids including LCD/Multimedia, Projector, Laptop, OHP & 
Sound System; auditorium, Conference & guests of the institute; Play ground & common 


Rooms, etc 
Beside the Academic Programme the XISS is engaged in the field of development like- 


Research & Planning: We are engaged in Participatory 


Research, Logistic Framework Analysis, Impact study and Social XISS i saf the premier M — 
Action Research for last three decades. Our clients include Ministry ARM IS опе of the premier Managemen 
of rural Development, govt. of India, World Bank, Schools of the country engaged in 
UNICEF, SAIL, NTPC, NHPC & Others PSUS' 







Awarded 
The Best Institute of 
Management by World HRD 
Congress for the year 2003 


developing professionals with a difference. 





For further details, 
jinator - XAVIER INSTITUTE OF SOCIAL SERVICE 
Pir a Road har 





уана Institute of Management 


Studies & Research & —. 
Entrepreneurship Education 
Mumbai 


SPECIALISATION: Marketing, Finance, Operations, 


Personnel, Systems 


ADMISSION PROCEDURE: CET, Maharashtra 
SIZE OF THE CLASS: 60 


FACULTY/STUDENT RATIO: 1:2 


AVERAGE ANNUAL SALARY: Rs 7-12 lakh domestic; 


N.A. international 


BIGGEST RECRUITERS: IBM, HSBC, Infosys, 
Flextronics International 

STAR RECRUITER: IBM 

STUDENT PROFILE: Male:Female (52:8) Engineer 
Non-Engineer (2:1); With work experience 
Fresher-N.A 

STAR ALUMNI: Ashish Bhasin, Director, Lowe 
Lintas; Charulata Sippy, Vice President, DSP 
Merrill Lynch; G. Dhananjay, COO, Moser Baer 
and Gagan Sikand, VP Operations, Pepsico 


QUOTE: N.A 


Symbiosis Institute of Business 
anagement 

Pune 

SPECIALISATION: Marketing, Finance, Human 

Resource, Operations Management, Marketing 

Communications 
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ADMISSION PROCEDURE: Written test (SNAP), group 
discussion and interview 


SIZE OF CLASS: 60 
FACULTY/STUDENT RATIO: 1:24 


AVERAGE ANNUAL SALARY: Rs 8.75 lakh domestic; 
$85,000 international 


BIGGEST RECRUITERS: Wipro, Covansys and HP 
STAR RECRUITERS: Sony Gulf, JPMC, Morgan 


Stanley Advantage Services, Goldman Sachs, ITC, 


Asian Paints, IBM & Olam International 


STUDENT PROFILE: Male:Female (N.A.) Engineer: 
Non-engineer (95:104); With work experience: 
Fresher (112:87) 


STAR ALUMNI: Ashish Bagga, CEO, Living Media 
India; Prakash Wakankar, MD, Perfetti Van Melle 
India; Ashwinikumar Deo, MD, Moet Hennessy 
India; Melwyn Rego, MD & CEO, IDBI Home 
Finance; Akbar Poonawala, Head (Global Equity 
Services), Deutsche Bank; Pradeep Gidwani, MD, 
Red Bull Asia Pacific 


QUOTE: ASHISH BAGGA, CEO, Living Media India 
“My alma mater gave me focus in life and 
prepared me well to take on the challenges 


of the corporate world. | am what | am 
today because of SIBM.' 


Symbiosis Institute of Telecom 
anagement 
Pune 


SPECIALISATION: MBA (Telecom Management) - 





IINVAASOO LIHOVM 


Marketing, Systems & Finance 
ADMISSION PROCEDURE: Entrance test, group 


: discussion, extempore and interview 


SIZE OF THE CLASS: 108 
FACULTY STUDENT RATIO: 1:10 
AVERAGE ANNUAL SALARY: Rs 5.70 lakh domestic, 


: NA international 


BIGGEST RECRUITERS: Cognizant, Infosys, TTSL 


: STAR RECRUITERS: Ernst & Young, НР, Hutch, IBM, 


Sify, SOTL, Tech Mahindra, KPMG 

STUDENT PROFILE: Male:Female (3:1) Engineer 
Non-engineer (3:1); With work experience: 
Fresher (1:3) 

STAR ALUMNI: Kundan Das, Director-Wireless, 
Huawei Telecom; Gaurav Srivastav, AVP, HSBC; 
Indranil Aikat, Senior Manager, ESPN Software 
QUOTE: KUNDAN DAS, Director- Wireless, Huawei 
Telecom 

"| learnt a lot about technology and management 
during my two-year stint at SITM. But | think it's 
high time B-School students got practical and 
industry-oriented inputs on a regular basis in 
addition to the theoretical knowledge" 


ESAS Te 


Tata Institute of Social Sciences, 
School of Management 
Mumbai 


SPECIALISATION: Human Resource Management 
and Labour Relations 


ADMISSION PROCEDURE: All India written test fol- 
lowed by group discussion and interview 


SIZE OF THE CLASS: 42 
FACULTY/STUDENT RATIO: 1:8 


AVERAGE ANNUAL SALARY: Rs 8.92 lakh domestic; 
N.A. international 


BIGGEST RECRUITERS: Wipro, Dell, Deutsche Bank, 
Reliance Retail, PwC, Nokia 





FOCAL POINT 








As usual, the first Public Sector Bank to enter M-Commerce. 


[T Mosier CorpBank's 'SMS-based Pay-by-Mobile service’ brings you convenience 
| , x like never before. Now all you need is your mobile phone to shop on 
SMS-based Pay-by-Mo 


the internet, do teleshopping and transact in over 3000 merchant 
establishments across the country including retail outlets, airlines and restaurants. 








Visit any CorpBank ATM with your CorpBank Debit Card or ATM Card and register for the service through the user-friendly E 
menu on the ATM. К 


in associano 








It's hassle-free, safe & secure! Pv du 1 
For further details, log on to: www.corpbank.in Pay Mate . 
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STAR RECRUITERS: HSBC Bank, Ernst & Young, 
Nokia, Lehman Bros., Hewitt Associates, 
Cadbury's, Bharti, Deutsche Bank, HUL 


STUDENT PROFILE: Male:Female (1:1) Engineer 
Non-engineer (23:19); With work experience: 
Fresher (25:17) 


STAR ALUMNI: Santrupt Misra, Director HR, Aditya 
Birla Group; Adil Mallya, Group President HR, 
Essar Group; Pranesh Anthapur, COO, Yahoo! 
Research and Development; Makarand 
Khatavkar, Director HR, South-Asia, Deutsche 
Bank; Atul Sharma, VP Human Capital 
Management, Goldman Sachs 


QUOTE: SANTRUPT MISRA, Director (HR), Aditya 
Birla Group 


“TISS moulds world class professionals out of 
amateurs. It is a unique human process lab” 


Xavier Labour Relations Institute 
Jamshedpur 


SPECIALISATION: Finance, Marketing, Strategy, 
Systems, Operations and Economics 


ADMISSION PROCEDURE: XAT, followed by interview 
SIZE OF THE CLASS: 180 
FACULTY/STUDENT RATIO: 1:5 


AVERAGE ANNUAL SALARY: Rs 13 lakh domestic; 
$90,000 international 


BIGGEST RECRUITERS: Accenture Business 
Consulting, Hewitt Associates 


STAR RECRUITER: McKinsey & Co 
STUDENT PROFILE: Male:Female (70:30) Engineer 
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Non-engineer (60:40); With work experience: 
Fresher (50:50) 

STAR ALUMNI: B. Muthuraman, MD, Tata Steel; 
Aquil Busrai, Executive Director HR, IBM India; 
N. Krishna Kumar, Co-Founder & MD, MindTree 
Consulting: Bijou Kurian, CEO, Reliance Retail; 
Madhukar Kamath, MD & CEO, Mudra 
Communications 


QUOTE: N.A 


Xavier Institute of Management 
Bhubaneshwar 

SPECIALISATION: Marketing, Finance, Operations, 
Systems/IT, Human Resources 

ADMISSION PROCEDURE: XAT, group discussion 
and interview 


SIZE OF THE CLASS: 120 
FACULTY/STUDENT RATIO: 1:6 


AVERAGE ANNUAL SALARY: Rs 8.77 lakh domestic; 
$85,000 international 


BIGGEST RECRUITERS: TCS, Cognizant, Infosys, JP 
Morgan Chase, IBM, Kotak Mahindra 


STAR RECRUITERS: Olam Intemational, Dell 
International, Godrej, JP Morgan Chase, Idea 
Cellular, Accenture, TCS, Cognizant, Infosys, IBM, 
Kotak Mahindra, E&Y, Marico, Tata Motors, 
Wipro, Tata Steel, HP, ITC Infotech, SBI, Mindtree 
Consulting, BPCL, IOCL, Deloitte Consulting, 
United Bank of Switzerland, HUL, Avalon 
Consulting 


STUDENT PROFILE: Male:Female (90:28); Engineer 
Non-engineer (74:44); With work experience 
Fresher (77:41) 


STAR ALUMNI: G.V. Kumar, Managing Director & 


CEO, Megasoft; Joseph Hadrian Bosco, Head of 
Listing Authority, Dubai International Financial 
Exchange; Alok Bansal, Director, Dimensions 
eServices; Rama Chandra Reddy, CEO, Myrupee 


QUOTE: TAPAN KUMAR DASH, Management Consultant, 
IBM Global Services, Copenhagen 


“On my current project, we have consultants with 
MBA degrees from the US and Europe; but, when 
it comes to the fundamentals and the analysis of 
any complex business issue, | see myself in clear 
advantage over others. This is absolutely due to 
the solid teaching and learning 
environment/practise that our faculty have 
institutionalised at XIM-B” 


МА. Not available 

B.K. School of Business Management, Ahmedabad; Christ 
College Institute of Management, Bangalore; Institute of 
Technology & Management, Mumbai; Indian Institute of 
Planning and Management, Delhi; Indian Institute of 
Planning and Management, Mumbai; Jamnalal Bajaj 
Institute of Management Studies, Mumbai; National 
Institute of Industrial Engineering, Mumbai; PSG Institute 
of Management, Coimbatore; S.P. Jain Institute of 
Management Research, Mumbai; Symbiosis Institute of 
International Business, Pune; T.A. Pai Management 
Institute, Manipal; Vinod Gupta School of Management, IIT 
Kharagpur and Welingkar Institute of Management 
Development & Research, Mumbai, did not respond to 
BT's requests for information 





13Í[u3N V8 NINVHS 


-ARN FASTER FREE NIGHTS" AT HYATT. 


“VERY TWO STAYS = ONE FREE NIGHT. 


ery two eligible stays, when you pay with y 
2007. To participate, join Hyatt Gold Passport" Current members ius 


yatt Worldwide Reservation Centre or visit goldpassport.com 


HYATT GOLD PASSPORT E 
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Textiles 





Indian textile industry 
requires a stitch in time 


The rising rupee and unbridled competition from China and Bangladesh have 
forced players like Gokaldas Exports to sell out. What does the future hold for the 
textile and garment exporters? RAHUL SACHITANAND AND NITYA VARADARAJAN 


NTIL SIX MONTHS AGO, COMPANIES OPERATING 
in the textile town of Tirupur, 80 km 
from Coimbatore in Tamil Nadu, were 
an extremely bullish lot—they were 
buoyed by the lifting of quotas, riding 
burgeoning order books and clocking annual growth 
rates of 15-18 per cent. Since then, however, there has 
been a drastic change in their fortunes. The near 10 per 
cent appreciation of the rupee against the dollar has 
whittled margins and coincided with the emergence of 
lower-cost destinations such as Bangladesh and Vietnam. 
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Result: many Indian textile exporters are languishing 
with up to 50 per cent unutilised capacities as customers 
quickly jump ship to lower-cost alternatives. “Our 
transaction costs are high and buyers are not willing to 
pay this higher price,” says A. Sakthivel, President of the 
local exporters’ association in Tirupur and Chairman of 
Poppy’s Group, a large exporter. A few kilometres 
away from his factory, Royal Classic Mills Managing 
Director R. Sivaram says: “The steep appreciation of the 
rupee has resulted in a 12-14 per cent drop in realisa- 
tions; this has impacted profit margins. Since we operate 





on 8-10 per cent net margins, most of us have suffered 
cash losses.” A recent survey by Confederation of 
Indian Industry (ct) estimates that the strong rupee has 
resulted in an 8-9 per cent decline in revenues and 
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A Deceptive Picture 


Exports had been rising steadily over the past 5 years but 
Q1, '07 figures have been disappointing. 
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Q1, '07 exports, at $5 billion, have fallen 33 per cent short of the target of $7.5 billion 


Source: Foreign Trade Statistics of India (Principal Commodities and Countries) 
DGCIS, Kolkata 


profits for the country's textiles and apparel exporters; 
more worrying is the projection that this figure could 
go up to 10.4 per cent over the next six months. 


Taking Root 

India's $20-billion (Rs 82,000-crore) garment and tex- 
tile export industry is in the throes of a full-blown 
crisis. During the first quarter of the current financial 
year, textile exports fell to $5 billion (Rs 20,500 crore), 
a massive 33 per cent lower than the targeted figure of 
$7.5 billion (Rs 30,750 crore) and a measly 9 per cent 
higher than the figure of $4.6 billion (Rs 18,860 crore) 
for the previous corresponding period. In 2006-07, 
the country exported textile goods worth $19.62 billion 
(Rs 80,442 crore) against the target of $19.73 billion (Rs 
80,893 crore). "The appreciation of the rupee was 
completely unexpected and caught even the largest 
players off guard. This was compounded by the rise of 
competing locations such as Bangladesh, which has 
overtaken India in textile exports," says Premal Udani, 
President, Clothing Manufacturers Association of India, 
the industry's apex body. “Costs in Bangladesh are 50 per 
cent lower than in India, and most of the low-value mar- 
ket has already moved there," says Rajendra Hinduja, 


AL-MART, THE US RETAIL MAJOR, IS INTERESTED IN 

Sourcing more textile products from India, 
but this has evoked mixed reactions from 
Indian players. Wal-Mart's policy of squeezing 
its suppliers has become legendary around 
the world, and this is causing misgivings in the 
minds of some Indian textile companies. 

Sonal Garments India, a leading exporter 
which used to deal directly with Wal-Mart till a 
few years ago, is lukewarm to the idea. Says 


Pravin Kumar Agarwal, Director, Sonal 
Garments India: “We are not comfortable with 
its pricing policies.” Then, players dealing in the 
premium segment are understood to be stay- 
ing away from Wal-Mart for the same 
reason. 

However, Dilip Jiwrajka, Managing Director, 
Alok Industries, an integrated textiles com- 
pany, holds a contrarian view. “Wal-Mart is a 
good customer to have and pays for efficiency. 


Margins are relative; if you are not able to 
deliver on the efficiency factor, you will face 
margin problems.” Wal-Mart has been a cus- 
tomer of Alok Industries in the international 
market for almost 10 years and both are keen 
on extending this relationship to the domestic 
market as well. “It will be a natural prog 
ression for us,” says Jiwrajka 

Even in the US, Wal-Mart evokes 
Strong reactions. In India, it is no different 
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“Costs in Bangladesh are 50 per cent lower than in India, and 
most of the low-value market has already moved there” 
Rajendra Hinduja/ Managing Director/ Gokaldas Exports 


Managing Director, Gokaldas Exports, who has sold his 
company to private equity firm Blackstone, but will 
retain his position for at least a couple of years under the 
deal. Most large and mid-size exporters cannot absorb 
anything more than a 2-3 per cent appreciation of the ru- 
pee. Adds Sudhir Dhingra, Chairman and Managing 
Director, Orient Craft, a Delhi-based garment exporter: 
“Customers are not willing to pay higher prices; as a re- 
sult the industry is losing a lot of business.” Others 
such as the Ludhiana-based Nahar Spinning Mills have 
also seen its bottom line erode. Says Dinesh Oswal, 
Managing Director, Nahar Spinning Mills: “The com- 
petition from China and other Asian countries has af- 
fected the bottom lines of Indian companies.” 


Body Blow 

Not surprisingly, some players, like Gokaldas Exports 
and Leela Scottish Lace, have sold out. “The rising 
rupee had little role to play in the decision to sell out to 
(private equity giant) Blackstone, since we started ne- 
gotiations back in January this year, well before the cur- 
rency spike set in,” says Hinduja. Despite his con- 
tention, the numbers tell their own tale, since Gokaldas' 
profits were down 2 per cent during the first quarter and 
margins, too, were on the wane. “We took 30 years to 
reach revenues of Rs 1,000 crore and wanted to step this 
up to Rs 2,000 crore fast; and private equity money pro- 
vided a simple way of making the jump,” he adds. 

In Mumbai, Leela Scottish Lace, once owned by hos- 
pitality group Leela Ventures, was bought out by 
Bombay Rayon for Rs 155 crore in July this year to bol- 
ster its capacity. “Our garment making capacity is being 
increased from 64,000 units per day to 150,000 units 
per day. Leela Scottish Lace’s garments business had 
good facilities, a strong and growing business, a turnover 
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of around Rs 400 crore, an 
EBITDA margin of around 12-13 
per cent and employee strength 
of around 22,000 across 
Bangalore, Chennai and 
Thiruvananthapuram. So, it 
made sense for us to acquire 
it,” says A.R. Mundra, Executive 
Director (Finance), Bombay 
Rayon, which counts leading 
global labels such as DKNY and 
Liz Clairborne as its clients. 

Others, who have resisted 
the urge to sell out, have, how- 
ever, put their expansion plans 
on hold. The Rs 300-crore 
Sonal Garments, a Mumbai- 
based exporter of casual wo- 
ven and knitted garments, is 
one such player. “The Indian textiles industry is at 
the crossroads; bottom lines are under tremendous 
pressure. We have, therefore, put on hold all our ex- 
pansion plans,” says Pravin Kumar Agarwal, Director, 
Sonal Garments. 


^? yvdaa9a 


YVAV 


Beyond the Rupee 

Exporters say it will be unfair to blame the entire crisis 
on the appreciating rupee alone. “Critical issues such as 
outdated labour laws, high infrastructure costs and 
lower labour productivity have been brushed under 
the carpet because of the outcry over the rupee,” says 
CMAI’s Udani. Industry veterans such as Gokaldas' 
Hinduja say that at Rs 45 per day, Bangladesh's labour 
rates are the lowest globally. *Ninety per cent of the low- 
cost market has gone there and it will be no surprise if 
cost-conscious clients continue to flock to that country," 
he grumbles. In India, the minimum daily wage in the 
textiles industry is Rs 100. At the same time, high in- 
frastructure costs (textile exporters in Bangalore, for ex- 
ample, pay Rs 4.75 per unit of power, compared to 
Rs 3 per unit in China and Rs 4 per unit in Bangladesh) 
are also hampering growth, he adds. *And Chinese 
factories work for 12 hours daily, have no infrastructure 
or labour concerns and are, therefore, more productive 
than us," says Hinduja. Indian workers, typically, put in 
eight hours a day. 

Hinduja is voicing the concerns of the entire in- 
dustry. “It is virtually impossible for Indian companies 
to match China on costs," says Jayesh K. Shah, 
Director and Chief Financial Officer, Arvind Mills, one 
of the country's largest apparel producers and ex- 
porters. Others such as Dhingra of Orient Craft argue 
that ever since quotas were lifted, Indian exporters 
have had to complete on an even footing with players 


HE APPRECIATION OF THE RUPEE 
against the dollar is pinching 





reduction in duty drawback rates, 
credit subsidies through reduced 


the textile industry where it hurts interest rates, and swifter reim- 
most—in the pocket. This has al- bursement of tax refund claims. 
ready shaved 36 per cent off the We are also setting up integrated 
targeted textile exports in the first textile parks for entrepreneurs. 
quarter of this year, B's Manu About 30 such projects are likely to 
Kaushik met Union Textile Minister be operational by 2008. These have 
Shankersinh Vaghela to discuss the been sanctioned over the last 18 2 
problem. Excerpts: months. Then, the Technology 2 
Upgradation Fund Scheme (rurs) 5 
What is the Ministry of Textiles doing tt has made finance more readily 
cushion the impact of the rising rupee? available to SMEs. 
The rupee is rising because of currency and doesn’t allow it to 
macro-economic factors, but my Indian exporters are losing business to appreciate. Chinese companies also 
ministry will soon announce subsi- China. How will you tackle this? enjoy comparatively cheap power 
dies and long-term development China has a controlled economy and labour rates. To bring in more 
programmes that will help minimise and this allows textile exporters competitiveness, the domestic 
its impact. there to grow. They have a leg-up exporting units should focus on 
over India as most of the cutting down unnecessary expen- 
What kind of benefits are these? are state-owned. Also, the govern- — diture and improve their efficiency 
The government has announced a ment of China strongly controls its through training and motivation. 


from competitive markets such as China, Bangladesh, 
Sri Lanka and even The Philippines. *Margins in the 
textile industry have been under pressure for the last 
couple of years. It is possible that more and more com- 
panies will now look at low-cost countries to build 
manufacturing capacities as a medium-to-long-term 
solution. And it is also possible that if the problem per- 
sists for a longer period, we will not be able to serv- 
ice our clients properly," he predicts. 


Helping Hand 
With the textile industry in the throes of a seemingly 
full-blown crisis, the Union Government has stepped 
in, albeit a bit late, to try and lend a helping hand. “The 
government has reduced duty drawback rates, offered 
credit subsidies, capital subsidies and facilitated swifter 
reimbursement of tax refund claims,” says Union 
Textile Minister Shankersinh Vaghela in an interview 
with BT (see “We Will Cushion the Impact of the 
Rising Rupee”). But Orient Craft’s Dhingra believes that 
it needs to do a lot more. “The government should re- 
vert to the practices it was following 10 years ago— 
when it was giving cash incentives, duty drawbacks and 
other incentives to the exporting community. 
Otherwise, there is a real danger of India losing a 
lot of business,” he says. 

But Rajinder Gupta, CEO, Trident Group, a 


Ludhiana-based Rs 1,500-crore yarn spinning com- 
pany, says it may already be too late. “The government 
should provide financial support and foreign currency 
loans to exporters. Since Ludhiana, and other inland 
textile centres, are far away from the coast, it should also 
provide subsidies on the movement of goods to the 
ports,” he says. 


Looking Within 
Aside from government incentives, several textile 
companies say the way forward will be to re-orient 
their businesses towards higher-value products and the 
domestic market. “The industry needs to move away 
from products that rely on speed of manufacture 
to those that are at the cutting edge of design,” 
Hinduja. This means graduating from plain shirts and 
trousers to winter-wear (jackets, wind cheaters, etc.), 
sportswear, industrial clothing and formalwear and 
finally, to branded garments. Says Sivaram of Royal 
Classic Mills: “The initial expenses of building brands 
are high, but it provides better realisations in the long 
run." 
With the rupee widely expected to settle at around 
40 to the dollar, it may be time for Indian textile 
companies to shape up or ship out. m 
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PHOTOGRAPHS BY DEEPAK G. PAWAR 


“gr TS A RAINY SATURDAY EVENING IN BANGALORE AND 
| s regular weekend shoppers are hurriedly wrapping 

| up their buying. At Infantry Road's Safina Plaza, 

q a once hip mall (now more used to housing saree 
A exhibitions and the occasional upscale boutique), 
a few people walk past a brightly lit end-of-season 
garment sale and head for one corner. Their destination; 
the 1,000-sq. ft Titan Eye+ store to leisurely browse 
through dozens of frames and try on everything from a 
Rs 300-pair to a Rs 30,000-high fashion brand. While 
eyeglass shoppers have been used to squinting at their 
options often through stained and scratchy glass, this 
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store hands power literally back to the consumers. So, 
row upon row of frames are kept in the open for peo- 
ple to try on and smart salesmen (or more correctly, 
fashion consultants) help people choose the right frame 
and select from a mind-boggling 16,000 varieties 
of lenses. 

From a company that re-invented the then prosaic 
watch market two decades ago by bringing in new- 
age retailing and designs, Titan Industries now wants to 
overhaul another market. This time it is the Rs 2,000- 
crore eyewear retailing business, currently dominated by 
dozens of unbranded players and a few larger ones 


Twenty-three years after re-inventing the Indian watch market, Titan 
Industries wants to morph into a retailer selling everything from jewellery 
to prescription eyeglasses. It's also expanding its global footprint and bank- 
ing on its new ventures to help slow declining margins. RAHUL sacHrTANAND 


such as GkB Opticals and 
Lawrence & Mayo. “At least 300 
million Indians require sight correction and 
currently just 85 million have got their eyes 
checked,” says Bhaskar Bhat, Managing Director, 
Titan Industries. In 1984, Titan began operations to pro- 
vide a fresh face to the watch market but in the last cou- 
ple of years, the company has stepped up its efforts to 
look beyond watches and into jewellery, precision en- 
gineering, exports, and has most recently launched the 
eyewear business. 

“We have just launched the prescription eyewear 
business, but we plan to have an aggressive national roll- 
out of up to 200 stores across 35 locations,” says S. Ravi 
Kant, COO of Titan's Eyewear Business. He expects this 
nascent business to grow into a Rs 400-500-crore en- 
tity in the next couple of years. “We are entering a mar- 
ket that is dominated by unbranded and low-quality 
products. We want to bring the same brand recognition 
and quality from our watch and jewellery business to 
eyewear," says Kant. Besides a glitzy store front, Titan 
Eye+ has hired optometrists from the top three 
institutes in the country for expansive eye tests to add 
an edge to the business. *Owning glasses is not just 
about vision correction anymore; like watches, this 
has become a style statement," says Kant. 


"The branded segment accounts for maybe 3 per 
cent of the jewellery market and we are a clear 
and unchallenged leader in this segment" 


C.K. VENKATARAMAN, COO, JEWELLERY 


Titan 


783.5 


HEADED NORTH 


year and added to investors’ wealth. 


@ Expanding jewellery business from purely fashion and metro 
market focus to Tier Il towns with Gold Plus stores 


@ Launching an eyewear business with Fastrack sunglasses, 
with the entity already earning Rs 25 crore in revenues 


€ Expanding into prescription eyewear with Eye + (launched 
earlier this year) and targeting a 200-store rollout in a mainly 
unorganised market 


@ Re-launching the defunct Dash Kids watch brand in the 
prescription eye wear market for kids 


e Growing its below-the-radar precision manufacturing 
business into a Rs 100-crore entity 


e Transforming Titan from being a big player in India to a wider 
global presence across 27 countries 


€ Trying to shore up margins in the sluggish watch market by 
branding specific segments and even trying its hand at the 
top-end market with Xylys, a Swiss-made brand 


Beyond Watches 

From its initial foray into watches, Titan is now look- 
ing at becoming a lifestyle brand. “We are much more 
than a watch company now. Tanishq, our branded 
jewellery foray, already outsells watches with Rs 1,250 
crore in revenues and this could top Rs 2,000 crore this 
year,” says Bhat. “The branded segment accounts for 
maybe 3 per cent of the jewellery market and we are a 
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clear and unchallenged leader in 
this segment,” says C.K. 
Venkataraman, COO, Jewellery. 
According to industry estimates, 
Titan enjoys a 40-50 per cent 
share in this market, with the 
#2 player well behind at around 
15-20 per cent. 

With a fourth floor office 
that overlooks the verdant gar- 
dens of Hindustan Aeronautics 
on Bangalore's Airport Road, 
and World Space radio softly 
playing in the background, 
Venkataraman continues to plot 
the rise of his business. While 
upscale urban women may want 
to shop at an air-conditioned 
store adorned with posters of 
beauty queens and socialites, 
Tanishq has also launched Gold 
Plus, a chain targeted at small 
town India. *The jeweller will 
show people around, sales peo- 
ple will talk the local language 
and the look and feel will be 
more homely,” says 
Venkataraman. *Until recently 
jewellery buyers relied either on 
their family jeweller or a local 
store for their requirements. 
However, changing economic 
conditions and the increased 
movement of people has bro- 
ken down this system," he adds. 
Tanishq (and now Gold Plus) 
are trying to fill this vacuum by 
providing high-quality, fashion- 
able jewellery to the masses. 

Away from the spotlight are two of Titan's lesser- 
known businesses, Titan Automation Solutions, its Rs 
100-crore precision manufacturing enterprise as well as 
its international business, which yields similar revenues. 
“Precision engineering began as an in-house requirement 
but has grown rapidly. We have used the same focus on 
quality coupled with India's low-cost manufacturing edge 
to grow this business," says Bhat. Meanwhile, almost un- 
noticed, Titan has set up operations in around 26 
countries and is looking to ramp-up this business. “We 
will enter at least five new countries in the next 12 
months and Tanishq will also foray into the Us market," 
says Kant, who ran this division before taking charge of 
the new eyewear business. While Titan may be among 
the best recognised brands in India, life is much more dif- 
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PROFITS UNDER PRESSURE 


Titan's revenues witnessed a steady increase... 
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but growth in net profits slowed down at a sharper rate... 
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... however, the ad-spend grew at a constant rate. 
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ficult overseas, with even markets 
such as West Asia boasting of 
upwards of 300 watch brands 
from across the world. 


2,136.46 


Margin Meltdown 

Entering new markets like jew- 
ellery and eyewear may have 
helped Titan extend the reach of 
its brand, but Bhat & Co. will 
have to keep a wary eye on the 
company's margins. Although 
Titan crossed the Rs 2,000-crore 
turnover mark in the last finan- 
cial year, its operating margins 
have been headed south for the 
last five years, from over 13 per 
cent in 2002-03 to just 9.5 per 
cent in 2006-07, even as the 
company's revenues and bottom 
line have continued to grow. 
"The onus is on us as a market 
leader in each of our categories 
to innovate and look for new 
growth avenue," Bhat says 
boldly. That is why it is launch- 
ing higher value watches (such as 
Xylys, a Swiss-made range) and 
deepening its presence in jew- 
ellery with more diamond-based 
offerings and even perhaps plat- 
inum options too. 

Despite Titan's focus on 
growing its new businesses, it 
faces the biggest challenges in 
its watch business. For one, the 
watch is today seen more as a 

Source: Company fashion accessory rather than a 
functional time-telling device. And, second, Titan can 
expect to face up to much tougher competition across 
segments, ranging from Maxima Watches from the PA 
Group to renowned European names such Rado, 
Tissot and Omega for its top-end Xylys range. “We 
have created different brands such as Titan, Sonata, 
Raaga and Xylys, which are clear market leaders in 
each segment," says Harish Bhat, coo for Titan's 
watches business. He estimates that Titan has a 65 per 
cent share of the Rs 1,500-2,000 crore organised 
watch market and is working on expanding the reach 
of its wares. *We are India's largest speciality retailer 
and in watches alone; we have 216 World of Titan ex- 
clusive stores and 98 Timezones (multibrand outlets) 
nationwide and sales will soon touch 10 million 
watches," he adds. 
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“We are India's largest speciality retailer; we have 216 
World of Titan exclusive stores and 98 Timezones (multi- 
brand outlets) nationwide” 


HARISH BHAT, COO, WATCHES 


я 


Competition Intensifies 
A strong believer in the tenets of Feng Shui (he even has 
a fish tank and a small water fall to attract positive en- 
ergy into his office), Harish Bhat will require all the pos- 
itive vibes at his disposal to ward off increasingly 
strong competition. Already, Titan’s closest rival in 
the budget market, Maxima, from the PA Group, has ex- 
panded its product range and announced plans to en- 
hance its retail presence. Elsewhere, overseas brands 
such as Timex, Citizen and Casio have announced 
plans to expand in India. Citizen already has 40 stores 
in India and expects its business to grow by 30 per cent 
annually, according to the company's Managing 
Director, Hideaki Nakazaki. Adds Omega's Stephen 
Urquhart: *We believe that India can be among 
Omega's top 10 markets globally, given the increase in 
disposable incomes and the affinity for global brands." 
For Tanishq too, competition is expected to intensify 
significantly as the country's largest gold manufac- 
turer, Rajesh Exports steps into jewellery marketing with 
its Laabh outlets across the country. *We want to be a 
much more mass market brand and we believe that we 
understand the mid-market much better than our com- 
petitors," says Rajesh Mehta, Chairman, Rajesh Exports. 
Incidentally, Tanishq sees regional jewellers such as a 
Krishniah Chetty or TBZ in Mumbai as stronger com- 
petition than newer labels such as Carbon, Orra or 
Sangini. “Upscale jewellery we sell is not an impulse pur- 
chase, so we don't see cheaper players as serious com- 
petition," he argues. While Tanishq has grown by 40 
per cent over the last three years, it is estimated that over 
1.5 million people shopped at its outlets last year. 
"The urban market accounts for around 38-40 per 
cent of the market; a key factor in this market will be 
mining the rural market," says Venkataraman. 
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Retail Ramp-up 

Although Titan has a commanding lead over its ri- 
vals in key markets, its continued growth will depend 
on its ability to ramp up its retail presence. “Retail is crit- 
ical to all our main businesses and despite rising rentals, 
we've managed to sustain our growth in the market," 
says Bhaskar Bhat. While retailing accounted for 
around Rs 1,800 crore of Titan's revenues, the company 
has planned aggressive expansion to keep pace with its 
own growth. This year, the company plans to set up 61 
more World of Titan outlets, add 10 more Sonata 
stores, 30 new Fastrack kiosks, 16 Tanishq and Gold 
Plus outlets and double its Eye+ stores. “Finding cost- 


SHINING BRIGHT 


Titan's jewellery business is surging, although watches are 
more profitable. 





YEAR YEAR CONSOLIDATED 
ENDED ENDED YEAR ENDED 
31-3-2007 31-3-2006 31-3-2005 
(AUDITED) | (AUDITED) | (AUDITED) 
| 

738.31 627.76 | 531.87 
1,289.80 | 776.27 534.00 
62.54 35.79 | 30.17 
TOTAL 2,090.65 1,439.82 | 1,096.04 

: Profit / (Loss) from segments before interest and taxes 
Watches юз |8326 | 4841 
Jewellery 87.03 | 4637 2551 
Others (1126) | (684) | (5.24) 
TOTAL 166.40 12279 6868 
Corporate / Unallocated (73) | (4.19) (7.01) 

Profit / (loss) from segments 159.01 


118.60 61.67 
before interest & tax | 


Source: Company; Figures in Rs crore 


effective retail remains an issue. We have been lucky 
with some of our franchisees, since they often hold 
space in important malls or high-street locations. Given 
the flow of brands into the Indian market, branding and 
marketing are going to be key differentiators," says 
Venkataraman. 

Despite the challenges of operating in a fast-growing 
(and fast-changing) market, Bhat remains confident of 
continuing Titan's dominance. “We want to be a billion- 
dollar company in three years," says Bhat. *We want to 
have 450 stores in India and an international presence 
in 37 countries." In the same time frame, it used a 
Rs 127-crore rights issue to help fund its expansion and, 
in the past six months, added 6 lakh sq. ft of retail space 
to meet the goals Bhat has set for the company. m 
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“This is a Once-in-a- 





The panel of experts (L-R): Anand Rangachari, Head, Frost & Sullivan; Sanjeev Keskar, Country Sales Manager, 
Freescale Semiconductor India; Poornima Shenoy, President, ISA; Biswadeep Mitra, MD, Texas Instruments India; 
S. Janakiraman, President and CEO (R&D Services), MindTree Consulting, and Chairman ISA 


FTER IT SERVICES, MANY SEI 
the burgeoning semicon- 
ductor market as the next 
big opportunity for India’s 
IT industry. While some 
countries such as Taiwan and China 
may have edged ahead in the man- 
ufacture of semiconductors, India 
retains its edge in areas such as chip 


design. Also, in the last couple of 
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years, the country has become a 
large consumer of chips as well. 
According to a recent study by the 
Indian Semiconductor Association 
(ISA) and research agency Frost & 
Sullivan, the total market for semi- 
conductors in India is worth $2.69 
billion, of which telecommunica- 
tions, information technology, office 
automation and consumer elec- 
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tronics segments account for 82.6 
per cent. Propelled by the growth 
of these industries, the total mar- 
ket for semiconductors is expected to 
reach $5.49 billion in 2009, growing 
at a CAGR of 26.7 per cent. 

While Texas Instruments was 
the first to set up base in Bangalore 
back in 1985, the ensuing two 
decades have seen a raft of compa- 





Generation Opportuni 


The market for semiconductors in India will almost double to $5.49 billion by 





2009, says a new Frost & Sullivan report. What does that mean for the local 
chip industry? ВТ brought together a panel of experts to get the answers. 


nies ranging from global chip giants 
to home-grown design start-ups set 
up shop in the country. To discuss 
the evolution of this market and 
future trends, BT assembled in 
Bangalore recently a high-powered 
panel comprising S. Janakiraman, 
President and CEO (R&D Services), 
MindTree Consulting (and Chair- 
man 15A), Poornima Shenoy, 
President, ISA, Sanjeev Keskar, 
Country Sales Manager, Freescale 
Semiconductor India, Biswadeep 
Mitra, MD, Texas Instruments 
India, and Anand Rangachari, 
Head, Frost & Sullivan. Business 
Today's Venkatesha Babu moder- 
ated the discussion. 

Excerpts from the round-table: 


BT: Everyone knows that India has 
been a big centre for chip design. But, 
Mr. Janakiraman, what's happening in 
the semiconductor market? Has there 
been a surge in chip consumption? 

$. JANAKIRAMAN: ISA and Frost & 
Sullivan have just released the sec- 
ond report on the Indian semicon- 
ductor industry and we see this 
market is experiencing high growth 
and is likely to make a significant 
difference to the Indian economy as 
a whole over the next 10 years. 
There are major changes taking 
place in the total market and the to- 
tal available market. In 2006, the to- 


tal market was $2.69 billion and 
this is likely to grow to $5.49 billion 
in 2009, which is CAGR of 26.7 per 
cent; TAM, or total available market, 
which is local procurement and as- 
sembly, was estimated at $1.26 bil- 
lion in 2006 and is likely to grow to 
$3.18 billion in that time. 

The market is led by telecom 
and handsets, followed by rr and of- 
fice automation. The global share of 
India was 1.1 per cent in 2006 and 
likely to grow to 1.6 per cent. We 
believe that TAM is growing faster 
than ТМ, and it’s a clear indication 
that semiconductor manufacturing 
is growing faster because India’s 
consumption is rising; 20 per cent 
of mobile handsets are sold here. 
Policy changes such as SEZs and 
VAT are favourable to manufactur- 
ing. Global players don’t have fear 
of IP theft. Key sectors like cellular 
telephony have taken time to start 
but blossomed once they got 
set, and this is also the case with 
semiconductors. 


Towards the end of 2005 or early 2006, 
ISA had put out a similar report on the 
semiconductor industry, with predic- 
tions until 2015. So, 1 have two ques- 
tions: One, what was the need to come 
out with another report so soon and, 
two, there seem to be several revisions 
in numbers. What was the need for it? 


POORNIMA SHENOY: Let me step back 
a little. When we started 15А in 
November 2004, we realised there 
was hardly any data on the semi- 
conductor industry. We got to- 
gether with Frost & Sullivan and 
said we need to start getting num- 
bers on the Indian market and we 
got our first report in February 
2006. This was a very arduous 
process, the first time we were col- 
lecting data like this and it took 
longer than expected. Once we an- 
nounced the numbers, we found 
that many companies were incor- 
porating them into their business 
plans and the statistics were having 
a global impact. So, you had com- 
panies in the entire ecosystem look- 
ing at India. This is a very dynamic 
evolving industry, and everything 
doesn't remain static. (The new re- 
port) is a very practical check on 
where we are headed over the next 
two years. 


SANJEEV KESKAR: Our industry is 
really dynamic ... there are new 
products getting launched every 
year in all the verticals we covered 
(telecom, consumer, industrial, au- 
tomotive and tr). These solutions 
are covered by new chips, which 
are part of the roadmap of all semi- 
conductor companies. Technology 
is changing so fast that average sell- 
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, © 2007 DuPont . AM rights reserved. The DuPont Oval Logo DuPont ™ The miracles of stience™ and all brand names with ™ and® 
which makes environment friendly fabric? Email your answer tà info india@ind бирип. сот А win a prize 





bt round table 


ing price (ASP) of semiconductors 
drops rapidly. When semiconduc- 
tors are launched, there is a lot of 
upfront investment in R&D and 
manufacturing, and costs are high. 
But once the product matures and 
sales grow, prices automatically 
drop. Asp changes and new appli- 
cations such as an iPhone or digital 
clusters for two-wheelers are driving 
new demand. Finally, government 
regulations change dynamics of 
electronic equipment consumption. 
For instance, if Euro 5 pollution 
norms are implemented in India, all 
seven million two-wheelers (pro- 
duced annually) in India will need 
electronic control units to regulate 
emission. This will add $15 (Rs 
615) to the electronic bill of mate- 
rials of each vehicle. 


How much have these numbers 
changed in the last two reports and 
how did you capture these changes? 

RANGACHARI: The first report was 
really comprehensive ... just to 
give you a perspective, we met 
with 400 different entities across 


different segments to capture a 
wider picture. We spoke to pro- 
duction people to find our pro- 
duction levels, marketing guys to 
get a pulse on the latest trends, 
R&D guys for an insight into the lat- 
est technology and purchase guys 
for issues like electronic bill of ma- 
terials. The first report was a 
roadmap for the industry, but it 
is such a dynamic industry that we 
had to issue a second updated ver- 
sion. It's a big challenge to get a 
feel of the right market size. There 
has been a huge drop in the ASP for 
mobile handsets. There are things 
we can monitor: one is the number 
of semiconductors that go into 
each of these products; that is close 
to what we had forecast in 2005. 
There has been a drop in revenue 
due to a decrease in Asp. And that is 
hard to predict. 


Dr Mitra, TI was one of the first chip de- 
sign companies to set up shop in India. 
Where do you see the semiconductor 
market going from here? 

MITRA: The Indian market, for all 


BISWADEEP MITRA 

MD/ Texas Instruments India 

"When we came here we were alone, 
but over the last 22 years, a 
semiconductor ecosystem has 

truly been formed" 





ANAND RANGACHARI 

Head/ Frost & Sullivan 

“Our first report was a 
roadmap for the industry, 
but it is such a dynamic 
industry, we had to issue a 
second updated version” 





of us participating in it, is truly a 
one-in-a-generation opportunity. 
It is not just the size of the market, 
but also the transition in electron- 
ics sector. When we came here we 
were alone, but over the last 22 
years, a semiconductor ecosystem 
has truly been formed. While that 
ecosystem continues to strengthen, 
the seeds of an electronics ecosys- 
tem is being sown. The electronics 
ecosystem, of course, includes the 
semiconductor industry, but also 
incorporates manufacturing com- 
panies, industrial design houses 
and testing firms. Another notion 
this report seeks to dispel is that 
India is a purely low-cost market. 
This report shows there is a new 
class of consumers called Aspirers. 
We can’t miss the fact that there is 
a wave coming. 


How about demand in the domestic 
market and what have been the growth 
numbers there? 

KESKAR: The CAGR for the TAM is 36 
per cent and it clearly shows that the 
domestic market is growing faster 
than the global market, which is 
growing at 8-9 per cent. This is the 
highest growing region globally. 
There are growth drivers in each 
segment we covered; around 70 
million mobile phones are con- 
sumed in India and 19-20 million 
handsets are made in India. To sup- 
port this, you require investment 
in wireless infrastructure, like the 
$2-billion deal Airtel signed with 
Ericsson. Over five million desk- 
tops have been produced here and 
notebooks are growing thrice as 
fast as desktops. 


Mr Janakiraman, will the recent influx 
of captives affect the fortunes of third- 
party chip design companies? 

JANAKIRAMAN: I think it will only 
add to the growing ecosystem. Ten 
years ago, India was best known 
for its software industry and less for 
its semiconductor market. There 
was limited outsourcing happen- 


ing in this field initially, but today 
no one is questioning whether 
semiconductor design can be done 
here. That itself is adding more 
traction to the industry, and when 
companies want to do this out- 
sourcing, it’s split between the two 
and complexity of work done by 
third parties is increasing. There 
are companies that have a policy of 
splitting work between captives 
and third parties. Bangalore has 
become a design hub, Hyderabad is 
a manufacturing centre and 
Chennai a node for electronics 
manufacturing. 


Dr Mitra, | would like your view on 
this for one simple reason: You were 
perhaps the first to set up shop here in 
India. But given the fact there are sen- 
sitivities involved in IP-related work, 
are companies comfortable outsourcing 
work to third parties? 

MITRA: I have a very strong and 
direct view on this: We have been 
here for 22 years and we've had 
zero IP-related issues in India. We 
rely heavily on partners and the fo- 
cus on IP doesn't happen by chance. 
The focus is clearly on deep com- 
petency of your centres. 


ISA has been very vocal on the semi- 
conductor policy. Where do things stand 
today and are there issues the govern- 
ment needs to address? 

SHENOY: Semiconductors have been 
the unseen heroes of the Indian 
electronics industry. The govern- 
ment has been extremely positive in 
accepting ISA's inputs for the semi- 
conductor policy. What is needed is 
for them to release a set of guide- 
lines for investors to take a call and 
make decisions. When we talk about 
investments, it's not only in chip 
manufacturing, but investments in a 
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"What we need to address is 


building faculty to train engineers 


to guide the semiconductor 
industry today and tomorrow" 





whole new ecosystem. This is some- 
thing that we haven't seen until to- 
day. We're talking about things like 
solar fabs, we're talking about 5-6 
entering the country in the next 
few years. We need a lot more in- 
frastructure to be put in place. Inv- 
estors aren't putting money in India 
for patriotic reasons, they want to 
see ROI (return on investment) 
and we need to give them a plat- 
form to make a comparison with 
other locations. 

MITRA: Electronics manufacturing is 
something we need to focus on. 
There is a visible opportunity in 
this market. We are working with 
the government and OEMs (origi- 
nal equipment manufacturers) to 
tap this market. 

JANAKIRAMAN: India is growing in 
complete product development, in- 
cluding areas such as mechanical 
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` “Our industry is really 
dynamic. There are new 

. products getting launched 

. every year in all verticals" 


design, power supply and plastics. 
Companies such as Tejas Networks 
and EMS companies like Flextronics 
will drive this next wave. 


Do you think a fab will be a reality in 
India in the next five years? 
SHENOY: I will say it won't be 
impossible. 

RANGACHARI: We should have one 
by 2012. 

KESKAR: The first phase has to be 
electronic manufacturing in India 
and parallely domestic demand will 
lead to an ecosystem beginning with 
test and validation, and then leading 
to fab. 

JANAKIRAMAN: I tend to agree with 
Sanjeev, the test and assembly and 
packaging will take off in the next 
two years. This will be a starting 
point. India will surely have a fab; 
we may want to attract one “queen 


Did you know DuPont uses corn-based derivatives to 
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bee” and take it forward. 

MITRA: The next 20 years will 
see India emerge as a significant 
semiconductor market and we 
are clearly in the early stage of 
an electronics ecosystem in India. 


Some people argue that Taiwan 
and China are so far ahead that 
India should focus on its inherent 
strengths in R&D. Is that an 
argument the industry here buys? 
KESKAR: India definitely has the 
potential to emerge as a manu- 
facturing destination. We are 
late with this activity but we 
are going to quickly catch up. 
TAM growth rate has changed 
from 29 per cent to 36 per cent 
in 12 months. 

JANAKIRAMAN: We are doing 
complex design-led work from 
India, so when semiconductor 
manufacturing happens from 
here, we could undertake it 
not for toys but highly com- 
plex products instead. So, the 
kind of manufacturing we get 
done could be of a different dim- 
ension. We may have actually 
started at the right end. Now, it's 
only money (in terms of invest- 
ment) that is required to enter 
manufacturing in India. 


While growth numbers may be im- 
pressive, are there enough engineers 
available to support this growth? 

RANGACHARI: Manpower availabil- 
ity is going to be a challenge. This 
is something the government needs 
to address immediately and com- 
panies need to work around. 

JANAKIRAMAN: It is getting increas- 
ingly difficult to hire good people 
on the ground. In the 93-94 time- 
frame, when IT began taking off, 
what solved the people crunch 
was private engineering colleges. 
Without them we could not have 
generated enough people. In semi- 
conductors, finishing schools have 
been started in engineering col- 
leges. (Companies) need to get 
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S. JANAKIRAMAN 

President and CEO (R&D Services)/ MindTree 
Consulting 

"We need to be worried about increasing 
wage costs. If this continues, we may 
outpriced by lower cost destinations" 


embedded at an early stage so that 
the engineering colleges have the 
right curriculum, teaching staff 
and also encourage more such fin- 
ishing schools. The issue is how 
many engineers are ready for em- 
ployment in the semiconductor 
industry? 


What are the specific initiatives being 
taken by ISA to solve these issues? 

SHENOY: When we look at man- 
power it's at three levels—design, 
manufacturing and research. Our 
design talent comprises some of 
the best and brightest engineers 
from premier engineering insti- 
tutes. What we need to address 
is building faculty to train engi- 
neers to guide the semiconductor 
industry today and tomorrow. 
Another emerging area is manu- 
facturing and here we need a dif- 
ferent set of skill sets related to au- 
tomated processes and we require 
diploma holders and rri gradu- 


ates. A third emerging area, 
mooted by people like C.N.R. 
Rao, is the area of basic re- 
search, which we are just be- 
ginning to take note of. In 
the West, much of the re- 
search happens in university 
labs and India, too, needs to 
develop clusters nationwide 
to try and foster such an 
innovation culture. 

MITRA: The fourth area I 
would like to add is sales and 
application. This pool is ex- 
tremely small and as the mar- 
ket grows, we need to groom 
people and increase visibility 
and increase career options 
for them. 

JANAKIRAMAN: From an ISA 
perspective, we believe talent is 
going to be an extremely im- 
portant issue. In fact, our next 
executive council meeting will 


be бе dedicated to addressing 


talent-related issues. 


Aside from talent, are there 
issues that can trip up the India 
Semiconductor story? 

KESKAR: The overall roadmap looks 
very exciting ... infrastructure 
could be an issue, but it is unlikely 
to become a major roadblock. 
JANAKIRAMAN: We aren't por- 
traying a positive face about the 
progress we've made on infra- 
structure. In cities such as Kolkata, 
it’s an order of magnitude change 
and we're not projecting this level 
of improvement. What we need to 
be worried about is increasing 
wage costs. If this continues, we 
may be outpriced by lower cost 
destinations such as Vietnam. 
MITRA: I believe the focus in R&D 
needs to move from sheer numbers 
to the depth of skill and compe- 
tence of engineers. While there is a 
huge market to be tapped, Indian 
companies have a lot of hard work 
ahead if they’re to remain com- 
petitive. But there’s no mistaking 
the opportunity. Ш 
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YEAR-AND-A-HALF AGO, THE THANE 
Municipal Corporation (TMC) 
dropped a bombshell of sorts 
by announcing its intention 
to bid for an FM radio licence. 
The corporation with a pop- 
ulation of over a million 
even set aside Rs 20 lakh 
in its annual budget for 

2006-07 as capital ex- 
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VISAKHAPATNAM 3 
An e-seva centre, initially | 
{һе GVMC's idea, 1 


is now being replicated 


by other municipalities 


penditure. The brain- 

child of then municipal 
commissioner Sanjay Sethi, 

the proposal was not guided by 
commercial considerations but 
the floods of July 26, 2005 in 
Mumbai and its extended sub- 
urbs, and the havoc they wreaked. 
A radio station was seen as a per- 
fect medium to alert citizens about 


rising water lev- 

els. Other than dis- 

aster management, ra- 

dio could also prove useful in dis- 

seminating civic information re- 

lated to garbage collection, traffic 

congestion and weather condi- 

tions. Sethi's path-breaking pro- 

posal is still hanging fire with the 
Central government. 
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Door-to-door garbage 
collection initiative 
has been picked up by 
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The best municipal 
corporations are not 
those of Mumbai 

or Delhi or Kolkata. 
Rather, some of the 
most innovative and 
efficient users of 
resources are the civic 
bodies of cities like 
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SMALL IS BEAUTIFUL 


Municipal corporations that are in reform mode 


MUNICIPAL CORPORATION / REFORM 


Pune Municipal Corporation 

Internet access facility through WiMAX network 
The project started in April 2007 in select area 
and may extend to the entire city in the next 
one year 


Pimpri-Chinchwad Municipal Corporation 
24/7 water supply initiative. This pilot project 
expected to reduce water consumption by 3! 
per cent from the current level of 28 mld 


Hubli-Dharwad Municipal Corporation 

Is one of its kind citizens’ initiative, the resident: 
of Hubli in Karnataka insured a stretch of road 
against possible damage with the Oriental 
Insurance Corporation for a sum of Rs 2 lakh 
The corporation will get compensated for any 
damage to the road other than digging and 
repairing the drainage 
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HYDERABAD Vijaywada Municipal Corporation 
A flyover built by The corporation has set a goal of becon ing 
GHMC, amongst the the country's first energy-efficient city 
most cash-rich It proposes to adapt energy-saving 
municipalities in technologies to street lighting 
the country 
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It isn’t just the TMC that’s looking 
for novel solutions to many of the 
common problems of urban India. 
Of the 4,500-odd municipal cor- 
porations in the country, a num- 
ber of them—more so the smaller 
ones—are emerging as innovative 
and efficient users of resources, 
which in most cases are meagre. 
Inimitable e-governance models, 
immaculate waste management sys- 
tems, creation of modern infra- 
structure via public-private part- 
nerships, and radical accounting re- 
forms are just some of the projects 
being implemented by the municipal 
corporations of tier-II and пег-Ш 
cities like Visakhapatnam, Surat, 
Madurai, Nashik, Jamshedpur, 
Rajkot and Indore, to name just a 
handful. Amongst the bigger cities, 
the Bangalore corporation has used 
waste plastic to make more durable 
roads; and Ahmedabad continues to 
make strides in raising external re- 
sources to fund the city’s 
infrastructural projects. 

Surat, a small city of 2.8 mil- 
lion people, is a classic example of 
transformation in the shortest pos- 
sible time. Hit by a crippling plague 
in 1994, the Surat Municipal 
Corporation (SMC) has succeeded 
in transforming the city into one 
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of the cleanest—if not the clean- 
est—in India. That was possible 
thanks largely to a door-to-door 
garbage collection initiative, 
which today has been picked up 
by municipal bodies of other 
cities like Nashik and Mangalore. 


Says P. Jhala, Deputy 2 
Commissioner, SMC: "Surat was 2 
amongst the first few cities to 2 
have a bio-medical waste plant. = 
We follow best practices in waste = 


management.” Surat is probably 
the only municipal corporation in 
India that follows a common 
dress code, with everyone right 
from the commissioner to the 
junior-most employee clad in the 
sMC uniform. “We feel proud to 
wear SMC uniforms as people here 
really respect the corporation for 
its work,” adds Jhala. 

Down south, the IT capital, 
Bangalore, is another role model 
for waste management. The cor- 
poration has been experimenting 
with plastic waste mixed with tar to 
make durable roads. The plastic 
waste actually acts as a strong 'stick- 
ing agent" for tar, which in turn 
enhances the longevity of roads. 
“We have now asked a committee 
to look into using plastic waste plus 
tar in the roads of the entire city of 


Manu Kumar Srivastava 
Additional Municipal Commissioner, BMC 


“We are implementing civic infra- 
structure projects that will change 
the face of Mumbai in the near future” 


BANGALORE 
n Bangalore," says K.R. 
longevity of roads and Srinivas, Special 
is part of BBMP's Commissioner at Bruhat 
innovative measures Bangalore Mahanagar 


Palike (ввмр), the garden 
city's municipal corporation. 

*Our tests have proved that 
plastic waste increases the longevity 
of roads," adds S. Subramanya, 
Commissioner, BBMP. Plans are now 
afoot to use the same waste for 
fuelling a power plant. 

The Municipal Corporation of 
Visakhapatnam, rechristened the 
Greater Visakhapatnam Municipal 
Corporation (GVMC) in 2005, was 
the first in the country to take 


JP LII 


e-governance initiatives in early 
2000. The corporation reaches out 
to its citizens online for payment 
of property tax through a debit or a 
credit card, by making online de- 
liveries of birth and death certificates 
and also by online tracking of 
garbage waste management. 
Says T.Bhaskar, Additional 
Commissioner, GVMC: “There is no 
manual collection of bills by the 
corporation." Today, many munic- 
ipalities in India have replicated 
Visakhapatnam's e-governance 
model. These days GVMC is busy 
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with another ambitious project that 
involves segregation of garbage at its 
source, which is doubtless a 
Herculean task. 

Being cash-rich is no doubt an 
advantage, and when it comes to fi- 
nancial muscle the Greater 
Hyderabad Municipal Corporation 
(GHMC) today has the strongest bal- 
ance sheet amongst all the munici- 
palities. Mumbai’s BMC is the richest 
with an annual capital outlay of 
over Rs 12,000 crore, but it is not 
rated by any credit rating agency 
(although it has recently approached 
Fitch Ratings for this purpose). The 
GHMC is amongst the few to take the 
lead in initiating accounting reforms 
by switching to a double-entry ac- 
crual method in a computerised 
environment from the old cash- 
based (single entry) system. “We 
will again approach the market with 
a Rs 1,000 crore-plus bond offer- 
ing,” says Dr B. Vishwanathan, 
Examiner of Accounts at the 
Hyderabad body. In 2002, the 
GHMC had tapped the bond market 
with a Rs 82-crore issue. 

Raising money through bond 
offerings isn’t a new phenomenon; 
the Ahmedabad Municipal 
Corporation (AMC) set the trend in 
the late nineties. The AMC is now 
implementing projects worth over 
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AHMEDABAD 
- The Sabarmati project -— ый 
will partly be funded by the problems, including 
selling commercial land parking, solid waste man- 
in and around the agement, transportation, 
Sabarmati river roads and slums, and 


Rs 3,000 crore in public-private 
partnerships; these include a 
rapid bus transport system, 
beautification of the Sabarmati 
river front, uplift of the 
Kankaria Lake and houses for 
the urban poor. “We have un- 
dertaken quite a few projects 
under public-private partner- 
ships,” says I.P. Gautam, 
Commissioner, AMC. For the 
Rs 1,200-crore Sabarmati proj- 
ect, the corporation proposes 
raising a part of the funds 
required by selling commercial 
land in and around the 
Sabarmati river. 

The AMC's progress should 
be closely watched by the big- 
ger municipal bodies. Mumbai’s 
BMC has its hands full with ambi- 
tious projects in the areas of water 
supply, waste management, and 
high-quality asphalt roads. Says 
Manu Kumar Srivastava, Additional 
Municipal Commissioner, 
Municipal Corporation of Greater 
Mumbai: “We are implementing 
civic infrastructure projects that will 
change the face of Mumbai in the 
near future.” Most of these proj- 
ects are long-term in nature with 
time lines between 2011 and 2025. 
Delhi, too, has plenty to do. “We 
are aware of the acute nature of 


working out a solution is 

on top of our list of priori- 

ties,” says Deep Chand Mathur, 

Director, Information, Municipal 
Corporation of Delhi. 

To be fair to the big metros, their 
sheer size makes it difficult to come 
up with solutions that can be kick- 
started overnight. The smaller cor- 
porations in the smaller cities are 
better placed to innovate. What will 


ІР. Gautam 
Commissioner, Ahmedabad Municipal Corporation 


“We have undertaken quite a 
few projects under public- 
private partnerships” 


help is the additional funding—for 
the first time since Independence— 
that’s coming the way of corpora- 
tions through the Jawaharlal Nehru 
National Renewal Urban Mission; it’s 
expected to dole out Rs 50,000 crore 
in the next seven years. “The funds 
will bring about major changes in 
the municipal space,” believes R.S. 
Ramanujam, Director, Urban 
Infrastructure, CRISIL Infrastructure 
Advisory. Hopefully an FM radio sta- 
tion for the TMC would be one of 

those major changes. 8 
ADDITIONAL REPORTING BY 
MANU KAUSHIK 
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PS STILL AN EMERGING PARTNERSHIP. BUT THE 

fledgling Indo-Japanese partnership has the po- 

tential to become a game changer in Asia. 

Japanese Prime Minister Shinzo Abe's recent 

visit to India was short on specifics. That was ex- 
pected. After all, both he, and his host, Prime Minister 
Manmohan Singh, are battling domestic political crises. 
A careful joining of the still-scattered dots, however, 
points to a bigger picture that is tantalizingly audacious, 
though still slightly blurred on the details. 

To say that bilateral trade—which clocked $6.5 
billion (Rs 26,650 crore) in 2006-07 (see Downward 
Trend)—has underperformed its potential would be to 
state the obvious. Abe and Singh have agreed to increase 
this to $20 billion over the next three years. Japanese 
companies have also been slow to bite into the India 
growth story. With the exception of automobile com- 
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Japanese Prime Minister 
Shinzo Abe recently visited 
India with a delegation of 
200 CEOs. On his agenda 
were plans to develop the 
$90-billion Delhi-Mumbai 
Industrial Corridor. Will this 
result in a torrent of 
Japanese FDI in India? 
AMIT MUKHERJEE 


panies like Suzuki, Toyota, Honda Motor Company, 
and Mitsubishi Chemicals, Japan Inc. has fought shy of 
committing large investments to this country (See 
Slow Start). 

zut the $90-billion (Rs 3,69,000 crore) Delhi- 
Mumbai Industrial Corridor (DMIC) is likely to change 
that quite dramatically. India's infrastructure, or rather, 
the lack of it, is cited as one of the primary reasons for 
the reluctance of Japanese businessmen to invest in 
this country. The 1,483-km DMIC envisages a high- 
speed railway freight corridor between Delhi and 
Mumbai, where average speeds will be 75-100 kmph 
compared to 30 kmph at present. Nine mega industrial 
zones of about 200-250 sq. km each will be set up 
along the route which will cross six states (See Corridor 
of Opportunity). “Japan will provide all possible assis- 
tance for DMIC and the project will trigger a new 
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industrial revolution in India," Abe promised during his 
visit. Japan will provide a third of the funds required for 
the project. But more on that later. 


Why Now? 

Japanese investors are reputed to be the most cautious 
in the world. They take a long time—sometimes 
decades—to do their due diligence of investment des- 
tinations, but once they're convinced of a country's po- 
tential and dependability, they come in droves. *There 
is definitely a huge scope here; that is why we are all 
here, but we will have to understand the fine print of 
Indian laws first," says Susumu Ueno, Managing 
Director of Komatsu, a leading Japanese heavy engi- 
neering company, who was part of Abe's 200-member 
business delegation. 

The successes of Maruti Udyog, a Suzuki sub- 
sidiary, Hero Honda, Honda Motorcycle & Scooter 
India and Honda Siel, all joint ventures or subsidiaries 
of Honda Motor Company, and Mitsubishi Chemicals 
have whetted the appetites of Japanese companies 
and proved that India is a country they can do business 
in. But Abe's promise of establishing “an arc of free- 
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India-Japan bilateral trade has been falling in percentage terms, though the absolute figures have 








risen over the last five years. 
SHARE OF TOTAL TRADE 
IMPORT 


€ Indo-Japanese trade, which totalled $4.2 
billion in 1996-97, fell to $3.7 billion in 
2002-03. However, the figure has risen 
gradually since then. 
€ The increase in India's trade with Japan over 
the last few years has largely been driven by 
strong growth in India's imports from Japan. 
© The share of Japan in India's global trade, 
which stood at 5.78 per cent in 1996-97, 
fell to 3.24 per cent in 2002-03, and further 
to 3.08 per cent in 2003-04 and to 2.59 
per cent in 2005-06. 


@ There has been no significant change, over 
the last decade, in the composition of trade 
between the two countries. While India's 
exports to Japan have remained confined to 
gems and jewellery, marine products, 
minerals, iron ore and textiles, India's imports 
from Japan have remained confined to 
machinery, transport equipment, electronic 
goods, chemicals and metal products. 


SLOW START 


Japan has been late in jumping onto the India bandwagon. 
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dom and prosperity” comprising Japan, India, Australia 
and the us—the reference pointedly excludes China— 
betrayed where the real nudge was coming from. 

More than 30,000 Japanese companies have poured 
an estimated $60 billion into China over the last two 
decades. In contrast, less than 500 members of Japan 
Inc. have invested only about $2.6 billion, or a little over 
4 per cent of its investments there, in India. But the rise 
of China—which nudged out the US as Japan's largest 
trading partner in 2004—as a major player on the 
global stage is causing disquiet in the corridors of 
power in the latter. Hence, there’s a new urgency 
among Japanese businessmen to spread their political 
risk and build up India as a counterweight to the com- 
munist giant. Incidentally, India is the only country with 
which Japan has an understanding to hold annual 
Prime Ministerial summits. Though both countries 
have downplayed or denied the geo-political under- 
pinnings of their relationship, it is evident that DMIC 
forms the centrepiece of that strategy. Says Jagdish 
Khattar, MD, Maruti Udyog: “I travelled with Prime 
Minister Manmohan Singh to Japan last year and the 
signals were clear that bilateral relations would improve 
dramatically over the next decade.” 


DMIC Decoded 


The pic, for which Japan was made the official 
partner during Manmohan Singh’s visit to Tokyo last 
December, is by far the largest and most ambitious for- 
eign-funded project ever envisaged in India. It will also 
be the single-largest commitment made by Japan to a 
single foreign project. The corridor, which will pass 
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CORRIDOR OF OPPORTUNITY | 
The Delhi-Mumbai Industrial Corridor envisages the | 
development of six industrial zones in the first phase. | 






Dadri-Noida- 
Ghaziabad іп | | 
tar Pradesh | | 





Manesar-Bawal | 
in Haryana p 








through six states—Uttar Pradesh, Haryana, Rajasthan, 
Gujarat, Madhya Pradesh and Maharashtra—will in- 
clude, besides the nine industrial zones and the high- 
speed freight line, three ports, six airports, a six-lane 
intersection-free expressway connecting the country’s 
political and financial capitals and a 4,000 Mw power 
project. Then, each of the industrial hubs will have so- 
cial infrastructure like housing, recreational facilities 
and—most importantly, from the point of view of 
Japanese executives who will relocate to India—golf 
courses. The details have not yet been finalised, but 
thousands of Japanese companies are expected to in- 
vest billions of dollars in setting up shop in these in- 
dustrial hubs. This will be in addition to the $30 billion 
that Abe has promised in loans for financing the 
project infrastructure. 

Says a senior official in the Department of Industrial 
Policy and Promotion (DIPP), Ministry of Commerce: 
“The DMIC-dedicated rail freight corridor will create 
certainty in movement of goods and provide faster 
transport links to sea ports." The industrial hubs will 
come up around existing urban or semi-urban ag- 
glomerations and industrial clusters. “This is because 
brownfield expansions are more cost-effective and 
involve smaller gestation periods compared to green- 


Susumu Ueno/ Managing Director/ Komatsu 


“There is definitely a huge scope here; | 
that is why we are all here" 








field ones,” the official explains. 

Asked pointedly if these industrial hubs will be 
conceptually similar to Special Economic Zones, 
which have got embroiled in controversies over the ac- 
quisition of land, he avoids a direct reply, saying, in- 
stead, that the state governments concerned may or 
may not acquire all the land required for them. “They 
will notify the land under the relevant laws for planning 
and zoning to ensure coordinated development,” he 
says, but declines to elaborate further. “The basic in- 
frastructure—like rail, roads, ports and telecommu- 
nications linkages—will be provided by the Centre and 
the state governments concerned,” he adds. Users of the 
external as well internal infrastructure will pay for their 
use, except for those that the government supports 
through budgetary resources. The Centre may provide 
the initial funding through existing schemes for creation 
of these external infrastructure linkages. The DMIC 
blueprint, which is currently being finetuned by the 
Commerce Ministry, is expected to be ready by the end 
of the year. Commerce Minister Kamal Nath says 
this project will create three million jobs. 

The first phase of the project, which will be ready 
by 2012, will include six of the nine planned industrial 
hubs. Commenting on the project, Japan’s Minister of 
Economy, Trade and Industry, Akira Amari, who vis- 
ited India a month before Abe, had said that Japan was 
keen to invest in India’s infra- 
structure in order to make it a 
hub for production and exports 
to Europe and Asia. Adds 
Khattar: “Japan’s decision to 
fund the DMIC is partly driven 
by its desire to assuage fears 
about India’s infrastructure.” 


Maruti Udyog 
Infrastructure the Key 


IN THE PIPELINE 


Japanese companies are expected to bring 
in FDI of $5.5 billion between now and 


2010 (not including investments in the 
DMIC). Some of the major ones are 





MCC PTA (Mitsubishi Chemicals) 364 __ 





Toshiyuki Abe/ VP/ Mitsui Chemical Group 


“We are looking at the power, construction, and 
infrastructure areas” 


mineral and labour resources, Japan’s manufacturing 
prowess and excellence is well known, and we still 
recognise the significant impact Suzuki’s Maruti proj- 
ect had on the Indian economy.” 

Japan’s confidence in India has been bolstered by 
collaboration on development of Delhi's successful 
metro rail system. About 60 per cent of the project cost 
came in the form of loans from the Japan Bank of 
International Co-operation under 
that country's Overseas Development 
Assistance (ODA) programme, and 
Japanese companies such as 
Mitsubishi won key contracts. 
Pointing to the Metro Rail project as 
a shining example of economic co- 
operation between the two coun- 
tries, Prime Minister Abe said: “India 
(which is the largest recipient of 


2,564 


Japanese companies routinely Toyota Motor Corporation 385 ODA) will continue getting such funds 
complain about poor infrastruc- . стс for infrastructure development, par- 
ture in India, though this does Honda Siel Cars 175 ticularly for the Delhi-Mumbai 
not seem to have deterred Suzuki — Asahi India Glass 111 dedicated freight corridor.” 


or Honda or even their South 
Korean rivals like Samsung, LG 
and Hyundai, which have carved 
out a commanding presence in this country. 
“Infrastructure is lacking in various sectors; improving 
this will boost the economy further,” says Toshiyuki 
Abe, vp, Mitsui Chemical Group, adding: “We are 
looking at the power, construction, and infrastruc- 
ture areas.” 

The partnership, obviously, is a win-win one for the 
two countries. Says Sunil Bharti Mittal, Chairman, 
Bharti Group and President, cu: “While India offers a 
tremendous opportunity in terms of geographical, 


Figures іп $ million Source: Japanese Embassy in India 


India is also keen on buying nu- 
clear reactors and related technol- 
ogy from Japan—a logical extension 
of the Indo-us nuclear deal—but avoided detailed dis- 
cussions on the subject in view of the political 
sensitivities involved. 

So, will Abe’s “arc of freedom” diplomacy open 
the floodgates for Japanese investments in India? 
Says Khattar: “Prime Minister Abe brought 200 
executives with him and their seniority was a sign of 
how seriously the Japanese government is egging on 
industry to invest in India.” 

India Inc will say Amen to that. 8 
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The emergence of large 
retail chains has come as 
a boon for SMEs. They are 
freed from the hassles of 
marketing their products, 
and retailers get ready 
Suppliers for a range of 
items. KAPIL BAJAJ 


HE RETAIL REVOLUTION 
is creating a new set 
of stakeholders—the 
country’s SME sector. 
And this is quietly 
transforming the way several small 
and medium enterprises operate. 
The Mumbai-based Netway 
Home Products (NHP) supplies home 
cleaners and personal care products 
for Pantaloon Retail’s private labels. 
Nimish Pasad, Head (Private Label 
Business), NHP, says the tie-up with 
the retail chain three years ago com- 
pletely changed his outlook towards 
business and opened his eyes to the 
emerging consumer market. “Despite 
lower margins, I have derived 
tremendous scale and cost advan- 
tages from supplying to Pantaloon. 
There has also been a tremendous 
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Neelam Chhibber, 45 
Founder-Director, Industree Crafts, Bangalore 


Business: Markets natural fibre household 
fabrics and accessories, bags, gift items, 
and furniture produced by rural artisans 


SALES: Rs 4 crore 
SALES TO ORGANISED RETAIL: 50 per cent, growing 
25 per cent annually 


suPPLIES TO: Pantaloon Retail, Shoppers’ Stop and 
mun in talks with Reliance Retail 


improvement in my quality, 
processes and volumes. Starting from 
one assembly line, I now work 
seven,” says Pasad, whose sales have 
been growing 100-150 per cent an- 
nually over the last three years. 

Up north, G.S. Kochhar, 
Managing Director, Ghaziabad- 
based Precision Moulds & Dies, 
says his two-year-young Gluman 
brand of household plastic con- 
tainers has already secured “a satis- 
fying share” of the market, thanks to 
retail chains. “Mom-and-pop shops 
don’t give our brands much visi- 
bility. Large format stores, on the 
other hand, give our range of prod- 
ucts adequate shelf space. Though 
they give us lower margins, we get 
higher sales and regular offtake,” 
says Kochhar, whose products sell in 


Spencer's, Reliance Fresh and Big 
Apple (a Delhi-based chain). 
Neelam Chhibber, Founder- 
Director, Industree Craft, a 
Bangalore-based company that 
works with rural artisans making 
home products with natural fibres 
and other such materials, says she 
derives almost half of her sales of Rs 
4 crore from retail chains like 
Pantaloons, Shoppers’ Stop and 
Welspun. “I need sophisticated ur- 
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ban markets for these products. 
Opening my own stores is a pro- 
hibitively expensive proposition. 
So, it makes sense to tie up with 
large retailers,” she says 

The experiences of Pasad, 
Kochhar and Chhibber represent 
some of the obvious advantages of 
organised retail for small vendors— 
greater visibility, larger volumes and 
a platform on which they can rub 
shoulders with big brands. Says R. 
Subramanian, Managing Director, 
Subhiksha, one of India’s largest re- 
tailers: “Distribution costs are high in 
India. So, instead of having to deal 
with thousands of small stores selling 
several products in small quantities, 
an SME can deal with one organised 
retailer and be able to sell his prod- 
uct across a large number of stores.” 


G.S. Kochhar, 60 
MD, Precision Moulds & Dies, Ghaziabad 


BUSINESS: Makes plastic containers such as jars 
and cups 

SALES: Rs 25 crore 

SALES TO ORGANISED RETAIL: Rs 70 lakh, growing 
100 per cent annually 


suPPLIES то: Big Apple, Reliance Fresh and 
Spencer's; in talks with Aditya Birla Retail 


SEPTEMBER 


Viraj Bahl, Director of Delhi- 
based Fun Foods, which makes 
sauces, mayonnaise, and salad dress- 
ings, says he doubled his sales in 
some Tier II cities like Baroda 
within a few months of getting his 
products into Pantaloon’s Food 
Bazaar. “No small shop can display 
my range of 70 products the way a 
supermarket can. They also give us 
an insight into customers’ minds 
by sharing sales figures of each 
product with us,” says Bahl, point- 
ing to the brand building and mar- 
keting potential of large format re- 
tail chains. 

Arvind Chaudhary, CEO (Food 
Business), Pantaloon Retail, says his 
company has two main SME initia- 
tives—of building regional brands 
into national brands and private la- 
bels. “We have a special team for 
developing private labels. It helps 
small vendors upgrade their sys- 
tems and quality and provides them 
all the technical inputs they need. 
Through our private labels, we have 
taken some regional products like 
kasaundhi (Bengali mustard sauce) 
апа khakra (a Gujarati snack) na- 
tional,” he says. 

Retail chains have also been fos- 
tering newer product categories with 
distinct branding. “Kondapalli toys, 
indigenous teddy bears, and sub-cat- 
egories in masalas and incense sticks 
fall in this category,” says Gibson 
G. Vedamani, CEO of the Retailers’ 
Association of India (RAD, an advo- 
cacy body for large retailers. The 





growth of private labels is also lead- 
ing to some traditional product cat- 
egories opening up to small and 
medium businesses. Nikhil Nanda, 
Managing Director, JHS Svendgaard 
Laboratories, a Delhi-based contract 
manufacturer and exporter of oral 
care products, says he has been sup- 
plying toothbrushes for the private la- 
bels of Subhiksha and Spencer's. 


Nimish Pasad, 25 
Head (Private Label Business), Netway Home 
Products, Mumbai 


Business: Manufactures and supplies personal 
care and home care products like hair oils 
shampoos, hair conditioners, toilet soaps 
face washes and toilet cleaners 


SALES: Won't reveal 


SALES TO ORGANISED RETAIL: 50 per cent, growing 
about 150 per cent annually 


suPPLiES 10: Pantaloon (Food Bazaar) and Metro's 
Cash and Carry Business 


“Globally, private labels account for 
25-30 per cent of the sales of retail 
chains. So, we see tremendous 
growth opportunities for our prod- 
ucts,” he says. 


Systems, Systems, Systems 
Volumes are just one part of the 
story. Large retail chains also force 
their vendors to adopt processes 
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Rajnish Gupta, 32 

MD, Aakash Namkeen, Indore 

susiness: Makes savouries and snacks 

SALES: Rs 6 crore 

SALES TO ORGANISED RETAIL: 8-10 per cent; growing 
150 per cent annually 


suppuigs то: Reliance Retail, Pantaloon, Vishal 
Mega Mart and Haniyali Kisan Bazaar; in talks 
with Piramyd Retail 


that make them more “organised”. 
Rajnish Gupta, Managing Director, 
Aakash Namkeen, an Indore-based 
company making savouries and 
snacks, says his association with 
organised retail has done his busi- 
ness a world of good. “The first 
retail chain | worked with made 
me reveal everything about my sys- 
tems and costs. It involved lots of 
paperwork, which meant I had to 
upgrade my systems in line with 
their requirements; I also began to 
revisit my costing. Now, I know 
my business better than earlier,” 
says Gupta. 

Rohit Khaitan, MD, Shrishyam 
Agrobiotech, a Raniganj-based miller 
and packager of atta, besan and 
other flours, also says his associa- 
tion with Big Retail has improved his 
business processes. “Dealing with 
them has taught me the importance 
of quality assurance, logistics and 
time schedules.” 


Meeting Expectations 

So, what do retailers look for in 
their vendors? “The first thing that 
large retailers look for is the ability 
of vendors to deliver goods consis- 
tently—both in terms of quantity 
and quality. Secondly, they expect 
delivery of floor-ready stocks with 
standard barcodes. These facilitate 
the timely exchange of information 
so that frequent stock-outs don’t 
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happen,” says Vedamani of RAI. 

Good quality, consistency of sup- 
ply and innovation are the three im- 
portant parameters that retailers look 
for, says Subhiksha’s Subramanian, 
adding that the size of the supplier 
depends on the product category (a 
high throughput product will re- 
quire a vendor with a larger capacity). 

Agrees Sanjiv Goenka, Vice 
Chairman, RPG Enterprises, which is 
expanding its Spencer's stores across 
India: *We are quite happy to pro- 
vide small vendors an opportunity 
to reach larger markets but inno- 
vation and product quality will in- 
creasingly determine who gets the 
shelf space in chain stores." 

Kochhar of Precision Moulds 
says a vendor supplying to a retail 
chain must have adequate capacity 
and a large inventory to manage 100 
per cent supplies at all times, and 
should put in place processes in his 
organisation to cater to the demand. 
“As all dealings in modern retail are 
electronically managed, all deliveries 
must be made on time. Even a day’s 
delay can disrupt the chain.” 

Many small vendors, however, 
initially struggle with the way large 
chains drive down their margins. 
Chhibber of Industree Craft says 
her margins in organised retail are 
“modest” and payment terms of- 
ten “inflexible”. Gupta of Aakash 
Namkeen says not all retailers study 
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Nikhil Nanda, 34 
MD, JHS Svendgaard Laboratories, Delhi 


Business: Contract manufacturer of oral-care 
products such as toothbrushes, toothpastes, 
whitening products and mouthwashes 


saves: Rs 36 crore 


SALES TO ORGANISED RETAIL: Small, but growing 
at 50 per cent quarter on quarter 


suppties To: Subhiksha and Spencer's; in 
talks with several other players 


vendors’ costs and some of them 
only look for higher margins for 
themselves and “schemes” (free- 
bies) for their customers. 

Despite the challenges, these 
vendors believe working with mod- 
ern retail formats is where their fu- 
ture is, and most importantly, gives 
them a chance to grow and win. 8I 
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LLI-PEKKA KALLASVUO HAS SPENT HALF HIS 54 YEARS WITH FINNISH 
mobile telephony major Nokia. Since joining the company as 
Corporate Counsel in 1980, he bas played a critical role in 
transforming the 150-year-old one-time lumber company into a 
giant of the digital age. Nokia has also become the largest multi- 


ional corporation in India and, according to estimates, posted revenues of 
лага December 2006. Globally, Nokia closed 2006 
























> 36.9 per cent in the second pein of this ei 
f 100 million devices. On his first visit to India 


in India today (out of 185 million mobile 
Networks (NSN) is the market leader in the 


E. between Nokia and India developing? 
Pre are several answers to this question, actually. As we expand our business 
in the normal way, our business in India will expand as well. This means new 
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types of handsets will start getting sold in India, and that 
is just One possibile area of growth. We have also an- 
nounced very clearly that we will offer services and soft- 
ware out of India, especially to find ways to include peo- 
ple who do not have access to the internet as the in- 
ternet and mobile communications converge. In fact, 
NSN's global headquarters for the services business 
will be in India and the person in charge, Rajeev Suri, 
Will be based in India. 

There is another dimension—India as a sales base. 
Of course, you have to be present in India but we 
also want to leverage the talent pool here for our 
global operations. In R&D, for example, we want to give 
our Indian teams complete, viable projects that have a 
lot of complexity. 


The theme of your visit to India has been “Towards Universal 
Access"; you just spoke about how Nokia plans to enable 
internet access through mobile devices. What does this 
mean in practical terms? 
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PRESIDENT & CEO Nokia 


In 1992, we came up with the slogan “Connecting 
People”. We are in the business of connecting peo- 
ple to what really matters to them. The slogan is 
ingrained in the way we think and the way we 
communicate with our employees. But—and this 
is not only about monetary benefit to ‹ 
when we say “Universal Access”, it is about ex- 
tending the benefits of mobility to more and 
more people. It has to be something that is 
affordable and convenient and also has to touch 
masses of people. We hope to connect the 
unconnected to what matters to them. 


urselves— 


You visited your Chennai (Sriperumbudur) plant from 
which you have rolled out 60 million devices in 18 
months. Will you be expanding this facility? 

It is important to understand that while there is a 
Nokia factory in Chennai, the totality is a lot 
wider. We are working closely with our part 
ners and suppliers in a very close set-up; we invest 
together and take risks together. When it comes 
to our part of the totality here, we can still increase 
our output without increasing our investment. But 
the time will come when we need to consider 
further investments here as well. 

But I am very happy with the work that we 
have done in Chennai, and, of course, the output 
will increase. The factory is only 18 months old 
and it is still on the learning curve. As we advance 
on the learning curve there, we will add 
complexity to the products we make. 


So you'll progress from the low-end devices you make 
to more advanced ones? 
Yes. 


| am sure you have been asked about the (BL-5C) bat- 
tery recall issue repeatedly but what was your reaction 
when you were first told about this problem? 

My first thought was that this was something 
we needed to resolve, but we also needed to 
investigate the matter. It is quite a complex issue. 


You have tremendous brand equity in India and there 
have been reports of consumer anger at Nokia. Do you 
believe that this issue might have repercussions for the 
Nokia brand in India? 

I am sure there will be some negative reactions. 
but overall, in balance, I have had many people 
come to me and say that “this will also strengthen 


your brand, because people are seeing that you arc 


bt 60 minutes 


taking responsible action and that you have resources 
to take responsible action". I think there are lots of pos- 
itives to take from this as well and the outcome may 
turn out to be positive. 


This is the second time in two years that lithium-ion batteries 
have been in the spotlight. Do you feel that given today's re- 
source-hungry devices, this will be a recurring problem? 

As devices become more sophisticated, they will con- 
tinue to need greater amounts of power; so, this is 
something that will have to be managed. It can be 
managed through better battery tech- 
nology but also by optimising power 
consumption. Both are important and 
we are investing in understanding both. 


Your phones are not just phones anymore; 
they have cameras, and are entertainment 
and communications devices, as well. Then, 
a large computer manufacturer (Apple) makes 
phones, and the world's largest software 
company (Microsoft) is becoming very ag- 
gressive in mobile devices. You call your N- 
series devices "Multimedia Computers". How 
is this evolution changing Nokia? 
There is still a market for voice-opti- 
mised devices without a camera and 
without entertainment. But what you are saying 
is absolutely correct; the “single- 
purpose" devices will be mar- 
ginalised and the share of multi- 
purpose devices will increase. 
But we have to support both— 
voice-optimised phones and 
multimedia devices or comput- 
ers. Some of those devices are 
almost like Swiss Army Knives, 
because they offer many, many 
solutions. And consumers do de- 
mand different types of solutions 
(for their various needs). 
The (mobile 



























"We do not 
want a shift 
somethin 
non-core 
We want to give 
our Indian 
teams complete 
viable projects” 


phone) industry has been capturing value from adjacent 
industries. As you said, mobile phones have become 
cameras as well and in that sense, the mobile industry 
has picked up value from the camera industry. We are 
today the biggest camera manufacturer in the world. 
And, hence, the camera manufacturers have become 
our competitors. The same is applicable to music de- 
vices and navigation devices and so on and so forth. 
The mobile device has expanded its footprint and 
has allowed us to add value in our industry and this has 
been a major source of the growth we have been 
experiencing in our topline. 


It's interesting... did you ever think that you 
would compete with a Canon or a Nikon? 
The consumer is making a choice 
whether to buy an N95 or a high-end 
camera. As mobile phones get more 
sophisticated, more instances of such 
competition will emerge. That, | be- 
ieve, is strategically very important, 
because our global volumes will allow us 
to get economies of scale in compo- 
nents needed to make cameras. I think 
we have a competitive advantage there 
over the camera manufacturers because 
of bigger volumes. 


here. 


You said that you might have a competitive advantage in 
terms of pricing. Do you believe that you might have a tech- 
nological advantage over other devices as well because 
you send things over mobile networks? 

I would like to think that the mobile phone gives you 
everything the personal computer does and then some 
more. And the “some more” is that you are not tied to 
a time or place. You have the benefit of mobility. I think 
this is a very promising area overall—adding mobile 
context to the internet. 


Apple recently launched the iPhone with a whole new in- 
terface system; Micrsoft has upgraded its user interface in 
Windows Mobile. Nokia has always been famous for inter- 
face design; but how important is interface design today? 
Ease of use and user interface are very important on all 
devices—it is actually all about ease of use, 
and ease of use. That is fundamentally important. 
And we are investing very heavily in this, but 

there is also a paradox. Making something 

easy to use is also quite difficult. And you will 
hear more from us on this front. 


ease of use 


Given the hype around Apple's iPhone, do you think 
Nokia missed the “touchscreen” bus? 
I don’t think so. We will come out with 


touchscreens as well, but that will just be one solution. 
The markets will diversify; there is no “one size fits all” 
solution. But definitely, there will be a segment of de- 
vices where touchscreens will rule and we do have 
those as well. The N800 Internet Tablet, for example, 
is based on touchscreen technology. 


What is your opinion of the iPhone? 

It is definitely an innovative device. But it is based on 
a proprietary platform, while our thinking is open. 
There is a huge conceptual difference between the two 
strategies. So, you can’t compare the hardware only; 
you need to look at the totality when making the 
comparison. Apple entering mobile telephony is some- 
thing that will definitely add consumer interest in 
the market in a way that is good for the industry. 
However, when making this comparison, you must re- 
member that we have a portfolio of 40-50 devices. And 
this market is wide, segmented and fragmented; to sell 
devices to different types of consumers in different 
types of markets, you need a wide portfolio. So, one 
product can never be enough. 


Nokia has so many different types of devices in the market. 
This must have added a huge amount of complexity to 
your manufacturing processes. How do you manage that? 
It adds to manufacturing complexity. If you are mak- 
ing one device only, things are a lot simpler. But I be- 
lieve that when something is complex in business, it is 
possible to add value if you manage 
the complexity. And I believe that we 
have been able to manage the com- 
plexity far better than the competition. 
But the point here is the portfolio. 
Consumers do prefer different things 
and we have identified these different 
consumers on а global scale and I am a 
big believer in that—people are differ- 
ent. Very often, someone may not like 
a device that we make, but then, some- 
one else will say: *I love this". And 
that is the beauty of a portfolio. But, yes, 
it does add complexities in many ways 
and one of our core competencies is 
managing that complexity. 


on all 


There are several competing new standards; you have 
WiMax, HSPA and WCDMA. And then, China is also 
developing a standard. What does the future hold? 

There is not going to be one solution only, there will 
be several solutions that co-exist and different opera- 
tors will have different technologies depending on 
their thinking. In that way, I believe operator strategies 
will differ more from one another going forward 


"Ease of use and 
user interface 
are important 
eviCes. 
But making 
something easy 
to use Is also 
quite difficult” 





than they have been in the past. From a technology 
standpoint, we have to be technology- 
agnostic and support all solutions. 


Therefore, different operators might have different tech- 
nologies. How much of a problem will it be for users? 
That is a call that people will need to take, because this 
is not a technology question, this is a price-point 
question. Adding new features or adapting new tech- 
nologies will always add to costs. And you have to find 
the right combinations of radio technology here, 
whether it is single-mode in some cases or 
multi-mode in other cases. 


You have experienced great success in India 
and China. Where do you see future chal- 
lenges coming from? Africa, perhaps? 
Africa is a huge challenge and an op- 
portunity. In fact, I have said earlier 
that from a telecommunications point 
of view, there are things happening in 
Africa today that were happening in 
India five-six years ago. So, in that 
way, Africa is getting onto the mobile 
phone bandwagon as well. A lot of 
(blood) and sweat will be needed for 
this, but we are doing that and I see that 
as a clear opportunity. 


What in your opinion are the unique features of the Indian 
market compared to others? 

I think the Indian operators have done a fantastic 
job. I think the models they have come up with are ex- 
portable, very efficient and I take my hat off to them. 


Would you say, that at a level, Nokia competes with Nokia? 
No (laughs) I would not say that, there is ample external 
competition. We compete with our competitors. Iii 
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They Mean Business 


From insurance to retail, from aviation to rural services—management 
courses are now getting highly specialized 









"^ usiness schools have a hard task to live 
„ up to. Some of the best minds from the 
fusus corporate and the academic world train 
the youth and professionals to delve deeper 
into the emerging economy of our country and 
groom future leaders of the society. 

Last year, 180,000 MBA aspirants 
competed for seats in ће IIMs and a dozen 
other B-schools in India. The number of 
coveted business schools stands at 15 today, 
seven A-class schools and eight B-class ones. 
A comprehensive survey by http://find-mba. 
com lists a total of 278 registered business 
schools in India at present. ЇЇМ Shillong is 
opening its doors to students for the academic 
year 2008 through CAT 2007. Many others are 
in the pipeline. The education imparted in these 
institutes prepares students to adopt a holistic 
learning pattern, inculcating in them a sense 
of ethical responsibility as well. They develop 
as highly skilled managers for the corporate 
sector, ensuring the progress of the nation. 

The number of B-schools in "B-1" and "B- 
2" cities has escalated in the last two decades 
(Source: Census of India, Compensatory 
City Allowance). Punjab College of Technical 
Education, Ludhiana, Institute of Rural 
Management, Anand, Xavier Institute of 
Management, Bhubaneshwar, Bharathidasan 
Institute of Management, Tiruchirapalli, have 
been taking MBA education beyond A class 
cities and within the reach of the masses. 

There is a huge need for skilled manpower 


at diverse levels. A gradual growth of B-schools 
in the semi-urban and rural areas of the country 
can help in developing human resources. 
A Masters in Business Administration is not 
restricted to the ilMs, the Symbiosis group of 
schools and other privately funded institutions. 
The IITs in India have had their management 
studies programs since 1951. Presently the 
Department of Management Studies, {IT 
Delhi, Department of Management Studies, IIT 
Madras, Vinod Gupta School of Mangement, 
ИТ Kharagpur and Shailesh J Mehta School of 
Management, IIT Bombay offer various full-time 
and part-time management courses under the 
MBA and M.Mgmt (Masters of Management) 
degrees. 

Alongside the standard MBA programs 
in Marketing, Finance, HRD, Foreign Trade, 
Communications, many institutes have 
developed their own unique pedagogy. 
National Insurance Academy, Pune (NIAPUNE) 
offers management courses in life insurance, 
general insurance, crop/credit/pension/health 
insurance, insurance investment and actuarial 
services besides any planning and insurance 
regulatory compliance, which is covered by 
the academy. Anand Institute of Management 
Science (AIMS) in Anand, Gujarat, offers 
MBA in Hospitality and Tourism and other 
range of courses in hotel, tourism, and 
airlines. Welingkar Institute of Management, 
Mumbai has succeeded in keeping up with 
the fast changing retail, apparel and fashion 


environment; they offer a Post Graduation in 
Retail Management, with a foundation course 
in business and retail sector aided by a three 
month project at any of the Pantaloon Retail 
India Ltd locations. The Annamalai University 
offers a dual degree of MBA/CFA (Chartered 
Finance Accounting) in association with ICFAI, 
Hyderabad. The College of Management and 
Economic Studies (University of Petroleum 
and Energy Studies), Dehradun, has MBA 
courses in Aviation, Mining, Oil and Gas, 
Port and Shipping, Power, Upstream Asset 
Management in two year full-time courses. 
Asapartofthe curriculum, many B-schools 
actually include compulsory courses in foreign 
languages, like Xavier Institute of Management 
and Entrepreneurship, Bangalore. Besides 
that, students here are also enrolled into 
Socially Useful and Productive Activities giving 
them an opportunity to work with a government- 
based or non-government organizations for 
the understanding of social welfare. The rigid 
uncompromising workload delivers blissful 
rewards as the institutes ensure at least 90 per 
cent placements at the end of two years. 
Given the contemporary business realities, 
the pace of growth of business schools in 
India is promising. The B-schools often meet 
an overarching educational philosophy and 
vision. The aspirants for such schools meet 
their career orientations with ease, along with 
a grounding in the emerging economy of the 
indian and global market. s 
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Inspiring leadership 


Apoorva Kumar 


Career Launcher student, currently at IIM-Calcutta 


6 ^ It is a fantastic experience being at CL. Not only does it prepare 
you for selections to the IIMs, but also the amount of work put 
in to each and every student by the CL faculty develops a kind 
of environment which intensifies your own personal 


preparation levels. 


| personally feel the GD/PI sessions and the test series are 
instrumental in one's success. And even after getting into an 
IIM, the care extended by the CL family has been tremendous.99 


Just one of the 
400 *- CL students who made 
it to the IIMs this year! 





Join Career Launcher. 
MBA Test-prep Where else! 





Nationwide Careeer Launcher centers: Agra 3243073 Ahmedabad 26305407 Ahmednagar 2431093 Ajmer 2624888 Aligarh 2506429 Allahabad 3293666 Alwar 
9214315473 Amritsar 6545354 Aurangabad 6611285 Bangalore 41505590 Bareilly 3297663 Baroda 2424557 Bathinda 3296067 Belgaum 2432100 Berhampur 
6450460 Bhagalpur 2429600 Bhilai 2261126 Bhilwara 9414111176 Bhopal 4269134 Bhubaneswar 3254182 Chandigarh 5001090 Chennai 28154725 
Coimbatore 6451644 Dehra Dun 2657583 Dhanbad 2303332 Durgapur 9333124685 Faridabad 2226228 Ghaziabad 4380996 Gorakhpur 2342251 Gurgaon 
4081348 Gwalior 4012004 Hamirpur 224044 Hissar 224555 Hyderabad 66254600 Indore 2520823 Jabalpur 4014004 Jaipur 5172809 Jalandhar 3298303 
Jammu 2431418 Jamshedpur 6533393 Jhansi 6531864 Kanpur 2234879 Kakinada 2352515 Karnal 4031205 Kolhapur 2656 574 Kolkata 32909749 Korba 
223256 Kota 3200022 Kurnool 225511 Lucknow 2327074 Ludhiana 3013113 Meerut 3254040 Moradabad 3205706 Morena 231008 Mumbai 26133344 
Muzaffarnagar 9219424606 Nagpur 2520489 Nanded 9421956951 Nashik 2313555 New Delhi 23358914 Noida 2511145 Panipat 4000044 Patiala 5063131 
Patna 2220266 Pondicherry 6538218 Pune 32502168 Raipur 4035889 Rajkot 2585573 Ranchi 2331645 Rohtak 210883 Roorkee 9219400501 Shimla 3297711 
Siliguri 9832049294 Sonepat 9896122511 Thiruvananthapuram 2322914 Udaipur 6537279 Varanasi 2222915 Vijaywada 6666864 Vishakhapatnam 5573330 


VV Nagar 233341 Warangal 3296514 mba.careerlauncher.com 


al MPAC Treature 


International Managemen 
Institute (IMI) 


(IMI) was established in 1981, as an 

autonomous non-profit educational 
society under the Societies Registration Act 
of 1860, in collaboration with the International 
Management Institute in Geneva. It was 
established to meet the widely-felt need for 
internationally-oriented management training 
for managers at all levels in the industry 
and government and public systems. The 
academic programs of the institute enjoy 
the full support of the corporate sector as 
well as the Government of India. Today, IMI 
holds a place of distinction among premier 
management schools, for being India's first 
corporate-sponsored business school with a 
strong international orientation. 

IMI follows international standard curricula 
in its programs, which have been enriched by 
academic collaborations with the International 
Institute for Management Development (IIMD), 
Lausane, the Faculty of Management, McGill 


ye International Management Institute 


University, Montreal, and Manchester Business 
School, UK. The programs prepare participants 
to successfully manage and lead in an 
increasingly global business environment. IMI's 
educational programs have been recognized 
by the All India Council for Technical Education 
(AICTE) and the Ministry of Human Resource 
Development, Government of India. 

The institute also offers a range of custom- 
made in-company programs and Management 
Development Programs (MDPs), to enrich the 
students’ creativity and ability to manage in a 
dynamic global environment. The Institute also 
has an active research and consulting base, 
including the Center for Managing Innovation 
and Technology and the Center for Social 
Sector Governance. 

The Management programs are designed 
to enable a selective number of young 
professionals who have been judged to have 
high potential to reach responsible positions 
in the industry. The programs at IMI foster 





integrative capabilities, with cross-functional 
program modules that synthesize a number of 
specialized disciplines into a unified learning 
experience. 

IMI's team of intemationally qualified 
and experienced faculty enjoys the respect 
and recognition of the academic community, 
industry and Government. н 
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Developing “Professionals 
with a Difference 


ISS has carved a niche for itself in the 
Xe edge areas of management 
education, rural development, social 
research, consultancy, and training and 
development interventions in the past 52 years. 
Itcaters to the human resource requirements of 
industries, the IT sector and non-governmental 
organizations. Education at XISS sensitizes 
students towards appropriate values, attitudes 
and critical thinking tools, setting them apart as 
"professionals with a difference". 
XISS is a social service institute that 
seeks to reach out to the masses and "put 
the last first". The focus on the marginalized 


and the tribal communities is behind everything 
done here. In recent years, the growth at XISS 
has been exponential. In certain areas, like the 
course on rural development, they are setting 
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the agenda for others. 

The demand for managers and other 
professionals is constantly on the rise. In such 
a scenario, an institute must be able to develop 
quality professionals. Professionals from XISS 
have created their own space in the market. 

XISS is an “А” grade institution, with its 
courses in rural development and personnel 
management being the benchmarks for other 
institutions. It makes students realise the nature 
of competition and the challenges of an open 
market. At the same time, it imparts to them a 
sense of societal responsibility, making them 
give a humane touch to everything they do. т 
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Post Graduate Programme in Manscement PGPM 2008-10 (8TH BATCH) 
(Two years full time residential programme) Commencing 15th June, 2008 


Post Graduate Programme in Retail Management PGPRM 2008-10 


(18 months programme) Commencing 15th June, 2008 
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based learning that involves team working, multi-disciplinary separate in-campus hostels for boys and girls 

proach and problem solving skills 


Placement , | 
Highest Salary: 9 lac p.a. (CTC) | Average Salary: 4 lac p.a. approx. (CTC) 
2005-07 g y p | 9 у р рр 


Bangalore, Bhubhaneshwar, ا‎ ‘Chennai, Cochin, Delhi, De 
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Career Launcher 


An interview with Satyanarayanan R, the chairman 
of Career Launcher—one of South Asia’s leading 


edu-corporates. 


Q: How has Career Launcher evolved as 
an educational corporate since its inception 
in 1995? 

In the past twelve years, we have been 
focusing on a few key issues. These involved 
building a team (with members who have 
a background in the corporate world but 
are passionate about education/teaching), 
introducing and imbibing the best corporate 
Practices such as technology, scalability, 
attractiveness for investors, etc, into the test- 
prep domain, among others. 


Q: With educational institutes mushrooming 
all over the country, what makes Career 
Launcher different? 

CL's core purpose is to enable its service 


seekers (students/career aspirants) to realize 
their dreams. We look at our motto, 'Inspiring 
Leadership' in two ways. One, our faculty 
members, whom we refer to as ‘mentors’, 
exhibit leadership traits that are truly inspiring. 
Another view is to inspire the leadership 
potential in each of our students—which is a 
direct result of their interaction with and at CL. 


Q: What are Career —Launcher's 
diversification plans to leverage this fast- 
growing education sector? 


CL would like to occupy a premier position 
as а start-to-finish educational corporate. The 
diversification into ‘mainstream education’ 
started two years ago with the establishment 
of a playschool chain, called Ananda, and а K- 





| 


12 school chain under the brand name Indus 
World School. Over the next few years, we 
intend to set up around 650 playschools and 
250 K-12 schools in India and abroad. At the 
same time, we will enter the higher education 
segment in 2008, through management related 
courses. 

Weare also on our way to entering markets 
like Singapore, Hong Kong, South Korea, etc, 
through a joint venture with Veritas—the third 
largest GMAT-prep company in the world. We 
plan to provide an entire bouquet of educational 
services to these regions. а 


Birla Institute of 
Management Technology 


he Birla Institute of Management 
T was established in 1988 
under the aegis of the Birla Academy 
of Art and Culture. The Institute is supported 
by the B K Birla group of companies. Dr (Smt) 
Sarala Birla, Chairperson of the Birla Academy 
and Syt. B K Birla, Chairperson of the B K Birla 
Group of Companies are the founders of the 
business school. It has progressed from a 
moderate start to being the 12th ranked institute 
in India. The Board of Governors comprises 
eminent people from the industry, headed by 
Sri R N Jaju, President, ECE Industries. 
BIMTECH's student community comprises 
a mini-India by itself. The Institute has students 
coming from almost all the states of India, and 
also from a few foreign countries. It is a mix of 
nationalities, cultural backgrounds, academic 





Since /Ў® 
lence with V 


and professional experiences, which makes it 
one of the most exciting and enriching business 
schools in the country. 

India is heading for strong economic 
growth, and Delhi (National Capital Region) has 
been the trigger for this growth. Here, industrial 


and economic policies are framed, industrial 
associations meet, and CEOs' evenings are 
a reality and not merely media news. This is 
also one of the cultural convergence centres 
of India for both the national and international 
platforms. A location of such importance is 
always an asset for exposure to real life, and 
for national and global networking. 

The programmes offered at BIMTECH 
encourage the interaction of academia and 
the industry and are supportive of the mixed 
learning environment. The programmes offered 
are designed and reviewed in consultation with 
industry experts and delivered by a strong 
faculty, which is known for its dedication 
to teaching and research. BIMTECH has 
Close ties with the national and international, 
academic and business communities. н 





THE INSTITUTE 


INSTITUTE OF BUSINESS MANAGEMENT AND TECHNOLOGY (IBMT) 
IS THE ONLY B-SCHOOL IN INDIA DRIVEN BY CONVERGENCE - the chief driving force of the 





< Information is the key ingredient of emerging enterprises. It is по longer possible for any business to ignore informat 
— based virtual value chains 
к. IBMT believes that in order to grasp the intricacies of new businesses in the digital economy, tt r 
И develop capabilities to integrate multiple skills, evolving knowledge systems and emergent techno ased 
^ concept of inter-disciplinary approach that integrates technology and business, programs of study and delive 


mechanisms at IBMT are designed with a clear focus on knowledge models 


IBMT follows an integrated pedagogy combining theory, applied learning and transferable skills. With the synergy of 
technology, knowledge and management tools the institute has evolved integrated curriculum to train new mindsets f 
the new business 


‘ADMISSIONS ARE OPEN FOR: — s, 
TWO-YEAR FULL TIME PG PROGRAMS S: 


e MBA e PGDM e PGDBM e МРІВ e MBM-Tect 


UNDERGRADUATE PROGRAMS Eligibility 


e BBM e B.Com (Computer Science) e ВСА e B.Sc (Cx 


ONE- YEAR PROFESSIONAL &PG DIPLOMA COURSES pa 





IBMT HIGHLIGHTS - 


e 100% Placement guarantee eEligibility for educational loans Communication skills & personality 
development “Opportunity to work on live projects with stipend | «Opportunity for business incubatior 


and venture funding «Worldwide placement opportunity 





One of the Top Placement Providers in Bangalore Business India Survey 2006 


Institute of Business Management & Technology 


#298, 100 Ft. Ring Road, 4th Phase, 7th Block, Banashankari 3rd Stage, Bangalore - 560 085. INDIA. Tel.: +91-80-2679 1740, 2679 8528 





Telefax: +91-80-2679 0517 Mob: 99805 24430 Email: ibmtedu@vsni.com 
For more details contact: 080-2679 8528/ 2679 1740 Mobile: 99805 24330 E-mail: ugadmissions@ibmtedu.org pgadmissions@ibmtedu.org 
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Galgotias Business School: 
Committed to Excellence 


he Galgotias Business. School is fully 
[s and well-equipped to train future 

managers/executives. The training 
focuses on making the student confident 
and developing leadership qualities as well 
as managerial skills. To maintain the aura of 
excellence and to ensure sustainable success, 
the Galgotias Business School aims at not only 
preparing the students for a promising career 
with business acumen, but for the challenges 
and opportunities of life as well. Each company 
has different parameters and priorities while 
selecting management graduates. To meet the 








requirements of the corporate world, Galgotias 
Business School has made the professional 
course more stimulating than academic courses 
at any level. The trimester PGDM courses 
structured at GBS have a wide range of the 
most contemporary and innovative curricula 
designed to enhance the students’ knowledge, 
experience, attitude, integrity, communication 
skills and overall learning business acumen. 
Lectures, group projects, seminars, summer 
fraining programs and industrial interaction 
broaden their perspectives and enable them to 
approach problems from multiple viewpoints. 
The school aims at making students aware 


of the cultural and ethical perspective, as well 
as their social responsibilities. The subject 
choice in PGDM ranges from Finance, Human 
Resource Management, Marketing, Systems 
(Information Technology) and Operations 
Management, and International Management. 

The Gaigotias Business School has a 
state-of-art campus located on the eight-lane 
expressway connecting Greater Noida with 
Noida and Delhi, and is surrounded by a green 
landscape. The placement records at all the 
institutions speak volume of their quality and 
achievement. The placement cell of the institute 
remains in touch with the corporate world, in 
order to impart the best of the training and 
adopt the latest of the industry. Industry moguls 
like infosys Technologies, HCL Technologies, 
vCustomer, Satyam Computers, HCL Comnet, 
L&T Infotech, Mahindra & Mahindra, Magic 
Software, Syntel, and Wipro Infotech, among 
many others, have regularly conducted 
interviews in the Galgotias campus, absorbing 
a large number of students every year. a 


FMS-IRM 


he Society for Indian institutes of Rural 
Management — (SIIRM) established 
8. FMS-RM in 1993-94 as a functional 
unit. The institute offers a Post Graduate 
Diploma Programme in Business Management 
with a specialization in Rural Marketing and 
Development Finance, HRD, Marketing and 
international Business. All the educational 
programmes are intensive and high-profile 
career-oriented. 

In a countrywide survey of management 
institutes, the institute is ranked A*, and is 
among the top business schools of the country 
from the past five years. In a recent survey 
conducted by MDRA, New Delhi, IRM was 
ranked one ofthe best sectoral business schools 





in India in the field of rural management. The 
institute has excellent infrastructural facilities, a 
world-class computer center and library, faculty 
support and academic facilities. 

Since its inception, IRM has undertaken 
a wide spectrum of management research 
and consultancy projects for and on behalf of 
the central and state governments, corporate 
bodies, and international and bilateral 
agencies such as UNICEF, UNFPA, World 
Health Organization, World Bank, World Food 
Programme, Oxfam America, among others. 
IRM has taken upon itself the lead role in 
developing the discipline of ‘Rural Marketing’, 
which is emerging as the corporate catchword 
of the 21st century in India. 


In order to cope with the challenges of the 
modern industry, it aims at having its course 
contents revised and updated by eminent 
scholars and industrialists, who are members 
of the board of studies. 

To ensure that young professionals are 
pragmatic in their approach, the institute 
exposes them to real-life situations. To sharpen 
their knowledge base as well as to bring 
them closer to rural realities, our students are 
encouraged to participate in research studies 
sponsored by various agencies. These studies 
cover various rural development sectors, such 
as education, health and nutrition, woman and 
child development, watershed development, 
rural industries, and so on. s 


FACULTY OF MANAGEMENT STUDIES 


©), INSTITUTE OF RURAL MANAGEMENT, JAIPUR 


(Recognised by AICTE, Ministry of HRD, Government of India) 
Session 2008 - 2010 
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PGDBM : Specialization in Marketing, Finance, HRM, IB 
PGDM-RM (Rural Marketing) 

jamie A+ among the Top Business Schools of India during the past 5 years 
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IRM is nationally recognized as a Centre of Excellence in Management Training, Research and Education. The institute organizes numerous research 
studies sponsored by Central/State Governments. FMS-IRM is moved with the objective of imparting quality education in management in general and 
promotion of Rural Management as a scientific discipline in particular. Established in March, 1988, the FMS-IRM has earned an enviable name and is 
acclaimed as a business school of repute in India. 
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* Spread over 100 acres campus including the Rural & Main City Campus. А Bachelor's Degree (10+2+3) or equivalent in any discipline with not less 
* State-of-the-art computing facility with over 100 terminals and latest than 50% marks in aggregate. Candidates appearing for the final degree 









softwares. examination in the year 2008 can also apply 
* Computerised Library with more than 29,000 books, periodicals & и 
connected to DELNET. PPLICATION PROCEL 





* Hostel facility with a capacity of over 250 students in addition to the 
executive hostel facilities. 
* 100% Placement track record assisted by Placement Cell. 






Aspirants who opt. for admission in IRM, Jaipur in their MAT application 
form only are required to apply on prescribed application form obtainable 
- . alongwith Information Bulletin from the Registrar, FMS-IIRM Campus, 
| THE PROGR - Tagore Marg, Mansarovar, Jaipur-302020 on payment of Rs. 800/- in cash 
PGDBM or Rs. 850/- by D.D. (in case of postal request) drawn in favour of 
PGDM - RM oat — "Indian Institute of Rural Management” Payable 
: Де JP ' IR at Jaipur. 


rT 













All candidates will be required to appear in MAT conducted by AIMA, New Delhi. Final selection is based on over-all scores obtained by the 
candidate in MAT examfollowed by Group Discussion, Personal Interview and Academic Record. 


Ibi CAMPUS, Tagore Marg, Mansarovar, Jaipur-302020 





OFFICE : 0141 - 2395402, 2396648, 2397551, 2399071, Fax: 091-0141-2397512 • Gram RURALMAN 
E-mail: iirm@iirm.ac.in Website: www.iirm.ac.in 
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INSTITUTE OF BUSINESS MANAGEMENT & TECHNOLOGY 


Delivering Knowledge for Creative Solutions 









THE INSTITUTE: 

The Institute of Business Management and Technology is a new age 
institution driven by the SCs - Convergence, Connectivity, 
Collaboration, Creativity and Communication, These are the 
driving forces of the new economy fundamentally transforming our 
lives. Information is the key ingredient of emerging businesses, 
which is leading to greater integration of all knowledge and work 


UNIQUE PEDAGOGY: 

Ever since its inception in 1999 the primary motto of the Institute 
has been to deliver industry-oriented curriculum, Therefore it 
maintains very intense interaction with industry. In order to capture 
new developments and changing demands of the industry in the 
curriculum the Institute provides a separate package of value 
addition that equips all students in latest managerial skills. 





processes. Information & ڪڪ‎ 
communication revolution is drastically PLACEMENT PROVIDER: 
reshaping global society and pushing These are epoch-making times for the 
the world towards knowledge - based 4 education and research, training and 
economy. It is no longer possible for ч | human resource development that 
any business to ignore information- А must cater to the needs of a new mind 
based virtual value chains. “ extension era. Education at the 
Therefore, in order to grasp the * 1 Institute of Business Management and 
intricacies of new businesses in the " à Technology is intended to facilitate 
digital economy, the future managers unbounded exploration of ideas. In 
must develop capabilities to integrate order to facilitate this process the 
multiple skills, evolving knowledge Dr. Anil Rawat - Director - IBMT Institute draws upon various streams 
systems and emergent technologies. iO = of thought and integrate these in the 


Following an inter-disciplinary approach that integrates technology | educational process. With the synergy of new technology, 
and business, programs of study at IBM-TECH have been designed | knowledge and tools the Institute has evolved integrated 
with a clear focus on knowledge models. educational process to train young managers for the new 
The mission of the Institute is to nurture creative contributors with | economy. With such comprehensive training all our students have 
enhanced managerial and technical skills to contribute to the creation, | been able to find excellent placements. As a result the Institute is 
application and extension of knowledge for the benefit of the society. | now rated as one of the top placement providers in Bangalore. 













INDIAN BUSINESS ACADEMY 
*BENGALOORU *GREATER NOIDA 


5 Business Academy is а trendsetting B-School that's advisory council drawn from corporations, enterprises and academia 
committed to reach you to your cherished goal. The IBA | * A contemporary and evolving programme to prepare managers of 
curriculum is modeled on a complete understanding of complex the future 


international businesses. IBA, an autonomous B-School, dares to | * Relevant specializations built on strong basic foundations 
modify, if not replace, conventions with current and futuristic | * Teaching, training and mentoring by eminent national and 


principles and practices in management pedagogy. international faculty of corporate leaders, professionals and 
IBA uniquely adopts a holistic approach in imparting education, academicians - 

implemented by eminent academicians, leading management | * Encouragement to self driven erudition through a process of , 

practitioners and consultants. project based learning that involves team working, multi- 
The results are truly visible - Path breaking industry projects, disciplinary approach and problem solving skills 

challenging and rewarding placements, high rankings among B- | * Astutely combined industry internship with class room learning 

Schools, value associations with apex trade, industry and academic | * Exposure to current international business practices through 

bodies. Overseas Business Study Missions for the top 40 performers in 
IBA - the uniquely modeled B-School that will give you the first year at IBA 

distinct edge to succeed, globally. * Strong individual growth goals inculcated with a societal 
Learning at IBA is based on 3D approach of Discussion, sensitivity 

Dialogue and Discourse to facilitate development of Creative, | * Spiritual development through the Art-of-Living program 

Enlightened and Organic (CEO) Leaders. integrated with curriculum 

For the Records, IBA is : Inclusive & Exclusive Infrastructure 

+ Ranked 'A+' Category B-School by Business India 2006 IBA has a distinctive atmosphere where the emphasis is on 

* Ranked 29th under Admission, Curriculum and Delivery Process | teamwork, cooperation, and friendly competition. Classrooms are « 

in All India by Competition Success Review GHRDC 2006 designed such that they lead to students developing closer 
* Ranked 38th under Placement & Industry Interface in All India by | relationships with each other and faculty members. Students work 
Competition Success Review GHRDC 2006 together in study groups and are genuinely supportive of one 
* Ranked among Top 100 B-Schools by Dalal Street Journal 2006 | another, and form the kind of relationships that last long after 
Programme Highlights graduation. For further information log оп to 


* Programme conceived and monitored by a strong academic | www.ibainternational.org or e-mail:pg2007 G'ibaintl.org. 
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\dmission for PGDM 


POST GRADUA PLOMA IN MANAGEMENT (PGD PROGRAMME HIGHLIGHTS 


For registration with the college, 
candidates may obtain the 
information brochure against a 
cash payment of Rs. 1000/- or by 
sending a demand draft for Rs. 
1100/- drawn in favour of GBS 
payable at Noida / New Delhi. 


Dr. Harbir Arora : 09811481516, 
0973593605 





The Indian Open is the national open 


and everyone wants to play here 
It's like a 5" Major for us 


Jyoti Randhawa 


Winner, Hero Hoñda Indian Open 2006 
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Mid-cap funds have lagged 
behind lately, but they are poise 
to perform over the long term. 





MARKETS INSURANCE CALORE 


Sectors To Watch Know Your ULIPs The Best Deal 
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for Take-off? 





Mid-cap funds have lagged behind lately, but they are 
poised to perform over the long term. Here's what to 
look for in them. MAHESH Nayak 














HEN MARKETS [a | : ш a the short term may not 
roil, it’s the & Q Ed treat the mid-caps stocks 
large caps- | cr Zl too well. They could me- 


that usually M. i | | ander and, їп а sell-off, 
get knocked over first, | even fall faster than the 
given that they are mostly : ` large caps despite having 
held by big foreign іп- | already dropped some. - 


vestors, followed by the — : A few fund managers are 
mid- and small-cap com £u Z6 worried about entering 
panies. In a rebound, a ^ Т : . mid-caps now as there's 
` similar drama unfolds with |. E = —still plenty simmering 
large caps bouncing back- SS below the surface. 
faster and higher, even be- MEE -Sy Naren, Senior VP and 
— fore the mid-caps begin to | i 2 | : Head ( quities), ICICI 
“stir. That has perhap : _ 
prodded investors to won- 
der whether they should 
park money in the more- с ks to. 
solid large-cap funds, or- EE will be the large caps and 
decide on a more aggres- = | then the mid-caps. At 
sive stance in the mid- and А .. Such times, I feel it is bet- 
small-cap funds that could — - a ` ter to bet on large caps.” 
take a while to recover. — 4 : Не also feels that the re- 
Over the last year, the e : — cent crash, which was 
BSE Mid-Cap Index | predominantly in large- 
turned a handsome 28. cap stocks, will make 
per cent as against 21. 5j : 2 them more attractive 
per cent of the large-cap t - compared to mid-caps. 
dominated Sensex. But E : With the subprime 
this out-performance has- | chill still hovering around 
given way to underper- the market and the fluid 
formance in the last two domestic political situa- 
months. Since June 30, tion, the markets are 
2007, Sensex lost 1.5 per likely to lay low for a 
cent but the Mid-cap while: Says Nilesh Shah, 
Index tumbled 5. Aper. ii cio. & Deputy мр, 
cent. м. give ‘thatthe o s ' Prudential ICICI AMC: 
| “The pressures could 
“mount on mid- and 
small-cap stocks due. to 
local or international de- 
velopments. Once mid- 
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cap stocks take a hit, they fall like 
a pack of cards. For now, it is bet- 
ter to stay away from them.” 


A Rewarding Journey 

But that’s the short-term story. 
The longer-term one still favours 
the mid-caps as they have the po- 
tential to outperform the 
large-cap stocks. The Indian econ- 
omy is on a firm growth track, 
smaller companies can scale up 
faster and clock better growth 
rates. While the mid-caps may toss 
for a while longer, there’s the 
faster growth story that makes 
them look attractive relative to 
the larger-cap companies. Says 
Mihir Vora, Senior vp and Head 
(Equities), HSBC Asset Management 
Company: “Even in this volatile 
market, I don’t mind parking 100 
per cent of my corpus in mid- 
caps. However, the time horizon 
for investment should not be less 
than three years.” His fund (HSBC 
Mid-cap Fund) has been one of 
the top seven mid-cap funds along 
with Birla Mid-cap Fund, 
Magnum Emerging Business Fund, 
ICICI Emerging Star Fund, Reliance 
Growth Fund, Magnum Mid-cap 
Fund and Kotak Mid-cap Fund. 
All these funds have beaten the 
BSE Sensex, the BSE Mid-cap 
Index as well as their respective 
benchmark. 

Over the last year, compared to 
Sensex, the mid-cap funds have 
outperformed the diversified funds. 
Of the total 21 mid-cap funds, 71 
per cent or 15 funds have outper- 
formed Sensex. Compared to di- 
versified funds, only 135 funds or 
57 per cent of the 237 funds have 
beaten the benchmark Sensex. 
When compared to their respective 
benchmark, 12 mid-cap funds or 
57 per cent of the total mid-cap 
funds outperformed their respec- 
tive benchmark as compared to 
the universe of diversified funds, 
which saw a 51 per cent (121 out 
of 237 funds) outperformance. 


Sanjay Sinha/ CIO/ SBI Mutual Fund 





ON TOP OF THE MID-CAP UNIVERSE 
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“Stock picking is the key. We are not afraid to take concentrated 
bets as we believe most of our picks are jewels of tomorrow. — 
However, we ensure that the stocks we invest in are liquid ones 


BIRLA MID-CAP FUND 


FUND MANAGER: A. Balasubramanium 
AVERAGE MARKET САР* (RS cR): 4,146.56 

NET ASSET VALUE (IN RS): 74.15 

Market Capitalisation: % of portfolio 


Giant 5.5% 






Large 14.83% 
Mid 59.1% 


Small 20.57 


Return: 
3 Months 
6 Months 
One year 
Sensex 1-year 


Portfolio Concentration % Net Assets 
Top 3 Sectors | 
Top 5 Holdings у 
Тор 10 Holdings 28 


As on July 31, 2007 


Top 5 Holdings % Net Assets 
Aditya Birla Nuvo 345 
Apollo Tyres i 331 
Century Textiles & Inds ) 
Monnet Ispat and Energy 
Kirloskar Oil Engines 














MAGNUM MID-CAP FUND 
Funo manacer: Sanjay Sinha 
AVERAGE MARKET CAP™ (RS CR 2,023.26 
NET ASSET VALUE (iN RS): 24.05 


Market Capitalisation: % of portfolio 


Mid 65.84% 


Small 33.35 





Tiny 0.8196 


Return: (96) 
3 Months 2.1] 
6 Months 
One year 1 
Sensex 1-year 12152 


Portfolio Concentration % Net Assets 
Top 3 Sectors 3 
Top 5 Holdings = 





Top 10 Holdings E : 

As on July 31, 2007 

Top 5 holdings % Net Assets 
Gujarat Mineral Devp. Corpn, 646 





Maharashtra Seamless 
Kesoram Inds 

Thermax 

Gitanjali Gems 
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RELIANCE GROWTH FUND 


FUND manaoer: Sunil Singhania 
AVERAGE MARKET CAP* (RS CR): 6,742.87 
NET ASSET VALUE (iN RS): 290.64 


Market Capitalisation: 96 of portfolio 










Giant 10.8476 
Large 19.65% 
Mid 55.48% 
Small 14.03% 


Return: 
3 Months 
6 Months 
One year 
Sensex (one year) 


Portfolio Concentration 
Top 3 Sectors 

Top 5 Holdings 

Top 10 Holdings 

As on July 31, 2007 


Top 5 holdings 
Divi's Laboratories 
Jindal Saw 

Reliance Industries 
Bharat Earth Movers 
JSW Steel 






% Net Assets 


% Net Assets 





The future also looks bright if 
you can ignore some of the ex- 
cesses of the market in the short 
term. Says Vora: “Today’s small- 
and mid-cap companies are going 
to be tomorrow’s large cap. Mid- 
cap stocks are high growth ones, 
but are less liquid and volatile. If 
one can ignore volatility in the 
short-term, mid-cap funds are the 
best for building a fortune over 
the future.” Agreeing with Vora, 
Sunil Singhania, Fund Manager, 
Reliance AMC, says: “In mid-caps 
you don’t chase momentum. Our 
strategy has also been to pick high- 
growth companies at right valua- 
tion and even if a stock comes 
down, we are not worried as long 
as the fundamentals of the com- 
pany remain sound.” 

But investors can take comfort 
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ICICI EMERGING STAR FUND 


runo manacer: Nilesh Shah 
AVERAGE MARKET CAP* (RS CR): 1,761.17 
NET ASSET VALUE (IN RS): 30.45 


Market Capitalisation: % of portfolio 


Large 1.13% 


Mid 54.4% 






Small 44.27% 
Tiny 0.2% 


Return: 
3 Months 
6 Months 
One year 
Sensex (one year) 


Portfolio Concentration % Net Assets 
Top 3 Sectors 4 
Top 5 Holdings 

Top 10 Holdings 
As on July 31, 2007 


Top 5 holdings 

Deccan Chronicle Holdings 
Sintex Industries 

Subex Azure ; 
Patel Engineering Company 
Nucleus Software Exports 


Sunil Singhania/ 
Fund Manager/ Reliance AMC 


“Even if a stock comes down, 
we are not worried as long as the 
fundamentals of the company 
remain sound” 
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KOTAK MID-CAP 


runo MANAGER: Nikunj Doshi 
AVERAGE MARKET CAP* (RS CR): 3,240.29 
NET ASSET VALUE (IN RS): 21.47 


Market Capitalisation: % of porttolio 





Return: 
3 Months 
6 Months 
One year 
Sensex (one year) 


Portfolio Concentration 
Top 3 Sectors 

Top 5 Holdings 

Top 10 Holdings 

As on July 31, 2007 


% Net Assets 





Top 5 holdings 

SKF India 

Kirloskar Oil Engines 
Deccan Chronicle Holdings 
Patel Engineering Co. 
Maharashtra Seamless 


% Net Assets 





from the fact that some funds have 
taken steps to withstand the volatil- 
ity by aligning their portfolios to 
market conditions. In fact, the illiq- 
uidity in mid-cap stock has seen 
funds like Birla mid-cap (top per- 
former among mid-cap funds), 
Reliance Growth and Kotak Mid- 
cap Funds taking position in some 
of the bigger companies. Says A. 
Balasubramanium, CIO, Birla 
SunLife Mutual Fund: *We have to 
create a buffer at times of uncer- 
tainty. Investing in large cap helps 
us to liquidate position at the time 
of redemptions. Secondly, some 
mid-caps have grown to large caps, 
thus increasing our exposure to 
large caps." These three funds have 
an average market cap in the range 
of Rs 3,300 crore to Rs 6,750 
crore. Unlike these, the others 
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WE WORK WITH MOTHER NATURE. 
WE UNEARTH PRECIOUS MINERALS. 
WE WIN LAURELS YEAR AFTER YEAR. 


Al NADANAL A 
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Shri Prem Chand Gupta, Hon'ble Minister of Corporate Affairs (Centre) presented the award. 
On behalf of NMDC Shri K.R. Venkateswarlu, Director- Finance (right) received the award. 





NMDC IS CONFERRED WITH NATIONAL AWARD 
FOR EXCELLENCE IN COST MANAGEMENT 


NMDC Ltd, a Government of India Enterprise under the 
Ministry of Steel received the National Award for Excellence in 
Cost Management for the year 2006. NMDC was ranked "First" 
in the Category of Public Sector - Manufacturing Organisations 
for its Cost Management Practices. The award is pestes a the 
Institute of Cost and Works Accountants of India (ICWAI 











The award was conferred on NMDC for cost reduction through 
effective utilization of human resources, reduction in power, fuel 
consumption, selling and distribution costs. These factors 
reflected in the high growth achieved by NMDC in 2005-06. 


NMDC, India's single largest producer of Iron Ore. 











NATIONAL MINERAL DEVELOPMENT CORPORATION LIMITED | 
(A Government of India Enterprice) 
Regd. Office : 10-3-311/A, Khanij Bhavan, Castle Hills, Masab Tank, Hyderabad - 500 028 
Website : www.nmdc-india.com 





ECO-FRIENDLY MINERS TO THE NATION 
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MAGNUM EMERGING 
BUSINESSES FUND 


Fund MANAGER: Sanjay Sinha 
AVERAGE MARKET CAP* (85 CR): 1,853.02 
NET ASSET VALUE (IN RS): 31.82 


Market Capitalisation: % of portfolio 
Large 8.03% 


Mid 41.45% 





Small 50.52% 


Return: (%) 
3 Months 2 

6 Months 

One year 

Sensex (one year) 


Portfolio Concentration % Net Assets 
Top 3 Sectors 
Top 5 Holdings 
Top 10 Holdings 
As on July 31, 2007 


Top 5 holdings 
Crompton Greaves 
Adlabs Films 

KEC Infrastructures 
Jai Prakash Associates 
Bharati Shipyard 











have stocks invested with an aver- 
age market cap of less than 
Rs 2,000 crore. 

On other hand, other funds 
take concentrated bets on stocks 
and sectors to get their perform- 
ance. Sanjay Sinha, CIO, SBI Mutual 
Fund, has two funds—Magnum 
Mid-cap and Magnum Emerging 
Business Fund—among the top 
mid-cap funds that have taken con- 
centrated bets in his portfolio. Says 
Sinha: "Stock picking is the key. 
We are not afraid to take concen- 
trated bets as we believe most of 
our picks are jewels of tomorrow. 
However, we ensure that the 
stocks we invest in are liquid 
ones." In the Magnum Emerging 
Businesses Fund, top 10 holdings 
account for 65 per cent of the to- 
tal corpus with Crompton Gre- 
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Mihir Vora/ Senior VP & Head 
(Equities)/ HSBC Mutual Fund 


"Today's small- and mid-cap 
companies are going to be 
tomorrow's large cap. 
Mid-cap stocks are high 

owth ones, but are less 

Iquid and volatile" 


* The average market cap of the stock held in a portfolio of a fund 


MID-CAPS FOR YOU 


What the experts recommend. 


Hemant Rustagi/ CEO/ Wiseinvest 
Magnum Mid-cap 

Reliance Growth 

Birla Mid-cap 

Magnum Global Fund 

RATIONALE: Consistent performance and 
good portfolio of stocks in the funds 


R. Swaminathan/ VP/ IDBI Capital 
Birla Mid-cap 
Magnum Global Fund 


RATIONALE: Well-managed portfolios 
and currently sitting on good cash levels 


Citibank 

Franklin Templeton Opportunity Fund 
DSP Merrill Lynch Opportunity Fund 
Reliance Growth Fund 

RATIONALE: Good asset quality, large fund 
size, ample liquidity and superior 
performance compared to peers 
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HSBC MID-CAP 


Funo manacer: Mihir Мога 
AVERAGE MARKET CAP* (RS CR): 2,339.75 
NET ASSET VALUE (IN RS): 20.79 


Market Capitalisation: % of portfolio 







Large 4.19% 
Mid 55% 
Small 40.81% 


Return: (%) 
3 Months i 
6 Months 
One year 
Sensex (one year) 


Portfolio Concentration % Net Assets 
Top 3 Sectors 
Top 5 Holdings 
Top 10 Holdings 
As on July 31, 2007 








Top 5 holdings 
Elecon Engineering Co 
Punj Lloyd 

Opto Circuits (India) 
Thermax 

Sintex Industries 


% Net Assets 





Source: valueresearchonline.com 


aves accounting for nearly 10 per 
cent of the total corpus, while in 
Magnum Mid-cap fund, the top 
10 holdings account for 45 per 
cent of the total corpus. 

These funds, however, require 
some time to generate the returns 
for investors because it may so 
happen that the mid-caps could 
meander for a while longer than 
normal. Says Balasubramanium: 
*[nvesting in mid-cap funds 
should be on the philosophy of 
fill it, shut it and forget it." 
Investing in mid- and small-cap 
funds comes with risks such as 
above average volatility, impact 
cost and time taken to unlock 
value. However, over the long 
term, at least 3-5 years, the volatil- 
ity gets ironed out as they realise 
their true potential. 





National Mineral Development Corporation Ltd., 
Shares have been admitted for Dematerialization on 


Central Depository National Securities 
Services (INDIA) Limited (CDSL) Depository Limited (NSDL) 








For Particulars of Depository Participants (DPs) visit the respective websites : 





www.cdslindia.com www.nsdl.co.in 
E-mail ID : ramk@cdslindia.com Email ID : info@nsdl.co.in 
OR sachinm@cdslindia.com 


Particulars of Share Transfer Agent (STA) of NMDC 


Mis. Aarthi Consultants Pvt. Limited T Mr. G. Bhaskar, Manager 
1-2-285, Domalguda Contact Nos. 040 -27638111 / 27634445 
HYDERABAD - 500 029 Fax: 040 - 27632184 


website : www.aarthiconsultants.com 
E-mail ID : info@aarthiconsultants.com 


For further enquiry you may contact: Shri Kumar Raghavan, Company Secretary or 
Shri P.H. Prasad, Asst. Secretary. 
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Q „ Can be used as FM Radio separately with 
& automatic search options 


SIM CARD READER ` 
+ Read, edit and take backup of valuable data 
from your mobile phonebook, SMS etc. 
* Simple & easy-to-use device 


+ Elegant contour, no extra power, plug and 
play USB port 


SUBSCRIPTION SAVINGS FORM 
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The Other Side of ULIPs 


The spotlight is back on ULIPs and how they are sold. What 
you should know about them? NITYA VARADARAJAN 


VER SINCE THE INSURANCE 
E Regulatory Authority of India 

(IRDA) banned a complex ac- 
tuarial-funded product from insur- 
ance companies over two weeks 
ago, the spotlight is back on the 
tricky subject of uLiPs. They are the 
hot-selling products of insurance 
companies. Yet, there's a raging de- 
bate whether ULiPs are good for in- 
vestors, and whether insurance 
agents are mis-selling them to net 
higher commissions. So, should you 
buy them or not? Here are a few key 
answers you must know about (Лір. 


What are ULIPs and what plans do 
they have? 

ULIPs combine insurance and in- 
vesting. A part of your investment 
goes towards insuring your life and 
the rest is invested on your behalf in 
different plans chosen by you ac- 
cording to your asset allocation. 
Your premium determines your life 
cover because there is no flexibility 
strictly speaking. Life cover is usually 





C.S. Rao/ Chairman/ IRDA 


The spotlight is back on ULIPs ever 
since IRDA banned a complex 
actuarial-funded product from 
insurance companies recently 


five or six times the premium paid 
up. These products typically come 
with a three-year lock-in. A typi- 
cal uu plan will have the following 
components: insurance premium 
towards your life and investments in 
different asset classes. An ‘aggressive’ 
plan invests almost wholly in eq- 
uities, a ‘safe’ plan invests in 70:30 
equity and debt, and a ‘balanced’ 


plan invests 50:50. The buyer is al- 
lowed a limited number of switches 
between the plans. 


What are the charges incurred ir 
a ULIP? 
In the first year, the overhead char- 
ges are around 25-30 per cent of the 
premium paid up in the first year. 
There is an entry load for the fund, 
typically around 5 per cent, and 
management fees or policy admin- 
istration charges of around 1.5 per 
cent. Mortality charges, or insur- 
ance premiums, are deducted every 
year, which essentially covers youi 
life. In case of any eventuality, your 
family gets the insurance amount. 
In the first year, the agents get г 
higher commission paid througl 
the overhead charges, which is the 
centre point of the debate. The nex 
year, the overhead charges come 
down between 10 and 7.5 per cent 
and from the fourth year onwards 
it is 5 per cent. Fund managemen 
charges remain static. 


DON'TS 


< Don't buy a ШИР because 
the agent is friendly and 
convincing—he may not be in 
this job tomorrow to be 
accountable to you later 


Ф Don't buy a ULIP purely for its 
'aggressive' retums. Nobody can 
predict the market for the long 
term—bear spreads do happen 
in between 


A Don't buy a ULIP on the promise that you no longer 
have to pay your premiums after the third year and 
that you can withdraw funds anytime 


Ф Don't buy a policy without reading all the terms and 





K BEFORE YOU PLUNGE 


1:2 3 "е 


e^ 7 ex. E I : = дА J ' 
ULIPs offer life cover, but MFs are bette 


DOS 


Try to use the services of a certi- 
fied planner; or better still talk 

to people in the know. Get quota- 
tions from various companies and 
zero in on the most efficient plan 


All ULIPs are sold on the basis of 
returns. Make sure you under- 

stand the charges involved, and 
which fund is suited to your risk profile 


Ò Before you decide not to pay a premium or plan to 


withdraw funds—ensure that there is enough left to 
cover mortality charges and other administrative 
charges. The insurance cover may lapse without 
your knowing it 


conditions however tedious that may be. Also check Ò Your understanding is more important than the 


out performance of funds for the past several years 
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National B-School Challenge 


Ihe stage is set, once again for a thrilling contest. Presenting 


Business Today - Aditya Birla Group Acumen 2007, India's only - 


ACUMEN SCHEDULE 


To register, log on to www.btacumen.com 


FOR MANAGING TOMORROW TAKING INDIA TO THE WORLD 


Acumen Partner 


Harvard Business Review 


Radio Partner 


Media Partner 


Online Media Partner 





Are you sharp enough’? 


HARSHA BHOGLE 
HOST, ACUMEN 2007 
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effective leader. 
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“10 Rules for Strategic Innovators: From Idea to Execution” by 
Vijay Govindarajan & Chris Trimble. 

“ This book is a great additon to your toolkit.” 

- Jeffrey R. immelt, CEO, General Electric Company 


Please fill the following discount certificate and send it to the address mentioned below. 
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THE COST FACTOR 





Higher charges make ULIPs a tad more expensive, 


ULIP 
Entry load 5% 2,500 
Fund mgmt charges 15% 3,750 
Administration charges 240 
Mortality charges 140 
Total costs 6,630 
Money actually invested 43,370 


On an investment of Rs 50,000 and sum assured of Rs 2.5 lakh 


Source: Optima Risk Management and Insurance Services 


What are the drawbacks of a ULIP? 
As long as there are funds in your 
account to pay for the premium, 
your life is covered. If the unit value 
falls the next year to an extent they 
don’t cover your insurance, you 
might be told to pay up the insur- 
ance premium, or your cover could 
lapse. Another thing, investments 
and insurance, they say, should be 
separated. They offer no guaran- 
tee unlike traditional plans which of- 
fer 6-10 per cent returns. 


What agents don't tell you. 

Many agents don't dwell on the 
various charges year on year. Clients 
are usually told that withdrawals 
are permitted from the third year 
onwards and the annual premiums 
will be taken care by the corpus in 
the fund. What they don't say is 
that if there are insufficient funds for 
payment towards mortality charges, 
the insurance cover lapses. 


What are the regulations governing the 
expenses of a ULIP? 

In a mutual fund, expenses are cap- 
ped. But in a ULIP, insurers are given 
a greater leeway. In the event of 
the insured dying during the course 
of the plan, the sum insured or the 
funds left in the plan, whichever is 
higher, is given out to the surviving 
family. Very few give out both the 
sum insured and whatever is left in 
the fund, which would be more apt 
considering ULIPs deduct mortality 
charges anyway. A combination of 


MF 


2.5% 1,250 
15% 3,750 
0 

750 

5,750 

44,250 


ARE ULIPS GOOD INVESTMENTS? 


Mortality in MF is for a term plan of Rs 2.5 lakh 





Figures in Rs 


The salient investment features of two investment vehicles. 


ULIPs Mutual Funds 
Investment amount Determined by the investor Minimum investment amounts are 
and can be modified as well determined by the fund house 
Expenses No upper limits, expenses Upper limits for expenses 
determined by the insurance chargeable to investors have been 
company set by the regulator 


Portfolio disclosure Not mandatory 


Modifying asset Generally permitted for free 
allocation or at a nominal cost 
Tax benefits Section 80C benefits are 


available on all ULIP investment 


Source: Optima Risk Management and Insurance Service 


a traditional pure life insurance or a 
term plan (without endowment ben- 
efits) and investment in mutual 
funds directly is a better option. 


How many ULIPs are there in the 
market? Is there a true differentiation 
in products? 

There are approximately 50 prod- 
ucts in the market. Various products 
claim to be targeted for various re- 
quirements, but the variations are 
minor. There are only three types of 
life insurance—pure life or term 
plan without cash back, cash back at 
end of term, and regular payouts 
during various milestones. ULIPs 
combine the last two only. All ULIPS, 
whether they are children's plans 
or plans with bonuses, are essen- 


Quarterly disclosures are mandatory 


Entry/exit loads have to be borne 
by the investor 


Section 80C benefits are available 
only on investments in 
tax-saving funds 


5 


tially same, but with different payout 
structures. You can withdraw your 
money after the lock-in period, but 
by and large most ULIPs are front- 
ended products. 


What should one do before buying a 
ULIP? 

Don't get carried by NAVs which 
prevail for a few months—look at 
the track record of the fund for a 
few years. Don’t assume that what is 
there in the NAV is what you will 
get—make provision for the 
charges. Don’t buy any policy how- 
ever persuasive the agent—without 
reading the fine print. If it is in- 


vestment you are looking for, sys- A 


tematic investment plan jf ai MF is 


more flexible and less (pensive. 
мег 
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Down, But Not Out 


Some sectors have underperformed, but are bouncing 
back. Where to find undervalued gems. RISHI JOSHI 


HEN THE SENSEX 

tumbled from 

15,795 on July 24, 

2007, to 14,919 
currently, it registered a mere 
5.5 per cent drop. The effect of 
that fall, however, has been 
sharper in a few major sectors. 
For instance, the BSE IT index is 
down 10 per cent in the same 
period, while the BSE Bankex lost 
9 per cent. Others such as the 
auto and healthcare sectors, too, 
lagged the broad market Sensex 
this calendar year. 

But while the stock markets 
seem to overreact, there’s a re-rat- 
ing of some sectors taking place 
on the street. Traditionally a de- 
fensive sector like FMCG, which 
was largely ignored in the current 
market boom, is showing signs of 
bouncing back on the back of 
strong domestic consumption. 
Not surprisingly, while the broad 
market corrected, the BSE FMCG 
Index returned a smart 4 per cent 
gain in the last 30 days. 

Analysts contend that the 
market’s forward valuations are 
not over the top, yet not cheap ei- 
ther. Sensex is expected to clock 
an Eps of about Rs 840 in 2007- 
08, which results in a one-year 
forward P-E of 17.7, down from 
its peak of about 18.8. This ap- 
pears reasonable though uneven 
global fund flows could see the 
market remain range bound in 
the short-term and increase chop- 
piness, Says Tarun Sisodia, Head 
(Research), Anand Rathi 
Securities: “The subprime market 
woes will peak by the end of 
2007. Therefore, the next 3-4 
months could witness more than 


abnormal levels of volatility." But 


246 BUSINESS TODAY SEPTEMBER 23 2 








Trying to Catch up 
The IT, Banking and FMCG sectors have lagged Sensex. 
m= 
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Jan. 6, 2007 Aug, 25, 2007 


Source: BSE 


EE BANKEX FMCG NEN SENSEX ШЕТ 


Base- 100 


zm FMCG 

m Growth momentum on back of rising 
incomes and higher consumer spending 

m Low penetration levels in most 
Categories 

m Greater pricing flexibility for companies 
in most product categories 

m Will gain from the boom in retail trade 


Growth in offshoring business expected 
First mover advantage for Indian 
companies in offshoring 

Impressive client base of IT services giants 
Most domestic companies are clocking 
robust volumes growth and higher 
billing rates 


BANKING 

m No significant exposure to the 
subprime market 

m Robust credit offtake expected on back 
of strong economic growth 

m Agricultural and rural financing 
to be key growth drivers going 
forward 








the effects will wear out over the 
long haul. Concurs Lalit Thakkar, 
Director (Research), Angel Broking: 
“The us subprime market is worth 
$750 billion and the total outstand- 
ing debt in the global economy is 
$100 trillion. The subprime exposure 
works out to less than 1 per cent of 
the total outstanding credit. It’s not 
significant to trouble the global econ- 
omy and it won't be long before the 
markets get over it.” 
Opportunities still abound 
within sectors. And this correction is 
an opportunity to invest in funda- 
mentally sound companies of sturdy 
sectors. Cautions Sandeep Nanda, 
Head (Research), Sharekhan: 
“Investors must raise the cash levels 
in their portfolios and improve the 
quality of the stocks they invest in.” 
Back companies that are domestic 
consumption and investment de- 
mand-driven since then are least 
likely to be affected in the eventu- 
ality of a global slowdown. For in- 
stance, the FMCG, telecom and in- 
frastructure sectors are the favoured 
sectors in the current choppy mar- 
kets. Yet, analysts also point out 
that there’s value to be had in sec- 
tors like IT as it has growth stories 
which could give decent returns 
over the medium- to long-term. 


FMCG 
It’s bouncing back on rising incomes 
and higher consumer spending. 


Value in the House 





Lalit Thakkar/ Director (Research)/ Angel Broking 


“The US subprime market is not significant to trouble the global 
economy and it won't be long before the markets get over it” 


Moreover, low penetration levels 
in most categories and an improved 
pricing flexibility are the prime 
growth drivers. FMCG major Hind- 
ustan Unilever (HUL), formerly 
known as Hindustan Lever, is ex- 
pected to post steady revenue 
growth as core brands sell with a 
better pricing power. It’s investing in 
high-class products and expanding 
its processed food business. Analysts 
contend, this will reflect in higher 
volumes. Organised retail, too, will 
help build and sustain volumes. 
Another long-time stalwart, Godrej 
Consumer Products has a strong 


These stocks have plenty of steam left in them. 


Godrej 








Jan. 6, 2007 Aug, 25, 2007 


TCS 









Jan. 6, 2007 Aug. 25, 2007 


toehold in the personal care and 
hair colouring segments. Its recent 
price hikes will improve margins. 
The company plans to gain mar- 
ket share (100 basis points every 
year) through launch of new prod- 
ucts. It has a steady dividend payout 
record, with yields at 7 per cent. 


Banking 

Subprime market fears have seen 
banking stocks dip, but now they 
are attractive too. Most Indian 
banks don’t have any significant 
exposure to the subprime market. 


Says Thakkar: “As the credit to СОР 
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FIND OUT 
WHICH STATES STAND TALL IN THE 
5^ INDIA TODAY STATE OF STATES CONCLAVE. 
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INDIA 


TODAY 





THE STATE OF STATES CONCLAVE 
2007 


Where 30 States and 5 Union Territories will be evaluated on hard 
performance data and the best performers will be felicitated under 
the following categories: 


* Agriculture * Consumer Markets * Education 
* Governance * Healtb * Infrastructure * Investment 


* Macro Economy * Overall Performance 


The 2007 study will also have two special categories: 
* Most inclusive state * Best in poverty reduction 


Date: September 14, 2007 


d the detailed study in the special issue of INDIA TODAY, on sale from September 14, 2007. | 
. Watch the coverage only on Aaj Tak and Headlines Today on September 14, 2007. 
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ratio is 0.5 times in India as against 
1.2 times in China and 1.5 times in 
the us, the risk here is almost nil.” 
And the country's second-largest 
bank, ICICI Bank, makes a good in- 
vestment now. Its focus on urban re- 
tail and corporate banking paid off 
in the past, but now it plans to 
foray into the rural markets in a 
big way. A smaller psu bank, Orie- 
ntal Bank of Commerce, is efficient 
on operational fronts. Analysts con- 
tend its operating costs will further 
reduce following a thrust on fee- 
based income. 


Information Technology 
Offshoring is taking off in a big 
Way, rupee appreciation and con- 
cerns about a Us slowdown notwith- 
standing. The total offshore business 
potential stands at around $330 
billion, according to a NASSCOM- 
McKinsey report—and just around 
10 per cent of this is global off- 
shore revenues. Indian companies, 
with their first-mover advantage in 
this space, global delivery capabili- 
ties, ever-increasing scale and im- 
pressive client base appear set to 
take full advantage of the opportu- 
nities. IT pioneer in India, TCs, is 
Asia’s largest software company and 
has the highest number of global 
delivery centres. The company is 
making a move towards a ‘full-serv- 
ice capability’ organisation, offering 
the full range of services. ТС$ ap- 
pears well-positioned to reap the 
benefits of the strong growth ex- 
pected in the global offshoring in- 
dustry. On the other side of the 
competitive divide, Infosys Tech- 
nologies has one of the best man- 
agements—a prime reason to 
have the stock in your portfolio. 
Though the company’s topline has 
recently been dented by a stronger 
rupee, it has continued to deliver 
strong volume growth and higher 
billing rates. 


Telecom 
India is the fastest-growing telecom 
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Sandeep Nanda/ Head (Research)/ Sharekhan 


“Investors must raise the cash levels in their portfolios and improve the 


quality of the stocks they invest in” 


market in the world and monthly 
mobile subscriber additions in July 
2007 nearly hit the 8-million mark. 
Despite this, mobile teledensity 
still stands at a little over 17 per 
cent, leaving enormous scope for 
growth. Expansion of coverage 
area is undoubtedly the key pri- 
ority for mobile service providers. 
The government has extended a 
strong support to the sector. 
Among the better placed compa- 
nies that has been the market 
leader consistently is Bharti Airtel. 
Says Nanda: “Bharti is the key 
beneficiary of the consumption 
boom in the country. Execution 
excellence has been the reason be- 
hind this performance.” It gradually 
outsourced its non-core activities, 
like hiving off its mobile tower 
business, which enabled Bharti to 
save costs and improve efficiency. 
A close competitor, Reliance 
Communications has also trans- 
formed the competitive dynamics 
of the sector. Through lower tar- 
і, attractive bundled offerings, 
an integrated presence across the 
telecom value chain, value-added 
products and services and brand 


building initiatives, the company 
has managed to become a leader in 
the Indian telecom industry. R- 
Comm owns the world’s largest 
submarine fibre optic cable system, 
FLAG Telecom, connecting coun- 
tries across the globe. Through this, 
the company has become the leader 
in the international long-distance 
(ILD) market. 


Infrastructure and 
Construction 

The infrastructure sector has been 
clocking impressive growth recently 
of 8-9 per cent. Enhanced invest- 
ment allocation for infrastructure 
in the 11% Five Year Plan to $384 
billion (Rs 15,74,400 crore), too, 
will ensure growth for the infra- 
structure companies. 

Construction Industry Develo- 
pment Council estimates that 
Rs 14,500-billion worth of invest- 
ments will be made in construction 
over 2007-12, which will throw up 
big opportunities for the construc- 
tion companies like Hcc. It already 
has a strong order book of Rs 7,856 
crore that gives it earning visibility 
over the next few years. 


Mbt money 


Drive a Smooth Bargain 


The coming festive season promises to be 
new car buyers. How to find the best deals. 


RIVE YOUR OWN NEW CAR IN 
D» as great deals are flow- 

ing the car buyer's way. 
When Biraja Tripathi, 25, Product 
Manager at Kotak Mutual Fund, 
bought a new car this August, he 
landed a sweet deal—a brand new, 
dynasty red, Santro Xing х1. for just 
a down payment of Rs 8,000. The 
dealer's discounts took care of his 
registration and stamp duty charges. 
And the bank was more than willing 
to offer him near 100 per cent fund- 
ing. "Since it was the month-end, I 
got a very good deal," he says, ea- 
gerly awaiting his new car. 

As the cars business has been a 
competitive market, buyers have 
an edge when negotiating a deal. 
Hitesh Panchal, 33, a Software 
Engineer at TCS, bagged a music 
system, speakers and keyless access 
along with his husky blue, Santro 
XO last year. His three-year loan 
at an EMI of Rs 8,333 was because 
of an increased down payment of 
Rs 1.5 lakh. “I needed to keep the 
total interest costs low so I took a 
lower tenure and made a higher 
down payment." 

And this coming festive season, 
the car business is expected to in- 
crease as consumer interest rises. 
Says Ravi Narayanan, Head (Auto 
and Commercial Loans), icici Bank: 
"Auto loans have been growing well 
in the recent past. But this festive 
season, the industry will grow 
faster." As of now, the deals are in 
favour of the buyers, so they may 
not get any better, but dealer dis- 
counts could marginally increase. 

There are plenty of banks in 
the fray, but ICICI Bank and HDFC 
Bank are the biggest in the fray. 
Among the р505, State Bank India is 
also a big player in the business. 
Apart from the banks, there are 


a good season for 


CLIFFORD ALVARES 





It's raining discounts for car buyers. The Panchals (pictured above) 
made a „жч down payment to keep overall interest costs low. 


They also 


GEARING FOR A DEAL 
Quick tips to negotiate a good bargain. 





agged a few extras such as a music system 


п Dealers and lenders provide cash incentives or freebies, which help reduce 
the cost of your loan. Negotiate hard with all of them for a good deal 


= The direct selling agents pass up their commissions in your favour, which 
ranges from 2-2.5 per cent of the loan amount 


в Dealers push cars depending on the model, colour, accessories, etc. If you 
are not looking for a particular model, you could look across models and 


colours for the best offer 


в Don't club your discounts with accessories. Negotiate for dealer discounts, 
accessories and DSA discounts separately, and bargain to maximise them 


п Cars that are not-so-fast-moving have a higher dealer discount 


non-banking finance companies, 
but they usually finance niche seg- 
ments or products of certain com- 
panies. That means there's plenty of 
choice available for you when you 


are choosing the loan. You would 
only want to check how long the 
financiers take to disburse the loan 
and how soon you will get the de- 
livery of your car. 
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Drive in 
For you, as there are many play- 
ers in the car loans business, there’s 
an extra bit of effort needed on 
your part to scout for dealers and 
negotiate with them. Still there are 
plenty of deals available, depends on 
where you look. Do compare the 
car loan interest rates, and choose 
the lowest interest rate. Usually, 
the small cars that are ranging 
within a price tag of Rs 3.5-4 lakh 
have a lower interest rate. The cars 
over that price range usually are 
charged about 50-100 basis points 
more in interest costs. Check the 
monthly installments per lakh from 
the bank or financier before you 
negotiate for anything else. This fa- 
cilitates an easier comparison of 
loans across different banks and 
financiers. The lower the EMI per 
lakh, the cheaper is the loan. Buyers, 
however, have to make a down 
payment towards the car, which is 
usually 15 per cent, but you can 
get even 100 per cent financing 
these days depending on your credit 
history. You can increase your down 
payment and reduce your EMI, re- 
sulting in reduced interest costs. 
Most buyers opt for the mid- 
dle range of around five years, 
which is usually the life of the car. 
Says Harsh Roongta, CEO, 
Apnaloan.com: “Five-year loan 
terms are popular with car buyers, 
as most cars have a shelf life of sim- 
ilar duration.” Besides, it’s only the 
smaller cars that are financed over a 
seven-year period. Among other 
things, when you are scouting 
around for a car, apart from the 
interest rates, look for the type of 
plan that the bank is offering, the 
processing fee and how the ЕМІ 
are calculated—it should be on a 
reducing balance basis, although 
that is the norm nowadays. After 
you have settled on the interest 
rates, negotiate separately for fin- 
ancier discounts that are usually 
passed on by them. Though it will 
form a small portion of the dis- 
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ON THE LOAN HIGHWAY 


Interest rates on premium cars cost a shade less for buyers. 


Mercedes 





Hyundai Santro 
3-year term 5-year term 
Banks Standard Premium Standard Premium Margin 
State Bank of India 12.25 12 12.25 12.25 15% 
Bank of Baroda 11.25 10.75 125 125 15% 
ABN AMRO Bank 11.5-12.5 10-11.5 11.5-12.5 10-11.5 NA 
ICICI Bank 13.25-13.5 13.25-13.5 14.25 14.25 NA. 
HDFC Bank 14.25 14.25 14 14 NA. 
Axis Bank 12.5 NA. 12 NA. 15% 


The effective rate for individuals could differ as discounts and freebies could be built into the loan 


Rates as on August 22, 2007 


Ravi Narayanan 
Head (Auto and Commercial Loans), ICICI Bank 


“Auto loans have been growing 
well. But this festive season, 
the industry will grow faster” 


counts, it nevertheless helps to bring 
down the overall cost of the car. 
Also, dealers offer cash discounts 
separately on different cars, de- 
pending on car models, colour, and 
inventory position. You can add 
these discounts to your loan amount 
and, in turn, reduce your EMI. 
Bargain for other accessories 
such as car stereos, speakers, free 
registration and stamp duty sepa- 





Source: Apnaloan.com 


ff 





Harsh Roongta 
CEO, Apnaloan.com 


“Five-year loan terms are popular 
with car buyers, as most cars have 
a Shelf life of similar duration” 


rately. Some financiers may not 
offer you any freebies if you are 
opting for cash discounts upfront. 
Others could offer you both. 
Accessories could usually fall 
cheaper for the dealers, so your 
option could be to take all the 
cash discounts. Remember, bar- 
gain hard and very soon you could 
easily be zipping away in your 
new car. 
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No Entry Toll 


Good news for direct investors in MFs, courtesy SEBI. 


proposal to waive entry loads on direct applications 
in mutual funds could change the way investors in- 
vest. SEBI has mooted that investors do not have to pay 
entry load if they invest directly in MF schemes. Currently, 
all investors, irrespective of whether they come through 
a distributor or directly, are required to pay an entry 
load—which is around 2.25 per cent of investments. This 
charge is used to pay commissions to distributors. 
The proposal has evoked mixed responses from 
the industry. Some CEOs like Devendra Nevgi of 
Quantum AMC have welcomed the decision as it is a way 
to control mis-selling of funds. Others like Vijai Mantri 
of Deutsche Asset Management feel it's early to get 
judgmental on the complete episode. Says Mantri: 
"We can't ignore the fact that distributors have played 


ENTER WITHOUT LOAD? 


m SEBI proposes to waive entry load for 
Investors investing directly in equity funds 


W The proposal is a move to control mis-selling 


m Distributors will now have to play the 
role of financial advisors rather than that 
of a pure commission agent 


m |f the proposal comes into practice, it 
will help investors save money if they 
go the direct way 


S ECURITIES & EXCHANGE BOARD OF INDIA’S LATEST 





a role in developing the industry and today many retail 
clients depend on distributors for investment advice, We 
have to see to it that the industry growth doesn’t slow- 
down if distributors are sidelined.” 

As of now, only a small portion of investor money 
comes through the direct route. SEBI has been trying to 
reduce the influence of distributors in the financial 
system as intermediaries have been responsible for the 
large-scale churning in funds, However, once the pro- 
posal is passed by the regulator, it would be interesting 
to see if investors come through distributors, Says 
Mantri: “An investor will only go to an agent if he is get- 
ting value.” The industry will evolve with professionals 
like financial planners coming into play, but it remains 
to be seen how mutual funds act. Mutual fund is a low- 
cost model and typically fund houses don’t invest 
heavily to set up offices to gather direct clients. Many 
mutual funds still don’t have presence in more than five 
cities. Yet, for investors who prefer the direct route, the 
move, if it comes through, will save a tidy sum. Ш 

MAHESH NAYAK 


MF SCOREBOARD: AUGUST 2007 


The top performers category-wise. 


EME NAME 





DIVERSIFIED EQUITY 


1 JM Emerging Leaders Fund 132 О 
2 IM Hi Fi Fund 122 4$ 
3 Escorts Plan 6 E 
4 ЈМ Small & Mid-cap Fund 11.2 3 
5 Taurus Starshare 492 24 
on i a aa: 
1 Escorts Tax Plan 508 24 
2 JM Equity Tax Saver Fund-Series | 11.6 1 
З DWS Tax Saving Fund 12 04 


4 Sundaram BNP Paribas Taxsaver (Open-ended Fund) 29.7 -0.1 
5 SBI Magnum Tax Gain Scheme 93 


1 Reliance Diversified Power Fund 483 44 
2 JM Basic Fund 2608 22 
3 ICICI Prudential FMCG 42 15 
4 Franklin FMCG Fund p 36 04 
5 UTI Thematic Infrastructure Fund 32 03 
1 JM Balanced 224 35 
2 Escorts Balanced Fund 537 18 
3 Reliance RSF-Balanced 128 07 
4 Birla Sunlife 95 2001 05 
5 HDFC Children's Gift Fund-Saving Plan 154 05 
Уу кэз! ESTERS) 
1 HDFC Multiple Yield Fund-Plan 2005 116. 0:91 
2 Birla MIP-Savings 5 121 078 
3 LIC MF FRF-MIP-Plan B 12.2 0.64 
4 PRINCIPAL MIP 16 051 
5 DSP ML Savings Plus-Aggressive Fund 146 04 
1 Franklin India International Fund 9.8* 270 
2 ICICI Prudential LTP-Cumulative 162 088 
3 Birla DBF-Retail 11.9 0.82 
4 Sundaram BNP Paribas Income Plus 132 077 
5 Sahara Income Fund 135 0.68 
ok is REN. 
1 Escorts Liquid Plan-Growth 113 081 
2 DWS Credit Opportunities Cash Fund-Growth 102 070 
3 ICICI Prudential Liquid Plan-FII-Growth 111 0% 
4 ICICI Prudential Liquid-Super IP-Growth 114 0.65 


"Absolute retums percentage as of August 29, 2007 
Source: Mutualfundsindia.com 


#As of August 28, 2007 
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A GROUP OF YOUNG PROFESSIONALS 
stands crowded around a computer. 
On the screen are several detailed 
models of a building. Opinion is di- 
vided on the simulated elevations. “If 
we rotate the building 10 degrees 
to the right, it will reduce the heat,” 
says one group. “No, put the insu- 
lators in the ceiling and that will 
reduce the energy costs,” says the 
other. The building is immediately 
rotated 10 degrees and the energy 
cost comes down a couple of 
notches, The insulated ceiling, too, is 
put in place and voila, the hunt for 
perfect building model is over. 


F YOU THOUGHT IT'S SIMULATED 

gaming we are talking about, 

think again. This is a regular day 
in the life of green architects and 
engineers—rotating a building by 
a few degrees, inserting an insulated 
ceiling, putting a ledge here or a 
window sill there—all to make it 
smart, green, and energy- 
efficient. 

Ashish Rakheja, Director, 
Spectral Services Consultants, which 
designs green buildings, is one such 
engineer whose 15-year career has 
moved the green way over the last 
4-5 years. "Before the green pa- 
rameters of environment-friendly 
and smartly-designed buildings be- 
came known, we did our best with 
the building designs without being 
able to measure what impact it 
would have on the energy-efficiency 
of the building." A degree in me- 
chanical engineering and a post- 


Prem C. Jain/ 
Chairman/Indian Green Building Council & 
CMD/Spectral Services Consultants 


"Green constructions generate | 
‘surplus’ power and free us of 
our dependence on the grid” 








Vincent Lottefier/ CEO/ Jones Lang LaSalle Meghraj а 





“We have managed 45 million square feet where the green 


building concept is very much a focus area” 


graduate degree in thermal engi- 
neering later, Rakheja is now an 
“electro-mechanical” cog in the 
green workforce. 

However, these green architects 
and engineers are in short supply 
and, therefore, in great demand. 
The construction industry boom 
has added impetus to the green 
building drive. Says Prem C. Jain, 
Chairman, Indian Green Building 
Council, and Chairman and 
Managing Director, Spectral 
Services Consultants: "Construction, 
of course, is booming; but there's 
now demand for this new class of 
architects and construction 
manpower. " 


Building Smart Careers 

There is a robust green building 
movement sweeping across the 
globe. In India, the trend, which 
began gaining momentum two years 
ago, is now at a new high—more 
than 100 buildings have been reg- 
istered with СП-С̧гееп Business 


Council for the LEED (Leadership 
in Energy and Environmental 
Design) ratings. 

A green building is one that sub- 
stantially reduces environmental 
damage to its surroundings and pro- 
vides a healthy environment for 
people working and living in it. 
Says Jain: “Green constructions 
'generate' surplus power, through 
the deployment of renewable energy 
sources and lessen our dependence 
on the power grid that is loaded 
with power generated (largely) with 
fossil fuels." 

All Indian construction compa- 
nies are keen on hiring "green" ar- 
chitects and engineers. Major cor- 
porations having a global presence 
are also in the fray for talent from 


Mili Majumdar 
Fellow and Area Convenor/ TERI 


“Green has a multi-disciplinary 
approach and requires an inte- 
grated knowledge of subjects ” 





— cross the 50,000 mark by 2012 


LIIVA SISYA 





GROW, NATURALLY 
The ready reckoner of hot jobs. 








п Green Architects Б 2795 

m Economists 

m Water and Waste 
Management Experts — 


m Electro-mechanical 
Engineers шт 

m Energy Auditors 

= Commissioning Agents. 

m Civil Engineers — _ 

m Environmental Engineers 

m LEED*-accredited 
Professionals 


* LEED (Leadership in Energy and Environmental 
Design) is a green building rating system 
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Jobs Гоаау 





this pool to achieve *carbon 
neutralisation" goals in their 
offices, factories and resi- 
dential complexes. The de- 
mand is for engineering and 
architecture graduates with 
relevant specialisations and 
the right aptitude to concep- 
tualise and coordinate such 
projects. *In India, we need 
people to do energy simula- 
tion, not in tens but in thou- 
sands," says Prabhakar Rao, 
Manager, New Projects & 
CDM, GMR Industries. 

Apart from the demand 
for architects and engineers, 
there are other specialist fields 
that have opened up. This 
industry requires com- 
missioning agents as well as 
energy auditors—both these 
fields require electro- 
mechanical engineers. 

Says Mili Majumdar, 
Fellow & Area Convenor, 
Green Building Rating Cell, 
The Energy and Resources 
Institute: “This green initia- 
tive needs a multi-discipli- 
nary approach and each of 
the profiles requires an in- 
tegrated knowledge of ar- 
chitecture, electrical engineering, 
mechanical engineering, civil en- 
gineering, public health and in- 
door air quality, among others." 


It's CEO, not CSR, talk 


A green building is no longer some- 
thing that is only fashionable or a 
showpiece of corporate social re- 
sponsibility; it is now a require- 
ment. Vincent Lottefier, CEO, Jones 
Lang LaSalle Meghraj, says: “We 
now manage 45 million sq. ft on be- 
half of the investors and occupiers 
and the green building concept is 
very much a focus area. This is a 
very important topic for us—both as 
users as well as sellers." 

The influx of American and 
British companies listed on New 
York Stock Exchange has helped the 
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Ashish Rakheja/ Director/ Spectral Services Consultants 


"Earlier we did building designs without 
being able to measure its impact on the 
energy-efficiency of the building" 


green building movement in India. 
*Very soon, these companies will 
begin asking: “What is the energy 
saving design of your building? At ju 
Meghraj, we are certainly lobbying 
with developers and they are listen- 
ing," says Lottefier. Green buildings 
can reduce operating expenses both 
for occupiers and developers. “It’s a 
win-win for both," he adds. 


No Place for Energy Guzzlers 
Gone are the days of energy- 
guzzling glass buildings popping up 
across the length and breadth of 
major cities. A flurry of green ac- 
tivity in construction means that 
India will need more than 8,000 
green architects and engineers by 
2012. However, industry estimates 
add that if you count the number of 


product developers, energy 
auditors and commissioning 
agents, this figure will cross 
the 50,000 mark. 

There are openings 
across all levels—from sen- 
ior managers to entry-level 
green architects and engi- 
neers. The pay packets, too, 
are alluring and depend on 
the stature of the projects, 
reputation of the hiring 
firms and their long-term 
perspective. A trainee takes 
home Rs 3-5 lakh per an- 
num; this can rise to Rs 15- 
50 lakh at middle and 
senior levels. 

Companies are scram- 
bling to put in place 
greener practices, to present 
themselves as more eco- 
friendly and to develop 
products and services to fill 
a new demand for all things 
green. *The phenomenon is 
creating jobs in fields like 
urban planning, carbon 
trading, green building and 
environmental consulting," 
says Dhirendra Shantilal, 
Senior Vice President, Asia 
Pacific, Kelly Services. The 
green building space will open up 
careers for non-architects and non- 
engineers as well. “Architects and 
engineers need staff to research new 
materials as they become available," 
he says. Result: a rising demand 
for conservation biologists. 

Then, there is a boom in the in- 
dustries that make products for 
these green and smart buildings. 
Small plants have come up in met- 
ros and on construction sites to 
manufacture aerated concrete blocks 
and fly ash bricks for these 
buildings. 

Going by the frenzied activity, 
“green” has become fashionable 
not only among the activists but 
also among hardcore professionals. 
Green, after all, is also known to be 
the colour of money. 


LITVd 515ҮЯЗ0 


Market Movers 


Wanted pros with their fingers on market pulse. 


NDIAN CAPITAL MARKETS ARE GROWING AND WITH THIS, 
Line demand for market analysts is increasing. The in- 
dustry encompasses mutual funds, investment consul- 
tancy firms, broking houses, insurance companies, mer- 
chant banks, pension funds, КРО firms and financial 
institutions. At a compounded annual growth rate (CAGR) 
of 35 per cent for the next few years, it is estimated that 
the industry will employ around 12,000 professionals by 
2011. Says Eshwara Venkatesam, coo, FiNoble Advisors, 
an asset management firm: “The field is still evolving 
and the demand for trained personnel will continue to 
rise in the foreseeable future. Fresh graduates as well as 
professionals with exposure to financial services and IT 
management, are in great demand." ш 

MANU KAUSHIK 


FACT BOX 


WHO'S HIRING: Citigroup, JP Morgan, HSBC, UBS, 
Goldman Sachs, Lehman Brothers, Merrill Lynch, 
McKinsey, Fidelity, CRISIL, and a host of players 


WHO'RE THEY HIRING: MBAs in Finance, Masters of Financial 
Control, CAs, Chartered Financial Analysts (CFAs), and 
PhDs or Masters Degree holders in Statistics 








AT WHAT LEVEL: At all levels. Half the openings are at the 
fresher's level 


AT WHAT SALARIES: For freshers, the salaries range from Rs 6 
lakh to Rs 8 lakh p.a. Mid-level professionals can get 
anywhere around Rs 15 lakh to 30 lakh p.a. plus bon- 
uses. Senior level executives command between Rs 50 
lakh and Rs 1.5 crore plus bonus components 


WHAT ARE THE NUMBERS LIKE: At present, the industry employs 
around 4,000 professionals and this figure is likely to go 
up to around 12,000 by 2011 








COUNSELLING 


HELP 
TARUN! 


Q: | am a post-graduate in economics. | intend to pursue 
law. How good are the smaller courses in patents law, 
and which institutes are offering courses in other growing 
branches such as laws on forex management, cyber laws, 
piracy, etc? | 

Most law institutes offer specialisations in Intellectual 
Property and Patent Law. Hence, if you are pursuing 
a five-year programme or a post-graduation, uni- 
versities or law institutes are your best bet. There are 
PG Diplomas in iP available if you want to take them 
up after your basic law training. If you want specialised 
training programmes, the Intellectual Property 
Training Institute of the Government of India offers 
short courses as do most of the major law schools. 
Check out http://ipmall.info/hosted_resources/ip_in- 
dialip india educational opportunities.asp. 


9: | am planning to do an mea in finance. | would like to 
specialise in banking and insurance. Please advise. 

If you want to specialise in banking, join a bank right 
after your MBA. Most banks have good rotational 
programmes and you will get an all-round experience. 
If you are keen on insurance, apply to insurance com- 
panies after post-graduation. You can simultaneously 
do short-term distance learning courses in allied subjects. 
Answers to your career concerns are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to He/p, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Bharti Airtel Limited, Head Campus, 
Chennai, 11-21 Years, 4118330 
Candidate should have ability to work in a 
dynamic and diverse environment. Work 
across varied topographies and socio-political 
environment. You should be able to monitor 
the project schedules, benefits management 
strategic supervision and guidance. 

ind E Limited, CEO, Pondicherry, 
15-25 Years, 4086250 — 

‘Candidate must be. good leader of the medium 
scale ‹ organization. He is responsible for the 
business of the organization. He rust be an 
ecting graduate ч with кеш MBA 
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Must be із. не ably an ‘engineer 
having. ex lent communication 1 skills and 









12 Years, 4111501. 


on as ager- Ancien 
Banking, Mumbai, 


Direction, Assistant Vice President/ 
Sr. Manager Ops. , Chennai, 11 - 15 
Years, 4141219 : 
Entrant should have min 5-8 years of BPO 
exp. & ability to manage and motivate teams 
and performance, problem solving & decision 


making. abilities, excellent communication 
skills. 


Future Tech, Assistant General 
Manager - Finance, Mapa d 11 - 16 
Years, 4162793 

Entrant should be able to monitor and control 
accounts & MIS and. oversee IT 

implementation. You should have a keen 
business sense and be exceptional at financial 
and business analysis. 


Godrej & Boyce Mfg. Co. Ltd., Senjar 










Aspirar sh should have very км 1 
communication skills, has to be an MBA or: 
equivalent qualification, He ‘should | 
experience of minimum 10-15 years fro 
worsted уша and wooltops. 





H 2n 
Bangalore, 10 8 


‘Radiant Infosystems Pvt. Ld, 
Indian Operations, 
Years, 4105291 | 
ee i Jer | 













Manager Maintenance, Murni, 10 - | ) m 





He will be competent in al maintenan e 
related activities and has knowledge and 
network to resolve. all the maintenance related 
issues. Не will be r req 











c do liaison with 
| construction 





15 - 18 Years, 
3664976 


Responsible for preparing and using cases to 


depict system behavior by identifying sub- 


; goals and success and failure scenarios, 


India Carbon Ltd, GM / ҰР - > 


Marketing, Kolkata, 15 - 20 Years, 


4151913 


Candidate should be an MBA from a reputed 
institute with around 20 years experience 
primarily in Marketing and Sales of Industrial 
Products with last 5-7years in the position of 
GM/VP. He will be responsible for 
Development and Execution of the 
Company's Marketing Strategy. 

Ispat Industries Limited, Sr. Vice 
President- - Commercial, Nagpur, ; 
20-30Years, 4123211. 
Responsibilities include, Procurement of 
material, Store/ Inventory Control, Logistics 
function, Coordination with Plant/Market, 
Disposal of surplus assets, Disposal of Store 
item and Handlingo of contracts 
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Репоп should be well versed with; provisi 1 
of ا‎ Act, Income Tax 8, Sales Т. i 
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India Infoline Ltd., Branch Manager - 
Equity, АНалаБай, 2-7 Years, 
4144994 

Candidate will be ыры for the 
profitability & overall. functioning of a 
branch, You should have experience in Capital 
Markets in similar capacity or as senior 
relationship managers can apply. 


Huresys Network Pvt. Ltd., Sr. Sales 


Engineet, Bangalore, 5- 8 Years, 
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Engineer), having 5-8 vears of experience in 
selling Capital Equipments with a reputed 
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Powetsoft Global Soltions Ld, Wie 1 


President - Sales (Software Services), 
Bangalore, 12-20 Years, 3989804 

Candidate should be able to meet potential 
clients at the highest. level including MNC 
make convincing proposals and converting 
the same to business deals and commercial 


transaction closure. at he CXO, MD 


Directors Level 


Real Soft ise, 84 Buses 


Development Executive, Bangalore, 
5-7 Years, 3622654 
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must have called and /or made presentations 
to Foren in the US region. | 
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Sandvik Asia Ltd., Field Sales 
Engineer, Pune, 3- 6 Years, 413187. | 
Entrant should be BE (Mechan al 
Metallurgy), having minimum 3 years | 
Industrial Selling experience. You should have 
ability to perform in a team oriente 
continuous improvement environment. 
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Mumbai, 10- 15 Yara, 3558051 | 
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Code: А-1 - Position: Associate VP / $t GM / GM Location: Delhi, Pune, Bangalore 

il Engineer with 15 / 20 years experience in management of large scole construction projects involving technical / 
erdal aspects in construction / real estate / infrastructure industry. Should have strong aptitude for construction 
ignogement ond to complete the projects as per schedule. 


Code: A-2 - Business Development - Position: AGM / St Mgt Location: Bangalore 


Civil Engineer with 8 / 12 years experience in construction / real estate / infrastructure industry. Responsible for 
identifying new business projects / locations for property development ond establishing new business alliances. Strong 
commercial acumen, analytical skills obilily to network with corporates and obtain leads to new businesses is essentia. 


Code: A-3 - Tendering - Position: AGM / St Mar. / Mgr. Location: Bangalore 


Gril Engineer with &/ 15 years of experience in design, estimation, tendering, rate analysis ond project management in 
reputed infrastructure / property development organization. 
Code: A-4 - Contract Administration - Position: Se Mgrs. / Mgrs. 

Location: Delhi, Bangalore, Pune 
Civil Engineer with 8 / 12 years experience in contract administration of large value of various fypes of contracts, 


handling elfectively tendering, resolutions / interpretation of contract dauses, claims and extra items. Copable of 
assisting in arbitration / documentation and compliance. 


Code: A-5 - Planning - Position: St Mgrs. / Mgrs. 
Location: Delhi, Bangalore, Pune and Other Project Locations 


Civil Engineer with 8 / 12 years experience in reputed projects / assignments with ability to interact ond co-ordinate with 
cients and contractors. Should be conversant with all aspects of plonning ond monitoring. Knowledge of Prima Vera / 
MS Projects is essential, 


Code: A-6 - Mechanical / Electrical / Plumbing Position: GM / $t Mgt 
Location: Bangalore, Dethi, Pune and Other Project Locations 


BE (Mechanical / Electrical) with 8 / 15 years experience in construction / real estate / infrastructure industry. Identity 
design elements and deliverables for the projects and manage schedules, monitor design, progress and co-ordinate with 
consultants. Develop design guidelines and drafting standards for construction drawings ond specifications / 800 
prepared by consultants, 


B. REALESTATE >~ 
Code: B-1 - Position: Business Head 


Civil Engineer with MBA from a reputed institute having 15 / 20 years experience. Responsible for driving the business 
Operations at the region ‘comprising of new opportunities for commercial / residential property development, lands 
regulation and regulatory approvals. Co-ordinate marketing, sales, ond post sales effectively. Should have strong 
‘commercial acumen, ability to network and achieve targets. 


Code: B-2 - Project Monitoring - Position: GM / DGM 

Location: Delhi, Chondigarh, Pune, Goa 
‚ХМ Engineer with 10 /15 years hands-on experience in handling projects monitoring real estate / construction / 
infrastructure industry. Responsible far oll aspects af execution induding NOC, safety, drainage, plumbing to landscaping 
_Jequirements, Responsible for scheduling all activities ond ensure timely project completion. Know-how of HVAC field / 
‘ACintegrotion and compliance will be useful, 

Code: В-3 - Position: Mgr. / St. Engineer location: Delhi, Chandigarh, Pune, Goa 


nigneet with 5 / 10 yours hands-on experience in handling project monitoring function in a reol estate / 
uon nfesrudure dst. Ability ta xu and supervise al technical ond related octies efeciveh 













Location: Delhi, Pune 















штап Resources & Administration: ——————- 
ojects (P) Ltd. Sth Floor, Delta Block, Sigma S 





.. FROM BLUEPRINTS TO LANDMARKS, —— 
_ BREAK NEW GROUND IN YOUR CAREER. - 





oft - Tech Park, # 7, Whitefield Main Road, Opp. Varthur Kodi, Bangalore - 560 





Code: B-4 - Marketing - Position: Se Mgrs. / Mgrs. / Executives 
Location: Bangalore, Delhi, Pune 
Graduates with 4 / 12 years experience in marketing in real estate / property development / FMCG industry. 
Understanding of concepts and practices in marketing and its application of planning and dosing the sales effectively 
Code: B-5 - Architect - Position: Sz Architect Location: Bangalore 
B.Arch with 10/15 years experience in residential / township / villas / commercial and IT developments in both design 
ond execution by working with reputed organizations / consultants. 
Code: B-6 - Position: Architect / Asst. Architect Location: Bangalore 


B.Arch with 2 / 10 уво experience in residential / township / villas / commercial ond iT developments in batt design 
and execution by working with reputed organizations / consultants. 

Code: B-7 - Position: Legal Executives Location: Bangalore, Delhi 
Qualified legal professionals with 3 / 5 увогу experience. Responsible for documentation as per legal requirements in 
property related matters. Should be fomiliar with drafting, getting verification / vetting of site deeds, sale agreements, os 
pet relevont acts, rules and procedures. 


ans cakes 


C FINANCE AND IT SUR, 


Code: C-1 = Position: Head - Information Technology Location: Bangalore 
Graduate in Engineering / IT from a premier institute with experience in implementation of systems ond networks and 
lead the (T team to leverage business processes. Ability to predict and provide for stable solutions to the requirements af 
the company by building internal systems and manage MIS and CRM. Should have obility to anticipate risks and provide 
effective business solutions. 

Code: С-2 - Position: Financial Analyst Location: Bangalore 
САГ MBA (Finance) from a premier institute with 8 / 10 years experience in financial analysis ond reporting at corporate 


level. Should be able to develop, maintain, up-date the systems & procedures. Conversont with costing, financial systems 
evaluation, sensitivity analysis and application. 


Code: C-3 - Position: GM / DGM / St Mgr. - Finance / Accounts / Taxation 

location: Delhi 
CA/ Inter CA / M.Com / B.Com with 8 / 12 yeors experience in accounts / finance / taxation under о profit centre / SPY 
environment. Exposure fo accounting standards, institutional credit, working capito! management will be useful, 
Responsible for operational budgets of the project & revenues. Ability to ensure volue of assets, control of all inventories 
and provide MIS. Ability to ensure preparation of profitobility ond cash flow statements is required. 


Code: D-1 - Position: GM Marketing / Sales Location: Bangalore 


BE (Civil/ Mechanical) with 10,7 15 years experience in soles ond marketing of Tower Cranes, Formwork and Construction. 
Machinery. 


Code: D-3 - Position: Mgrs. Sales Location: Hyderabad, Cochin, Chennai, Pune 


BE (Civil/ Mechanical) with 5 / 10 years experience in sales and marketing of Tower Cranes, Formwork and Construction 
Machinery. 


Code: D-4 - Steel Structure - Position: Engineer Design Location: Bangatore 
BE (Mechanical) with 8 / 10 years experience preferably Post Graduate in design of steel structutas, 
The compensation will be attractive, commensurate with qualification, experience 
and merit of the selected candidate. 

Please send your Resume within 7 days, clearly indicating the ‘Code No.’ & 


the ‘Position Applied For to: hr @idebinc.com or courier directly to 
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PHOTOGTRAPHS BY SATISH KAUSHIK 


UP farmers back corporate 
Reliance Retail’s bandwagon. SAUMYA BHATTACHARYA | 


{ 
\ J 


Lucknow 


T'S BEEN EXACTLY ONE WEEK 
since Uttar Pradesh Chief 
Minister Mayawati ordered 
the closure of organised retail 
outlets in the state. BT's desti- 
nation for the day is the state capi- 
tal Lucknow—the city of natwabs 
and kebabs. Dotted with countless 
hoardings of Mayawati, the city is 
the centre of another controversy— 
the rollback of state agricultural 
policy that allowed contract farming 
and the entry of private sector play- 
ers in agri-business. The major 
stakeholders impacted by the hul- 
labaloo are the farmers and the big 
organised retail players. 

It's 7.30 a.m. as we come out of 
the Amausi Airport. As the local 
newspapers report overwhelming 
farmer support to Reliance Fresh, 
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s as Mayawati halts 


we (BT lensman and I) decide to 
hear them out first and head to the 
local wholesale mandi (market) at 
Nawabganj, which is a small town 
in Unnao district, situated around 
25 km from Lucknow. The local 
vegetable mandi and the Reliance 
procurement centre are situated 
200 metres apart. The centre is 
open, but is not procuring. As we 
talk to the store manager, a farmer 
from Jagdishpur comes with a cart- 
ful of vegetables, but is told the 
centre is not functioning. “We want 
to sell vegetables to any company 
that would give us value for our 
produce as half of our produce in 
mandis gets wasted," he says, turn- 
ing his cart back to the mandi across 
the road. 

More than 2,000 farmers come 
to the Nawabganj mandi twice a 
week while *over a thousand came" 
to the Reliance procurement centre 


qu Tu ee تھ‎ 
м. 7 ۶ 


YOUR TRIP STARTS HERE! 





bt reporter’s diary 


on the couple of days it functioned. 

Most farmers (there are a few of 
dissenting voices) at the mandi say 
that they are demonstrating at the 
village and block level and will take 
their protests to Lucknow and other 


major cities to be allowed to sell 
to big organised retailers. 

One such protest happening at 
Rambagh village in Gosaiganj block 
is one of our stops. A group of 50- 
odd agitated farmers is engaged in a 
heated discussion. The main issues: 
weighing of produce at the mandi— 
“the computer kanta of Reliance is 
much better"—the handling charges, 
police harassment, the middlemen 
who control the prices in mandis, 
the rising cost of taking produce 
to local mandis and the rollback of 
the farm policy. *The new policy 
meant we could sell our produce to 
anyone, but the rollback means we 
need to go back to the mandis, and 
now face ridicule for having sold 
our produce to Reliance for a cou- 
ple of days," says Ram Sagar Verma 
of Barabanki. 

Interaction with farmers over, 
it’s time now to hit the retail trail. 
Our first stop is the Adarshganj- 
Alam Bagh outlet of Reliance Fresh. 
It is shut. From there, we move to 
Vishal Mega Mart's standalone 
store in Tulsi complex near 
Parivartan Chowk. It is business as 
usual here. ^We have never been 
asked to shut shop," says a store 
employee. Spencer's at Munshi 
Pulia in Indira Nagar is open, too. 
Visiting one retail store after an- 
other, it's clear that barring Reliance 
Fresh, all 10 of whose stores were 
closed, retail outlets are unaffected. 
“The authorities have imposed 
Section 144 at Reliance stores,” a 
company official later told BT. 

Reliance Retail was asked to 
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bokory 
"ED — 
close operations just a day after 
Reliance Fresh outlets were opened 
in Lucknow and Varanasi. 
Mayawati had then announced at a 
press conference that due to law 
and order problems stemming from 
the protest against entry of big re- 
tailers, the Reliance Fresh stores in 
Lucknow and those that were slated 
to be opened in Varanasi have been 
ordered to shutter. 

This law and order problem was 
in the shape of a protest by a group 
of traders, led by Samajwadi Party 
MP Banwari Lal Kanchal. This group 
ransacked the Reliance Fresh store 
at Janakipuram in Lucknow and 
another under construction in 
Varanasi. Spencer's outlet in 
Lucknow was attacked as well but is 
now functioning normally. 

However, this could just be the 
proverbial lull before the storm. 
There seems to be trouble brewing 
all over again for the organised re- 
tailers. Kanchal, who is National 
President, Rashtriya Vyapar Mandal, 
is still at his vociferous best against 
organised retail. “All big retail stores 
across India will be forced to close 
on September 20 as part of our 
protest. Bade log bada kaam karen, 
chbote logon ke pet par laat na 
maaren (Big retailers should focus 
only on big things and should not 
make small retailers starve)," he an- 
nounces. In the same breath, he 
clarifies, “We are not opposing FDI 
or big corporates in retail, but we 
want a policy that does not make 


hreokfou foods 


— asemani 











people unemployed." Farmers are 
all supporting us, he claims. 

The industry is clear that the ac- 
tion is negative. “All business entities 
in large format retailing will be im- 
pacted. It will have an adverse im- 
pact on the pace of inclusive growth. 
We hope it is a temporary phe- 
nomenon and have told the UP gov- 
ernment to reconsider its decision," 
says Deepak Malik, Chairman, Uttar 
Pradesh State Council, СП. 

However, Shailesh Krishna, 
Principal Secretary to the CM, tells 
BT: “Reliance had opened a few 
shops to sell agri-products. Certain 
law and order situation arose so it 
was decided to close those stores. It 
was a temporary measure." On the 
agri-policy rollback, Krishna says, “If 
the farmers come to us saying that 
they need a rollback of these meas- 
ures, we'll re-introduce them.” 

Reliance Retail is in a wait-and- 
watch mode. Raghu Pillai, President 
and Chief Executive, Reliance 
Retail, told BT: “There is nothing we 
can do. We are waiting to hear 
from the authorities.” 

Everything now seemingly 
hinges on the five-member state 
committee that has been formed to 
look into the issues raised during 
the protests. This committee will 
review the feasibility and opera- 
tional issues of organised retail 
giants in the state. 

While Mayawati’s jury is out, 
organised retailers wait with bated 
breath for the final verdict. m 
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bt bookend 


The Second Sex 


This book makes a rational case for giving women who take 
family-related career breaks a second chance. ARNAB MITRA 


OFF-RAMPS AND HERE'S A MAJOR SKILLS SHORTAGE PLAGUING 
ON-RAMPS | the corporate world—not just in India, 
Sylvia Ann Hewlett but all over the world. Yet, companies 
Harvard Business School Continue to neglect a class of workers who, 
Press potentially, can make up half the total—women. 


Pp: 317 But this is not your standard book about var- 
Price: $29.95 (Rs 1,228) ious gender issues that follow women to work. 

t goes much deeper. Sylvia Ann Hewlett records 
EE efforts by the “Hidden Brain Drain Taskforce”, 
an initiative by 34 “gold standard companies” 
worldwide—including the likes of American 
Express, General Electric, Ernst & Young, 
Lehman Brothers and Time Warner—to provide 
a work environment that takes into account 
the special needs of women. Hewlett, who has 
led the effort for the last three years, says the cur- 
rent career model was “originally conceived 
by white males, with white males in mind. And 
so, it’s not surprising that across industries, it has 
tended to work best for white men, a segment of 
the talent pool that is shrinking”. 

Though written with western examples 
and western problems in mind, this book is particularly relevant 
to India Inc., which largely, and unquestioningly, follows the 
linear career model. But the West is realising that it is losing 
out on significant talent as a result of this model, and, therefore, 
the initiative for corrective action. 

But what is this model? The currently prevalent career model as- 
sumes that power, position and financial rewards, not necessarily in that 
order, are the prime motivators of the workforce. But this may not nec- 
essarily be true for women. Research data suggests that women fall be- 
hind in the corporate rat race because an overwhelming majority of 
them have to “off-ramp”, i.e., take what they think is a “temporary” 
break of a few years to bear, and rear, children, and to look after par- 
ents. But getting back *on-ramp" proves difficult, if not impossible, as 
the prevailing corporate culture interprets this time “out of the system” 
as a lack of commitment. A majority of women face this problem in 
their 30s-40s when their male colleagues, typically, put in punishing 
70-hour weeks and move up the corporate hierarchy. The book pro- 
vides several examples of high-flying women executives who find it im- 
possible to “on-ramp” after such biology- and society-dictated breaks. 

Hewlett’s extremely readable book is filled with examples of how 
the prevailing corporate culture discriminates against women and is a 
must read for every CEO and manager who complains of a skills 
shortage. The silver lining is that leading companies the world over are 
waking up to the opportunity cost of ignoring the issue. Maybe India 
Inc., too, will take a few cues from this book and “keep talented women 
on the road to success”. 


Sucheta Dalal and Debashis Basu 
KenSource 

Pp: 223 

Price: Rs 990 


S IT STRATEGY OR SERENDIPITY THAT 
separates the exceptional from the 
ordinary? It's both and probably 
more—that's what comes out in 
Pathbreakers, a coffee table book 
that provides insights into the lives of 
26 Indian achievers. Co-authored by 
Sucheta Dalal and Debashis Basu, 
this book is a readable collection of 
personal and professional stories in 
the form of interviews—an achiever's 
gallery with diverse tales of formida- 
ble feats. It's strategy when Mukesh 
Ambani delves into why and how 
Reliance moved from polyester yarn- 
making to petrochemicals and then 
agri-based retailing. On arbitrage in 
agriculture, Ambani says: "If we get 
our produce right, and if the US mar- 
ket is opened up, you will be sur- 
prised how quickly we reach $20 
billion." It's also strategy when K.V. 
Kamath asserts that in everything 
that has been done at ICICI Bank, 
there is a pattern. Or when Meeran 
Chadda Borwankar, Mumbai's first 
woman Joint Commissioner of 
Police (Crime), says that dealing 
with organised criminal gangs is 
like playing a game of chess. The 
book moves to another genre with 
super-achievers like world billiards 
champion Geet Sethi, whose best 
investment is the effort he has put 
in to understand the purpose of 
life, and Hafeez Contractor, who 
almost did not study architecture. 
The achievers, though diverse in 
their triumphs, have something in 
common—super talent and the 

passion to excel. 
SAUMYA BHATTACHARYA 
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THE SOUND 


HERE'S MUSIC—AND MUCH 

more—in the air. After 

the FM radio boom comes 

the campus community 
radio (CR) wave. Picture this. Five 
hundred students in a Delhi college 
listen in rapt attention as Nobel lau- 
reate Amartya Sen delivers a lecture 
on the nuances of welfare economics. 
At the end of the speech, there are 
excited faces who want more, but 
have to be content with what they 
have got. Not any more. The 
300,000 students of Delhi 
University (DU) will now have the 
option of listening to this lecture 
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again and get their professors to in- 

teract with them on its finer points. 

All they have to do is to tune in to 
DU FM 90.4 either on radio or on 
the internet. Incidentally, the 
world's oldest community radio 
station is the one at the University of 
Wisconsin-Madison in the US that 
started broadcasting in 1916. 


The Model Hunt 

India’s first campus community ra- 
dio at Anna University, Chennai, 
Anna FM @ 90.4 Mhz, which went 
on air in 2004, has tuned in to just 
the right strategy and has achieved 


SAUMYA BH ATTACHARYA 









NEW CONNECT: Core 


jadavpur University 


SHAMIK BANERJEE 


over 5,000 hours of broadcast. 
Aired from a small, completely dig- 
ital, tapeless, multi-purpose studio 
in Anna University, the radio is on 


air seven days a week between 7 
a.m. and 6 p.m. with a variety of 
programmes targeting the student 
community. However, DU, with its 
ambitious 24x7 project, might just 
surpass all the existing players. 
What makes this project more 
sound is its reach. Set up at a cost of 
Rs 25 lakh, the pu FM will reach a 
student community of 300,000 
(open learning and regular) and a 
local community population of 
one million. Says K.N. Tripathi, 
Dean, Research, University of 
Delhi: “The pu model is student- 
centric and makes use of their pro- 
ductivity. The multi-pronged ob- 
jectives of the project are dissemi- 
nation of important information, 
providing an interactive virtual plat- 
form and encouraging socially pro- 
ductive activities.” 

Though DU is not revealing the 
revenue model yet, that could well 
become the differentiator in the 
times to come for the 30 CRs run- 
ning at educational institutes across 
the country. 


From no revenue-generation op- 
tions, the new government policy 
stipulates that community radios 
can have five minutes of “limited ad- 
vertising” per hour of broadcast. 
These limited advertisements and 
announcements relate to “local 
































RIDING THE AIRWAVES 


Cost of installation 
Running cost per month 


Sources of funds 
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Revenue ї 


Content 
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events, local businesses and serv- 
ices and employment opportuni- 
ties." The policy will come into 
place once the government issues a 
circular in this regard. 


Local's the Flavour 
Till that happens, the possible 


SHEKHAR GHOSH 


revenue models are being vigor- 
ously thrashed out at these cns 
that have a reach of 10-15 km 
radius. CR expert R. Sreedher, 
Director, Commonwealth Educ- 
ational Media Centre for Asia and 
Technical Advisor to the DU proj- 
ect, wants the campus CRs to fol- 
low a content and revenue model 
moving away from beaten track. 
“We need to rely on small traders 
and the local community to make 
CR a viable movement. How about 
local ads at Re 1 per second or 
birthday greeting at Rs 10 apiece? 
It can still meet large part of run- 
ning costs," he says. (See Riding 
tbe Airwaves) 

Once the government issues the 
circular, the Commonwealth 
Educational Media Centre for Asia, 
which provides consultancy to these 
projects, will invite all 30 cRs to 
discuss viable business models. 


Content Rules 

For now, content reigns supreme as 
with all media. Kolkata's Jadavpur 
University (JU) is awaiting the for- 
mal licence from the government 
for its CR, *which is expected any 
time now". Says Nilanjana Gupta, 
Media Director, ju: “We are also 
trying to network with other tech- 
nical institutes, so that it actually 
becomes a campus radio for all 
technical institutes in the state." 
DU is banking on its band of 
experts to hook listeners. 
Students can sMs their ques- 
tions on a subject and then 
phone in and interact with sub- 
ject experts. The DU FM is also 
flooded with suggestions on 
content. Says RJ Babita Jain, 
"Our e-mail account is flooded 
with requests from student bands 
wanting to perform, singers want- 
ing to be heard and ideas galore 
for dial-in discussions." Campuses, 
it seems, cannot get more 

interactive than this. 
ADDITIONAL INPUTS BY RITWIK 
MUKHERJEE, NITYA VARADARAJAN 
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Electric Shock 


HE "I" IN THE NAME SUGGESTS THAT THE BAT- 

tery-powered car is an improved version and 

when you read the specs, it does seem slightly 
better. It can run for 80 kilometres on a single charge 
now, against 40 km earlier and can hit a top speed of 
80 km per hour, i.e., double the earlier figure. These 
changes have been brought about by tweaking the 
battery system and using “regenerative” charging tech- 
nologies like in hybrid cars where energy from braking 
also charges the battery. While Reva Electric Car 
Company (RECO) the makers of the Reva, have tweaked 
the electricals to extend the battery life of the car, 
users, as usual, will require a 15 amp socket (the kind 
that runs your fridge) to plug in for a recharge. The 
recharging method remains unchanged with one end of 
a recharging cord going into where the fuel flap would 
be for a gasoline car and the other into the mains. Does 
it mean that the new version feels any safer? No. 
While the car’s diminutive size is quite an asset on 
crowded Indian streets, the moment you hit the main 
roads, you feel like a guppy in shark country. And, you 
do not want to be stuck behind a public transport 
bus. RECC has added the nifty “Boost” button on the car, 
allowing it to scurry out of trouble and not end up as 


THIS ONE ROCKS 


T IS CALLED THE TESLA ROADSTER AND RUNS ON 6,800 Lar- 
top-style lithium-lon batteries. It costs $98,000 (Rs 
40,18,000), or about 12 times the price of a Revai, 


but can run for over 300 kilometres, can hit 100 km per 
hour in four seconds and has a top speed of over 215 
kilometres per hour. Now, that is one way to combine 


street-cred and green-cred. KUSHAN MITRA 


PLL 


EN 
С RANGE: 80 km 
Tor SPEED: 80 kmph 
| TIME TO RECHARGE: 8 hours 
price: Rs 3.49 lakh 


Rahul Sachitanand takes the improved 
Revai out for spin around Bangalore. 






DEEPAK G. PAWAR 
a tangled mass of fibreglass, but safe? No way. That 
said, in some European countries RECC has managed to 
skip safety tests by labelling the G-Wiz (that’s how it is 
badged there) a quadricycle. 

Driver or passenger comfort, too, wasn’t on the 
minds of the people who designed this car. If you’re 
tall, your forehead will be millimetres from the wind- 
screen. And though RECC continues to call the Reva; 
a four-seater, the rear seats are, frankly, quite useless, 
unless you’re a midget or a gymnast. That is just 
one of the reasons why the 6’ 4” Jeremy Clarkson, the 
acerbic auto reviewer, ripped it apart in a recent re- 
view for The Times. 

To be fair, features like the Boost feature and 
the fact that RECC is giving buyers the option of up- 
grading their batteries once newer technologies come 
along, are great features that Chetan Maini, Managing 
Director, RECC, and his team have added to the car. 
But the Revai still falls short. Build-quality, though not 
its looks, has improved, but there are still a few 
rough edges. Most importantly, the car is expensive 
at Rs 3.49 lakh. Sure, it'll add to your green creden- 
tials, but that’s a lot of money to blow up on buying 
brownie points with the green set. 





bt printed circuit 


It's All About Being Local 


Google Local isn't yet quite there, but it is bound to improve. 


FEW MONTHS AGO, THIS COL- 
umn looked at the rise of a 
few local internet services 
in India. We were impressed by 
Burrp.com, a social reviewing site, 
which has grown beyond Mumbai 
and Bangalore and added Delhi, 
Kolkata, Chennai and Hyderabad. 
There was also Yahoo! Ourcities, 
which also impressed and now fea- 
tures more than 35 Indian cities, 
and there was Guruji.com, a local 
search engine. But now, the internet 
leviathan that is Google is getting 
into the local game as well and has 
introduced a “local” search for 
India at http://local.google.co.in. 
So, how is it? Frankly, not bad. 
It is a two-string search engine; so, 
if you want to find a Domino's 
Pizza, you should also specify where 
in the second search box. The sec- 
ond box is quite useful if you want 


a specific location for a food chain. 
The problem is that Google Local 
couldn't find the store for me, and 
to rub it in, Guruji could. 
Sometimes, you just want a greasy 
slice of pizza. 

That said, this service from 
Google is still quite new and Guruji 
has been around a lot longer and, 
therefore, has a better index. Also, 
the latter site has a tie-up with an 
information service provider. 
Though both services are techni- 
cally still *Beta", one clearly is 
ahead on the learning curve. Also, 
Google is not confident enough to 
integrate these search results onto its 
main search results page, some- 
thing it has done in other markets. 

However, only a brave man will 
bet against Google. While the 
Google Local search engine has a 
long way to go, the internet giant 
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will get its act together here as it did 
with e-mail. Despite the glut of new 
e-mail services and the huge number 
of advertisements taken out by var 
ious providers, Gmail still works a 
lot better than any other service, 
anywhere in the world. 

KUSHAN MITRA 








Windows In Your Hand 


P’S NEW IPAQ 512 VOICE MES- 
senger is a very affordable 
Windows Mobile enter- 
prise device, coming in at around 
Rs 11,800 including taxes. But 
somehow, operating a Windows 
Mobile 6 device on a 12-key keypad 
is not something that you get used to 
easily, especially if you're used to 
other devices. Some people might 
like typing on these devices, but 
text messaging is one thing, com- 
posing documents and e-mails is 
something altogether different and a 
full keyboard with all its format- 
ting options does make life a lot 
easier on an enterprise device. 
While the iPaq is a smart device 
and has very good battery life, the 
form factor is not something one 


would expect from a Windows 
Mobile device. Given that full- 
fledged QWERTY-keyboard Windows 
Mobile devices are available from a 
host of other manufacturers from 
Rs 15,000 onwards, buying this 
device might not be a great idea 
from a user experience point of 
view; the small screen works well 
on certain types of devices, but on 
this one, it just doesn’t. Sure, the 
‘voice reply’ feature is great to 
have, but the voice recognition 
software has some way to go yet. 
However, if you are looking to en- 
able your executives with e-mail 
on the go, this conveniently small 
device is not a bad thing to start 
people off with. 

KM 
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bt treadmill 


The Not-so-humble Push-up FIVE SYMPTOMS YOU 
SHOULD NOT IGNORE 


OU KNOW HOW THINGS GO FULL CIRCLE AND BRING YOU BACK TO 

where you began? Like fashion, where sensible suits, like the ones 

your father wore, made a refreshing comeback once the foolish in- 
fatuation with broad lapels and flared trousers was over? Or when, after 
dropping to perilously low levels, jeans are riding respectfully up back to 
where the waist used to be? Well, it’s been a bit like that for me at the gym. 
For months, I have experimented with a slew of ‘state-of-the-art’ machines 
that have unsurprisingly become de rigueur in gyms now—everything from 
black and chrome shoulder press machines to contraptions that work out 
only your buns in isolation. Instead of crunches on a mat on the floor, Гуе 
tried the inclined, weighted crunch machine that seems to be hugely 
popular among the biggest members of my gym. And, on one occasion, Pve 
even tried the namby-pamby assisted chin-ups machine that stands in one 
corner (yes, yes, I know ‘assisted chin-ups’ is an oxymoron but it was very 
early on a Sunday morning and I was tired). 

Back to the point I was making: there’s nothing really like doing it the 
way it was meant to be—simple, straightforward and basic. In the be- 
ginning, there was the push-up and what an exercise it was. For the past 
few weeks, eschewing the machines, I have been regularly doing push-ups. 
I take my stance by placing my hands on the floor— 
slightly wider than the shoulders, my legs and back 
in a straight line and my feet resting on their toes. 
And then slowly lower my body down till my nose 
almost touches the floor and push back up. It's an ex- 
hilarating thing, the push-up. 

It’s versatile too. You could do the simple push- 
up that I’ve tried to describe above or modify it. 
Experiment with how far apart you want to place 
your hands. If you keep them closer, besides the chest 
muscles you also get a good workout for your tri- 
ceps. And then, you could do declining push-ups, 
where your feet are on a step or a stack of weight 
plates—working out your backs and arms and even 
your abs. Or you can do inclined push-ups where your hands are on a 
higher level than your feet, usually on two stacks of plates, and you go 
down deep to get more depth in your chest muscles. And, of course, 
there's my favourite, the asymmetric push-up, where you use a stack of 
plates and alternate your sets—one with the left hand higher than the right 
and vice versa. This provides a balanced workout for the chest, shoulders 
and triceps since it makes each side of the upper body work harder dur- 
ing sets (see illustration) without support from the other side. 

The best part of push-ups is, first, that you can do them almost 
anywhere. And, second, you can modify or extrapolate on the simple push- 
up as you go along. You can vary the width of your hands or the eleva- 
tion of your feet and get different benefits. In a nutshell—the push-up is 
classic and good. Just like that well-preserved old suit of your dad's that's 
back in fashion. 








SARKAR 


MUSCLES MANI 

write to musclesmani@intoday.com 
Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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Global Imprint 


IF THE COMPANY’S SPECTACULAR RESULT FOR THE YEAR 
wasn’t reason enough for HCL Technologies 
President VINEET NAYAR, 46, to smile, here’s another: 
Harvard Business School (HBs) has introduced 
Nayar’s celebrated ‘Employee First, Customer 
Second’ philosophy as part of its ‘leadership’ and 
‘strategy’ curriculum. Students will now study 
Nayar’s corporate strategy and the subsequent 
transformation of the company in the last two 
years since he took over. HCL Technologies is also 
the only Indian company to have featured in the 
London Business School’s annual report on 
‘Organisational Innovation’ across 10 notable 
global organisations. “Since the HBS report, 10 
Fortune 500 companies have come to our premises 
to understand our strategy,” claims Nayar. It is 
the practical transformation of converting thought 


Pu nctilious Premji leadership into business philosophy, he says. Spoken 


like a true modern management guru. 


› жүма 


NVAVA 





IT'S NO SECRET THAT AZIM PREMJI, THE 62-YEAR-OLD 
Chairman of Wipro, the soaps-to-software com- 
pany, is painfully shy of public attention and does 
everything possible to stay out of the limelight. 
But the last couple of weeks, he's been in the glare 
of publicity for allegedly encroaching on 23 guntas 
(little over half-an-acre) of land adjacent to the 
Belandur Tank, off Bangalore's Airport Road, pur- 
partedly to construct a palm grove and guest house. 
While mum's the word for Premji, his media man- 
agers have gone into an overdrive stressing, “Premji 
bought the land 15 years ago in his private capacity 
from the government and returned any area that was 
possibly encroached". In the interim, the guest 
house compound wall has been demolished and 
Premji has returned the land back to the state gov- 
ernment. Just the sort of no-fuss punctiliousness one 
has come to expect of Premji. 





Egyptian Odyssey 


RAJEEV CHABA, 43, HAS OVERSEEN A DRAMATIC TRANSFORMATION OF GENERAL MOTORS (GM 
fortunes over the past two years. As the President and Managing Director of the company, 
he is credited with increasing the marketshare of the company, thanks to the introduction 
of several new models, including the Spark small car. During his tenure, the company als 


announced a $300-million (Rs 1,230-crore) investment into a new plant at Talegaon 


Maharashtra. The IIM Bangalore grad is now being moved to Egypt, as Managing Director 
of GM Egypt. "There is still a month to go, and a lot still has to be done," says Chaba, sound 
ing not too excited about the new role. Could it be because India is where all the action is 


and Egypt, in any case, is a smaller car market than India? Watch this spa 
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Candid Talk 


IT I5 NOT VERY OFTEN THAT RATAN TATA DECIDES TO 
speak his mind. In an interview to Karan Thapar on 
CNN-IBN recently, the Tata Group Chairman was at 
his forthright best and spoke about the Indo-us nu- 
clear deal, his interest in Jaguar and Land Rover, and 
succession at the group. Tata, 69, said the nuclear 
deal with the us was the best possible thing that has 
happened to India in a long while. “I’m very very 
sorry that on various issues this is being belea- 
guered,” he said. The deal to acquire Jaguar and 
Land Rover from Ford was discussed and Tata said 
he was keen. “I don't think it will be fair to comment 
on this, but we certainly have an interest in the 
deal," he said. On succession, Tata said what he has 
been saying for a while now: that he's on the 
lookout, and would want to ensure a two-year tran- 
sition before he stepped down. But he didn't answer 
the question everyone's asking: after Ratan who? 


Snapping the Ties 


Venture Maestro 


AFTER BLAZING A TRAIL FIRST WITH THE CELLULAR 
services market (Sterling Cellular) and later in the in- 
ternet with India World (sold later to Sify), 
R. RAMARAJ has now set his sights on the venture cap- 
ital market. The 56-year-old chemical engineer and 
IIM-C alumnus has joined vc biggie Sequoia Capital 
as a Senior Advisor, primarily to focus on investments 
in the consumer internet market and to help portfolio 
companies find new growth avenues. “This is a 
strictly advisory role and I want to 
leverage my experience as an 
entrepreneur in new markets 
and help new companies an- 
chor and grow their business,” 
says Ramaraj. With investments 
in social networking start-up 
minglebox.com and local search 
firm guruji.com (where he was 
recently appointed a director), 
he may have his hands full at 
Sequoia. Says Ramaraj: | 
“Unlike the earlier internet 
boom (and consequent 
meltdown), companies seem 
to have thought up more 
viable ideas and may of £ 
them will require fund- 
ing and hand-holding to 
jump to the next level 
of growth.” 
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* BlackBerry 





Airtel presents 
BlackBerry Curve 8300. 
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For more information, 
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Buy online at www.airtel.in 
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Released on September 10, 2007. 


NAME: 
AGE: 63 
DESIGNATION: Chairman 


COMPANY: Bombay Dyeing 





True-blue Corporate Warrior 


USLI WADIA, THE FEISTY CHAIRMAN OF BOMBAY DYEING AND BRITANNIA, MUST BE A 
pleased man. It now looks as if Wadia could well end up acquiring the 25.1 per 
cent stake held by his estranged French joint venture partner Danone in Britannia 
Industries for a song. Media reports have suggested that Danone's holding could be ac- 
quired by the Wadias at a discount. Britannia's market capitalisation stands at approximately 
Rs 3,750 crore; Danone's 25.1 per cent holding is, therefore, worth around Rs 940 crore. 
A buyout of that stake will give Wadia over a 50 per cent holding in Britannia. 
Danone, on its part, has been extremely keen on a presence in the Indian market and 
following this deal, is expected to go on its own. The tricky part is the No Objection 
Certificate that the Wadias will need to give Danone to allow the French major to go solo 
in India. There are other outstanding issues as well—most notably Britannia's demand that 
Danone pay it royalty for using the Tiger brand in foreign markets; it will be interesting 
to watch how the entire battle is finally resolved. Wadia, who has acquired a well-deserved 
reputation of being an extremely tough negotiator, must have obviously driven a hard bargain. 
This is not the first time that the boss of Bombay Dyeing—who's Mohammad Ali 
Jinnah's grandson and the scion of one of India's most aristocratic industrial families—is 
in the news over a scrap. In the '80s, he fought a famous, and bruising, battle with Reliance 
Chairman Dhirubhai Ambani. That one ended in truce—perhaps the only occasion 
when these two titans did not decisively win a battle they had entered. Then, a few years 
ago, Wadia was again in the news when Kolkata jute baron Arun Bajoria tried to corner 
shares in his flagship Bombay Dyeing, which has underperformed its peers by a wide mar- 
gin. Details of how that corporate battle concluded remain blurred, but in the end 
Bajoria was forced to back down and reportedly sold his Bombay Dyeing shares at a loss. 
Wadia, who leaves the day-to-day operations of his empire to his sons, Jeh and 
Ness, has recently diversified into the aviation industry (GoAir) and is trying to monetise 
his massive real estate holdings in and around Mumbai. The fate of these ventures will 
determine the future of his group. 
KRISHNA GOPALAN 
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Built by Volkswagen, the No.1 car brand in Germany and engine keeps the car steady even at high speeds. While the 


Europe’, every part of the Passat TDI has been checked, 6-speed DSG gearbox combines the virtues of a silk 


re-checked and checked again before we say ‘Ja’ (‘Yes’ in smooth gear shift with high fuel efficiency. Then, there 
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From The Editor 


T ISN'T A BIG SURPRISE THAT 10 OF THE 25 WOMEN ON THE 

fourth Business Today Most Powerful Women in 

Indian Business have earned their spurs in banking 
or finance. Our three previous listings have also reflected 
similar proportions. Yet, if you look more closely at the 
numbers, you may see some trends emerging. More 
women from fast moving consumer goods (FMCG) make it 
to the list this year than have in the past. A fair number 
come from the health sciences as well as government 
services. But one of the highlights of this year's power list 
is the eight new entrants. While the fresh faces on our list 
add to its diversity, I must confess that compiling the 
Power 25 is becoming tougher as the list of contenders 
grows longer each year. 

Compiling a list like this is as it is difficult. How do you 
define something intangible like power anyway? Clearly, 
it's not something that has to do with designations or titles. 
If it did, making a list like this would be a mechanical 
exercise. But it doesn't and, hence, we defined power in 
three ways. First, it is the ability to influence industry or 
a business (like Reserve Bank of India's Deputy Governor 
Usha Thorat does). Second, it is the ability to change 
the rules of the game in a business (like 
Kiran Mazumdar-Shaw has been able to 
do in the biotech business). Lastly, 
power could be demonstrated by a 
distinction that is unique (like Leena 
Nair who became Hindustan Unilever's 
first woman executive director). 

The problem with having a finite 
number, 25 in this case, for a list such as 
this makes it particularly tough when it 
comes to bumping people off it to make room for new en- 
trants. As in the past, however, we relied on eminent in- 
dustry watchers to arrive at our initial list, which was then 
short-listed by a panel of our editors and in-house experts. 

The cover package is more than just the power list and 
profiles of those who are on it. As well as giving you a 
peek into what makes the top 25 tick, we have tried to 
capture new trends. Divas on Dalal Street (page 106) is 
on how a growing breed of women executives is making 
waves on Dalal Street, a traditionally male bastion. 
Another feature (Daughters in the Sun, page 118) profiles 
12 young women, who are moving into their family 
businesses where they are already making a difference. A 
third feature (In No Man's Land, page 112) is about 
another trend—that of a growing number of women 
showing a flair for starting up their own ventures. 

India Inc.'s track record on gender neutrality is far 
from satisfactory. Even today, women in corporate 
India's workforce add up to a mere 6 per cent. Yet, de- 
spite that, it is heartening to note that more women are 
coming into positions of power across different businesses, 
politics and the social sector. 
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bt letters 


Feature More Regional Schools 

IT IS ADMIRABLE THE WAY YOU HAVE 
put together India’s Best B-schools 
issue (BT, September 23, 2007). At 
the same time, year after year, the 
same schools steal the show, like 
the Indian Institutes of Mana- 
gement. It would be interesting if in 
your next year’s survey you could 
feature other regional best schools 
like you have done in the case of 
Mumbai (Campus City) this time. 
That would be a real encourage- 








TISS Should be in 
THE FIFTH ANNUAL SURVEY OF BEST B- 
Schools (BT, September 23, 2007) 
had a wide spectrum of articles and 
made for an interesting reading. 
But it is strange that The Tata 
Institute of Social Sciences (TISS) 
does not find a mention in Mumbai 
schools—Campus City. The 70- 
year-old grand institution is reputed 
for its courses on human resource 
management and labour relations. 
Recognised as a deemed university 
by the University Grants Comm- 
ission in 1964, the institute was 
also awarded a 5-star rating in 2002 
by the National Assessment and 
Accreditation Council. 

PIJUS KANTI DAS, through e-mail 


Diversification a Plus for Wipro 

WIPRO IS PERHAPS THE ONLY INDIAN IT 
major to have a strong presence in 
both hardware and software sec- 
tors. Azim Premji (Br, September 
9, 2007) is pursuing the right strat- 
egy of strengthening his core busi- 
ness by way of acquisitions. Wipro 
has a distinct advantage over its 
contemporaries as it is also a strong 
player in unrelated sectors like con- 
sumer goods and infrastructure 
services. With the rr sector under 
pressure because of a stronger rupee 
and a slowdown in the Us economy, 
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ment for these schools. 


A. JACOB SAHAYAM, through e-mail 


this strategy of diversification will 
surely boost Wipro’s growth tra- 
jectory. And the good work that 
the Azim Premji Foundation is do- 
ing, even though not as a business 
strategy, should also enhance the 
visibility of the company. 

R.K. SUDAN, through e-mail 


An Aggressive Strategy 
AZIM PREMJI'S GLOBAL MARCH 


reflects the aggressive spirit of 
Wipro to make a mark at the global 
level. The desire to grow faster 
than other companies appears to be 
the driving force behind its acqui- 
sition spree in recent times, and 
this is likely to lead to organic 
growth. Premji’s vision will defi- 
nitely lead Wipro to becoming a 
global company and a true Indian 
MNC. The achievements of Wipro, 
in diversified fields, cannot be 
overlooked and kudos to BT for 
highlighting them. 


AJAY GUPTA, through e-mail 


A Global Company 

IT’S AMAZING WHAT PROGRESS A 
corporation can make under a dy- 
namic leader like Azim Premji. 
It’s truly a global company, having 
acquired 11 companies in less than 
two years. Surely, after such a fre- 
netic pace of acquisition, Premji 


would be looking at consolidating 
the holdings so that the bottom 
line continues to be healthy. 

D.B.N. MURTHY, through e-mail 


Fun Parks Need Business Savvy 
THRILL FACTORIES FOR CHILDREN 
(BT, September 9, 2007) might 
not be a child’s play but they 
are a great business proposition. 
But various factors need to be 
considered before venturing into 
this business. The location has to 
be great and the rides and other 
attractions at the park have to be 
innovative so that people are 
ready spend Rs 400-500. And, 
one can only pray that fun parks 
don’t start mushrooming like 
shopping malls, because then 
there will be no novelty left 
in them. 

BAL GOVIND, through e-mail 


RIP ALL is Music to the Ears 

1 AM A MUSIC BUFF AND POSSESS A 
large collection of LP records, cas- 
settes and CDs, which Iam unwilling 
to let go of. Therefore, I was thrilled 
to read about the RIP ALL device be- 
ing developed by Philips (BT, August 
26, 2007). I am sure there are many 
more people like me out there wait- 
ing for this product to be launched. 


R. SHANKAR, through e-mail 
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Woman Power 


OTWITHSTANDING INDIA’S PATHETIC TRACK RECORD 
Nin gender development and equality, there’s no 
doubt that these are vastly better times for women in the 
country. And that’s not because the largest democratic 
republic has just appointed its first woman President or 
that the leader of the ruling alliance is someone who 
wears a saree. In all walks of life, there are more and 
more women rising to positions of power or, at the 
least, getting empowered. For this year’s list of the 25 
Most Powerful Women in Indian Business, BT had to 
grapple with a larger-than-usual list of nominations. 
Across industry, there are a larger number of women in 
important positions; in government, too, key bureau- 
cratic positions are being filled by women; and in the 
social sector, thousands of women are getting better 
control over their own lives and livelihoods due to the 
spread of microfinance. 

According to a report written last year by Roopa 
Purushothaman and Parminder Vir, the percentage 
share of women in working age in the total female pop- 
ulation is expected to keep rising until 2035. Sign- 
ificantly, the number of women with post-secondary ed- 
ucation doubled in the 1990s to more than 9 million. 
The number of women across key disciplines such as sci- 
ence, commerce, engineering and medicine has also 
risen over the years. In banking—from where more than 
40 per cent of BT's Power 25 comes—there are more 
women officers today than before. According to the two 
economists, the number has risen from 6 per cent in 
1997 to 9 per cent (2005). 

It’s not just organised, white-collar jobs where 
women are making their mark. The number of 


The Tide is Rising 





Red flag: CM Bhattacharjee can turn the tide 
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Marching ahead: And more women need to join in 


self-employed is rising, too. A shortage of skilled work- 
ers could actually mean that educated women who are 
forced to quit employment due to reasons like child 
birth, may be able to return to work because of options 
such as telecommuting. As any employer knows, 
women make good employees. They not only work as 
hard as men, but tend to stay longer with their organ- 
isations, if it is fair and sensitive to some special needs 
they may have. In fact, that’s something you'll find in- 
teresting about the women we have featured in this is- 
sue. À majority of them have been with their organi- 
sations for decades. Indeed, for a large number of 
them, like iCcic's Chanda Kochhar, there has been 
only one employer in their successful careers. 

Yet, as Purushothaman and Vir pointed out in 
their report, India needs to bring a lot more of its 
women into workforce. Everyone stands to gain from 
it. In other words, women empowered is India 
empowered. 


CCORDING TO LEGEND, KING CANUTE, WHO CON- 
Аы and ruled England in the 11th century, 
once sat on the sea shore and commanded the tides not 
to rise any further. Soon, he was waist-deep in water. 
Turning to his fawning courtiers, who had told him that 
everything in the world was at his command, he said: 
“It seems I do not have quite so much power as you 
would have me believe.” 

The story is probably apocryphal, but CPI(M) General 
Secretary Prakash Karat and the other hardliners who 
run his party at the national level will do well to take 
note of its underlying lesson. In Kolkata, the fount of 
Leftist power in India, there’s a buzz—still subter- 
ranean—about a realignment of forces within the 
CPI(M) and the Left Front. It is no secret that West 
Bengal Chief Minister Buddhadeb Bhattacharjee, who 
has to fulfill popular aspirations and renew his mandate 
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from the people every five years, does not see eye to eye 
with the unelected Karat and others of his ilk, who are 
more bothered about maintaining the “purity” of 
Marxism than about pragmatic electoral compulsions. 

The local media in the state was full of reports of 
party faithfuls breaking up a rally in Bankura, a CPI(M) 
stronghold, that was organised to protest the India-US 
nuclear deal. The people wanted the party to address 
bread-and-butter issues instead of mumbling “mumbo- 
jumbo” about an issue that few understand. The mat- 
ter got out of hand, the police had to open fire, and two 
people, including a teenaged boy, were injured. This has 
set off alarm bells in the state CPI(M). 

If the Central leadership’s intransigence leads to mid- 
term elections, and the Left’s strength drops from 
about 60 now to about 40, as seems likely, it will set the 


Pyjama Cricket 2.0 


YJAMA CRICKET, THE PEJORATIVE USED BY PURISTS TO 

describe the limited overs version when it was born 
about 30 years ago, now has a new form—Twenty20. 
It is early days yet, and most countries have still played 
only a handful of matches, but going by the (initial) pub- 
lic response to the ongoing World Cup of cricket's 
newest avatar, it’s already a hit. And there’s more in 
store. The Zee TV-promoted Indian Cricket League has 
thrown a challenge that the Indian establishment, the 
Board of Control for Cricket in India (BCCI, has met 
head on, with the announcement of an “official” 
Indian Professional League and a global Twenty20 
championship modelled on the UEFA Cup and American 
professional baseball. 

These two tournaments promise to institution- 
alise the corporatisation—and some will say American- 
isation—of cricket that has been evolving in incre- 
mental doses ever since the late Australian media ty- 
coon Kerry Packer launched his World Series Cricket 
in the late *70s. 

The first sketch released by BCCI says teams will be 
owned by franchisees who will be allowed to list them 
on the stock markets and that clubs will be allowed to 
“buy” and “sell” cricketers, a la international football 
clubs. Innovations like American-style cheerleaders 
(how Indian crowds will react to skimpily clad women 
prancing around remains a matter of conjecture) and the 
short duration (3 hours) make it a marketer’s dream. 
And most importantly, from the latter's point of view, 
the absence of “national” squads takes the opportunity 
cost of a fancied team being ousted (as happened to 
India in the 2007 opi World Cup) out of the equation. 

Some purists are already cringing at this so-called 
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cat among the pigeons—and can even lead to the un- 
thinkable, a vertical split in the party that prides itself 
on its ironclad discipline. 

Bhattacharjee has said that for him, ‘i’ stands for in- 
vestments and not imperialism. Some of the Left’s 
prescriptions, particularly its concern for the com- 
mon man, are valid, but can be implemented just as well 
by a party of Social Democrats. If Bhattacharjee, with 
the support of Jyoti Basu and other pragmatists in his 
party, can re-invent the CPI(M) as an Indianised version 
of Tony Blair’s New Labour—and junk the doctri- 
naire nonsense that now informs its world view—he will 
go down in history as a leader who delivered for his 
country when it mattered most. This will also be goc xd 
for the reforms process. For Karat and the Central 
leadership, the tide is rising. 





Brief and snazzy: Twenty20 packs a punch 


“crass” commercialisation of what was, at least ac- 
cording to cricket mythology, a “gentleman’s game”. 
But their numbers are small and will, without doubt, 
wither further as Twenty20 gains in popularity. 

There could be another major benefit. This new 
form of the game, with its sideshows and showmanship, 
can make cricket truly global by taking it into countries 
and markets that have so far shown a distinct lack of en- 
thusiasm for the game. The Us, where people seem to 
enjoy short, intense slugfests, Continental Europe, 
China and Japan are all markets where Twenty20 can 
be marketed with success. If it does, India, as the fi- 
nancial epicentre of this, and, indeed, all, forms of 
cricket, will have found another “soft” export. The po- 
tential spin-offs: Indian companies can help, and ride, 
the efforts of the Twenty20 marketers in new, previ- 
ously under-penetrated markets. 

Yes, the new form of cricket definitely looks a 
winner from all perspectives. W 
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Populist Play 


The buzz about polls means goodbye to reforms, 
till after the elections. BALAJI CHANDRAMOULI 
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PM Manmohan Singh and Prakash Karat: Will they sort out their differences? 


HE DIFFERENCES BETWEEN THE UPA GOVERNMENT AND THE LEFT 

| parties over the India-Us nuclear deal seem to be pushing the 

country towards mid-term general elections. This may well mean the 

onset of a nuclear winter for several reform measures that are awaiting the 
approval both from the government as well as from Parliament. 

For industry, a key issue is the reform of labour laws. The Textiles 
Ministry has proposed that export units be allowed to follow a *hire and 
fire" policy, but officials say it will face opposition when the Cabinet takes 
it up for discussion. Says Soumitra Choudhury, Economic Advisor at ICRA 
and a member of the Prime Minister's Economic Advisory Council: 
"The issue of labour reforms has been a long standing one but its relevance 
in the present context, where we have a major shortage both of skilled and 
unskilled labour, has diminished to a great degree." 

On the other hand, a key aspect of the foreign direct investment 
policy, expected later this month, is job creation. *The government is look- 
ing at how FDI can be used to generate employment," said Commerce 
Minister Kamal Nath on the sidelines of a textile summit in New Delhi. 
This, expectedly, is likely to sail through, as will a proposal for increasing 
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The fortnight's burning question. 


WILL THE COUNTRY 
FACE MID-TERM ELEC- 
TIONS WITHIN THE 
NEXT SIX MONTHS? 


Maybe. Arun Jaitley, General 
Secretary, BJP 

Clearly, you cannot rule out the 
possibility of mid-term polls within 
the next few months. Our party is 
concerned about the crisis in the 
government, which has not only 
paralysed governance but is also 
pushing the country towards mid- 
term-polls. If the situation warrants 
an election, we are ready for it. 


There is economic and political 
stability in the country. India is 
the biggest democracy where peo- 
ple and parties have different points 
of views. | think it's a reality and 
we should be able to manage it ef- 
fectively. We will continue with 
our ongoing strategies and plans for 
the future. 


Yes. Mahesh Rangarajan, 
Pollster 


The nuclear deal with the US has 
exposed deep fault lines between 
the government and its Left allies. | 
think early elections are imminent. 
Even if the government doesn't col- 
lapse immediately, we are certainly 
looking at general elections, most 
probably in early 2008. 


COMPILED BY MANU KAUSHIK 
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the FDI limit in aviation, but no new initiatives are likely in politically 
sensitive sectors like retailing. 

On the psu front, equity offerings might very well be reduced to 
a trickle, Finance Ministry officials point out. On the cards are of- 
ferings from NTPC, State Bank of India, and Rural Electrification 
Corporation. Will they happen? No one is sure. 

If getting an executive nod from the government on sensitive re- 
form measures is proving tough, getting approval for such measures 
from Parliament will be well nigh impossible. And, several key 
proposals are gathering dust for want of political will. Now, these 
may well have to wait for a new government to bring them out of 
cold storage. In this category is the Pension Bill, which seeks to al- 
low private sector fund managers to operate the New Pension 


THE ELECTION IMPERATIVES 


Populist measures are expected to sail through, while serious reforms will take a back seat. 





Scheme for government employees. 

And even as the government's collective foot eases off the reforms 
pedal, it presses down further on the populism pedal. For starters, 
the vaulting price of crude oil in the global market has not moved 
the government to raise consumer prices. Rather, it chooses to 
postpone the problem by issuing bonds to public sector oil companies, 
which the next government will have to redeem. 

Then, there are other measures that may severely dent the ex- 
chequer. The government could implement the recommendations 
of the Sixth Pay Commission, and in a bow to populism, raise the 
salaries of the bureaucracy without undertaking retrenchments. 

For industry, it improves the prospects of getting the government 
to dole out concessions. The temptation is only reasonable: the tax 
payer does not fund elections. 

The bottom line: reform measures will now be viewed with a 
prism that filters only those measures that do not cause pain. 
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Q&A 
“Other Markets 
Look Better” 


DRIAN MOWAT, MD AND CHIEF ASIAN 
A Emerging Markets Equity 
Strategist, J.P. Morgan (Asia Pacific), 
paid a quick visit to Mumbai last week. 
BT's Clifford Alvares spoke to him on 
the stock markets and how the us sub- 
prime crisis affects India. Excerpts: 


What is your view on the Indian markets? 
We are underweight on India within 
emerging markets. The wri has come 
down, but there’s still inflationary pres- 
sure. It’s also difficult to see the gov- 
ernment increasing its infrastructure 
spending because of the political paral- 
ysis. India will perform, but there are a 
lot of opportunities elsewhere. 


Will the US subprime crisis affect India? 
US companies may delay their IF projects 
by a few months. Elsewhere, refinancing 
will cost more for Indian companies 
that have acquired companies abroad. As 
external commercial borrowing ma- 
tures, it will get expensive. India runs 
current account deficits and needs to 
constantly attract capital; and people’s 
risk appetite is low at the moment. 


Which sectors do you like? 

I like steel a lor, because of infrastruc- 
ture spending in emerging markets. 
The ongoing infrastructure story is 
very robust. Indian companies are very 
well placed to take advantage of this. 
We see the market underperforming a 
bit but the structural story in India re- 
mains very strong. 
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India is Now World's 7th Largest IPO Me 


ITS RAINING MONEY 





HE ECONOMY IS ON SONG 
Taen recent data that re- 
veals a slowdown in manufacturing 
growth), and India Inc. is in rapid 
expansion mode. Is it any wonder 
that Indian companies are flocking 
to the stock markets in droves to 
raise capital? A recent study by 
Thomson Financial, a global re- 
search firmreveals that India has 
leapfrogged its way to #7 among 
the world’s largest ТРО markets in 
the first eight months of 2007. 
Last year, it was at 
#14. Its share of 


926.6 crore). On the anvil are sev- 
eral IPOs in the coming months 
this year particularly from retail 
and infrastructure companies. 

The flurry of iPOs is driven by 
the extended bull run in the Indian 
equity markets that started in 2004 
and continues till date notwith- 
standing scares like the apprecia- 
tion of the rupee against the dollar 
and the more recent US sub-prime 
meltdown. 

Says Lalit Thakkar, Head 
(Research), Angel 
Broking, an equity 


global IPO proceeds: Indian companies are research and 
3.5 per cent, com- flocking tothe stock broking firm: “The 
pared to 1.7 per cent markets in droves primary market usu- 
last year. Р A ally gives better re- 

In fact, IPO to raise capital turns than the sec- 


mobilisation so far 
this year, at $6.4 bill- 
ion (Rs 26,240 crore) has already 
exceeded the $4.8 billion (Rs 
21,600 crore) raised in all of 2006. 
Powering India’s stellar show in 
2007 were DLF's $2.26-billion (Rs 
9,266-crore) IPO, the largest ever by 
an Indian company, Genpact ($568 
million or Rs 2,328.8 crore), Idea 
Cellular ($555 million or Rs 
2,275.5 crore) and Power Finance 
Corporation ($226 million or Rs 
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ondary market in a 
rising market sce- 
nario. This explains the retail and 
institutional interest in IPOs.” Then, 
interest rates have hardened over 
the last year, increasing the cost 
of borrowed money and com- 
pelling companies across the board 
to approach the primary market 
for cheap funds to finance their 
expansion plans. 
There’s more action in store. 
Says Sandeep Nanda, Head 


All figures for January-August 2007 





(Research), Sharekhan, 
firm: “There are a larg 
unlisted companies t 
capital, particularly in 
real estate, media, r 
structure and banking. 

There's another fac 
this boom. Over the le 
five years, private equi 
have taken significar 
technology, media, te 
pharma companies. T} 
looking to make prof 
Says Nanda: “The hig 
ples in the market mak 
attractive for compan 
to raise money.” 

The only possible 
ointment could be a 
preciation of the rupe: 
interest rates impactir 
Says Nanda: “A slow 
lead to a fall in appetit 
Ominously, expor 
growth and manu 
growth have all slov 
But Finance Minister 
mbaram has assured 
because the economy 
breather, not slowing с 
Inc. and millions of in 
be praying that he is r 
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IT Companies Look Beyond Engineers 


NTIL RECENTLY, ALMOST ALL 
Une technical talent hired by 
Infosys Technologies, India’s best- 
known IT company, were engi- 
neers from premier institutes. 
Infosys, and other Indian rr majors, 
routinely queued up at top engi- 
neering colleges to snap up the 
best talent and spent up to six 
months training them. 


ПА! 


has launched a programme called 
Ignite to recruit up to 2,000 science 
and humanities grads; and Wipro, 
the third member of the so-called 
Big 3 Club (of Indian rr compa- 
nies), has set up the Wipro 
Academy of Software Excellence in 
conjunction with BITS, Pilani, to 
drive hiring of undergraduate sci- 
ence students at monthly stipends 


ND IS SPREADING 





However, as people pressures 
have intensified (Infosys’s attrition 
went up by 2 per cent to 13.7 per 
cent in the first quarter of 2007- 
08), the rr industry is beginning 
to expand the breadth of its hiring 
to include plain vanilla science, 
commerce and humanities grads. 

The biggest of them all, TCs, 


of Rs 9,000. Even MNCs such as IBM 
have jumped onto the bandwagon, 
starting an Appropriate Continued 
Education Programme in West 
Bengal to mould these graduates. 

This is not CSR; it’s a survival 
strategy. “We have to expand the 
addressable pool of talent to sustain 
the growth of this industry,” says 


Mohandas Pai, Director (HR), 
Infosys, who has been a strong 
votary of bringing non-engineers 
aboard at both Infosys and across 
the industry. While TCS has ini- 
tially hired 500 graduates under 
its Ignite programme, the com- 
pany will ramp this up to 2,000 by 
the end of this financial year. “We 
hope to spread the economic ben- 
efits of IT across the country,” 
S. Ramadorai, MD and CEO of TCS, 
said at the launch of the pro- 
gramme in Chennai recently. 

According to NASSCOM esti- 
mates, the IT industry is expected to 
face a shortfall of around 500,000 
people by 2009. “The breadth of 
work that Indian rr companies do 
is wide and many relatively low- 
end tasks don't need to be done by 
engineers," says Gautam Sinha, 
CEO, TVA Infotech, a Bangalore- 
based HR Consultant who hires for 
many of these companies. 

This is clearly a win-win solu- 
tion for both the companies and 
their non-techie recruits. 

RAHUL SACHITANAND 
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Higher Rates to Hit Bank Profits 


HE GRADUAL RISE IN BOTH 
lending and deposit rates will 
affect the profitability of banks in 
2007-08. Early signs indicate a 
pressure on net interest margins 
(NIMS). À CRISIL-FICCI study says 
the banking sector's profitability is 
expected to decline this financial 
year. The rating agency has, pro- 
visionally, projected the net prof- 
itability margin of banks at 1.4 


per cent, compared to 1.6 per cent in 2006-07. 
Banks like icici Bank, yes Bank and IndusInd, 
which have a lower share of low-cost deposits, are 
already feeling the pressure. The loan-to-deposit ratio 
(LDR) of these banks, a key indicator of cost, has been on 


LOR: Loan-to-Deposit Ratio 


HIGHER LDRS COMPRESSING MARGINS 





Source: Enam Securities 


the rise. Higher ratios mean greater dependence on mar- 
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ket borrowings, which are more 
expensive than low-cost deposits. 
The study has also pointed out 
that while the inherent asset qual- 
ity of the banking system has im- 
proved significantly, strong credit 
growth will bring its own risks, 
which may impact asset quality. 
In the first quarter of 2007-08, 
banks like їсїсї Bank, uco Bank, 
J&K Bank and IndusInd Bank have 


shown a marginal rise in their net NPAs. 

The problem has still not become acute, but left 
unattended, it can. The need of the hour: an imme- 
diate reduction in interest rates. Is RBI Governor Y.V. 
Reddy listening? 


ANAND ADHIKARI 
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Q&A 
“We Will Build Content Partnerships in India” 


T HAS BEEN ALMOST SIX MONTHS 
Га Shailesh Rao took over as 
Managing Director (Sales and 
Operations), Google India. In a 
candid interview with BT's Kushan 
Mitra, he shares his thoughts about 
the Indian internet market and 
the direction Google is taking in 
this country. 


A recent ComScore report pointed out 
that there are only around 22 million 
internet users in India compared to 
many more mobile phone users. Does 
that have any bearing on the way 
Google functions in India? 
Absolutely. We are a very mission- 
driven company, and we wear our 
mission, which is to organise the 
world’s information, on our sleeve. 
We track the way that people con- 
sume information, and informed by 
that, we logically develop an ap- 
proach. You cannot deliver on your 
mission if you ignore the realities. 
If the bulk of people consume in- 
formation via the mobile phone 
either through SMS or through mo- 
bile data services, we have to ad- 
dress that market. 


You have developed some mobile adds 
such as Gmail for mobile... 
What we have done 
in the mobile space, 
not just in [ndia, but 


We are a mission- 


a very positive response from users. 
I look at the response and think 
that while Google has not been as 
involved in India as it should be, or 
it will be, the response we have 
got for our truly global services, 
such as Search or Orkut, has been 


tremendous. That gives me a lot of 
hope that now, as we build re- 
sources and focus 
on this market, and 
as we drive towards 


globally, is actually driven company, and localisation, which 
very similar to what we wear our mission ° ludes mobile, 
our current state of points of access and 
affairs is in India, on our sleeve other India-related 


which is that we have 
begun the 
process. You can characterise the 
process as the beginning of experi- 
mentation and intelligent dabbling. 


just 


What's the response to your services 
in India? 

In mobile and in India, we have just 
begun to ramp up, and we have got 
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content, it bodes 
well for us as we 
continue to increase the reach of 
our services, 


You mentioned India-related content. 
How do you see the spread of Indian 
language content in India? 

There is not enough diversity of 
web content; there are too few 





websites that get a large part of 
the traffic. If you count the number 
of India content pages on the web, 
it is paltry actually. That is not at all 
a reflection of what Indian users 
want. That gap needs to be ad- 
dressed and we hope to be a cata- 
lyst in further technology innova- 
tion in bringing India-related con- 
tent online. 


Are you looking at tie-ups with content 
publishers in India? 

We give voice to content publishers 
and help them connect with their 
audiences. More specifically, we 
are bringing the same mindset and 
the same alignment of interests 
that we have around the world. 
And we are aggressively ramping 
up our efforts to build content 
partnerships in India with a wide 
variety of content publishers—be in 
textual, video or local, which we 
believe will be relevant to our 
Indian users. 


N LIWY 


| 
IT TAKES JUST A PEEK ТО „= 
STEAL YOUR PRIVATE DATA 


And only a 3M™ Privacy Filter can prevent it. lt ensures t! 
and confidential information stays privat 





», whether 





you're wo 
Because, while you can see your laptor 


earl) 
only a black screen. No more p 





eopie on 





your Side see 
nnno 
ying eyes 


yt 


ta theft, unintentional disclosure of private 
information or leakage of client record 


ords. Now work from anywhere in 
comfort. Made witt 


e income 


потеет Privacy Filters 
vit patented 
ЗМ" microlouver technology, the 


m Total security, total peace of mind 
filter also protects your laptop or 4 
Jesktop screen from damage y 
е БЕ 
3M™ Privacy Е 


тасу Filters are b J used by some of the world's leadi 
productivity. Now at an afford. 








EMAIL privacyindia 


n.com. CALL Sayed! 


о Naved эла? 





Jranjit(cOmmrr 





J j 97 12 1yeonaved 
3M India Limited, Concorde ty, 2 





SAAT 
1 t44 


www.3mprivacyfilter.com 


bt trends 


Office Rentals to Stabilise Soon 


VEN AS THE ECONOMY IS SEEING 

an upward spiral, rents for 
commercial office space in Grade A 
cities continues to rise. According 
to a report on the Indian rental 
market for office space by DTZ, a 
leading global property advisor, 
the IT/TES sector is fuelling growth 
in the current quarter. 

Bangalore saw an overall ab- 
sorption of 2.6 million sq. ft, 80-85 
per cent of it by the IT/ITEs sector. 
Hyderabad, Chennai, Kolkata and 
Mumbai are also experiencing an 
upward trend in both absorption 
and rentals. The National Capital 
Region (NCR), on the other hand, 
has seen a fall in the overall ab- 
sorption of the commercial office 
space, from 1.5 million sq. ft last 
quarter (Q1 of 2007-08) to 0.81 
million sq. ft in the current quarter. 

Given this rise in overall de- 
mand and constrained by limited 
fresh supply over the next few 
months, rentals are expected to 
continue their upward movement. 
Some experts, however, foresee a 


DELHI and NCR: The current quarter 
absorption of Grade A commercial office — 
space has соте down to 0.81 million _ ex 


THE BIG PICTURE 


The rental market for commercial property 
remains robust across the country. 

PUNE: Fresh demand for this year is 
projected at 5.8 million sq. ft against an 
estimated supply of 9.7 million sq. ff — 
by the end of this year | 
BANGALORE: Overall absorption of 2.6 — 
milion sq. ft of commercial Grade A office 
space is reported їп the current quarter — 
CHENNAI: 0.47 million sq. ft absorption 
witnessed 2 
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correction in Q3 and Q4 of 2007- 
08. “The Indian office space mar- 
ket is now close to its second 1995- 
96 crest. Àn over-supply situation 
has started hitting some markets 
and we are already beginning to see 
a plateauing of rentals except in 
Mumbai and the caps (Central 
Business Districts) of the primary 
cities,” says Ankur Srivastava, MD, 
D1Z India. 

Rentals in Mumbai, for exam- 
ple, are expected to stabilise by the 
end of this year or in early 2008 
when several projects will be com- 
pleted in areas such as Goregaon, 
Bandra-Kurla and Andheri. Lal 
Bahadur Shastri Marg in Mumbai is 
expected to emerge as a preferred I 
destination and several rr and 
commercial projects are expected to 
come up in this district. Pune is 
also experiencing high growth and 
at least eight private IT SEZs are 
coming up in the city that will sup- 
ply Grade A rr/rres lease space over 
next three-to-five years. 

TEJASWI RATHORE 
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Indian Steel Output Likely to Multiply 


TS RAINING STEEL PLANTS, OR, 
1. least, MoUs to set them up, in 
Jharkhand, Orissa and Chhattisgarh. 
At last count, the states had signed 
Mous worth Rs 5.4 lakh crore, 
which, if they all result in invest- 
ments on the ground, will Indian 
steel output shoot up from 49.5 
million tonnes per annum now to 
243 million tonnes over the next 
seven-to-eight years. “It’s very am- 
bitious but not absurd because 1 
think the projection of 100 million 
tonne per annum capacity by 2019- 
20 made in the Steel Policy 2005 is 
conservative," says Navin Vohra, 
Partner, Ernst & Young. He, how- 
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Steel States: Hammer & Tongs 


ever, hastens to add that *many of 
these Mots will obviously fail to 
materialise into actual investments". 

Orissa, for example, reportedly 
signed four steel Mous in September 
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and scrapped five others in the same 
month. Two issues that have ren- 
dered many such Mous into worth- 
less paper are, of course, difficulties 
in land acquisition and bagging iron 
ore mines, 

Among the major players who 
have signed MoUs to set up steel 
plants are Tata Steel, Arcelor Mittal, 
Essar Steel, the Jindal Group, Posco 
and tens of smaller companies. And 
even if a quarter of the Mous fi- 
nally result in investments, then 
India’s steel output will jump dra- 
matically over the next half a 
decade. 
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China Invades 


Retails Shelves 


S INDIANS SCALE NEWER HEIGHTS 
Asc consumption, retail shelves 
are becoming showcases of the 
competitiveness (or, in some cases, 
the lack of it) of Indian manufac- 
turing. And ever larger sections of 
these shelves are getting filled by 
products from China, particularly 
in categories like toys, home décor 
items, luggage, consumer elec- 
tronics, appliances, and stationery. 

Almost all organised retailers 
are reporting a growth in Chinese 
imports. “In a global economy, it is 
inevitable that Indian products will 
find markets abroad and foreign 
goods will be sold here,” says Hans 
Udeshi, CEO (General 
Merchandise), Pantaloon Retail. 
Samar Shekhawat, Vice President 
(Marketing), Spencer's (RPG group), 
wonders aloud: *Why would we 
go to China if Indian manufactur- 
ers can give us the same or better 
quality, variety and price?" 

Competitive products from 


NDIAN MOBILE PHONE CHARGES 
Ls among the cheapest in the 
world. However, Indians travel- 
ing abroad and using international 
roaming as indiscriminately as they 
use their phones in India, will re- 
ceive towering bills, tens of pages 
long and sometimes amounting to 
lakhs of rupees. 

That is why many people are 
using services like Matrix Cellular, 
which resells mobile services for 
several countries in India. “We offer 
far better rates and also offer a post- 
paid service, which make us attrac- 
tive to companies and students 
alike," says Anant Sarkaria, Deputy 
General Manager, International 


28 BUSINESS TODAY OCTOBER 7 2007 


China and other countries are 
benefitting Indian consumers and 
India Inc. should have no objec- 
tion to it, says Venugopal Dhoot, 
Chairman, Videocon Industries. 
*Remember, only quality Chinese 
products are gaining market share 
in India, not the shoddy ones. For 
example, Chinese consumer elec- 
tronics are not selling here,” he 
adds. Dhoot, however, acknowl- 
edges that some small producers 
*will have a problem" and only 
the “fittest will survive". 
Narayanan Ramaswamy, 
Director, KPMG Advisory Services, 
agrees that it's quite possible that 
in the next few years, some Indian 
industries will succumb to com- 
petition from imported goods, 


^ 





Sales, Matrix Cellular. 

Here's why: on international 
roaming, the lowest rates charged by 
an Indian telco are between 3.5 
and six times those charged by 
Matrix (see How They Stack Up). 
Assuming a moderate usage pat- 
tern of five minutes of incoming, 
five minutes of local outgoing and a 


Spot the Dragon: China takes Indian retail space by storm 





but most Indian manufacturers 
will pull up their socks and 
compete hard. *Organised retail 
has started a process of discov- 
ery for Indian manufacturers. 
They are finding their own 
strengths. And they are prepar- 
ing to give a fitting response to im- 
ported goods," he says. 

Shekhawat says Chinese prod- 
ucts are winning only in categories 
where Indian industry has failed to 
provide quality products at com- 
petitive prices. 

The bottom line, then, is sim- 
ple: Indian manufacturers will 
have to shape up; or they will get 
edged out of their home market in 
some product categories. 


KAPIL BAJAJ 


short five-minute chat with folks 
back home, on international roam- 
ing (in the US), your bill will come to 
a minimum of $34.40 (Rs 1,410) 
every day, versus $8.95 (Rs 366) 
on Matrix, which also includes 
some free minutes. 

On text messaging and data 
charges, international roaming can 
be worse. Text messages are often 
charged at 50 cents a message on 
roaming and data charges are 
known to hit $100 (Rs 4,100) per 
megabyte. *We offer a service that 
can help a company reduce its in- 
ternational telecom expenditure by 
up to 60 per cent," he adds. 

KUSHAN MITRA 
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International Roaming: Avoid the Big Rip-off 
HOW THEY STACK UP 





BOLDNESS CHANGES EVERYTHING. 


ArcelorMittal 


Do you believe in the power of boldness? Those tiesd transforming 
At ArcelorMittal, we t t tomorrow 


excellence, to lead our industry and to transto 
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In Trusts do HNWIs Trust 


IGH PROFILE SLUG-FESTS (LIKE 
Ho Birla-Lodha spat) regard- 
ing inter-generational wealth trans- 
fers in large business families and 
those of high net worth individuals 
(HNWIs) have exposed the inade- 
quacies of the traditional methods 
of estate planning. A host of fi- 
nancial services providers are now 
stepping in to remedy this. *Many 
people are no longer comfortable 
leaving estate planning issues only 
to professionals such as lawyers 
and chartered accountants. 
They're now seeking the security 
of institutional backing for the 
entire process," says Harpreet 
Singh, Business Director (Wealth 
Management), Centurion Bank 
of Punjab, which offers trustee- 
ship, executorship and estate plan- 
ning services to HNWIs with a net 
worth of more than $1 million 
(Rs 4.1 crore). 

DSP Merrill Lynch Trust 
Services, a subsidiary of the in- 
vestment bank, was among the first 
wealth managers to offer trustee- 


ship services in 2007. It has around 
2,000 families as clients for wealth 
management in India and hopes 
to convert some of them to clients 
of its trust services as well. 

DSP Merrill Lynch helps to 
form trusts for proprietary wealth 
that is managed by it, while others, 
such as IL&FS, oversee assets man- 
aged by third parties. “We pro- 
vide trusteeship for around Rs 100 
crore belonging to over 20 HNWis,” 
says Adrish Ghosh, Vice President, 
IL&FS Trust Co., which has been in 
the business for over three years 
now. SG Private Banking and a few 
other foreign banks are also plan- 
ning to offer such services. 

The attraction is the flexibility 
that trusts offer compared to wills. 
Once a trust is formed, the 
trustee—in these cases, the financial 
services firm—becomes responsible 
for overseeing the management of 
the trust assets in accordance with 
the wishes of the settlor, the origi- 
nal owner of wealth. The major 
advantage it offers is that the trust 
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DIFFERENCES BETWEEN 
A WILL AND A TRUST 


LAST WILL AND TESTAMENT 

m Implemented on death of testator 

m Probate, a lengthy and often 
costly process that results in public 
disclosure of wealth, required prior 
to distribution 

m Assets subject to legitimate claims 
against testator's estate 

m May be amended and superseded at any 
time during the testator's lifetime 

m Results in fragmentation of family wealth 


TRUST 

m Implemented during lifetime of settlor 

m Assets do not form part of the 
settlor’s estate _ sts 

m Management of assets and timing of 
distribution to beneficiaries can be 
arranged according to settlor's 
preferences 

m May be revoked and assets resettled 


settlor can put the structure in 
place in his/her lifetime and, thus, 
avoid disputes and litigations later. 

SHALINI S. DAGAR 


Bio-diesel Firms are Headed Abroad 


HE GOVERNMENT HOPES THAT 

bio-fuels, especially jatropha, 
will replace 20 per cent of India's 
diesel consumption by 2011. But 
there's now a question mark over 
whether that target can be achieved. 
Why? Because the Indian bio-fuels 
industry is looking abroad for its 
projects. Several large players in 
this sector, like construction giant 
Shapoorji Pallonji & Co., Nandan 
Biomatrix and Labland Biotech are 
investing in jatropha cultivation 
projects in South East Asia and 
Africa. The crop will be processed 
locally and a major part of the bio- 
diesel produced sold there. 





WHY BIO-DIESEL? 

m It is a renewable fuel, non-toxic and 
rapidly biodegradable 

m Has 50 per cent lower carbon dioxide 
emissions than mineral diesel 

m Helps to lower particulate exhaust 
emissions and reduces carcinogenic 
impact 

w It is safer to handle than any 
conventional fuel 

m Gives farmers better returns from 
low-yield land 


m Partially cushions economy from 
international crude price volatility 


The industry feels that enough is 
not being done to encourage farm- 
ers to shift to jatropha cultivation. 
Says Jaya Kumar, Technical 
Director, Nandan Biomatrix: “We 
need a National Bio-diesel Policy 
that provides subsidies for jatropha 
cultivation. And all we need is large 
chunks of unutilised land as jat- 
ropha can be grown anywhere.” A 
National Bio-diesel Policy is being 
drafted by the government and ex- 
perts feel it could go a long way in 
addressing crucial issues like taxation 
and pricing of bio-diesel. The ball, 
then, is in the government’s court. 

RISHI JOSHI 
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THE DIFFERENCE BETWEER 
“| AM OUT OF OFFICE. PLEASE 
LEAVE A MESSAGE” ANC 
“HELLO! THIS IS DEV SPEAKING’ 
INTELLIGENT COMMUNICATIONS 





missed phone call can be a missed opportunity comes with the reliability, security and scalability 
mad an employee who's unreachable can create only Avaya can offer 
Bays. But Avaya Unified Communications can turn f 
2se potential problems into real productivity. This is just another example of how Avaya intelligent 
Communications takes your company from where 

№ your employees can always be reached, It Is to where it needs to be and become а truly 
erever they are, with just one number. So, if they're customer responsive enterprise delivering 
the road and a customer calls the office. they can customer satisfaction, employee productivity and 
swer that call, right from their mobile phone - and business efficiency 


? customer never even has to know where they | 
To find out how Avaya Intelligent Communications 


can help your enterprise become more intelligent 
mat's more, they can even access their voice, fax call Sheril Rachel at +91-11-41750160 or e-mail at 
юа e-mail messages on the go. And all of this sherili@avayaglobalconnect.com 


> at the time 


IP Telephony 


Contact Centers 
Unified Communications 
Communications Enabled Business Processes 


AVAYA 
GLOBALCONNECT 
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£r What is the issue? At the heart of the problem is 
" Open-XML, a documentation standard promoted by 
Microsoft, which is looking for approval from the 


CN 
Microsoft International Standards Organization (ISO). 


What is the problem? Proponents of ODF, another (ISO- 
— — See approved) documentation standard, argue that "We 
жи amn -— don't need another standard" and accuse Microsoft of 
"bullying" tactics, though the ODF lobby has been 
pretty vocal itself. 


What happened? The OXML standard was not ap- 
proved by the ISO at a recent conference, but proponents of OXML believe it will 
be passed soon enough. 


What happens if it isn't? Chances are that OXML, which is the standard used 
in Office software, will become a de facto standard whether ODF propo- 
nents like it or not. ISO approval will mean that the standard will be maintained 
by an ISO technical committee and not any one company. 

KUSHAN MITRA 


ECONOMY 


| status: 7.1 per cent in July 2007. 


IT'S (SLOW)DOWN 
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IMPACT: The fall in IIP in July (it was at 
12.4 per cent in July 2006) is mainly 
due to rising interest rates and indicates 
a slowdown in the production of goods 
and services, and presents a strong 


|| case for easing the interest rate regime. 
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status: Rs 61,030 crore in 
April-August, 2007-08. 
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Wil Direct tax collection Figures in Rs crore 
Source: BT research 


IMPACT: Direct tax collections (income 
tax and corporate tax) have risen 42 
per cent over the previous correspon- 
ding figures. This indicates improved 
coverage of taxpayers (despite no ma- 
jor reduction in tax rates) and makes it 
easier for the government to spend 
on its social sector schemes. 
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P-WATCH 


A bird's eye view of what's hot and what's 
not on the government's policy radar. 





REGULATOR'S LENS ON SHIPPING COSTS 


HIPPERS CARTELISING IN 

Indian waters may not have a 
smooth voyage in the days 
to come. Parliament has finally 
enacted laws that empower the 
Competition Commission of 
India (CCI) to keep a check on 
and punish those indulging in 
trade malpractices, including 
those in the shipping sector. 

This means that shipping 
lines forming cartels to fix 
freight rates and other opera- 
tional charges might soon have 
penalties of up to several mil- 






Competition Commission: Cartel busting 


Ceylon Conference (ІРВСС) that 

controls about 75 per cent of 
А the traffic between India and 
Europe. 

The iPBCC fixes freight rates 
and other charges like terminal 
handling charge (THC), bunker 
adjustment factor (BAF), and 
currency adjustment factor 
(CAF), which is followed by its 
members, and also becomes a 
standard for non-members. 

The cci which will eventu- 
ally replace the MRTP Act will 
also endorse mergers, pricing, 


Invd uvMSVH98 


acquisitions and competition by players in the ship- 
ping circuit. Surely, good news for exporters if it is 
found that the shipping costs are not reasonable. 


lion dollars slapped on them or dominating compa- 
nies may even be forced to break up. The shipping 
industry has been on the CCI radar for long prima- 


rily because of the India-Pakistan-Bangladesh- 





FLEXIBLE LABOUR NORMS ON CARDS 


N WHAT MIGHT BE AN UNEXPECTED SHOT IN THE ARM 

for the Indian textile industry, the government now 

plans to permit textile exporting units to “hire and fire”. 

The Textile Ministry has already moved a Cabinet note 

for limited amend- 

BETTER PROSPECTS ment to the Industrial 
Dispute Act. 


m Textile exporting units may be The ВР 
allowed ‘hire and fire’ policies The proposed 
guidelines stipulate 
æ Labour working hours may be that labour law 


raised restrictions will be 
relaxed only for those 
textile exporting units 
providing a minimum 
employment guarantee of 100 days a year. The Textile 
Ministry also wants the working hours to be increased 
from 48 hours per week to 60 hours, and daily working 
hours from nine to 12. Apart from making it difficult 
for companies to fire people, labour laws place restric- 
tions on contract labour and overtime payments, 
thereby increasing labour costs. But with the threat of 
elections looming, populism may force the Cabinet to 
scuttle the proposal. RISHI JOSHI 


= Impending elections may play 
spoilsport 
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LAND SALE FOR PSU REVIVAL 


+ GOVERNMENT IS AGAIN OUT 
To “downsize” sick public 
sector units (PSUs), only this 
time, quite literally. The 
Department of Disinvestment 
now plans to sell prime land, 
owned by sick PSUs like | 
Andrew Yule & Co, Bengal ~~ 
Chemicals & Pharmaceuticals (BCPL), Richardson 
& Cruddas (RCL), National Textile Corporation 
(NTC) and Hindustan Antibiotics and use the pro- 
ceeds to revive them. 

Of the 28 such PSUs up for revival, 15 reportedly 
own land that can fetch the government more than 
the Rs 8,200 crore earmarked for the total revival 
package. This comes in the wake of other measures 
like the merger of British India Corporation with NTC 
and kick-starting the flow of funds into the as-yet dor- 
mant National Interment Fund (NIF) from the 
upcoming IPO of Power Grid Corporation of India, 
(PGCIL). Surely, self-help is the best policy 

AMAN MALIK 
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P-WATCH COLUMN 


The why, what and how-to of policy making. 





THE GOVERNMENT'S INTERNAL 


се arm, the 


Bureau, “cautioned” the 
Petrol М 





Ministry against its 


ance in the ministry. Shortly 


thereafter, a government 
solved his problem: 


order 
PSU 


navratna officials no longer re- 
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OPEN THE CHOKE 


BPS PREOCCUPATION WITH COMBATING INFLATION IS WELL KNOWN. 
В: so, it was only natural for RBI Deputy Governor Rakesh 

Mohan to compliment his organisation in a recent conference in 
Mumbai, when inflation fell to a low of under 4 per cent on September 
1. But, alas, it appears to be more of a pyrrhic victory. From motorcycles 
to fridges, sales have dropped as loans have become expensive. Is it then 
a case of RBI administering strong medicine in the monetary system to 
quell consumer demand? Anyway, the fallout: inflation in manufactur- 
ing goods is at its lowest over the last one year. 

Further, the latest industrial production figures show a decline 
from double-digit growths in the recent months to a little over 7 per 
cent in July. Clearly, industry is not in for an easy ride. In such a situa- 
tion, it will certainly help if RBI eases it grip and fosters consumption— 
from the new capacities that are being created by industry, or the 
improved productivity levels. 

The government, too, can take some credit for this record low infla- 
tion, though for the wrong reasons. While food prices have moderated 
marginally, fuel prices have not risen. In the case of 
food prices, the burden has actually been borne 
by the farmer. The Indian farmer received 
half the global price for wheat, which con- 
stitutes 31 per cent of the food grains bas- 
ket. However, it is unlikely that the 
farmer will let this happen again next 
year: he will not settle for Rs 8.50 per kg 
paid by the government, the single 
largest bulk procurer. 

In the case of petroleum products, 
where our import dependence is about 
70 per cent, the government has chosen not 
to increase prices of mass consumption prod- 
ucts like petrol, diesel, LPG and kerosene—which 
constitute close to 60 per cent of domestic consumption. This, despite 
the fact that crude oil has hit new highs in the global market. Rather, by 
issuing bonds to the public sector oil marketing companies, it has 
deferred the liability by seven years. And, it plans to issue more of these 
in time to come. 

In other words, with grain and fuel prices rising globally, inflation is 
waiting to raise its head again. 

In this scenario, there is a natural tendency for the government to 
provide sops to industry. Last month, Heavy Industries Minister 
Santosh Mohan Dev said that if the auto industry’s second quarter 
results do not improve, the government would consider interventions. 
Bad idea. Rather, it should limit itself to monetary interventions to the 
extent that demand risk created in the first place to choke inflation is 
mitigated. For, otherwise, it will create incentives for industry to cre- 
ate spare capacities in the hope that the government will bail it out 
when demand does not materialise. 
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Oswal: Growth game continues 


HE UNABATED BULL RUN ON THE STOCK MARKETS 

has resulted in many an investor laughing all the 
way to the bank. The listing of Motilal Oswal 
Financial Services (MOFSL) was another reason for 
them to rejoice. The company hit the capital markets 
with an offer price of Rs 850 per share; the stock de- 
buted on the bourses at Rs 999, a premium of 
17.5 per cent. Its market capitalisation stood at 
Rs 2,838 crore at the time of listing. 

For Motilal Oswal, 45, CMD of the eponymous 
firm, it has been a busy period. He has four compa- 
nies under his flagship—Motilal Oswal Investment 
Advisors, Motilal Oswal Commodities Broker, Motilal 
Oswal Venture Capital Advisors and Motilal Oswal 
Securities—that deal in areas like investment bank- 
ing, commodities trading, private equity and re- 
search and advisory-based stock broking. “The listing 
brings a greater sense of accountability and respon- 
sibility” he says. 

Oswal entered the business with co-promoter 
Raamdeo Agarwal in 1987 and has come a long way 
since then. The numbers speak for themselves. 
MOFSL has over 1,200 business locations and in ex- 
cess of 200,000 investors. That apart, the firm is 
among the top five domestic brokerage outfits in 
india. “Our focus has always been on adding value 
to customers,” says Oswal. 

For investors, the listing of MOFSL provides a 
chance to participate in its emerging growth story. 
Last year, when he sold a 9.48 per cent stake to PE 
firms New Vernon and Bessemer, MOFSL was val- 
ued at Rs 1,345 crore. The post-listing market 
capitalisation is more than twice that figure. Clearly, 
investors don't have too many reasons to complain. 

KRISHNA GOPALAN 
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Rs 7,58,75 1 crore: The money Indians 
saved in 2006-07 


1 () billion: The number of calls the telemarketing 
industry in India makes each year, according to a 
TRAI consultation paper 


> 14.2 billion (Rs 59,450 crore): The amount of 
FDI that flowed into India last year. In comparison, 
China received $69.5 billion (Rs 2,84,950 crore), 
almost five times the amount 


“Зол 

£934. billion (Rs 79,70,400 crore): The size of 
international organised crime, according to the State 
of the Future Survey by the World Federation of 
United Nations Associations 


9.4 million units: The housing shortage in India, 
according to Assocham 


15. The number of excutives in India with annual 
pay packets in excess of Rs 10 crore. Reliance 
Industries Chairman and Managing Director 
Mukesh Ambani tops the list with an annual 

salary of Rs 24.51 crore 
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1,000 tonnes: The estimated demand for gold in 
India in 2007. In 2006, the country consumed 
715.5 tonnes of the yellow metal 


18.2 per cent: Growth in exports during April-July 
2007. The figure for imports in the same period was 
30.7 per cent 
4,120 mwe (megawatt electrical): India's total 
installed nuclear capacity. BHEL's contribution to 
the country's nuclear power generation capacity 
is 3,280 MWe 
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KS О. 2 lakh: The average annual salary of 
Indian techies in 2007 


© million: Passenger traffic (both domestic 
and international) in and out of India in 
2006-07 "Е ү 
O IU, UUU: The number ої ; 
Chinese-made toys, including Barbie р 
play sets, recalled by Mattel іп the — 7 паь, `- 
US, for having “impermissible É Е: 4 
levels of lead” р) 


14 patents each working day 


Bosch Innovation: Bright ideas are an everyday event at Bosch. On an 
average, Bosch registers 14 patents each working day. A staggering 
achievement made possible because Bosch invests more than 7% of 
its sales in research and development every year. In the financial year 
ending 2006, Bosch’s R&D spend stood at 3.3 billion euros. So every 
innovation that comes from Bosch, truly is Invented for life. 
www.boschindia.com. 
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Invented for life 
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How it works: 
Current status: 
Running costs o 
Problems: 


TION te Orns 


ecular hydrogen” that power the engine 
R&D still in its infancy. 
Hydrogen costs up to $2( 
—— per kilo. While one US gallon of gasoline ha: 
< ™ the same energy content as a kilo of 
b. * hydrogen, the latter gives two to three 
times higher mileage. 


: Hydrogen itself may be 
a greener fuel than gasoline, but the 


cost of producing hydrogen is high (ant 
it is environmentally more harmful), 


and it is a highly combustible fuel. 


Taking Stock of Expansion in World Trade 

In developed countries, imports (by volume) grew at a slower pace than exports, says the recent UNCTAD report. China and India contributed significanti 
to regional trade expansion 

Export and Import volumes of goods, by region and economic grouping, 2004-2006 


EXPORT VOLUME IMPORT VOLUME EXPORT VOLUME IMPORT VOLUME 
2003 2004 2005 2006 2003 2004 2005 2006 2004 2005 2006 2003 2004 7 2005 
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How it works: An electric car stores its on board in batteries, 
and unlike conventional electric motors have 
only a single rotating element. 

Current status: available. upgrades, from heavy 
and inefficient lead acid variants to new age lithium ion technology, underway. 
Running costs: 40 paise per km. 

Problems: Limited battery life, an almost 


The cars are more expensive than gasoline ones and need 
every 25,000 km. 


Exports of developing countries in value terms have consistently 
been growing faster than those of developed countries in the 2000s. 
As a result, the share of ота Countries in global exports has 
increased from 32 per cent in 2000 to 37 per cent in 2006. 

In some regions, gains from changes in the terms-of-trade played 
a role. Exporters of manufactures from East, South and South-East 
Asia belong to the first group. China and India, in particular, have 
contributed significantly to regional trade expansion. Export-led 
growth in China led to a 25 per cent increase in its exports (by 
volume), which continued to outpace global trade growth by far. 
India's export growth (by volume) was also - than the world 
average, at 14 per cent, with a surge in manufactured exports. The 
export growth performance of other countries in East and South Asia 
was also good as a result not only of healthy global demand, but 
also of a high level of intra-regional trade in manufactures. In these 
Countries, export growth (by volume) continued to significantly 
exceed import growth. 
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TO BE PRECISE 


“We talk about girls" 


Naresh Goyal, Founder and Chairman, Jet Airways, wben asked what be 
talks about when meeting India's otber billionaire friends such as Lakshmi 
Niwas Mittal, President and CEO, Arcelor Mittal, and Mukesh Ambani, 
Chairman and MD, Reliance Industries, in The Economist 


“Every company has its own strategy and 

if we keep reacting to them, our own 

strategy will fail” 

Jagdish Khattar, MD, Maruti Udyog, on Tata Motors’ Rs 1-lakh car, in 
The Indian Express 


“Our ambition is to be a global Indian enter- 
tainment company—there’s no reason why we 


can’t make big-budget Hollywood movies, too” 
Ronnie Screwvala, CEO, UTV Software Communications, in Newsweek 


“In the cities, there are 10,000 cars moving in 
two hours but there are tens of thousands of 
people sleeping on the footpath, listening to 
the cars passing. Unless we address this 
problem, India will shine only for a while” 
A.M. Naik, CMD, Larsen & Toubro, in The Times 


“The way I think about my business is that 

I have the ICICI brand and it is an extremely 
stretchable brand” 

Renuka Ramanth, MD and CEO, ICICI Venture, in Mint 


“The company is willing to take big risks and 
our DNA is being reinvented to tackle them. It 
may seem frightening from the outside, but we 
have fair levels of comfort within aswe have 
consistently done so in the past” 

Percy Siganporia, Managing Director, Tata Tea, in The Economic Times 


“Outside P&G, I think Harry Potter. 
You had to be dead to miss it” 


James Stengel, Global Marketing Officer, Procter & € samble, on the best 
marketing he's seen recently, in Fortune 


“Viral isn’t something you can just make 
happen. It has to be inherent in your product” 


Roelot Botha, Venture Capitalist, who helped build YouTube and PayPal 
two of the most successful internet companies, in Forbes 


“The human race has never found a way to 
confront bubbles” 
Alan Greenspan, former Chairman of the US Federal Reserve, in BBC Online 
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DECLARED: By LIC, 
a higher bonus for its 
policy holders, on the 
back of a 22 per cent 
rise in its valuation 
surplus to Rs 15,127 
in 2006-07. Whole life plans have 
been given a higher bonus of Rs 70 
per thousand sum assured, compared 
to Rs 66 in the previous year. “Our 
business composition is changing sig- 
nificantly from non-linked products to 
linked products,” said LIC Chairman T 
S Vijayan (in picture). 


SURGED: To $31 billion (Rs 1.41 
lakh crore), India's software exports 
in 2006-07. Exports rose 32 per 
cent in dollar terms and 36 per cent 
in rupee terms over the figure for 
2005-06. According to Nasscom, 
revenues will breach the $50-bil- 
lion mark this financial year. 


DIPPED: To a 17-month low of 3.52 
per cent, the Wholesale Price Index, 
for the week-ended September 1, 
compared to 3.79 per cent in the 
previous week on account of a slow- 
down in the price increase of minerals, 
fuel and some manufactured prod- 
ucts. Inflation was at 5.34 per cent in 
the corresponding week a year ago. 





RANKED: On the annual Forbes 
Asia Fabulous 50 list, 12 Indian 
companies, which dominated the 
annual ranking of big-cap, profitable 
companies in Asia. Taiwan (with 10 
companies) and China (7 compa- 
nies) came in next. The Indian com- 
panies on the list are TCS, Infosys 
Technologies, BHEL, Bharti Airtel, 
Grasim Industries, HDFC Bank, ICICI 
Bank, L&T, RIL, Satyam Computer 
Services, Tata Steel and Wipro. 


1 DIED: Оп September 
10, Anita Roddick, 
founder of British cos- 
metics company The 
Body Shop. She was 
64. Roddick grew her 
business from a single shop in Brighton 
in 1976, to a franchise of 2,000 
stores spread across 53 countries in 30 
years. A Dame Commander of the 
Order of the British Empire, she sold 
her company to L'Oréal last year. 


UNVEILED: By the government, a 
semiconductor manufacturing policy, 
which defines a fab unit, state-of- 
the-art technology, net present value, 
financial closure, capital expenditure 
and threshold limit for companies to 
apply for the special incentive package. 
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State of States Conclave: Stately matters 


HERE WAS SURPRISING UNANIMITY 
Tad some squabbling among dif- 
ferent states at the /ndia Today State of 
the States Conclave 2007 on 
September 14. Reducing unemploy- 
ment, developing skills and improv- 
ing the state of the farm sector were the 
factors that united the representatives 
of more than 15 states. The heart- 
bum was caused by tax concessions in 
select states. 

Punjab Chief Minister Prakash 
Singh Badal was the first to put the cat 
among the pigeons with a mention 
of concessions to neighbouring states. 
But Badal's state still came out tops in 
three categories. Another remarkable 
achiever amongst the small states 
was Puducherry, which, too, bagged 
three top slots. The government of 
Madhya Pradesh, meanwhile, seems 
to have delivered on its electoral prom- 
ises, even as the Narendra Modi magic 
has worked in Gujarat. 

This just proves the point that 
Finance Minister P. Chidambaram 
made in his inaugural speech about 
good governance being key to all- 
round inclusive growth. "Never be- 
fore has so much money devolved to 
the states," he said, pointing to their 
improved finances. Not all agreed. 
The rich and vigorous debate probably 
defines "Indian federalism at its best", 
keynote speaker, Vice President M. 
Hamid Ansari, pointed out. 

SHALINI S. DAGAR 
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Unfolding Urban Revolution 


Next year, for the first time in history, more than 50 per cent of the world's population 
will live in urban areas. Most of the growth will occur in the developing countries. 
Incidentally, a majority of the world’s largest urban agglomerations are in Asia. 


The world’s largest urban agglomertions 





Most of them are in Asia; Latin America is a distant second 








City (2005. millions) 1975 2005 2015 
Tokyo, Japan 352 .. .. аў 
Mexico City, Mexico 19.4 * * +e 
New York, United States 187 * * * 
Sao Paulo, Brazil 18.3 * *+ 
Mumbai, India 182 . РА 
Delhi, india 15.0 * . 
Shanghai, China 145 * * 
Kolkata, India 143 * * 
Jakarta, Indonesia 132 * * 
Buenos Aires, Argentina 126 è . 
Dhaka, Bangladesh 124 * * 
Los Angeles, United States 123 : * 
Karachi, Pakistan 118 * . 
Rio de Janeiro, Brazil 115 $ * 
Osaka-Kobe, Japan 113 e * 
Cairo, Egypt 11.1 * * 
Lagos, Nigeria 103 * e 
Beijing, China 10.7 * * 
Manila, The Philippines 107 * * 
Moscow, Russia 10.7 * * 

Urbanisation Is Growing Rapidly... 
Rural and urban shares of population. 
(Per cent) 
x Rural share of world population 
2 ! 
35 ۱ 
» Urban share of world population 
1950 "60 70 '80 '90 


2000 '08 '10 20 '30 
Prospects: the 2006 Revision (2007) 


... But So Are Slums 
More than one in every seven human beings now live in an urban slum. 
(Slum population in billions) 
1.50 World 
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Cheap and Best? 


RIL’s overseas buyouts aren’t big-ticket by any yardstick. 


UST WHEN IT WAS BEGIN- 

ning to look like India’s 

largest private sector 

company isn’t in a mood 

to participate in the fre- 
nzy to buy out international 
assets, it decided to grab a piece 
of the global action. Two 
pieces actually. Last fortnight 
Reliance Industries (RIL) anno- 
unced two acquisitions in diff- 
erent parts of the world (prior 
to this, its last overseas buy- 
out was of Trevira’s polyester 
capacity in Germany in 2005). 
First, the Mukesh Ambani 
mega-corp said it was pur- 
chasing a majority stake in the 
East Africa-headquartered Gulf 
Africa Petroleum Corporation 
(GAPCO). In less than a week, 
Ambani followed this up with 
an announcement that RII 
would pick up the assets of 
Hualon Corporation, a Mala- 
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STRESS ON DISTRESS 
Since '93 RIL has acquired 0.83 mn tonnes of polyester capacities. 


Date 


А293 à 003 РУ 


Capacity* Product 


KRISHNA GOPALAN 


lion; Hualon's last reported 
top line stood at just $800 
million, or 2.9 per cent of 
RIL's sales. Although the 
company hasn't revealed 
the cost of acquisition, it's 
evident that Ambani's fo- 
cus is on distressed but op- 
erating assets, and quality 
ones, to boot. In other 
words, it prefers to buy on 
the cheap, and turn around 
the fortunes of the capaci- 
ties thanks to the advan- 
tages of integration, 
economies of scale and cost- 
control that it possesses. 
Hualon, for instance, has 
accumulated a loss of $300 
million, and is weighed 
down by debt of $1 billion. 
Issues of bad debt have re- 


үза 


sulted in it being under ге- 
ceivership since November 
2006. But the attraction 
clearly for Reliance is that 
the unit has been operat- 
ing virtually at full capacity. 
Arun Kejriwal, 
Director, KRIS Securities: 


Says 





ysia-based polyester and tex- — India Polyfibres Juy99 002 PSF 
tiles manufacturer. In between Orissa Synthetics Mar99 004 PSF 
this M&A flurry, the RIL top Raymond Synthetics — Sep 99 _ 007 РР 
brass also revealed that it DCL Polyester - May00 0.04 PF 
would merge iPCL, a former Йтейга GmbH < June O4 — 0.13 PSF, PFY, chips 
public sector undertaking that — Hualon Corp Sep07 0.50 Polyester yarn 


was acquired in 2002, into 
the flagship. 

Global size and scale have 
always been RIL’s virtues—it is the 
largest polyester manufacturer in 
the world, and the Hualon purchase 
makes it larger by a fourth—and 
now it’s adding outposts in inter- 
national markets to its domestic fire- 
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* million tonnes per anumm Source: Merrill Lynch 
PSF: Polyester Staple Fibre PFY: Polyester Filament Yam 


power. However, what makes RIL's 
global play slightly different is its 
reluctance to make flashy multi-bil- 
lion dollar buyouts. Both deals are 
small relative to RIL’s size. In 2006- 
07 RIL had revenues of $27.37 bil- 


“Reliance has not really had 
a strong presence in South 
Asia. What they have 
bought is really a geo- 
graphical presence. Besides, there 
are no new capacities coming up in 
the region. Finally, they have bought 
capacities at a cost less than that of 
putting up new capacities.” 

According to a report put out 


by psp Merrill Lynch immediately af- 
ter the takeover announcement, RII 
can add value to Hualon by supply- 
ing inputs like Purified Terephthalic 
Acid (РТА) and Monoethylene Glycol 
(MEG) from its surplus capacity. It is 
expected that the realisation on 
Hualon’s specialty polyester grades 
will be 25-30 per cent higher than 
that on non-specialty grades. 

Indeed, RIL is no stranger to buy- 
outs of ailing petrochemicals capac- 
ities. It’s been adding on units since 
the late 1990s, a time when supply 
overshot demand, and Southeast 
Asia slipped into a financial crisis 
(see Stress on Distress). 

The acquisition of GAPCO too is- 
n’t in the big-ticket bracket. But it 
works for Reliance as it provides a 
market for its export-oriented re- 
finery. The Mauritius-headquartered 
GAPCO owns and operates large stor- 
age terminal facilities and a retail 
distribution network in African coun- 
tries like Tanzania, Uganda, and 
Kenya. RIL, in a statement, outlined 
that this would help in Reliance’s 
downstream plans by integrating the 
entire value chain consisting of re- 
fining, shipping, trading, terminalling 
and marketing through retail and 
wholesale segments. GAPCO operates 
more than 250 outlets covering retail 
and industrial segments. 

The markets for their part have 
given a thumbs up to RIL’s interna- 
tional moves—psP Merrill Lynch 
has put a 12-month target of Rs 
2,340 on the stock. That price may 
well be reached sooner, with the 
stock closing at Rs 2,028.45 on 
September 17—which means that 
it has almost doubled over the past 
year. What gave the stock a further 
fillip on Dalal Street was a merger 
with IPCL and, more importantly, 
the end of the uncertainty over the 
pricing of the gas it is set to pro- 
duce (see A//'s Well Tbat Ends Well). 
The mantra clearly is high returns, 
low-risk—the latter clearly reflected 
in RIL’s relatively undersized buy- 
outs last fortnight. 


All Systems Go (Global) 


IT training companies are seeking new geographies. 


HE BRUTAL DOWNTURN BET- 

ween 2001 and 2003 is some- 
thing India's major computer 
training companies, NIIT and 
Aptech, just can't forget. So 
they've hedged their risks by di- 
versifying into non-IT training 
businesses (МИТ has МИТ Imperia 
for management education for 


training). Says Vijay K. Thadani, 

CEO, NIIT: “NIIT is no longer just an 

IT training company. We are a 
talent 


being a training player to a talent 
development player over the last 
couple of years." 

They're also spreading their 


risks by taking their flagship busi- 


ness international. And China 
clearly is the favourite destina- 
tion. Says Pramod Khera, CEO & 
MD, Aptech: *China is among our 
fastest-growing geographies. 
Aptech Beida Jadebird rr, our joint 
venture in China, captured a 32.1 
per cent market share in China 
according to a recent IDC report." 
In fact, the two largest rr education 


The Race 
for IFCI 


Some of the biggest names in 
business want a piece of it. 

OR INDIA'S OLDEST (AND UNTIL 
Pes ailing) financial institu- 
tion, it's a problem of plenty. New 
Delhi-based ІЕС plans of offering at 
least 26 per cent stake in itself to 
large investors has attracted a bevy of 
suitors. Last fortnight, 10 bidders, 
Indian and foreign, queued up for a 
piece of an institution that until re- 
cently was saddled with gargantuan 





with a 7.6 per cent market share. 

Aptech has over 250 centers 
across 57 cities in China and has 
trained over 3 lakh students in the 
aver that China along with other 
Asian countries like Vietnam, 
Indonesia and Malaysia, as well 
as West Asia, are the emerging 
growth markets for Ir education. 


Dubai, Kuwait, Syria and 

Afghanistan. Cleary, everybody 

needs a computer education. 
T.V. MAHALINGAM 


bad loans. Just two years ago, the fig- 
ure stood at Rs 2,688 crore. “We are 
looking for a strategic fit," says Atul 
Kumar Rai, CEO of IFCI. 

IFCI plans to transform itself into 
a corporate finance specialist and 
expects that the investors that come 
in will help in the transition. The 
race for the stake (and it is still a 
race despite IFCI’s beleaguered im- 
age) will terminate in January. So 
what has led to this surge of inter- 
est? The fluctuating fortunes of the 
oldest financial institution in the 
country saw another turnaround 
in the last few quarters. Economic 
recovery, some sharp restructuring 
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and aggressive provisioning reduced 
that mountain of bad loans to zero. 
In fact the company has accumu- 
lated almost Rs 1,500 crore as cash. 

Why then the sale? Well, its past 
problems eroded its capital ade- 
quacy to such an extent that it is 
now negative. Though IFCI’s infor- 
mation memorandum claims a cap- 
ital adequacy ratio of over 14 per- 
cent, it does so by including de- 
ferred tax assets as Tier I capital. 
“The stake sale is happening mainly 
for equity infusion so that IFCI’s cap- 
ital adequacy improves. It certainly 
does not need cash,” says a person 
close to the deal. 

That is reason enough for most 
bidders to come calling. Added to it 
are a host of other benefits like its 
long-term asset book and its ability to 
raise long-term resources from prov- 
ident funds and others. This could be 
useful if bidders are interested in 
funding the $475 billion that are 
expected to be spent on infrastruc- 
ture over the next five years. 

Any recovery of the fully pro- 
visioned bad loans adds straight to 
the bottom line. As a public finan- 
cial institution, IFCI has asset sale 
rights to recover loans. Though the 
government has made clear that 
asset strippers are not welcome, 
sizeable real estate in key Indian 
cities is another attraction. 

However, there are some un- 
certainties including whether the 
finance ministry will still disburse 
the Rs 1,300-odd crore (as part of a 
bailout package) and over a longer 
term whether the benefits of being 
a PFI will continue. 

However, these are no deal 
breakers. The crucial issue, as in 
all such transactions, is price. 
Company officials believe that the 
current market capitalisation of 
over $1 billion provides a good in- 
dication of the water level. After 
all, IFCI only needs Rs 2,000-2,500 
crore to drive back into the capital 
adequacy safe region. 

SHALINI $. DAGAR 
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All’s Well That 


Ends Well 


RIL takes a haircut on gas 
price, but gets a decision. 


OO MANY COOKS CAN SPOIL THE 

broth. However, that did not 
happen early this week when an 
Empowered Group of Ministers 
(EGOM), a short Cabinet, decided 
the profitability of a $6-billion in- 
vestment in the oil and gas explo- 
ration business of Reliance Industries 
(RIL). It approved a gas sale price 
of $4.2 per MMBTU (million British 
thermal units), a shade less than 
what RIL sought—$4.33 per MMBTU. 
And, RIL, if anything, is not com- 
plaining, for the decision did not 
succumb to the strong forces of 
‘administered pricing’ sought by the 
power and fertiliser ministers over 
the last two months. If imple- 
mented, such a regime would have 
meant shaving off RIL’s asking price 
by as much as 40-50 per cent. 

The EGOM’s decision to enforce 
a single gas price for all the sectors 
of the economy also lends *com- 
mercial’ certainty to the 162 con- 
tracts currently operational in the oil 
and gas exploration business. For 
future contracts, the EGOM has rec- 
ommended an overhaul of the ex- 
isting production sharing contract, 
which is poorly drafted—the very 
reason why it is susceptible to in- 
terpretations leaning towards pop- 
ulist measures. This exercise could 
well delay the next offering of 
blocks, slated at the end of the year. 

The EGOM, however, could not 
entirely shrug off the legacy of the 
existing contract document. It is 
proposing a gas marketing policy 
that will broadly define the alloca- 
tion of gas to the various sectors of 
the economy. However, officials 
point out that it is likely to be ad- 
visory in nature as any attempt to 
tie down a producer to a consumer 
base would impinge on its free- 





SHEKHAR GHOSH 


Petroleum Minister Deora: Fair play 


dom to market gas, a key aspect of 
the contract. 

The issue is expected to be re- 
solved in the next meeting of the 
EGOM, a date for which hadn't been 
fixed when Br went to press. The 
question before the EGOM will be: if 
a gas marketer strays from the pol- 
icy, can the government intervene? 
This does lend a tinge of uncer- 
tainty to the fate of the existing as 
well as future contracts. RIL's gas 
from the D6 Block in the Krishna- 
Godavari basin, however, is unlikely 
to suffer on this count—it might 
present itself as a fait accompli or 
provide a basis for the marketing 
policy, officials argue. 

Ironically, while the trimming 
of RIL’s price is officially credited 
to Finance Minister P. Chidamb- 
aram and Economic Advisory 
Council chairman C. Rangarajan, 
when the EGOM met earlier this 
month, the ‘surgery procedure’ was 
mooted by petroleum ministry way 
back in early June, when RIL pre- 
sented its proposal. At that point 
of time, Petroleum Minister Murli 
Deora, who was within his rights to 
decide on the pricing, however, 
chose to deflect the issue to Cabinet 
Secretary K.M. Chandrasekhar. The 
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minister then chose to deflect the is- 
sue once again, this time to the 
EGOM, thus explaining the two- 
month delay in the final approval. 
Interestingly, the EGOM’s deci- 
sion on RIL’s price formulation 
negates the view held by Anil 
Ambani that RIL’s formula must 
not be approved since it does not 
offer the bidders any leeway to of- 
fer different prices—a key re- 
quirement of the contract. But this 
may be another instance where big 

brother Mukesh has won. 
BALAJI CHANDRAMOULI 
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Bricks, Mortar 
and Moolah 
UK's Laing O'Rourke hits pay 
dirt in India. 

F THERE IS ONE SECTOR THAT HAS 

benefitted most visibly from the 
India growth story, it is the con- 
struction industry. Titanic-sized 
tower cranes busily moving blocks 
of concrete and steel are a com- 
mon sight across metros. Less no- 
ticed, however, is the perform- 
ance of many of the construction 


Vodafone, the Brand, dials in 


The UK cellular giant flexes its brand muscle. 


N WHAT PROMISES TO BE THE 

biggest brand transformation in 
the telecom sector and one of the 
largest across the entire Indian 
consumer sector, the Hutch brand 
will make way for Vodafone on 
September 20. This follows the 
British telecom giant's $10.9 bil- 
lion acquisition of a 52 per cent 
stake in cellular operator Hutch- 
Essar in February. “This will be 
across 35 million subscribers and 
over four lakh outlets. It will be a 
massive logistical exercise," says 
Asim Ghosh, Managing Director, 
Vodafone Essar (Essar holds 33 
per cent in the venture). The re- 
branding will also signal the exit of 
the Hong Kong-based Hutchison 
Group from India. 

According to Ghosh, the brand 
transformation will now give the 
Indian entity access to Vodafone's 
repertoire of products and services. 

Over the last six years, the 
brand of this cellular operator has 
witnessed several changes, partic- 
ularly in the Mumbai circle; here, 
the brand was first Max Touch, 
then it became Orange, then 
Hutch, and now Vodafone. It is 
expected that a large part of the 
move to Vodafone will be com- 
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pleted in about four weeks. 
Interestingly, this isn’t the first 
market in which Vodafone finds it- 
self in the midst of a brand trans- 
formation. It's happened in other 
countries, in a phased manner. 
Typically, Vodafone's name was 
combined with that of the local 
partner. *We realised that we 
would be spending twice the kind 
of money if we did the same thing 
in India. Besides, I don't think it 
was really necessary for us to do 
something like that here," ratio- 
nalises Ghosh. Perhaps clubbing 
its brand with another global player 
(Hutch) didn't quite make sense for 
Vodafone. For those who can't 
forget the Hutch commercials, the 
good news is that the pug will 
stay. We have adapted Voda- 
fone's templates to cater to local 
circumstances. Therefore, there 
will not be a departure from what 
has worked for us," says Harit 
Nagpal, Marketing & New 
Business Director, Vodafone 
Essar. *The key elements like 
having an emotional connect with 
the customer and a focus on 
Value-added Services (VAs) will 
remain," says Ghosh. 
KRISHNA GOPALAN 





LOR's Singh: Not just into construction 


companies that have built solid 
fortunes amidst the boom. 

One such company is the $7- 
billion, UK-based construction 
group Laing O’Rourke (LOR), 
which set up operations in India 
just around four years ago. Till 
date it has been low profile and 
sometimes in news as one of the 
joint venture partners of Indian 
real estate major DLF. The two 
have an equal joint venture for 
construction—DLF-Laing O’ 
Rourke—that clocked a book- 
turnover of Rs 800 crore (typically 
managed turnover for construc- 
tion firms is 30-40 per cent over 
book-turnover) this year and has 
more than 1,100 people on its 
rolls. “We are adding over 100 
people every month,” says Laing 
O’Rourke India country head, 
Dhiraj Singh. Independently the 
company has participated in proj- 
ects such as Mukesh Ambani’s 
new home Antilla, the Asian 
Games stadium in Ranchi and 
two build-operate-and-transfer 
road projects. 

Construction, however, is just 
a part of LOR's business in India. 
Singh points out that the com- 
pany intends to straddle the 
gamut of construction-related ac- 
tivities in India—ranging from 
services to manufacturing and 
even equipment leasing—and also 
to use India to feed its global 
business with low-cost products 
and services. That is, use India 
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as a global resource base. 

The LoR journey in India began 
with Eigen, which provides sup- 
port and technical services to con- 
struction-related firms globally. 
The construction giant is planning 
to leverage the low-cost strength of 
the Indian economy to provide 
outsourced services such as re- 
mote monitoring of facilities 
through its other joint venture 
with another Indian realty group, 
Vipul—Vipul Laing O'Rourke. 

On the manufacturing side, the 
company is setting up a timber 
door manufacturing plant in the 
Kandla sez in Gujarat. It is also 
planning to rope in its present 
suppliers in the UK into this joint 
venture and others that may look 
at manufacturing curtain walling 
and concrete sleepers. 

This growth in multiple busi- 
nesses is expected to be fun- 
ded from retained earnings initially 
and in some cases—such as Vipul 
LOR and the manufacturing ven- 
tures—by other strategic partners as 
well. “However, each of these in- 
dividual businesses may grow to 
such a size that they may well ap- 
proach the public equity markets af- 
ter another three years,” says Singh. 
By 2011, he expects the manufac- 
turing arm to fetch Rs 400 crore in 
revenues, and the services busi- 
nesses, Rs 250 crore. The con- 
struction business hopes to employ 
3,000 people and have book rev- 
enues of Rs 2,500 crore by then. 
The construction giant’s India in- 
vestment: Rs 350-odd crore by the 
end of 2007-08. 

Whoever said construction is 
a dirty business wasn’t thinking of 
Laing O’Rourke. Despite the dust 
and grime, there are nifty revenue 
and profit possibilities. Interested? 
Well, there seems to be an oppor- 
tunity. Laing O’Rourke is currently 
scouting for strategic partners in a 
few businesses, notably DLOR and 
VLOR. 

SHALINI 5. DAGAR 
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Parallel Pitch 


The BCCI has a plan to take 
on Subhash Chandra's ICL. 
HE TRADITIONAL ASHES SERIES 
TE England and Aust- 
ralia) or an India-Pakistan slugfest 
may no longer be the most elec- 
trifying battle to look forward in 
the arena of cricket. What prom- 
ises to be a more lip-smacking, 


ICL's Kapil Dev: Pitching for ICL 


edge-of-the-seat experience is the 
prospect of a fracas between the 
Subhash Chandra-promoted Indian 
Cricket League (ICL) and the Indian 
Premier League (IPL) that was 
flagged off last fortnight by the 
Board of Control for Cricket in 
India (BCCI). The Indian cricket 
board has announced the launch of 
its own 20:20 league to take on a 
similar ICL format. 

The sparring will doubtless be 
engaging, what with cricketing 
legends like Sunil Gavaskar, Ravi 
Shastri and Mansur Ali Khan 
Pataudi in one corner (they’re on 
the governing council of the IPL) 


pitted against the likes of Kapil Dev, 
Kiran More and Sandeep Patil (who 
are on the ICL’s board). Amongst 
the players roped in by the IPL are 
Glenn McGrath, Shane Warne and 
Stephen Fleming, with the Ici 
pulling in Brian Lara, Mohammed 
Yusuf, and Inzamam Ul Haq. The 
IPL is scheduled to begin by April 
2008, and the ICL in a couple of 
months from now. 

The BCCI has a grand plan for 





the IPL. It is hoping that the 1Р1. will 
lead on to a global champions 20:20 
league, on the lines of soccer's 
hugely successful Champions 
League. Its final leg will be called the 
‘Champions Twenty20 League’. As 
per the BCCI's official statement, its 
President Lalit Modi is the con- 
venor for the new league. (All at- 
tempts to reach Modi proved futile.) 

The reaction of Kapil Dev, 
Chairman of the ICL’s executive 
board, to the formation of the IPL is 
predictably tactful. “I welcome the 
Indian board’s plans of launching 
an international 20:20 league. | 
am proud and happy that they 
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endorse our view of 20:20 cricket. 
Competition is good and the crick- 
eters are going to benefit from 
these leagues.” 

As far as initial comparisons go, 
the трі. clearly seems to have the 
edge, backed as it is by the cash- 
rich всс1. And that’s evident in the 
bounty that’s on offer from both 
sides. In the ICL’s case it is $1 mil- 
lion, whilst the total prize money of- 
fered by the трі. will be five times 
that amount, the highest prize ever 
for a cricket event (the winners will 
take home $2. million). A glance at 
the players roped in so far would 
make the PL look more attractive, 
although Kapil Dev wonders aloud 
whether the likes of Fleming and 
Warne “are going to be playing in 
the IPL or are they just brand 
ambassadors?” 

That may not matter too much 
for advertisers, most of whom are 
keen to stay fixated on cricket; 
never mind that games like hockey 
and football are beginning to bring 
in the audiences once gain. With 
so much cricket slated to be played, 
however, the organisers may just 
be running the danger of throttling 
the golden goose. 

ANUSHA SUBRAMANIAN 


TCS Gets 
Clinical 


The IT services major eyes 
pharma R&D. 


T’S A MOVE THAT IS LIKELY TO 
help India’s largest IT company 
get a slice of the humongous budg- 
ets of global pharma majors. Last 
fortnight, TCS announced that it 
had inked a deal with Swiss phar- 
maceutical giant Roche to provide 
a variety of services. 
“What we do is offer a range of 
clinical services supporting the 
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business of clinical trials. We do 
not conduct clinical trials but pro- 
vide the underlying support in the 
areas of data management, clinical 
programming, biostatistics and 
drug safety,” says J. Rajagopal, 
Executive vp & Global Head— 
Life Sciences & Healthcare, TCS. 
“Previously, this kind of work was 
being outsourced to CROs (Clinical 
Research Organisations) whose 
main business is the conduct of 
clinical trials. We have taken the 
approach of functional outsourcing 
which essentially splits the two ar- 
eas allowing us to offer these serv- 
ices,” adds Rajagopal. 

TCS, led by S. Ramadorai, has 
made steady inroads in the health- 
care and life sciences outsourcing 
market over the past one year. In 
November 2006, the company an- 
nounced a deal with Eli Lilly and 
Company to set up a 'Lilly-TCs 
Medical Information Sciences 
Center', at its Noida site to pro- 
vide services like clinical data man- 
agement, statistical analysis and 
medical writing. That was fol- 
lowed by a deal, this March, with 
GlaxoSmithKline to establish a 
global drug development support 
centre to provide services in clini- 
cal research, including clinical data 
management and clinical submis- 
sions support. 

“The importance of this deal 
and the others with Gsk, Lilly and 
Novo (Nordisk) is that it positions 
us well for similar deals in the 
pharma sector. As a matter of 
strategy, we started focussing on 
the drug development space 
around two years ago and started 
making the necessary investments 
in people, competencies and in- 
frastructure,” says Rajagopal who 
believes that these deals have 
expanded the company's scope of 
service offerings to include newer 
areas like drug safety. Drug safety 
continues to be a major concern 
even after the drug is on sale for 
pharma companies. TCS will help 





TCS' Ramadorai: Eyeing pharma 


companies like Roche in collecting, 
analysing and preparing reports 
from the data. 

International analysts like Paris- 
based Dominique Raviart with 
Ovum Consulting believe that the 
pharmaceutical sector is currently 
poorly covered by most IT and 
R&D services firms. “The three 
largest European pharmaceutical 
firms in Europe, GSK, Sanofi 
Aventis and AstraZeneca, spent 
more than €11.4 billion in R&D in 
2005! We would expect pharma- 
ceutical players to be extremely 
conservative with the way they 
conduct clinical trials,” reads a 
report written by Raviart on the 
deal. “If the Roche pilot with TCs 
is successful, this says a lot about 
the level of maturity and quality 
that top offshore vendors have 
reached,” adds Raviart in the 
report. At present, TCs’ Life 
Sciences vertical employs over 
3,500 people and represents over 
5 per cent of overall revenues. 

T.V. MAHALINGAM 
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Jack in 
the Box 


In a Rs 2,000-crore industry, a 
Rs 600-crore deal. 


SHOK KUMAR BANSAL HAS BEEN 
Аж IKEA supplier for the last 15 
years, but he may not have been 
quite prepared for the mother of all 
orders that landed at his Noida 
factory last fortnight. The Swedish 
retailer wants Rs 600-crore worth of 
soft toys (and a bit of kids furnish- 
ings). If Bansal, who is the Chairman 
and Managing Director of Hanung 
Toys, can’t stop grinning about it, 
it’s because it is the single-largest 
order in the history of an industry 
whose annual revenue is estimated 
at a bare Rs 2,000 crore. 

In the first year, Hanung (named 
so to sound like a Chinese com- 
pany—clever, huh?) will ship soft 
toys worth Rs 82 crore, but the fig- 
ure will jump to Rs 320 crore in the 
fourth year. It’s just the sort of deal 
that may catapult Hanung, which 
also manufactures cushions and 
home furnishings, into the league of 
global suppliers. The IKEA order 
comes close on the heels of another 
large (Rs 265-crore) order from a 
Us-based home furnishings com- 
pany. “We are going to sign more 
(such) orders for the long term, so 
that we can concentrate on pro- 
duction and have better capacity 
utilisation and profit margins," says 
Bansal, who set up the company 
17 years ago. 

Hanung is already a top player 
in the organised market of stuffed 
toys and among the top five in 
home furnishings. It has the capac- 
ity to produce 17.5 million pieces 
per annum of stuffed toys and 33 
million metres per annum of home 
furnishings. Exports have always 
been the mainstay for Hanung, but 
now it is also increasing its focus on 
the domestic market. It has a stuffed 
toy brand called Play-n-Pets and a 


58 BUSINESS TODAY OCTOBER 7 2007 





Hanung Toy's Bansal: He's planning acquisitions in China for mas: 


home furnishing brand, Splash. Says 
Bansal: *A large chunk (75 per cent) 
of our revenues comes from export 
orders. The company mainly 


ISPs I 
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INCE 1998, WHEN PRIVATE INT- 

ernet service providers (IsPs) 
were first allowed, more than 750 
licences have been snapped up. 
Today, there are just 370-odd op- 
erators around, and of these just 
20 serve 98 per cent of the market, 


while the others (that's 350 of 


them) make pretence of compet- 


ing. Fed up with firms first queu- Е 
ing up for 15р licences and then. 


turning them in (one in every 


two licences is LH ee J 


surrendered), Sanchar 
home to the Department of 


Telecommunications, has decided 
to tighten the rules to keep the 
_ there аге 75 applic: 
For starters, the entry fee has - 


frivolous players out. 


been increased, besides which the 
new ISPs will have to deliver on 
certain revenue commitments. 
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Honda Cars are E-10 ready 





IMA 
Energy-saving Hybrid System 





FCX 
Emission-free Fuel Cell Technol 


Ever since the first Honda car roll 
the Indian roads 10 years ago, n 
has been its constant companion 
low-emission, fuel-efficient engine 
cars that are E-10 ready, Honde 
played an active role in environt 
protection in the country. 

Globally too, Honda has develc 
advanced technologies such as tl 
Hybrid and the revolutionan 
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cent annually, there is a huge scope 
for growth here, and we also see 
higher EBITDA margins in the do- 
mestic markets vis-à-vis exports.” 

In order to expand its presence 
in the home furnishing business, 
Hanung recently set up an inte- 
grated home textile unit in 
Uttaranchal at a cost of Rs 168 
crore. According to Bansal, while 
textiles will give Hanung the much 
needed volume growth due to high 
demand in international markets 
and a growing domestic retail in- 
dustry, toys (which fetch better mar- 
gins) will support profit growth. 
Currently, textiles fetch 60 per cent 
of the company’s revenues (pro- 
jected at around Rs 525-550 crore 
for 2007-08) and toys the rest. 
Bansal is targeting a 50:50 mix over 
the long term. 

In a bid to boost its toys busi- 
ness, Hanung is scouting for a 
toymaker in China. Why walk into 
the lion’s lair? “China is an excellent 
market for mass products, and we 
are looking for a company with 
turnover of $50-60 million,” says 
Bansal. The reason is simple. At 
present, Hanung’s toys cater to up- 
per middle class and high income 
groups, but building market heft 
will need volumes, which will only 
come from mass market products. 

Despite its recent big wins, 
Hanung has some way to go. Rising 
competition from China and a 
stronger rupee are hurting its bot- 
tom line. Also, stiff competition 
from the unorganised players, who 
cater to about 70 per cent of the toy 
market, adds to Hanung’s woes. 
“As far as China is concerned, their 
product quality is highly suspect. 
In the case of rupee appreciation, 
the most interesting part of the IKEA 
deal is that all the billing will be 
done in Indian rupees. So, we don’t 
have any risk or any hedging to 
worry about,”says Bansal. 

Toys may be kids play, but mak- 
ing them is surely not. 
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Farewell to 
Farms 


The Rothschilds may be 
exiting Bharti’s FieldFresh. 


WO YEARS AFTER BEING ESTAB- 

lished as an equal joint venture 
between Bharti and the Rothschilds 
to market farm produce, FieldFresh 
Foods is set to turn a new leaf. The 
Bharti group is now in the midst of 
restructuring its business based on its 
experiences over the last two years. 


а 


And that’s not all. On the cards is 
induction of a third business partner 
for the venture. The name doing 
the rounds is the us-based Del 
Monte Corporation, which is a large 
supplier to the world’s biggest re- 
tailer, Wal-Mart. A Bharti 
spokesperson, while refusing to di- 
vulge who could be the partner or 
the nature of the association, says 
“both the partners are seeking 
alliances with international 
strategic players.” 

But there could be more to it 
than meets the eye. Well informed 
sources told BT that a split is im- 
minent between Bharti and the 


FieldFresh's Sunil and Rakesh Mittal with Lady L.D. Rothschild: So far, 


Rothschilds, who have invested in 
FieldFresh through their investment 
vehicle E Ro Holdings India. This is 
though contested by Bharti, which 
maintains that ELRo holding has no 
plans whatsoever to exit the 
joint venture. 

This is only part of the story. 
The group is also planning to 
revamp the business operations of 
FieldFresh. Says the Bharti 
spokesperson: "In light of the 
significant logistical challenges in 
India, both partners are discussing 
possibilities to upscale the opera- 
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good 


tions of FieldFresh and are 
evaluating value addition opportu- 
nities by way of food processing as 
well as setting up of a comprehen- 
sive B2B strategy." 

Clearly, the past two years were 
challenging for FieldFresh and the 
initial plans for the venture went 
haywire to a large extent. Initially an 
investment of $50 million had been 
earmarked for the venture over. a 
period of three to four years and 
there were plans/to bring 20,000 
acres under cultivation country- 
wide. While Bharti-officials are un- 
willing to disclose the investment in 
the business so far, its/initial attempts 
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at collaborative farming where it 
took the land on lease, cultivated it 
and provided employment for farm- 
ers, did not work. Consequently 
FieldFresh had to return most of 
the 4,200 acres leased by its inter- 
mediaries from farmers in Punjab. 
Now it is planning to focus more on 
contract farming and sourcing di- 
rectly from farmers. 

The venture was dogged by 
other problems from the start. For 
instance, the lack of a cold chain for 
storing the produce. Consequently 
by the time the first FieldFresh cargo 
was delivered in 2005 much of the 
produce had turned putrid. Learning 
lessons from its past experience, 
the company is now planning to 
invest in setting up its own cold 
chain and logistical support. It’s 
also investing substantially in R&D at 
its 300-acre model farm in Ludhiana 
in an attempt to improve the quality 
of its produce. It’s now keen to 
move a step up the value chain into 
food processing. 

The focus for FieldFresh for the 
present remains the export markets 
in Japan, Europe and the Middle 
East. As the retail market expands in 
India, it may supply to Bharti Wal- 
Mart as well as Bharti Retail’s 
planned network of supermarkets. 
There will be plenty of challenges 
ahead for the venture as it looks to 
grow and scale up operations. 

RISHI JOSHI 


It Takes Two 
to Tango 


Costlier imported wheat 
may help Indian farmers. 


NOWLEDGE IS NO SUBSTITUTE FOR 
Кое intelligence. Or so it ap- 
pears, when one takes a look at the 
goings-on in the wheat business in 
the country. Early this month, the 
government approved import of 
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Wheat farmers: Higher prices of imported wheat are giving them ideas 


WHEAT ANOMALY 


Government buys local wheat cheap... 
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close to 8 lakh tonnes of wheat at a 
price of $389.45 per tonne. Earlier 
in June, it had scrapped a tender to 
import wheat at a price 30 per 
cent lower. 

That the government read the 
market wrong is only one part of 
the story—given the available in- 
formation on the day, there was 
little reason to think and act other- 
wise. In May, the prices were ex- 
pected to soften—two key wheat 
exporters, Russia and Australia, 
were then expecting a bumper crop 
in the coming months. When both 
the hopes were belied, the market 
hardened swiftly. 

The other half of the story is 
the farmer's take on the market. In 
May this year, when the govern- 
ment stepped in to procure wheat, 
several farmers in Punjab held out. 
Faced with a situation of having to 
raise the procurement prices and 
increase its food subsidy bill, the 
government undertook an interest- 
ing manoeuvre. It floated a bid in 


...But pays through its 
nose for the imported variety. 


16 


8.5 


13 


2005-07 2006-07 2007-08 
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the market to import wheat, 
scrapped the bid and then went 
ahead to extend the procurement 
season. In parallel, it told large 
wheat trading firms like Glencore 
and Cargill to keep off Punjab. The 
result: the farmers’ hold-out strategy 
failed. In hindsight, however, their 
prediction came true. 

The import decision, however, 
will leave a serious imprint on the 
market. That is because the gov- 
ernment's procurement price sets 
a key benchmark in the market as it 
is the single largest buyer in the do- 
mestic market, accounting for 15 
per cent of the production. The 
Indian farmer, who, over the years, 
settled for a price marginally higher 
than his production cost of around 
Rs 5-6 per kilogram, is certainly in 
for good times (see Wheat 
Anomaly), partly at the expense of 
the exchequer, whose food subsidy 
bill will further rise. 

Ironically, this is one of the rare 
situations where populism has 
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triggered reforms. Here’s how: The 
decision to import wheat has little to 
do with food security as the buffer 
stocks sans imports (given the cur- 
rent consumption trend) will be ad- 
equate until next year. Evidently, it 
has more to do with the prospects 
of elections looming large in the 
near future, when the government 
can ill afford to have food-related 
inflation raising its head again, argue 
government officials. The fear is 
not unfounded, especially given the 
recent loss of self-sufficiency in 
wheat production in the country. 
However, in the process, it 
leaves an indelible imprint on the 
procurement prices next season. 
Since wheat has been imported at Rs 
16 per kg, the farmer will not settle 
for the Rs 8.50 per kg that he got 
this year from the government. The 
farmer has tasted the open market, 
with the government departing from 
the traditional cost-based 
remuneration this year and bringing 
its procurement prices closer to 
market prices. This is one reform 
that will cause little pain. 
BALAJI CHANDRAMOULI 





Of Cheetahs 
and Swans 


There are new creatures 
vying for telecom licences. 


NDIAN TELECOM’S WEIRD SPECTRUM 
Toss is getting weirder by the 
day. That's not just because five 
different parties (armed forces, de- 
partment of telecom, GSM opera- 
tors, CDMA operators, and the tele- 
com regulator, TRAI) are involved in 
the melee, it’s also because claims 
and counter claims are further mud- 
dying the waters. We'll come to 
that in a bit, but here's the more in- 
teresting bit: Notwithstanding the 
alleged spectrum scarcity, new ap- 
plicants have queued up for unified 
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licences, which will allow them to 
offer everything from mobile te- 
lephony to fixed telephony to in- 
ternet services. Their names (and 
profiles) are interesting to say the 
least. There’s a Swan that has ap- 
plied for 14 licences (every circle 
needs a separate licence, and there 
are 23 circles in the country), a 
Cheetah that wants two, Bycell 
five, Alliance Infratech and 
Datacom Solutions 22 each, S. Tel. 
six. Besides, there are others like 
real estate developer Parsvnath, 
which has also applied for 
22 licences. 

Of course, the existing players 
are part of the beeline. The Essar 
group has applied for 21 licences, 
the Tatas three, Spice 20, Idea nine 
and HFCL 21. In all there are 160 
fresh applications that have piled 
up, never mind that there are 136 
operators already in the market. 

Coming back to the spectrum 
brouhaha, DoT officials say that 
there are 22 licensees who have 
not been able to kick-start opera- 
tions because they haven’t been al- 
lotted any spectrum, simply because 
there’s none to spare. The industry 
regulator, TRAI, however, says that’s 
far from the case. In its recent 
recommendations it states that “the 
allocated spectrum with existing 
operators by itself can serve up to 
450 million subscribers, or more 
than twice the present 190 million 
mobile subscribers,” and slams 
operators for not optimising the 
usage of spectrum. 

Needless to say, the operators 
have a very different story to tell. 
“The GSM operators have been fac- 
ing a severe crunch on spectrum 
and waiting for months or even 
years to get spectrum,” says T.V. 
Ramachandran, Director General 
of the GSM operators’ lobby, COAL. In 
fact, earlier this month, COA! issued 
a legal notice to the DoT demanding 
that GSM operators be given requisite 
spectrum as per the criteria laid 
down by the government. 





SHEKHAR GHOSH 


Telecom Minister Raja: Remains firm 


Ramachandran claims that the non- 
availability of spectrum is affecting 
operators both financially as well as 
operationally, since their network 
roll-outs or expansion are affected. 
It’s unlikely that the spectrum 
saga will reach a denouement before 
next year. For a couple of reasons: 
One, the spectrum policy is hanging 
fire (it was expected end of June) 
and, two, the armed forces are un- 
likely to vacate spectrum before 
early next year. And that’s the best 

case scenario. 
AMIT MUKHERJEE 


UK? This is 
Hero Calling 


Another Indian BPO acquires 
a beachhead in the UK. 


NDIAN BPO COMPANIES ARE NOW 

busy building a global footprint. 
It's now the turn of the New Delhi- 
based Hero group to get into the 
act. Hero ITES has snapped up 
Scotland's largest call centre 
operator Telecom Service Centres 
(TSC) in a £40-million deal. TSC, the 
Isle of Bute-based operator with 
more than 3,000 employees, mainly 
in Scotland, would be renamed TSC 
Hero. TSC officials insist that the 
move would not lead to any jobs 
being shifted offshore. Says TsC CEO 
Kevin Hills: *rsc clients have all 
made positive decisions to locate 
their operations in the UK while 
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searching for additional services 
that complement existing 
arrangements.” 

The Hero Group made a strate- 
gic diversification into the IT-en- 
abled services sector a few years 
ago. It's now trying to build critical 
mass for its business and had been 
on the prowl the last year for an ap- 
propriate global partner. The Hero 
Group's BPO business offers con- 
tact centre, transaction processing 
and CRM services to clients in the US 
and Europe. Hero ITES already has 
more than 1,300 staff working in 
call centres near New Delhi. The 
new entity would now start with 
combined revenues of $100 million. 

For the Hero group the acqui- 
sition is part of an exercise to build 
a greater presence in the major mar- 
kets of Europe, Asia and the us. 
Says Sunil Kant Munjal, Chairman, 
Hero Corporate Service: *We are 
looking not only at a deeper 
foothold in Europe to augment our 
contact centre business across the Us, 
Australia as well as the UK, but we 
are also looking at developing global 
capabilities in both voice and 
non-voice businesses across a few 
specialised verticals." 

The Hero Group though is not 
the first Indian BPO player to set up 
base in Europe, particularly the UK. 
Other major players in the country 
include Firstsource and HCL. 
Firstsource has two centres in the 
UK. One in Belfast and another in 
Londonderry and employs close to 
1,000 people in these centres. HCL 
has two centres in Armagh and 
Belfast, which employ over 2,000 
employees. Explains a Firstsource 
spokesperson: “To be a credible 
global provider of BPO services, 
companies will need to develop 
global delivery capability offering 
clients with onshore, offshore and 
nearshore delivery capability. Since 
we have clients in the UK, our mov- 
ing to the UK is to offer our clients 
the onshore option.” 

Besides, there are other benefits 


68 BUSINESS TODAY OCTOBER 7 2007 


of building a base in countries like 
the uk. Rather than set up a number 
of small centers in various European 
countries to support different 
European languages, Indian out- 
sourcing companies can set up a 
single center in UK destinations like 
Scotland, where staff can offer serv- 
ices in up to 25 languages. The UK's 
key advantage is that there are a 
large number of foreign students 
who come to study in universities, 
and stay on to work there which 
gives BPO companies an opportu- 
nity to hire people for their lan- 
guage skills. Then for Indian BPO 
companies struggling to cope with 
high attrition rates, in UK there is as 


RAJKUMAR 





Hero's Munjal: Destination Scotland 


yet very little competitive attrition. 
Clearly then, given the inherent 
advantages, going forward there 
could be a growing number of BPO 
companies looking for 

acquisitions abroad. 
RISHI JOSHI 


A VAS Giant in the Making 


Infosys spin-off surges ahead of the pack with a Gallic buy. 





OnMobile’s Rao: Cutting edge plans 


EVEN YEARS AFTER BEING SPUN- 

off from Infosys Technologies, 
OnMobile, India’s largest provider 
of value-added services to the tele- 
com industry, seems to have taken 
the next step in its evolution. On 
September 13, the company ac- 
quired French telecom software 
company VoxMobili for Rs 150 
crore and in the process signifi- 
cantly stepped up its presence on 
two counts. First, the company, 
which primarily focussed on voice- 
based value-added products for 
its telecom customers, now added 
a complementary data suite to its 
product portfolio and, second, 


significantly stepped up its cus- 
tomer profile with the addition 
of marquee names such as Orange, 
Cingular-AT&T, and France 
Telecom as part of the deal. “We 
would have bought the company 
purely for its products alone; the 
customer list was a bonus,” says 
Arvind Rao, Founder and CEO, 
OnMobile, whose software is used 
by some 360 million mobile users. 
As OnMobile (apparently val- 
ued at $300 million) makes the 
transition from an India-focussed 
entity into a more global player, it 
will have to compete with much 
larger players. But “our technol- 
ogy is superior and our talent is 
cheaper than those of most of 
our competitors,” Rao says sim- 
ply. He is also preparing a $200- 
million war chest (via private and 
public equity) for this expansion. 
“This is a cut-throat market and 
we have to be on the ball with 
product differentiation to stay 
ahead,” he says. Sounds like a 

good strategy. 
RAHUL SACHITANAND 
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Jet’s Long- 
Haul Plan 


But it calls for dollops of cash. 


NVESTORS MIGHT REMEMBER HOW 
Гањ got burned during Jet 
Airways’ market debut. The scrip, 
which listed at Rs 1,350, dropped to 
Rs 550 within a few months of list- 
ing. And even though investors who 
bought the stock at those depths 
have made a pretty penny (Jet now 
trades in the Rs 900-925 band), 





Jet Airways' Goyal: Going global 


Naresh Goyal, Chairman, Jet 
Airways, isn’t taking any chances. 
He’s put off the company’s 
proposed plan to raise $400 million 
(Rs 1,640 crore) through a second- 
ary rights issue. “The global markets 
are pretty weak right now and I 
don't feel we will get the valuations 
that we want," Goyal remarked at 
an event to inaugurate Jet's new 
service to Toronto. 

Goyal claims that Jet is doing 
well, although the company has 
only been making money over the 
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previous quarters through sale-lease- 
back of aircraft. Last quarter (ended 
June 2007), the company declared 
a net profit of Rs 30.8 crore on 
revenues of Rs 1,806.7 crore. That 
said, Goyal did highlight the fact 
that recent quarters have also seen 
the establishment of new interna- 
tional routes, which have seen large 
amounts of capital invested in es- 
tablishment costs, particularly of 
Jet's new 'scissor' hub at Brussels. 

Jet needs money because, as 
Goyal himself points out, planes 
cost money, “A Boeing 777 costs 
$250 million, which is why we need 
to raise funds for our expansion 
plans." Jet wants to dramatically 
increase the number of planes in 
its fleet, particularly the long-haul 
ones such as the Boeing 777-300ers 
and the Airbus A330-200s—from 
eight today to as many as 40 (and 
maybe more) by 2011. “We will 
effectively be three airlines—one 
full-service domestic operation, our 
international operations and JetLite 
(formerly Air Sahara, which was 
acquired by Goyal)," says Goyal. 

Indeed, Goyal is betting big on 
international services to fatten Jet's 
profits. *By end-2008, we will have 
services from eight Indian cities to 
Brussels and to eight points in 
America," he says. Beyond the 
Brussels hub, Goyal also lets on 
that the airline is looking forward to 
start services between Mumbai and 
Shanghai and onward to San 
Francisco. And recently Jet received 
permission to fly to Kuwait, Muscat 
and Doha, becoming the first private 
Indian carrier to be allowed to fly 
on the lucrative Gulf routes from 
January 2008. 

When asked about the possibil- 
ity of Kingfisher entering the inter- 
national market, Goyal denied ru- 
mours that he was playing an active 
role in scuppering Vijay Mallya’s 
plans. “We welcome competition, it 
will keep us on our toes, I have not 
being trying to prevent an airline 
from taking off,” he says. Civil 


Aviation minister Praful Patel, who 
was also present, did not want to be 
drawn into the possibility of the 
current norms for international 
routes being changed. “We at the 
ministry have proposed a policy 
and that is now with the Cabinet, it 
is not in my hands,” Patel said. 
Goyal, on the other hand, is plan- 
ning to worktogether with national 
carrier Air India on the ground han- 
dling services part. 

KUSHAN MITRA 


Direct to | 
Ноте? 


Amway is a haven for brands 
seeking to test market. 

T IS CROSSOVER TIME FOR MANY 

brands into the world of direct 
selling. In an attempt to find more 
consumers, sales heads of an in- 
creasing number of companies are 
seeking to piggy-back on the 
strength of 4.5 lakh distributors of 
Amway in India. Prominent among 
those players that have tied up with 
Amway to be a part of its soon-to- 
be-launched festive catalogue are 
Arvind Brands with Lee and Arrow, 
Puma and Cookie Man. The new 
catalogue includes brands that are ei- 
ther looking to test-market their 
products with Amway or those that 
are simply seeking an additional 
avenue of distribution in addition to 
their existing retail presence. 

“Amway is known for its so- 

phisticated catalogues in other mar- 
kets like the us, Australia, Japan 
and Malaysia. Virtually all the big 
brands that you can think of such as 
Sony, Philips, Braun, etc., are all 
part of it,” says Stephen Beddoe, 
Director, Sales & Marketing, 
Amway India Enterprises. The cri- 
terion, according to him, is that 
brands associating with Amway have 
to usually work out an exclusive 
deal—both in terms of price and 


We Also Make Buses 


The O tee in India. 


AIMLERCHRYSLER ISN’T DOING 
|8 badly for itself in India, 
cantering along at a growth rate 
of 22 per cent (till August) in 
2007, having sold 1,385 
Mercedes-Benz cars in India. Yet, 
compare those volumes to neigh- 
bouring countries and the num- 
bers don’t appear so red-hot. 
After all, China sells 10 times the 
Mercs India does, and countries 
like Thailand and Singapore out- 
sell India by a factor of two. 

But then the Stuttgart-head- 
quartered auto giant isn’t only 
about cars. Even without the 
Chrysler group—80.1 per cent of 
which will be sold to a private eq- 
uity firm; the company is now set 
to be called just Daimler AG—the 
company has substantial commer- 
cial vehicles operations, which in- 
clude trucks, buses and vans. And 
Wilfried Aulbur, Managing 
Director & CEO, DaimlerChrysler 
India, doesn't rule out the possi- 
bility of commercial vehicles being 
a bigger business for the domestic 
operations in the medium term 
(although globally cars is clearly the 
biggest chunk of the portfolio). 
Last year, the India subsidiary 
entered the trucks market, in the 
heavy-duty applications segment 
(targeted at the mining belts). 
Now, the company is entering the 
luxury coaches market, in an al- 
liance with local bus maker Sutlej 
Motors. Daimler will make the 
chassis, and Sutlej will build the 
body. Production is targeted for 
the first quarter of 2008. 

Daimler is focussed on the 










DaimlerChrysler's Aulbur: New ride 


high-end segment for inter-city 
buses that was created by Volvo. 
*As the road network improves, 
demand for high-end buses will 
grow. Travellers expect comfort, 
convenience and safety, and op- 
erators are looking for efficiency 
and performance," says Aulbur. 
The action in luxury coaches is 
doubtless increasing, with Tata 
Motors and Ashok Leyland sharp- 
ening their focus in this segment; 
recently Swaraj Mazda also 
launched luxury buses built on the 
Isuzu chassis. But then a product 
from the Merc stable promises to 
be special—even if it's a bus. 


BRIAN CARVALHO 
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people everywhere. 


product—and be co-branded with it. 
The branding sometimes is either 
part of the label itself, or is part of 
the packaging at least. 

In India, though the company 
introduced its catalogue about three 
years ago, it’s only now that it has 
gained some traction and has roped 
in bigger brands as part of its col- 
lection. “In view of the response, we 
have decided to now have two cat- 
alogues in a year, one in spring and 
the other during the festival season 
starting off a little before Diwali,” 
adds Beddoe. 

Amway admits that usually it 
found purchase from its distributor 
partners dipping around Diwali. 
“We found our distributors di- 
verting their spends to other ar- 
eas and, hence, created a more 
‘giftable’ collection involving prod- 
ucts that are not our core compe- 
tence. These are then bundled with 
our products, or bear the Amway 
seal,” says Beddoe. 

The range today includes many 
brands that are seeking to gauge 
consumer reaction to their offer- 
ings, even as many of them are in 
the midst of rolling out their retail 
presence. For instance, there's 
Naturellement Jam, Trident group 
(which otherwise is a supplier of 
Wal-Mart) with a special towel 
collection, Japanese brand Noritake 
with its premium range of dinner 
sets, Illume festive candle collec- 
tion, Splash brand of bed linen from 
Hanung, Arcor butter toffees and 
Leonardo Olive Pomace oil, among 
others. In all, the list includes at 
least 26 brands. “We usually keep 
shuffling the list every few years 
and wait for customer pull to kick 
in," points out Beddoe. 

In fact, many alliances have been 
afoot: Max New York Life, which 
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sometime ago become a member 
of Indian Direct Selling Association 
(IDSA), has a partnership with 
AmSure Insurance Agency (a sepa- 
rate entity that is a joint venture 
between Amway India and Hollard 
Insurance from South Africa). Of 
the 16 registered members of IDSA, 
Modicare in India has an 
understanding with Bajaj Allianz 
for insurance. 

“Direct selling industry is all set 
to grow, barring three players all the 
global Top 10 companies are here in 
India, and Mary Kay (the world’s 
third-largest direct selling company) 
has recently announced its entry 
here,” says P. Shankar, Director, 
Legal & Corporate Affairs, Amway 
India. Shankar is also the head of 
IDSA. The direct selling industry in 
India registered a 15 per cent 
growth last year and did business 
worth Rs 3,100 crore. 

SHAMNI PANDE 


Reebok’s 
Giant Stride 


Its Hyderabad store may be 
its largest in the world. 


T IS BILLED AS THE LARGEST REEBOK 
| Fn in the world. Spread over 
15,000 sq. ft and across three floors 
on the upmarket Jubilee Hills Road 
of Hyderabad, it is meant to give a 
leg-up to the single-brand shopping 
experience. Riding up an escalator 
surrounded by a two-storey high 
glass wall stacked with footwear 
reveals the huge range on display. 
There are some 400 different types 
of footwear to choose from. There 
are shoes ranging from Rs 2,290 
to Rs 8,000, fitness bags in the Rs 
999-1999 range, kids shoes from 
Rs 1,290 to Rs 2,490 and T-shirts 
that start at Rs 299. Formal 
footwear that costs around Rs 5,000 
is also available. Products at the 
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store are displayed by categories 
such as ‘Running’, ‘Walking’, 
‘Aerobics’, ‘Tennis’, ‘Cricket’ and 
‘Lifestyle’. There are also individual 
customised sections for fitness, 
sports, and lifestyle. As Reebok sees 
it, “a stupendous cornucopia of 
women’s dance, fitness, training, 
and sports collection is also present 
at the store.” The store also has a 
corner— Kreate Your Own Shoe’ 
in which customers can actually de- 
sign their own shoes by choosing the 
colour, lace, type of sole etc., and 
get it in about two weeks. 

*Largest did not necessarily 
mean size for us; it is more to do 
with the shopping experience and 
to offer the customer a huge 
choice," says Subhinder Singh 
Prem, Managing Director, 
Reebok India. 

But why did Reebok choose 
to do all this in Hyderabad? “It is 
one of the important markets for 
us. It is the second-largest after 
Bangalore in the south and the 
sixth-largest for us in the coun- 





Reebok's Prem: Brand building exercise 


try," explains Prem. That is one 
reason for Reebok going up from 
just four stores in the city two 
years ago to 23 outlets today. 
Given the restrictions on foreign 
direct investment in retail, Reebok 
has opted for a franchise model in 
India. And this super-size store, 
too, is one such franchise outlet. 
The plan now is to grow its pres- 
ence not just across the country 
but also in Tier-II and Tier-Ill 
cities and towns. 

“India is a clear growth market 
for us and we have been adding a 
new store in the country every sec- 
ond day this year," says Prem. This 
has meant an increase in the total 
number of stores from 390 in 
December 2006 to around 505 at 
last count. And it is not just in 
Hyderabad that Reebok has huge 
stores. The one opened in Kolkata 
last year is spread across 10,000 sq. 
ft. There is also a 5,000 sq. ft store in 
Mumbai. But the Hyderabad outlet 
is the biggest—till date. 

E. KUMAR SHARMA 





Room for a Balance? 
Online travel in India is about flights; less about hotels. 


HE ONLINE TRAVEL INDUSTRY IS 
on song. According to 
PhoCusWright, a Connecticut- 
travel, tourism and 
research firm (with an 
India office), the sector grew at 
126 per cent from a base of $295 
million in 2005 to $796 in 2006. 
In 2007, it is expected to record a 
66 per cent growth to $1.3 bil- 
lion. And by 2008, online travel is 
expected to be a $2-billion indus- 
try. Another pointer to the rapid 
growth is that a little over 17 per 
cent of all the flight tickets booked 
in the country are done via inter- 
net websites. 

But there’s still one nagging 
problem. Unlike in most Asia- 
Pacific markets, where these online 
intermediaries began as hotel con- 
solidation platforms, their Indian 
counterparts have followed the us 
and UK model where air has been 
the driver for growth. As a result, 
barring a couple of companies 
most of these sites have 80-90 per 
cent of their numbers coming from 
air alone and the rest from hotel 
booking. Air is a volumes-driven, 
low-margin—typically 2-5 per cent 
—business. Margins in hotels are 
higher, at 10-12 per cent. 

That's why most portals have 
now begun focussing more sharply 
on hotels. Travelguru, with around 
4,000 hotels in its database, in- 
tends to double the hotel booking 
segment by March 2008. “Any 
given day we see around 750 ho- 
tel transactions and another 2,000 
in flights," explains Ashwin 
Damera, Founder & CEO, 
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MakeMyTrip's Kalra: Room for more 


Travelguru.com. Cleartrip, which 
currently has 3,500 domestic ho- 
tels, is also looking to add more 
domestic hotels across categories in 
all major locations in India. Adds 
Dhruv Shringi, Co-founder & 
Director, Yatra Online: “Currently, 
hotels comprise 6 per cent of our 
business which I want to scale up 
to 20 per cent by December 
2008.” MakeMyTrip founder 
Deep Kalra is also looking at in- 
creasing the hotel bookings busi- 
ness from the current 20 per cent 
to 50 per cent in a phased manner. 
Such a shift will go a long way in 
helping many of these online busi- 
nesses enter the black. 

PALLAVI SRIVASTAVA 
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Not just Cash 
Dispensers 


NCR is betting big on India. 

T’S BEEN A GOOD YEAR FOR ATM 

manufacturer NCR in India. This 
February, the company won an or- 
der for 3,000 ATMs from the State 
Bank of India (SBI). That was the 
single-largest order by any Indian 
bank. Neither NCR nor SBI will dis- 
cuss the numbers. Industry experts, 
however, believe that NCR’s mar- 
ket share in the Indian ATM market 
is around 55 per cent. The mam- 
moth SBI order was followed up 
with another “huge one” from 
Canara Bank, says Malcolm Collins, 
Senior Vice President of NCR’s 
Financial Solutions Division. Collins 
does not reveal numbers, but lets on 
that the Canara Bank order is the 
“second-largest deal in India.” NCR 
is also pilot-testing half a dozen 
biometric ATMs for Canara Bank in 
rural and semi-urban areas. In fact, 
customising ATM technology for ru- 
ral India has been an area of great 
focus for the company. 

“When we talk about rural 
India, we are talking about 500 to 
700 million people from diverse 
backgrounds. One size does not 
fit all. Inclusion is a key focus in 
India,” says Collins. To implement 
its vision of inclusion, NCR is work- 
ing with partners like irr-Bombay 
on the research front. In addition, 
NCR's ASAN ATM machine, designed 
specifically for the Indian market 
with rugged features, has been do- 
ing well in the market. Since its 
introduction in early 2004, more 
than 500 units have been installed 
across the country. NCR has also 
tied up with an Australian wireless 
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technology company to take ATM 
networks to rural parts of the coun- 
try using GSM networks. 
Considering that there are only 23 
ATMs per million people in India, 
whereas China has 55 per million, 
it is little wonder that NCR 
counts India among its most prom- 
ising markets. 

The company is also using India 
as a base for its manufacturing ac- 
tivities. “Our cash-dispensing 
mechanism and cheque process- 
ing module on NCR ATM machines 
are manufactured in our plant at 
Pondicherry,” says Collins. But 
NCR’s plans for India lie beyond 
just ATM’s and the financial services 
vertical. The company wants to 
make inroads into emerging verti- 
cals like retail and aviation in India. 
NCR is currently implementing 
point of sale machines for Argos (a 
UK-based retailer that has entered 
India through a franchisee agree- 
ment with Shoppers' Stop and 
Hypercity Retail India). On the 
anvil is a deal with a major aviation 
player in the industry. 

T.V. MAHALINGAM 


Bye STPs, 
Hello SEZs 


Tier-I software firms find a 
way to stay competitive. 


ACK IN 1999, WHEN THE 10-YEAR 
ве holiday for the rr industry 
was announced by the Indian gov- 
ernment, IT was the sunrise industry. 
Nearly a decade later, the scene is 
starkly different. An appreciating 
rupee is gnawing into margins even 
as fickle markets treat the industry 
with disinterest reserved generally 
for old economy industries. 

It is, therefore, not surprising 
that the industry has been vocifer- 
ously demanding continuation of 
tax concessions under the Software 
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Technology Parks of India ($ТР1) 
scheme beyond the sunset clause 
of 2009. Under the STPI scheme, 
companies operating out of a 
software technology park are 
exempted from paying tax on their 
export revenue. 

“Phasing out the tax holiday is 
indeed a matter of concern as it 
would in part impact the competi- 
tive advantage that India holds over 
many other low-cost and high 
quality locations," says R. 
Chandrasekaran, President and 
Managing Director, Cognizant. 
“The growth and sustainability of 
this industry in part is because of 
the tax breaks extended by 
the government." 

Basically, other locations like 
China and Vietnam that are below 
India in the rr and outsourcing peck- 
ing order might stand to gain be- 
cause they are offering similar in- 
centives for the industry. Nasscom 
President Kiran Karnik says that 
the lapse of the holiday is a matter 
of "grave concern." 

But the pinch of the taxation is 
likely to be mitigated for the larger 
players who are moving into Special 
Economic Zones (SEZs), where they 
will enjoy similar benefits on their 
exports. Cognizant, for example, 
has announced that it would spend 
$300 million *to construct multiple 
fully-owned techno-complexes 
measuring approximately 4.5 mil- 
lion sq. ft of capacity in SEZs to ac- 
commodate 45,000 professionals." 
These will be spread across multiple 
locations in India, including 
Chennai, Kolkata, Coimbatore, 
Pune and Hyderabad. Infosys, re- 
cently, secured clearance for set- 
ting up SEZs in Rangareddy district 
in Andhra Pradesh. Biggies like 
Wipro, Genpact, HCL have also se- 
cured approvals to set up SEZs in 
various parts of the country. 

Karnik says: *The impact on 
the bigger players of the industry 
like TCS, Infosys, and Wipro will 
be relatively lesser as they can afford 
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to leverage the SEZ opportunity. 
They have the wherewithal to afford 
large campuses in the SEZs. It’s the 
smaller players who will be badly hit 
as they cannot afford to pick up 
space in the SEZs." Karnik also con- 
tends that SEZ developers might 
charge smaller companies premium 
prices because they would be aware 
of their condition. "In the longer 





Nasscom's Karnik: Taxing matters 


run, it could prove to be a severe de- 
terrent for smaller companies. ...it is 
like infanticide," sums up Karnik, 
who has been lobbying with the 
government to get an extension on 
the tax holiday. 

It's a predicament that even the 
bigger companies like Cognizant 
sympathise with. *The main 
intention of allowing sEZs by the 
government is to infuse additional 
capital and create additional 
employment. SEZs will help only in 
infusion of fresh investment. It 
cannot mitigate the negative im- 
pact on the current work of existing 
companies—specifically smaller 
companies," says Chandrasekaran. 

Г.У. MAHALINGAM 
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THE 29 
MOST 

1 POWERFUL 

E OMEN IN INDIAN 
BUSINESS 


ISTINGS ARE HORRIBLY HARD TO PUT TOGETHER. THIS ONE IS MORE SO. FOR ONE, HOW DOES ONE 
measure power? For another, when there are so many talented and successful women in Indian 
business, how does one zero in on the 25 most powerful? The first question is relatively easy 
to answer. Power is what power does. To have a grand title is one thing, to actually do some- 
thing that amplifies the power of the position, another. Ergo, we defined power as influence 
over an industry (like what RB's Deputy Governor Usha Thorat exercises), the ability to change the rules 
of the game (Kiran Mazumdar-Shaw of Biocon), or a distinction that’s unique (like Leena Nair becoming 
Hindustan Unilever’s first woman executive director). Like in the previous three years, we relied on in- 
dustry watchers to arrive at the final list of 25. They helped us identify eight new power women this year. 
You'll meet them, and the others, in the pages that follow. 


| Vinita Bali 


E 51/ Managing Director/ Britannia Industries 





E N EARLY 2006, BANGALORE-BASED BRITANNIA 
= Industries was looking down the wrong end of the 
: barrel. Its CEO had quit and nimbler rivals, in- 
27028 cluding rrc Foods and Parle, had grabbed market 
share in all segments. Worse, senior executives were 
leaving in droves and the company faced crisis of con- 
fidence. To try and stem the rot, Britannia turned to 
Vinita Bali in the end of May last year. Bali, who pre- 
viously worked with beverages giant Coca-Cola in 
Н Atlanta, became the first woman CEO to be hired by 
3 Bombay Dyeing supremo Nusli Wadia, who controls 
7 Britannia, for any of his group companies. 
"ў Bali has since managed to resurrect Britannia’s 
^ fortunes, with new products, heavy branding and 
: marketing and some acquisitions, including Strategic 
i Foods in Dubai. Bali (she couldn't meet Br for this 
profile, since she was travelling in Europe) has put 
the building blocks in place. She now has to focus on 
growing Britannia's margins and inevitably managing 
the testy relationship between the Wadias and 
Danon, their foreign partner in Britannia. 

RAHUL SACHITANAND 
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50/ Vice Chair sob & Editorial Director/ HT Media 


[OR SHOBHANA BHARTIA, THE YEAR 2007 WILL GO DOWN AS ONE 
= associations that the Vice Chairperson and Editorial Dire 
| has forged came to fruition. Mint, a business daily la 
association with the Wall Street Journal, is scen to hed е 
in its segment with an estimated circulation of 80,000 copies; 
channel where Richard Branson's Virgin Radio is the part 
Mumbai and Bongo E 
done well for itself. Metro Now, a daily tabloid, laun 
Delhi in association with former arch-rival Bennett, Cole: 
managed to rack up 1.10 lakh copies in daily sales. 

НГ first quarter numbers were pretty impressive. F 
cent at Rs 247.90 crore, while the bottom line jusnped: 212 
crore. The stock (HT Media listed in 2005) has 
June last year, going from Rs 78 or so to Rs 218 on September 
old Bhartia, who is married to Shyam 
Sundar Bhartia, Chairman & 
Managing Director, Jubilant 
Organosys, has her hands full 
otherwise. The Padma Shri 
awardee is a Rajya Sabha 
member and an active industry 
figure, who until recently was 
the Chairperson of the Audit 
Bureau of Circulation. App- 
arently, her focus now is on the 
Hindi daily, Hindustan, and нт» 
internet initiatives. 

Still, rumours keep resurfacing 
about Bhartia either selling her 
majority stake or merging 
with another media 
heavyweight. The lady 
never reacts to such 
rumours, and that 
only seems to add to 
her power halo. 
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Vinita Bali 
Shobhana Bhartia 
Elaben Bhatt 
Neelam Dhawan 
Manisha Girotra 
Renu S. Karnad 
Naina Lal Kidwai 
Chanda Kochhar 
Roopa Kudva 
Kiran Mazumdar-Shaw 
Zia Mody 
Vishakha Mulye 
Leena Nair 

Usha Narayanan 
Amrita Patel 
Swati S. Piramal 
Mala Ramakrishnan 
Renuka Ramnath 
Preetha Reddy 
Shikha Sharma 
Akhila Srinivasan 
Mallika Srinivasan 
Ashu Suyash 
Sangeeta Talwar 
Usha Thorat 
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74/ Founder/ SEWA 
\ LOSE TO A MILLION PEOPLE ARE ASSOCIATED 
with the organisation that Elaben Bhatt 
J founded in 1972. Initially started as a 
trade union, SEWA is perhaps the only organi- 
sation of its kind that hopes to improve the lot 
of women workers in various trades to integrate 
them into the national economy by organising 
them. These include women who are pappad 
rollers, handcart pullers, bidi makers, maids, fish 
vendors, etc. Today, SEWA runs a whole lot of 
services for these women—from insurance 
services to granting ID cards, and has 18 eco- 
nomic institutions like sewa Bank and SEWA 
Social Security. A Gandhian, Bhatt is the driv- 
ing force of this organisation. Among SEWA's key 
achievements last year are: Victory in its legal 
battle for vegetable vendors in the High Court 
of Gujarat; legal space for more than 10,000 
vendors in Indore, getting identity cards for pa- 
per pickers, and the launching of new pen- 
sion schemes by SEWA Bank. Although well 
into her 70s, Bhatt continues to be the guiding 

force at SEWA. 

T.V. MAHALINGAM 
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47/ MD/ Microsoft India 
¥ N JUST TWO YEARS, NEELAM DHAWAN HAS MAN- 
aged to become Microsoft's face in India as far as 

| her customers are concerned. And that's not just 
because she's the software giant's Managing Director 
for India, but also because she's a veteran of the r1 
industry, especially hardware. While Microsoft 
India Chairman Ravi Venkatesan thinks long term, 
it is Dhawan, as the woman directly in charge of the 
sales and marketing subsidiary, who drives financial 
targets. Well regarded within both Microsoft and the 
industry, Dhawan, who started off as a trainee at 
HCL, is known for being accessible and cutting 
through lines to directly reach executives in the 
company. Needless to say, hers isn't an easy job. 
*Maintaining work-life balance isn't easy, espe- 
cially if you are as ambitious as I am,” she says 
with a laugh. Although a self-confessed hardware 
person, Dhawan feels excited about what Microsoft 
is trying to do in India, and which is not just to sell 
software, but bridge the digital divide. “There are a 
set of evolved users in India, both companies and at 
homes, but the challenge is to get to the middle of 
the pyramid and I relish it," says Dhawan. Just the 
sort of thing, Redmond would be delighted to hear. 
KUSHAN MITRA 


vi 4 
38/ MD & Chairperson, India/ UBS 

fy ERGERS AND ACQUISITIONS (M&A) IN INDIA ARE BOOM- 
ing and the woman in the thick of it all is Manisha 
| § Girotra. In the last eight months, she's been in- 
volved in deals worth a staggering $20 billion (that’s Rs 
82,000 crore), including Vodafone’s acquisition of majority 
stake in Hutch-Essar for $10.9 billion and Hindalco’s buy- 
out of Novelis for $5.95 billion. Girotra, an alumna of 
Delhi School of Economics, has also done two other 
large deals: United Spirits’ purchase of Whyte & Mackay 
for $1.2 billion, and Essar Global’s $1.6-billion buyout of 
Canada’s Algoma Steel. M&A is never an easy game, but 
Girotra has managed to stay on top of the ball. “M&A re- 
quires very high levels of tenacity apart from a lot of pa- 
tience, and what has worked to our advantage is that we 
spotted the cross-border opportunity early in the day,” says 
Girotra, whose husband Sanjay Agarwal is MD and Head 
(Investment Banking), Deutsche Bank. м&А apart, Girotra's 
firm has had a busy time handling IPOs (Jet and DLF are 
two) and bonds. With India Inc. just about warming up to 

big deals, Girotra can expect busy years ahead, 


KRISHNA GOPALAN 








55/ Executive Director/ HDFC 


T I$ A QUESTION SHE IS OFTEN ASKED: 

how long has she been working with 

her present organisation? Renu Sud 
Karnad, 55, over the years has evolved a 
smart answer: “Probably more years than 
the weeks that you have been with your 
present organisation.” Well, she can truls 
claim that since Karnad’s total work ex 
perience has been with India’s oldest 
and arguably the most influential home 
loans company, HDFC. 

Having joined the organisation in 
1978, Karnad believes that there would 
be more women in business if they re- 
ceived support from their families and or 
ganisation. "If they get support when 
they first have children and then when 
the children are passing out of school, 
then women float through," she says. 
She certainly got that from her husband 
and defence expert, Bharat Karnad 

A hectic traveller herself (on an av- 
erage half a month), Karnad savs she 
enjoys the pace. “I enjoy working. If | 
have to stay at home for some reason. 
I hate it." Well there is reason є nough 
to be excited about the Indian housing 
mortgage market. HDFC has shown 25 
30 per cent growth year-on-year over 
the past 10 years. However, the in 
dustry is slowing down after years of 
crackling growth over the last few 
months due to rising interest rates and 
property prices. Karnad, however, 
believes that the fundamental story 
remains intact. “The real people are still 
there,” she asserts, 
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50/ Group GM & Country Head (India)/ HSBC 


l'S A GREAT TIME TO BE A BANKER IN INDIA, BUT A 64 PER CENT 

jump in net profits (2006-07) is still no mean achievement. 

And if HSBC is going great guns, thank its understated 
but hard-driving country head, Naina Lal Kidwai. A constant 
name in Business Today's listing of power women in the 
country, Kidwai has a slightly more complex job than her 
peers at Indian private banks such as ICICI Bank and HDF¢ 
Bank. While the latter are trying to tap global oppor- 
tunities, Kidwai's global bank must deepen its India pres- 
ence, ^We bring a truly, young, resilient organisation 







































that is thinking, creating and perpetually reinventing it- 
self,” Kidwai had earlier told BT. 

By now, almost everyone knows Kidwai's story. A 
chartered accountant, India's first woman alum of the 
Harvard Business School, and who landed up at HSBC via 
ANZ Grindlays and JM Morgan Stanley, where she was 
the head of investment banking. *There are times 
when I wonder if I should have worked for a 
couple of years in New York before returning 
(from Harvard) to India," she says. She need- 
n't wonder. She's doing just fine. Just ask her 
bosses in Hong Kong. 

KRISHNA GOPALAN 


45/ Deputy MD/ ICICI Bank 


T HAS BEEN EXCITING AND FULFILLING ALI 
the time," quips Chanda Kochhar of the 23 
years she has spent at ICICI Bank. But per- 
haps there is nothing to beat the excitement 
she must have felt over the last eight years, 
when MD & CEO, K.V. Kamath, first asked her 
to build the bank’s retail business. It’s been a 
roaring success: ICICI Bank is the leader in 
credit cards with over eight million cus- 
tomers; the number one in home loans and 
car loans; and also the biggest bank after pub- 
lic sector behemoth, the State Bank of India. 
A cost accountant and MBA (from 
Mumbai’s Jamnalal Bajaj), Kochhar 
joined ICICI Bank as a management 
trainee and worked in a variety of roles 
before making her mark in retail bank- 
ing. According to some, she is one of 
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the contenders for the top job at ICICI 
Bank. Kamath retires in 2009. 
KRISHNA GOPALAN 
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54/ CMD/ Biocon 


HEN YOU ARE A POWER WOMAN, YOU ALWAYS FIGURE 
out how to deal with a personal crisis and busi- 
ness exigencies at the same time. Consider Kiran 
Mazumdar-Shaw, for instance. Around the time Biocon 
was busy negotiating with Danish firm Novozymes for the 
sale of its enzymes business recently, her husband John 
Shaw was diagnosed with a cancerous lump in his kidney. 
So, for almost 20 days between April and May this year, 
Mazumdar-Shaw not just tended to her husband in a UK 
hospital, but also made all the strategic decisions needed 
for the sale, which was concluded in July. *John's diagnosis 
came as a complete surprise, thank god the ordeal is 
over," she says. Passion, energy, conviction, ambitious are 
some things that have gone into the making of India's best- 
known biotech baroness, who now oversees a business that 
tops Rs 990 crore in annual revenues and Rs 4,600 crore 
in market cap. With the enzymes business, which is what 
Mazumdar-Shaw started off with 30 years ago, hived 
off to Novozymes, she is now on a mission to turn 
Biocon into a bio-pharmaceuticals company, with a pos- 
sible overseas listing and acquisitions. 
RAHUL SACHITANAND 
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51/ Managing Partner/ AZB & Partners 


HEN SHE FIRST STARTED OFF IN THE МІр-19805, CLIENTS INITIALLY HAD A 
tough time believing Zia Mody could be as good as a male attorney. 
So what if she was (former) Attorney General of India, Soli Sorabjee’s 
daughter. But today all that has changed and she is the most sought after cor- 
È porate and M&A lawyer in the country, having represented the Tata Group in 
Tata Steel’s acquisition of NatSteel for $285 million and Reliance Industries 
Chairman, Mukesh Ambani, in the settlement with brother Anil. 
A strong believer and member of Bahai Faith, Mody is one of the few 
women to have made it big in the legal profession. “It is not easy for 
women to reach the top rung in the Indian legal profession. We have all 
the skill sets but a lot of us fall short on being able to multi-task and 
spend long working hours,” she says. “It also involves sacrificing 
time for the family and the feeling of guilt often, naturally, overpowers 
most of us.” On the one thing that she feels she has still not achieved 
professionally is, “To be able to get the right balance between 
lawyering and my personal life. I still find it difficult to say *No' to 
clients, though I am getting a bit better at it." 
ANUSHA SUBRAMANIAN 
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1 ке а juggling act. 


Drop one ball and the rest can 
come tumbling down. 


it's different people from different countries 
trying to speak one corporate language. 


Providing 20,000 employees in 14 countries 
with reward and benefit programs that meet 
¿c their individual needs, dealing with 
‘leadership assessment and selection, and 
staying within your cost guidelines are justa 
few of the challenges related to mergers. 


ine: Many mergers fail. However, 
a hallmark of many successful mergers is the 
assimilation of different people and cultures 
into опе company, speaking with one voice, 
sharing one goal. 


Success comes to those companies 
who get this right. 
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63/ Chairman/ NDDB 


OR A LARGE PART OF RURAL INDIA, THE NATIONAL 

Dairy Development Board (NDDP) is a lifeline. It 

covers 117,575 village cooperative societies, 
12.4 million farmer families, and buys 21.5 million 
litres of milk every day. But Amrita Patel, NDDB’s 
Chairman since 1998, thinks there's much more to 
be done to make the cooperatives more competitive 
and richer. *Many dairy cooperatives suffer from a 
lack of mature, responsible and committed leader- 
ship, professional skills, business culture and flexi- 
bility in decision-making, all of which are necessary 
to face the challenges in an increasingly competitive 
environment," says the lady who played a key role 
in conceiving and implementing Operation Flood. 





vaccine plant in Hyderabad, says that in a global 
economy, "India's dairy cooperatives now need 
to look at potential gains from alliances, joint ven- 
tures and other forms of associations with cooper- 
atives or investor-owned firms, but ensuring at the 
same time that there is no potential for any long- 
term risk or damage to our producers’ interests,” 
says Patel. India is already the largest milk pro- 
ducer in the world. If Patel's plans work out, it may 


The Padma Bhushan recipient, who led the set- well become a large value-added exporter of milk. 
ting up of India's largest foot-and-mouth disease Г.У. MAHALINGAM 


50/ Director/ Nicholas Piramal 


HE IS THE LONE WOMAN MEMBER IN THE SCIENTIFIC 

Advisory Board of the Prime Minister. For good 

reason. Swati Piramal isn't just a medical doctor, 
but also the woman behind one of India's biggest 
pharma companies, Nicholas Piramal. It wasn't too 
long ago (actually 1988) when Piramal and her husband, 
Ajay Piramal, bought Nicholas Laboratories for $4 
million. Several strategic acquisitions and new product 
launches have turned Nicholas Piramal into a $350-mil- 
lion company and the fourth-largest player in the do- 
mestic market. 

As much as her enterprising husband, Piramal has 
been instrumental in the drug maker's transformation. 
Leveraging her skills as a doctor and also a public health 
professional (she has a master's degree from the Harvard 
School of Public Health), Piramal has struck global al- 
liances and pushed her company into basic research. For 
instance, Nicholas Piramal has a cancer drug in phase one 
of clinical trials. Piramal has also influenced govern- 
ment policy on intellectual property and clinical re- 
search. The lady (who even set up a BT’s Most Powerful 
Women in Business Club in 2004) has recently launched 
Mahabioyatra, a networking forum for Maharashtra’s 
bioscience community. So, Piramal isn't thinking just of 
her own company, but the industry. 

DEEPTI KHANNA BOSE 
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One Vision. One Mission. 


Cedar is a different kind of consulting firm. We recognize clients are in a state of motion, and our 
assistance should not disrupt their business cycle, but accelerate it. That Clarity of direction is 
critical. That companies are not built in a day. That the devil is in the detail, and in the execution. 
That people are important, but not at the cost of progress. 


Since 1991, we have been serving clients in India, both with our minds, and our hearts. For our 
industrial, private equity, pharma, telecom, consumer products and all our financial services clients, 


We make strategy work 


Strategy, Process, Human Capital & Technology Consulting 0 


New York Chicago London Paris Dubai Mumbai Singapore Shanghai 
www.cedar-consulting.com Mumbai +91-22-66619800 G E D A R 


90/ MD/ Apollo Hospitals Group 


IKE THE HOSPITALS CHAIN SHE RUNS, 

Preetha Reddy believes in constantly 

growing—as a person. “Earlier, | 
used to think of the businesses of Apollo 
Hospitals and those it should get into and 
push for it; now I am also looking at 
the numbers," says the eldest daughter of 
Dr Prathap C. Reddy, who founded 
Apollo way back in 1983. Already the 
largest healthcare group in Asia (it has 
8,000 beds in 41 hospitals, besides a 
pharmacy chain and clinics), Apollo plans 
to get bigger. While its plans of buying 
UK's Capio Hospitals from РЕ investor 
Apax Partners may have come to naught, 
Reddy has no plans of letting that slow 
her down. On September 1, 2007, Apax 
picked up a 14 per cent stake in Apollo 
for Rs 426 crore. The money, leveraged 
е with some debt, will go towards consol- 
idating Apollo’s dominance in India and 


46/ Managing Director & CEO/ giving it a foothold in key markets 


HSIN 





ICICI Venture Funds Management abroad. “We want to be a complete 

healthcare player with interest in every 

S PRIVATE EQUITY INVESTORS GO, RENUKA RAMNATH IS THI segment relating to health," says the am- 

more adventurous one. She's made the kind of bets ateur painter. “We are working on a 

that most of her peers wouldn't. More importantly, strategy meet at the board level for the 
Ramnath has often made those bets early on. For example, her next big leap." Watch the lady. 

investment in online jobs portal Naukri.com and retailer NITYA VARADARAJAN 


Subhiksha are just two examples. A more recent example: 
ICICI Venture's Rs 140-crore investment, along with Kishore 
Biyani's Future Capital, in Tops Security—the first of its kind. 
“My institution and I together want to encourage entrepre- 
neurship in this country. The struggle is largely in the formative 
years and we want to be a support at this stage," she says. 
ICICI Venture is the largest fund in the country with more 
than $2 billion under management. It has easily the most dive- 
rsified portfolio among PE investors in the country, with in- 
vestments in aviation (Air Deccan), real estate (Kolte Patil), 
retail (Shopper’s Stop and Pantaloon), and life sciences 
(Biocon and Avesthagen). In a competitive market, 
Ramnath's ability to make courageous bets is already a dif- 
ferentiator, but her missionary zeal is something else that 
attracts young ventures to her. “If you are in a position 
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of power, then you have to ask yourself what you are А LEN 
: " om t MC RNC 
doing with that power and is it being VoM Ee Р 











harnessed well апа who is Бепе- 

fiting from it?” she says. In her 

case, the answer is evident. 
ANUSHA SUBRAMANIAN 


HSIN 


INvVASOD 




















Super flexible. Ju ntrat ) ба Power transforme Cast resin transformer  Unitized sub stat y-type transt 





m @ i r1 UNIVERSAI 


SF a TRANSFORMERS 
o REGISTERED ra thepowerto *ransform 








26/A 2ndPhase Peenya Industrial Area Bangalore 560 058 Phone +91 80 2839 6188/84, 2839 7219, 2839 6877 Fax +91 80 2839 7271 
Plot No Sector 8A SIDCUL IE Haridwar Uttaranchal 249 403 Phone +910 
1800 425 8785 


1334 235424 E-mail haridwar@upt.in 





8-601 Sapath-4 Near Karnavati Club S G Highway Ahmedabad 380051 Mobile +91 92279 79523 E-mail ahmedabad@upt in 
W-204 Sunrise Chambers 22 Halasur Road Bangalore 560 042 Phone +91 80 4147 7032/33 Fax +91 80 4147 7031 E-mail bir@upt 





Cabin 209 2nd Floor SCO 11A Sector 7C Madhya Marg Chandigarh 160 019 Phone +91 7246 46406 Mobile +91 98764 44558 E-mail chandigarh@uptin 


No 5 4th Floor Josmans Building McNichols Road Chetpet Chennai 600 024 Phone +91 44 28364324 Telefax +91 44 28364323 
59/15 2nd Floor Satyam House Kalkaji Extension Opp Balaji Estate New Delhi 110 019 Telefax +91 11 4162 9331/32 E-mail delhi upt in 





зай chennaicbupt.in 


Plot No 114 Methodist Colony Kundanbagh Begumpet Hyderabad 500 016 Telefax +91 40 661 33025/26 Mobile +91 99496 91547 E-mail hyderabad@upt in 


607/608 Sagartech Plaza Sakinaka Junction Andheri East Mumbai 400072 Mobile +91 98926 75154 E-mail mumbai@uot.in 
2799/A1 2nd Floor 8th Cross Adipampa Road V V Mohalla Kalidasa Road Mysore 570 002 Phone +91 821 4242838 E-mail mysore@upt іп 
101 Marigold Building Neco Garden Viman Nagar Pune 411014 Phone +91 20 40039085 Telefax +91 20 40039084 E-mail pune@upt in 





THE MOST 


| 
L| 


49/ MD & CEO/ ICICI Prudential Life Insurance 


EVEN YEARS AFTER ICICI BANK BOSS K.V. KAMATH TAPPED 

Shikha Sharma to launch an insurance joint venture, she is 

still growing the company like a start-up. Five years ago, 
ICICI Prudential became the largest private life insurer, but today 
it continues to grow at an enviable pace. In 2006-07, for example, 
їсїсї-Рги sold 1,960,034 new policies and mopped up Rs 5,255 
crore in premium (new business premium). Its closest private sec- 
tor rival, Bajaj Allianz, sold 2,079,217 new policies and had first- 
year new business premium of Rs 4,270 crore. "India is still an 
under-insured industry and many consumers across the country 
are still to benefit from the multiple advantages of life insurance," 
says Sharma, an ICICI lifer of 27 years. 

The uM-A alumna built ICICI-Pru into the #1 private life in- 
surer by, as Sharma puts it, launching unique products that meet 
consumers’ life, health and pension needs. The fact that her 
company is part of the ICICI Group, of course, helps. There are 
constraints—for example, foreign direct investment in insur- 
ance is limited to 26 per cent, and insurance companies can’t 
tap the IPO market. Just the same, Sharma’s good work thus far 
has given ICICI-Pru a notional market value of Rs 28,315 
crore—the highest of all private life insurers. Not bad for a 
seven-year-old company. 





KRISHNA GOPALAN 


47/ Director/ TAFE 


ITHOUT MUCH ADO, MALLIKA SRINIVASAN HAS TURNED 
her Chennai-based tractor company into a Rs 4,000- 
crore giant, with more than 22 per cent share of the 
market (that makes it the #2 player). Crucial to that was her 4 
company, Tractor and Farm Equipment's (TAFE) acquisition two 
years ago of Eicher Motors for Rs 310 crore. “For us, the buy- 
out gave scale and we, in turn, established our systems there for 
good effect," says Srinivasan, who is married to TVS Group 
scion, Venu Srinivasan. 
That has helped TAFE beat the slowdown in the market and 
grow robustly. The company, which is part of the Amalgamations 
Group founded by her grandfather S. Anantharamakrishnan, has 
a long established Jv with Massey Ferguson and Srinivasan says 
і that she imbibed the grit and determination of succeeding from 
* her father, A. Sivasailam, as much as his sense of social values and 
„ ethics. TAFE is not a listed company, yet it has very good reserves 
and hardly any debt. “We do well by our stakeholders,” says \ 
Srinivasan. She isn’t exaggerating. 
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NITYA VARADARAJAN 


SIGNS OF INTELLIGENT LIFE: 


Unidentified 
Flying Object. 


Presenting futuristic switches thatlook smart, wo k sme 
and are available right here on earth. Only from Clipsal. 


Other innovations: 
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Schneider 
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Ashu Suyash 


40/ MD & Country Head/ Fidelity Fund Management 


Rs 5,223 crore. Today (as on August 31), it stands at Rs 9,346 

crore. “You are there as long as your customer is there. The re- 
ality check is the customer,” says Ashu Suyash, the woman in charge of 
Fidelity’s Indian operations. Some of Fidelity’s top equity funds have 
returned between 35 per cent and 45 per cent compared to Sensex re- 
turns of 31 per cent over the last year. Before joining Fidelity in late 
2003, Suyash was the head of strategy and business development at Citi. 
What keeps her going in a stressful industry like asset management? “I 
don't think I have a mindset, which means I am always open to ideas. 
I look at that as my strength," says the Mumbai-based Suyash, a char- 
tered accountant by education. Her bigger challenge will come when 
the stock markets soften. But if she lives by her dictum of ‘customer first’, 


N YEAR AGO, FIDELITY’S INDIAN ASSETS UNDER MANAGEMENT TOTALLED 


Suyash may have little to worry about. 
KRISHNA GOPALAN 
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B Vinita Bali CEO, Britannia Industries Arnavaz ‘Anu’ Chairperson, Thermax 
$ 3 Vedika Bhandarkar мр & Head (Investment Banking), JP Morgan India Vedika Bhandarkar мо & Head (Investment Banking), JP Morgan Indie ды 
-Shobhana Bhartia Vice Chairperson & Editorial Director, HT Media Shobhana Bhartia Vice Chairperson, The Hindustan Times 
. Elaben Bhatt Founder, SEWA Vidya Chhabria Chairperson, Jumbo Group 
Neelam Dhawan MD, Microsoft india Lalita Gupte Joint MD, ICICI Bank 
- Manisha Girotra Chairperson & MD, UBS Securities Kavita Hurry MD, ING Vysya Mutual Fund 
Lalita Gupte Jt MD, ICICI Bank Renu S. Karnad Executive Director, HOFC 
Ekta Kapoor Creative Director, Balaji Telefilms Naina Lal Kidwai VC & MD, HSBC Securities 
Renu S. Karnad Executive Director, HOFC Chanda Kochhar Executive Director, ICICI Bank 
Chanda Kochhar Executive Director, ICICI Bank Kiran Mazumdar-Shaw Chairman & MD, Biocon india 
Naina Lal Kidwai Deputy CEO, HSBC Zia Mody _ Partner, AZB Partners 
Punita Lal Executive Director (Marketing), Pepsi Kalpana Morparia Deputy MD, ICICI Bank A 
Kiran Mazumdar-Shaw Chairman & MD, Biocon India Ѕшајја Firodia Motwani Jt mp, Kinetic Engineering 
Zia Mody Partner, AZB Partners Sunita Narain . . Chairperson, Centre for Science and Environment 
Kalpana Morparia Deputy MD, ICICI Bank Deepti Neelakantan соо, JM Morgan Stanley 
Falguni Nayar MD, Kotak Mahindra Capital Amrita Patel 5 Chaimerson/ National Dairy Development Board 
Amrita Patel Chairperson, National Dairy Development Board Priya Paul - Chairperson, Apeejay Surrendra Park Hotels 
Swati Piramal Director, Strategic Alliances & Comm, Nicholas Piramal Gita Piramal zi Director, Corporate Communications, Blow Plast 
Madhabi Puri-Buch гем, ICICI Bank Swati Piramal _ _ Head, Strategic Alliances, Nicholas Piramal 
Renuka Ramnath CEO, ICICI Venture Madhabi Puri-Buch _ Head, Operations & Service Delivery, ICICI Bank 
Radhika Roy MD, NDTV Renuka Ramnath — CEO, ICICI Venture 
А Preetha Reddy MD, Apollo Hospitals Group Hema Ravichandar Head, HR, Infosys Technologies k 
-- Shikha Sharma CEO, ICICI Prudential Life Insurance Preetha Reddy MD, Apollo Hospitals Group 
Mallika Srinivasan Director, Tractors and Farm Equipment Shikha Sharma ; CEO, ICICI Prudential Life 
Preeti Vyas Giannetti CEO, Vyas Giannetti Creative Mallika Srinivasan Director, TAFE 


Were striving to 
speed up our service 
even further 
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IndianOil Aviation | Za 


Refuelling an aircraft every minute is still not enough. 


The more time an aircraft spends in the air, the better it is for our airline customers. 
That's why, at IndianOil Aviation, we speed up things on the ground. So that the aircraft 


hits the sky even faster. 


For over 40 years now, we've been setting new benchmarks in aviation service 
standards that even competitors aspire to emulate. Besides certified and competent 
professionals, our fuel stations are equipped with high-tech hydrant systems and 
refuellers. We maintain a strict quality regime to meet the discerning needs of our 
aviation customers, both domestic and international. And between one sunrise and the 


next, we refuel over 1500 aircrafts. That's one aircraft every minute. 


Our service runs round the clock, round the year, and in 


all weather conditions. In times of war and peace, during 


natural calamities or when there's an unscheduled landing, | indianOil Aviation 


there's one service everyone relies on - IndianOil Aviation. | Our groundwork takes you sky-high 





*India’s Largest Network of 101 Aviation Fuel Stations *Refuels an aircraft every minute 
*Services all major International and Domestic Airlines and the Indian Defence Services 


*Refuelling Services also in Mauritius 
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There are eight new names on this year's list of 
Power 25. Their stories are anything but typical. 
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For a woman who never planned her career moves, 
Roopa Kudva has done exceedingly well. 


T WAS OCTOBER 1992, AND ROOPA KUDVA HAD JUST FINISHED A CONSORTIUM MEET- 
ing at IDBI when, on an impulse, she decided to cold call Pradeep Shah. Just 
days before she had read an interview of his in a business magazine where the 
Founder-Director of the up-and-coming rating agency, CRISIL, had talked about 
opening offices in cities such as Bangalore. And Kudva, who was a management 
trainee with the development finance institution IDBI, was looking to move to the 
Garden City because her husband (Vivek Kudva, President at Franklin Templeton 
Asset Management, India) had got a job there. Shah may have been surprised by 
the gate crasher, but he was not unimpressed. He ended up offering her a job as 
crisit’s Senior Rating Analyst in Bangalore. 

Fifteen years on, Kudva, an IIM-A alumna, is CRISII 's Managing 
Director and CEO and leads a team of 1,500 people, of whom al- 
most 30 per cent are women. Her goal now is to sustain 
CRISIL’s market leadership in ratings, research and off- 
shoring businesses. “We will continue to focus on offer- 
ing innovative and high quality services to our cus- 
tomers," says Kudva. A fitness freak, she works 10 
hours a day but never fails to hit the gym, even 
if it means doing so at two in the afternoon. 
Kudva says that she makes it a point to 
manage her time well so that neither her 
work nor home suffers. And that's her 

advice to her colleagues as well. 
ANAND ADHIKARI 


44/ MD & CEO/ CRISIL 
Education: Degree in Statistics and MBA from IIM-A 
Work Experience: 21 years 


Career High: Becoming Executive Director 
of CRISIL in 2002 


Hobbies: Reading biographies 


Success Mantra: Be focussed whether at work 
or at home 





Meet the woman who's kept capital 
coming for ICICI's furious growth. 


OW LONG DOES IT TAKE TO GO FROM MAN- 

agement trainee to Group CFO at what is 

now India's second-largest bank? If you 
are Vishakha Mulye, then about just a dozen 
years. Just like the financial services giant that she 
works for, Mulye, 38, has blazed through the 
ranks to occupy one of the most important jobs in 
icici. Ever since Mulye, who was born and brought 
up in Maharashtra, took over as ICICI Bank's CFO 
and Treasurer in August 2005, she has raised 
nearly $7 billion in equity—via two public offer- 
ings of $1.8 billion and $5 billion—and another 
$12 billion from international markets. That 
makes this chartered accountant the only woman 
CFO to have raised so much money in a matter of 
two years. “ICICI Bank has been growing at a 
scorching pace and needs capital to support the 
high growth," says Mulye as a matter of fact. 

A commerce graduate from Mumbai's H.R. 
College, Vishakha always wanted to be a chartered 
accountant. In fact, she cut her teeth in account- 
ing and finance at her dad's books business. After 
finishing her chartered accountancy, Mulye joined 
ANZ Grindlays Bank in 1991 in the merchant 
banking division—an experience that completely 
changed her outlook towards finance, she says. A 
year later, Mulye got an offer from Hindustan 
Lever and Deutsche Bank. She chose the German 
bank and joined its corporate finance team. That 
was also the time when the Harshad Mehta scam 
had broken out and there was little happening in 
merchant banking. 

iut her stint at DB proved to be short-lived; she 
worked for less than three months before ac- 
cepting an offer from her ‘dream employer’, ICICI. 
The turning point in her career at ICICI, says 
Mulye, came when K.V. Kamath returned from 
the Asian Development Bank to ICICI in 1996 as 
the Managing Director. "There was a lot of activity 
following Kamath's return,' says Mulye, who 
loves trekking and travelling. 

Her biggest challenge now, she says, is 
to keep raising capital to fuel 1СІСГ5 growth. 
Going by her recent performance, she isn’t 4 
doing too badly. f 

ANAND ADHIKARI 





38/ Group CFO and Treasurer/ ICICI Bank 

Education: B.Com & Chartered Accountant 

Work Experience: 16 years 

Career High: Elevated as ICICI Bank's CFO in 2005 
Hobbies: Work-related stuff 

Success Mantra: Dedication and hard work 
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ғмсв giant Hindustan Unilever's first, and youngest, 
woman Executive Director is an HR ace. 


O5 нил 


TS A HAT TRICK, IN SOME SENSE. LEENA NAIR ISN'T JUST THE FIRST WOMAN 

to make it to Hindustan Unilever’s Management Committee (MO), but 

also the youngest Executive Director (ED) and that too one in charge 
of not a profit centre, but human resources. As the HR boss, Nair 
heads a team of 250 people who look into the well-being of about 
15,000 employees across 70 different locations in the country, in- 
cluding 45 factories and four regional offices. 

The 37-year-old Nair joined Hindustan Lever (as it was 
known until recently) straight out of XLRI, Jamshedpur, 15 
years ago, and has risen quickly through the ranks. From be- 
ing a factory personnel manager to management development 
planning manager to HR manager for the detergents busi- 
ness, Nair has been there, done that. But how does it feel to 
become the youngest and only woman Executive Director on 
the MC in HUL’s history? “It is definitely a big honour for me 
because HUL is not just a big organisation with a great history 
and heritage, but (my elevation is) also a testimony to how 
much HR is valued here,” says the tall and trim Nair. 

She could say that again. Until recently, in most organi- 
sations, HR didn’t get a seat at the high table. For one, HR was- ' 
n't seen as a profit centre and, for another, it was not con- 
sidered strategic enough. But with talent becoming scarce 
and the only real differentiator at most companies, boards 
are waking up to the strategic importance of human 
resources. No wonder, Nair says her challenge is straight- 
forward. “We have to do well and excel to make a 
difference to the organisation. My team must also make 
a difference to excellence in HR in the company and in the 
country,” she says. 

On staying put at the FMCG giant, Nair says, “When 
your job is interesting and you are feeling stretched and 
challenged, and when you have great bosses and you 
are working with talented people, you.don’t want to 
leave.” HUL must be hoping that she can spread the same 
kind of enthusiasm around the organisation. 

ANUSHA SUBRAMANIAN 
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37/ Executive Director (HR), Hindustan Unilever 
Education: BE Electronics and MBA from XLRI 
Work Experience: 15 years 

Career High: First woman ED at HUL 


Hobbies: Bollywood movies, reading, outdoor 
sports and travelling 


Success Mantra: Look for a win-win in 
every situation 
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WORLD CLASS EDPs FOR INDIA INC. 


The following professors exclusively visiting IIPM to take classes, will be additionally taking 
Executive Development Programmes for India Inc. as per the following calendar. 


INSEAD 

Amitava Chattopadhyay 

Customer focus 

Bangalore, Chennai, Hyderabad, Delhi 


WHARTON 
Johannes Pennings 
Strategic Management Of Innovation 


April 06 


May 06 


Bangalore, Chennai, Hyderabad, Delhi 


CHICAGO GSB 

Pietro Veronesi 

Strategic Financial Risk Management 
"Bangalore, Chennai, Hyderabad, Delhi 


CHICAGO GSB 

Phillip Afeche 

Operations Management 

Bangalore, Chennai, Hyderabad, Delhi 


STANFORD GSB 

Wasim Azhar 

Managing Sales And Distribution Channels 
New Delhi, Hyderabad, Chennai, Bangalore 


CHICAGO GSB 
George Wu 

Effective Decision Making 
New Delhi, Hyderabad, Chennai, Bangalore 


NYU STERN 
Zur Shapira 
Decision making in organizations 
New Delhi, Mumbai, Ahmendabad 


YALE SCHOOL OF MANAGEMENT 
Prof. Ravi Dhar Jan 07 
Building Customer-Centric ( rganizations 

Delhi, Pune, Mumbai 


June 06 


July 06 


Aug 06 


Nor 06 


Dee 06 


NYU, STERN SCHOOL OF BUSINESS 
Prof. Russell Winer Feb 07 
New Branding Strategies 

New Delhi, Bangalore, Hyderabad, Chennai 


NYU, STERN SCHOOL OF BUSINESS 
Prof. Samuel Craig Mar 07 
New-age strategies in the global media industry 

New Delhi, Ahmedabad, Pune, Mumbai 


IMD INTERNATIONAL, LAUSANNE 


Prof. Aurturo Bris Apr 07 
Firm Valuation and Investment Banking 

New Delhi, Bangalore, Mumbai, Chennai 
LONDON BUSINESS SCHOOL 

Prof. Craig Smith May 07 
Strategic Marketing 

New Delhi, Ahmedabad, Pune, Mumbai 

HAAS SCHOOL OF BUSINESS, 
BERKELEY 

Prof. Frank Schultz Jun 07 


€ creating superior performance organizations 
New Delhi, Bangalore, Hyderabad, Chennai 


HAAS SCHOOL OF BUSINESS, 
BERKELEY 


Priya Raghubir 
Marketing Research for Executives 
Delhi, Ahmedabad, Pune, Mumbai 


STANFORD GSB 

Wasim Azhar 

Global & International Marketing 

Delhi, Chennai, Bangalore, Hyderabad 


WHARTON 
Skander Essegaier 
Pricing Strategy 


Delhi, Ahmedabad, Pune, Mumbai 


Aug 07 


Sept, 07 


Ре. 07 


All the above mentioned programmes аге jointly taken with a member of IIPM faculty & 
conducted by HRIC, Planman Consulting 


Investment per participant for the above mentioned programmes : Rs. 20,000 /- plus taxes 
*Get in touch today with Chanda for more details and a more exhaustive list of MDPs at 


« 


Media partners 


, chanda.mehra@iipm.edu or training@ planmanconsulting.com; wwwiipm.edu; www.planmanconsulting.com 
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Stephen R. Covey - 
Success Guru 
Oct. 03 


Zig Ziglar - 
Leadership and 
Motivation Guru 
March ‘04 


Philip Kotler - 
Marketing Guru 
Oct. ‘04 


Rajeev Kobli - Columbia GSB 
Destructive Innovation 


Gita Gopinath - Chicago University 
GSB 


a 


Bharat Anand - Harvard | 


Business School 


Macro Econ. Planning 


Competitive Strategy 


ў 
` 


Arindam Chaudhuri - » 
Management Guru 
Leadership & Strategic 
Vision 


Joel Stern - Originator of EVA 
Feb. ‘0S 


Jack Canfield - Author of Chicken Soup 
for the Soul and Peak Performance Guru 
June ‘05 


Jim Rogers - 
Finance Guru 
Feb, ‘06 


Clayton M. 
Christensen - 
Innovation Guru 
May ‘06 


John Philip Jones -Advertising Guru 
Aug. ‘06 


Gary Hamel - Strategy Guru 

Sept. 06 

Brian Tracy - Sales and Motivation Guru 
Nov. ‘06 

Ken Blanchard - Business Leadership 
Guru 

Jan. 07 

Ritch Davidson & Carla Rieger 

From PLAYFAIR-Having fun at work 
Apr. ‘07 
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HIRTY SEVEN YEARS AGO, SHE CAME TO MUMBAI TO 

take care of her ailing sister but went on to 

make history. Usha Narayanan is the only 
woman from within stock market regulator sEBi’s 
ranks to have become an Executive Director. Prior to 
her, Pradip Kar was the only other insider to rise to 
this post, which has normally gone to outsiders. 
Today, the 55-year-old Narayanan is in charge of all 
matters relating to foreign institutional investors (Fits) 
and the primary market. What makes her job even 
more important today is the boom in both ri! in- 
vestments and IPOs. In the last eight months till 
August 2007, for instance, Fis have poured in over Rs 
35,000 crore in net investment, and companies have 
raised more than Rs 34,000 crore іп IPO. “SERI is a hap- 
pening place and there is a lot 
to learn. The job is de- 
manding and there are 
challenges, but you have 
to take it as it comes and 
not worry about them," 
says Narayanan. 4 

Don't mistake that 

for fatalism, though. This 
isa woman who has built 
her career from Scratch. 
Forced to take up a job as a 
clerk with the Bank of India 
soon after she finished school, 
Narayanan completed 
her graduation in 
economics and 
commerce 


























The one-time bank clerk is now the gamekeeper for Fils and stock market debutants. 


from Delhi University, and then her post gradua- 
tion in economics and political science from Mumbai 
University. Three years ago, she completed her mas- 
ters in business law from the National Law Schoo! in 
Bangalore, and now plans to pursue a doctorate in 
law. “My only regret is I didn’t learn to play any mu- 
sical instrument,” says Narayanan. 

Although into her mid-50s, Narayanan still works 
long hours but makes sure her home doesn’t suffer for 
it. “I still cook food before I come to office and even 
after I go home. I have never missed any parent- 
teacher meetings at my son's school, who is now in the 
Us completing his engineering,” she says. Always a mu- 
sic lover, Narayanan has also been interested in bha- 
jans and satsangs over the last eight years. "Apart from 












Usha Narayanan 
55/ Executive Director/ SEBI 


Education: MA in Economics & Political Science and 
Masters in Business Law 


Work Experience: 37 years 


Career High: Being the first woman from within SEBI 
to become Executive Director 


Hobbies: Reading and Music 
Success Mantra: Work hard, but don't ignore home 


peace of mind, it helps me to under 
stand life better," she savs, When 
your job involves tracking a 
stock market roller coaster, 
it makes sense 

calm and collected 
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tO stay 
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In India’s business capital, she’s the most important lady bureaucrat. 
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NLIKE MOST OF THE WOMEN FEATURED 
| | in these pages, Mala Ramakrishnan 
doesn't run a large business. But you 
can be sure that should she decide to call any 
CEO in Mumbai, her call will be answered 
with alacrity. That's because Ramakrishnan, 
an Indian Revenue Services officer of the 
1972 batch, is the Chief Commissioner of 
Income Tax in a city that's not just India's 
commercial capital but also the one that 
fetches over a third of the country's income 
tax. “The key challenge (in my job) will be to 
use resources optimally," says the lady. 

Barely a month into the job, Rama- 
krishnan comes from an illustrious back- 
ground. Her husband, S. Ramakrishnan, is 
the Executive Director of Tata Power; her 
brother T. K. Balaji is the Managing Director 
of Lucas-TVs; her two sisters were also dis- 
tinguished bureaucrats, with one retiring as 
the Cadre Controlling Chief Commissioner 
of Income Tax for Karnataka (that means, 
she was the seniormost CCIT and also the ad- 
ministrative head), and the other as Member, 
Post & Telegraph Board, in New Delhi. *I 
owe it to my parents, predominantly my 
father, for what I am. My siblings, my hus- 
band and children, too, have played a huge 
role," she says. 

Over the last three decades in IRS, 
Ramakrishnan has handled a variety of as- 
signments. An alumna of Chennai's presti- 
gious Stella Maris College and Presidency 
College, where she did her masters in polit- 
ical science, Ramakrishnan was previously 
Chief Commissioner of Thane and prior to 
that the Chief Vigilance Officer at Lubrizol 
India, a state-owned enterprise. “I look at my 
key strengths as administration, setting targets 
and finally achieving them," says Rama- 
krishnan, who loves carnatic music and 
spending time with her grandchildren. She 
has two children, both of whom work in the 
financial services industry. As for her new 
role, Ramakrishnan says that she is very 
proud of her colleagues for their technical 
knowledge and what she terms “extraordi- 
nary skills". Mumbai had better watch out. 

KRISHNA GOPALAN 
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She is the only woman CEO in the conservative, Rs 17,220-crore Shriram Group. 


IKE MOST GIRLS FROM TRADITIONAL TAMIL BRAHMIN 

families in Chennai, Akhila Srinivasan, 46, did not 

set out for a career in the hurly-burly world of fi- 
nancial services. It just happened. It was 1986 and 
Srinivasan had just completed her post graduate degree 
in economics and was contemplating a career either in 
the civil services or academia. Instead, she ended up join- 
ing the Chennai-based Shriram Group as an executive 
trainee in marketing, never mind that she had been mar- 
ried for just two years. 

By 1993, Srinivasan had become General Manager 
of the company, President a year later, and MD by 
2000. The late 90s weren't the easiest of times for non- 
banking financial services companies in Chennai; an in- 
dustry crisis had felled several nidhis and chit funds in 
the city, but Shriram survived the crisis because of the 


image it had built up over the years. In a show of 


confidence, private equity investor ChrysCapital picked 


Akhila Srinivasan 
46/ MD/ Shriram Life Insurance 


Education: MPhil in Economics, currently pursuing PhD 
Work Experience: 21 years 

Career High: Becoming the MD of Shriram Investments 
Hobbies: Listening to classical music 


Success Mantra: Believe in team power and build 
winning teams 
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up stake in Shriram’s truck financing business for Rs 100 
crore in 2005, and a year later Newbridge Capital 
bought stake for Rs 450 crore. 

Srinivasan, who is the only woman executive of her 
rank in the group, has also been instrumental in strik- 
ing global alliances for her group companies. Those in- 
clude Melawar Group of Malaysia for an education ven- 
ture, Singapore’s Sembawang for a logistics joint ven- 
ture (subsequently exited), and the Sanlam Group of 
South Africa for life insurance. As the Managing 
Director of the life insurance business for about two 
years now, Srinivasan says her joint venture has had to 
face stiff competition due to its late entry into the 
business. “Managing a start-up has its own challenges,” 
says Srinivasan, whose husband runs a stc yck-broking 
firm in Chennai. Nonetheless, the company has man- 
aged to mop up a premium of Rs 114 crore in the first 
year (85,000 policies were sold) and had expenses of Rs 
25 crore—the lowest expense ratio in the industry. 

Outside of work, Srinivasan is an Honorary Consul 
of the government of the Netherlands, has been running 
the Shriram Social Welfare Trust since 1993, and has 
been solely responsible for the group’s CSR activities. She 
also believes in daily yoga and meditation to beat 
stress. Most of all, she believes in doing unto her team 
members what the group has done for her, and which 
is to empower and reward people for their hard work. 

NITYA VARADARAJAN 
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N A CLOUDY MONDAY EV! 

year-old Sangeeta Talwar, Executive Director, 

Tata Tea, is glued to her computer as she tries 
to delicately balance her travel schedule and meet- 
ings over the next month. Talwar, who is on the board 
of Tetley, Oriental Hotels and пм Calcutta, besides her 
day-to-day responsibilities at Tata Tea, uses a multi- 
coloured index to track her complex schedule. “I am 
usually travelling for three days every week for one of 
my many roles," laughs Talwar, who has just returned 
from one such trip and is already getting set to jet off 
overseas when she squeezes time out for BT. Over the 
last few months, Talwar has been exceptionally busy as 
she steers the evolution of Tata Tea from a once 
frumpy tea maker into a more hip outfit, making and 
selling a broader range of teas and more recently edg- 
ing into the beverages market. “We have become the 
largest company in India by volume and are close be- 
hind in value," she says. 

While Tata Tea has a 20 per cent share in the 
Indian tea market, Talwar, an economics graduate 
and IIM-C alum, is at the fulcrum of the company's 
growth into a much broader market. *We've started 
with bottled water and we will extend this into more 
categories in future," says Talwar, who likes to take a 
crack at a difficult Sudoku puzzle when she wants to re- 
lax from her gruelling schedule. Before joining and 
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growth into a much broader market. 
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Sangeeta Talwar 


51/ Executive Director/ Tata Tea | 


Career High: E 
Nestle's executive 


Hobbies: Sudok 


DEEPAK G. PAWAR 


revitalising Tata Tea, she held a variety of cross-func- 
tional roles during a two-decade-long stint at Nestle, 
ranging from field sales to overhauling the company's 
HR processes, before making an interesting career 
switch to head toy-maker Mattel's operations in India. 

While working with a young team and fiddling 
with the latest collection of toys kept Talwar running 
the place for a couple of years, her daughter's exams 
meant she had to step off the gas for a bit and focus on 
her personal life. *Once my daughter was done with ex- 
ams and entered St. Stephen's, I decided to get back to 
work and eventually Tata Tea," she says. 

Being a career woman has meant that she has leant 
heavily on her family, when she has had to under- 
take new assignments and push herself to the limit. For 
example, the opportunity to work with Nestle (where 
she was the first woman in the company's executive 
cadre) in Switzerland came with its own set of issues; 
Talwar had to take her young daughter with her and 
her in-laws took turns flying in from India to look af- 
ter her. In another instance, when Talwar's husband was 
admitted to hospital, she literally worked on the floor 
of his ward and had a colleague pick up her work 
once she was done. “I have worked with a European 
and an American company and there has been no 
glass ceiling in any of them," she says. 

RAHUL SACHITANAND 
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The Inclusive Banker 


As RBI's Deputy Governor, Usha Thorat drives financial inclusion of the unbanked. 


OW’S THIS FOR MARKET OPPORTUNITY? OUT 
Н: the 203 million households іп the coun- 

try, more than 45 million have no access to 
credit, while 65 million households have no access to 
formal sources of credit. One would think that 
should be enough to have the bankers in India lick- 
ing their chops. But the fact is, that’s far from the 
case. Most of such households in the country are un- 
banked for one simple reason: they are poor. 
Therefore, the government must push the banks to 
lend to such customers. And as the Reserve Bank of 
India’s Deputy Governor in charge of credit guar- 
antee and rural planning, among others, it often 
comes down to Usha Thorat to crack the whip on the 
reluctant banks. 

One of the things that the central bank has done 
since November 2005 (Thorat was appointed as 
Deputy Governor in the same month) is to ask banks 
to make available “no-frills” savings account for any- 
one who wants one. Result: Some 6 million no-frills 
accounts were opened between March 2006 and 
2007. “Financial inclusion is being viewed by these 
banks as a huge business opportu- 
nity (by India’s public sector 


banks),” Thorat, 57, told audience Usha Thorat 





at a UK Treasury conference in 
June this year. Incidentally, 
Thorat’s husband, Y. S. P. Thorat, 
is the Chairman of NABARD 
(National Bank for Agriculture 
and Rural Development), another 


57/ Deputy Governor/ Reserve Bank of India 


Education: MA (Economics), Delhi School 
of Economics 


Work Experience: 35 years 
Career High: Becoming Executive Director 
in 2003 


Hobbies: Bird watching & yoga 


RBI in 1972. She became the 
bank’s Executive Director in 
2004 and a year later when 
the then Deputy Governor (RBI 
has four deputy governors) K.]. 
Uddeshi retired. Well known 








institution that makes credit avail- 
able to poor and needy customers 
like farmers. 

In some sense, Thorat is the government's am- 
bassador for inclusive banking, and that's what makes 
her more powerful than the other lady Deputy 
Governor, Shyamala Gopinath, who looks after ex- 
. penditure and budgetary control, non-banking su- 
pervision and the legal department. When floods 
ravaged large parts of Bihar and Orissa recently, she 
made a strong pitch to bankers to mitigate the plight 
of flood victims by offering them loans, since the rabi 
season was round the corner. 

It is such earnestness that has ensured Thorat's 
steady climb within the central bank over the years. 
After completing her master's degree in economics 
from the Delhi School of Economics, Thorat joined 
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for her powerful and lucid pre- 
sentations, Thorat is one of 
the few RBI honchos who 
speak on behalf of the central bank. 

A yoga enthusiast, Thorat, who wasn’t available to 
speak with ВТ for this profile, also looks after currency 
management—an issue that has become extremely im- 
portant both due to India’s rising pile of foreign ex- 
change and a stronger rupee. Meanwhile, it’s finan- 
cial inclusion where the action seems to be. RBI is set- 
ting up financial literacy centres and credit coun- 
selling on a pilot basis, tapping informal credit sources 
to spread its reach, and even using IT solutions to fa- 
cilitate low-cost banking. Thorat has another three 
years to go before she retires. Hopefully, by then, she 
would have helped spread banking to millions more. 
ANAND ADHIKARI 
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lal Street 


Business Today's list of India's Most Powerful Women іп Business has 
honchos from the hurly-burly world of financial services all over it. 
Outside the list too, women are calling the shots, be it wealth manag- 
ement or equity research or hard-nosed broking. KRISHNA GOPALAN 


OMEN ON WALL STREET, 

which somewhat fit- 

tingly condenses to 

WOWS, is an annual 

conference sponsored 
by Deutsche Bank since 1995. The ob- 
jective of Wows is to further career and 
business opportunities for women in 
the financial services sector. Every year, 
thousands of professionals from Wall 
Street firms and allied businesses get to- 
gether for an evening of networking 
and fun. Last year, for instance, some 
2,100 professionals attended the 12th 
wows conference. This year's summit 
will take place in mid-October, with 
the Chairman & Chief Executive Officer 
of Sara Lee Corp, Brenda Barnes, slated 
as the keynote speaker. 

Back home, there's no Women on 
Dalal Street, not yet. But that doesn't 
mean there are no women on Dalal 
Street. WODS may not sound as sexy as 
wows but, if you consider the increasing 
number of women in the hitherto 





“| realised the importance of people skills in the first four years from the time 
| finished my MBA. Dealing with people accounts for a large part of one’s career” 


Sangeeta Purushottam/ 


44/ Head (Institutional Business)/ Religare Securities 
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“There were far fewer women in financial services then (in the late '80s when she 
Started working). It was natural for parents to speak to their daughters about 
medicine and advertising and not so much about a career in finance” 


40/ Managing Director and Country Head/ Fidelity Fund Management 


testosterone-fuelled world of fi- 
nancial services, there's a real case 
for the divas of the world of Indian 
financial services to get together— 
if not for career development, at 
least to have a blast. The collective 
intelligent quotient—and the col- 
lective pay-packet!—packed in that 
room would indeed be a mind- 
boggling number. Consider: Of 
the list of 25 Most Powerful 
Women in Indian Business, 12 of 
them have earned their spurs in 
the hustle and bustle of the high- 
growth, high-energy business of 


financial services (if you include 
the Chief Commissioner of Income 
Tax as a component of the world 
of finance—which it is in a way— 
you have 13 of them from this 
sector). They’re head honchos of 
banks—commercial and invest- 
ment—insurance companies, as- 
set management mega-corps, hous- 
ing finance behemoths, and even at 
the market regulator (the Securities 
& Exchange Board of India—stRi) 
and the central bank (the Reserve 
Bank of India). They're cutting 
deals, raising resources, and mon- 










Do women have an edge on The Street? 


m They're great at handling clients, courtesy 
their interpersonal and listening skills 


= More likely to spot a bum deal: less likely 
to overpay 


m Conscious of gender-bias themselves 
they'd be more likely to introduce 
diversity in the workplace 


ш They work harder—perhaps in a bid 
to prove they're good enough, if not 
better than the rest of the pack 


m Perceived to be more ethical. which 
makes them more acceptable to 
clients and the public 
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itoring markets and currencies with 
élan, and without much ado. One of 
them has her name etched in history 
books as the first Indian woman to 
graduate from Harvard (that's Naina 
Lal Kidwai); another would have 
entered the record books (if record 
books were keen on such feats) for 
the number of deals she pulled off in 
2007—and more importantly, for 
their jaw-dropping values (that's 
Manisha Girotra, whose firm UBS 
Securities has closed nine transac- 
tions worth around $20 billion so far 
in the year). 

Unsurprisingly, the ICICI Group 
has its indelible mark on the list- 
ing, with four women from the 
banking conglomerate finding them- 
selves on the list, including one new- 
comer in the guise of Group CFO 
Vishakha Mulye. It's unsurprising 
because the ICICI Group is known for 
its woman power—at last count, 
some 30 per cent of the workforce 
were women. 

But it isn't as if women in fi- 
nancial services are confined to 
the BT list of 25, or to the ICICI 
Group. Step on to Dalal Street, 
or into the commercial districts 
of Mumbai, and it won't be diffi- 
cult to bump into fund managers, 
wealth managers, insurance com- 
pany hotshots, brokers, equity re- 
search heads and corporate finance 
chieftains—all women. 

Falguni Nayar is just one of 
them. August 16, 1993, is a day 
Nayar's unlikely to forget, ever. It 
was the day her twins turned three. 
Once the birthday party was over 
that evening, she duly trooped 
back to work at A.F. Ferguson, an 
accounting firm. “At about half- 
past-seven, I got a call with an of- 
fer to head Kotak Mahindra's 
mergers & acquisitions busi- 
ness," she says with a laugh. 
Fourteen years on, after 
stints in the UK and the 
Us, Nayar, 44, today is 
Managing Director, 
Kotak Mahindra Capital 
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"My biggest strength is an ability to think and 


execute. | like to make things happen" 


Sutapa Banerjee 
42/ Senior VP & Head (Private Banking, India)/ ABN AMRO Bank 


Company (KMCC). 

So, what is it that attracts women 
to financial services? Two possible 
answers are: The intellectual chall- 
enge; and, of course, fat salaries, 
which are only getting fatter in a 
booming market. But it may just be 
that the former matters more in the 
case of many of these women. As 
Sutapa Banerjee, the 42-year-old 
Senior Vice President & Head 
(Private Banking, India), ABN AMRO 





















fities’ Manisha Girotra 


THINK TANK to 


Bank, puts it: “I think my biggest 
strength is an ability to think and ex- 
ecute. I like to make things hap- 
pen,” says the MBA from XLRI (1989). 
It was in the mid-90s that 
Banerjee decided to train her sights 
on the banking sector. That was 
still a time when you wouldn’t spot 
too many women at the top in fi- 
nance. “Earlier, there were a lot of 
women at senior levels in profes- 
sions like medicine, market research 
and advertising,” says Sangeeta 
Purushottam, Head (Institutional 
Business), Religare Securities. 
Yet, there are those women 
who have sworn by this sector 
even before the era of liberalisa- 
tion (pre-1991). Take Ashu 
Suyash. After finishing her char- 
tered accountancy in 1988, 
Suyash was keen to get into 
banking. She 
Citibank. *There were cer- 
tainly fewer women in fi- 


joined 


nancial services then. It 

was natural for parents 
speak to their 
daughter about medicine 
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and advertising, but not so much 
about a career in finance," points out 
Suyash. The fire in the belly burned 
bright, and Suyash was pretty 
clear she wanted to head an 
organisation. She was pretty 
sure of getting there, too. 
Suyash did, in 2003, when 

she took charge as Mb & 
Country Head of 
Fidelity Fund Manag- 
ement in India. 

Clearly, the number 
of opportunities has today increased manifold. “1 think 
we are lucky to be around at a time like this," says 
Shahina Mukadam, Head (Research), ipBi Capital. 
Mukadam, 43, a chartered accountant, thinks the en- 
try of foreigners in the financial services space has 
transformed the financial services landscape. "The 
way I see it, the rush of talent into markets is the result 
of a combination of the entry of overseas players with 
the fact that the sector has become extremely profes- 


{ 





Shriram Group's Айз 
Srinivasan {L} & ICICI 
Prudential’s Shifha Sharma 










sional. Besides, it is a sector that 
is rewarding to be in." 
That, of course, is a big fac- 
tor contributing to the hustle in 
financial services. But it isn't 
the only one. From the em- 
ployer's point of view, hir- 
ing women might just 
have its own advantages. 
For instance, their inter- 


THE INSURANCE CHEERLEADERS | personal and listening 


skills could prove handy 

in dealing with customers 
and cutting deals. “I think women are very good at han- 
dling customers. This is really because they are calm and 
logical,” thinks Nayar. Multi-tasking is another skill that 
most women speak passionately about and they main- 
tain that it is a women’s forte. Purushottam agrees 
that a lot of emphasis needs to be placed on non- 
technical skills. “I realised the importance of people skills 
in the first four years from the time I finished my 
MBA. Dealing with people accounts for a large part of 
one's career. Technical skills can take you only up to a 
point,” she adds. Adds ABN AMRO's Banerjee: “Women 
adopt a more holistic approach towards their wc »rkplace. 
| think they are better at lateral thinking." 

Women today are no longer strangers to à bil- 
lion-dollar transaction. *A few years ago it would 
have been hard to think that one could be involved in 
a $2.5-billion Iro (initial public offering)" says Nayar, 
referring to the public offering of real estate developer 
DLF Ltd. But all the Girotras, Kidwais and Kochhars 
notwithstanding, the world of financial services is 
still at the end of the day male dominated. At times a 
few of these women find themselves pitted head-on 
against their husbands! Nayar's husband is Sanjay 
Nayar, Citi’s CEO for India and Area Head (Bangladesh, 
Nepal and Sri Lanka). UBS’ Girotra inevitably has to 
compete for business with husband, Sanjay Agarwal, 
Managing Director and Head (Investment Banking), 
Deutsche Bank. Nayar points out that respecting each 


= other's privacy becomes critical. “Yes, we compete with 
2 each other, though we have handled it well. Most 


importantly, our organisations have trusted us. It is im- 


= portant to play the game fair and straight." At the end 
= of the day, it’s all about winning, and India's women 


in financial services have begun to score with del- 
ightful monotony. 8 


“| think it is a case of being a woman at the right time. It has been easier for 
senior management to allow women to move up the ladder and lead large teams" 


Shahina Mukadam 
43/ Head (Research)/ IDBI Capital 
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More and more women are displaying a flair 
for starting up on their own. TEJEESH N.S. BEHL 


Techie Princess 
Mita Chakraborty, 31, Managing Director, MSR 


The genesis: A B. Tech from Calcutta Science College, 
Chakraborty did stints with Tata Consultancy Services (TCS) 
in India, the UK and Switzerland, carrying out onsite and 
offshore IT project coordination and delivery for European 
customers. “I come from a family of self-employed persons, 
so it was a natural progression for me to create an or- 
ganisational brand,” recalls the daughter of an income-tax 
lawyer father and a singer mother. Chakraborty set up MSR 
in August 2005 in the UK and established an Indian pres- 
ence in May 2006. 


Company she keeps: MSR's core business is business process con- 
sultancy (in the areas of investment banking, telecom, 
retail and utilities), customised software development, 
verification and validation services, packaged application 
support and infrastructure services. Clientele includes 
banking and financial services, media, government and 
manufacturing sectors. 


Numbers of note: Start-up capital of Rs 20 lakh was sourced 

from personal savings, with an employee 
count of two. While 2005-06 saw a turnover 
of Rs 10.30 crore, 2006-07 raked in Rs 21 
crore with 85 employees on the payrolls 
once the Indian outfit, MSR IT Solutions, 
was started. Now, with the setting up of a 
software development centre in Kolkata's IT 
hub, Salt Lake, Chakraborty is aiming at Rs 
100 crore in revenues for 2007-08. 






















XY factor: Husband Shamit Dutta, also a 
techie, is a Director in the company. 
Wo(e)man moment: "There have seldom 
been any experiences of gender 
related bias. The global customer 
is focussed only on the quality of 
deliverables and reliability. Any 
incidents of male bias have 
only been where people expect 
a male stereotype instead of a 
woman entrepreneur." 


Dressed to Kill 


Varsha Bhawnani, 27, Director, Vinegar Exports 





there, says Bhawnani. “At one time, I wanted 
to start a restaurant of my own and during the 
MBA days was focussing on that front. 
However, I was also interested in a clothing 
line and when it came to taking a decision, I 
felt garments had more scope; the business re- 
quired less capital investment and offered 
more opportunities to branch off in Indian re- 
tail as well as the export market,” she re- 
calls. So after passing out from ЕВ in 2004 and 
spending a year with a private equity firm fo- 
cussed on real estate, Bhawnani set up her 
own shop, Vinegar Exports, in 2005. 


Dream Team 


Darshana Bhalla, 32, CEO, MATES (Madison Teamworks fp&e) 


The genesis: Bhalla’s work experience in the media and advertising 
space for seven years along with a B-school stint at Narsee 
Мопјее Institute of Management Studies (NMIMS) с nvinced her 
that she had a winning idea in her head—branded entertain- 
ment. *My experience with Sony Entertainment Television and 
sET MAX told me that there was a chasm that needed to be filled, 
in terms of movie marketing," she points out. This included in- 
movie and in-programme placements as well as celebrity man- 
agement. ^I got in touch with Sooraj Bhalla, who was Executive 
Producer for Shararat, and asked him for his contacts in the film 
industry. That's how Teamworks came into being," she re- 
counts. Sooraj Bhalla, then her partner in business, went on to 
become her partner for life. Their first project, Shahrukh 
Khan's Chalte Chalte, established them in the still-nascent 
industry, prompting other biggies in the media buying space to 
set up their own entities. “After a year of operations, we felt the 
market was getting institutionalised and that if Teamworks 
stayed single, it would hamper its growth," says Bhalla, ex- 
plaining the sell-out to Madison. 


Company she keeps: MATES—acronym for Madison Teamworks 
Entertainment Services—is an entertainment marketing agency 
which includes integrated entertainment solutions like in-film 
advertising, advertiser-funded programmes, celebrity man- 
agement and solutions, as also movie marketing. 


Numbers of note: Teamworks fp&e was launched in 2002 with an 
investment of Rs 15 lakh—funded entirely by Darshana— 
and two employees. In 2004, with a turnover of Rs 6 crore, it 
became a part of Madison and clocked revenues of Rs 20 crore 
in 2006-07 with the help of 16 employees. Bhalla and her hus- 
band are also stakeholders in MATES. 


XY factor: Husband Sooraj Bhalla, in his capacity as a consultant. 





Wo(e)man moment: "None," emphasises Bhalla. 
The advertising industry, she says, IS very open 
and accepting of women and she hasn't come 
across any gender bias during her work life. 
“And it's not like people will be less forgiving 

if you make a mistake,” she quips. 


Company she keeps: Vinegar is into garment 
men’s and women’s range 
—to the us where the garments are sold 
through discount stores. 
Numbers of note: With an initial investment 
of Rs 8 lakh and five employees, Bhaw- 
nani has raised her turnover from un- 
der Rs 50 lakh in 2005-06 to Rs 2 crore 
in 2006-07; currently has an order book 
worth Rs 5 crore for 2007-08. She now 
has 20 full-time staff and 120 workers on 
a contract basis. She has also co-opted an- 
other partner, Tarannum Husein. 


XY factor: None so far. 


Wo(e)man moment: Plenty, sighs Bhawnani. “Being new in the business and 
that too a woman, people do not take timelines and commitments at work 
seriously. Money matters are always an issue as they feel that you are not 
here to stay; I've had people not trusting me with cheques and asking for 
demand drafts,” reminisces Bhawnani. She recalls an incident when she 
had to take delivery of a Russia-bound shipment from a garment factory. 
“The owner refused to give delivery, insisting on being paid. When | gave 
him a cheque, he insisted on cash or demand draft. Please note this was a 
Saturday night, around 11:30 p.m.,” she points out. In addition, she says 
the contract workers also tend to be dismissive of a woman boss. Do looks 
matter? They do provide a head-start but can be a hindrance when the 
client is only focussed on that. “You have to be bold and pretend to be a 
man to get business running in this country.” 
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In the Fitness of Things 


Leena Mogre, 44, Director, Leena Mogre's Fitness 


The genesis: A qualified nutritionist, Mogre decided to put 
her education to good use—both for herself and for 
other people. “I had put on 31 kilos during my preg- 
nancy and it took me a year to lose that weight,” she re- 
veals. Mogre, who started off as a fitness trainer at a 
club, became famous as a personal fitness trainer to 
Bollywood’s power pack. The idea of being a full- 
time entrepreneur germinated during her stint as CEO 
of Gold's Gym from 2003 to 2006. Last year, she 
launched her own centre, eponymously branded Leena 
Mogre's Fitness. 


Company she keeps: Besides running fully-equipped fit- 
ness centres, she runs training academies under her 
own name. 





Numbers of note: Invested Rs 10 lakh for her first inde- н 
pendent project, a gym іп suburban Mumbai. “Each has 60 employees on her payroll. Her first year's 
gym requires an investment of Rs 1.5 crore for the — turnover stood at Rs 1.2 crore. 


equipment and the interiors and about three months to Xfactor: Husband Nikhil Mogre looks after projects and 


set up," she informs. Starting off in January 2006 back-office management. 


with one gym and 20 staffers, she now has two oper- 
ational fitness centres in Mumbai, another three are in Wo(e)man moment: None at all, she States emphatically. 
the pipeline—one in Thane and two in Bangalore—and Point to note: The lady is a trained kickboxer as well. 


RACHIT GOSWAMI 


No Baggage, Just Bags 


Nina Lekhi, 42, Managing Director, Baggit 


The genesis: Failure, quite literally, became the starting point for 
Lekhi’s venture. After flunking her first-year college exams, she decided 
to familiarise herself with interior design and screen printing. The lat- 
ter gave her an opportunity to design handbags, made from canvas 
sourced from the local wholesale market. “I also wanted to prove 
something to my teacher at Sophia Polytechnic, where I was studying, 
who felt | would come to no good,” Lekhi quips. And while she be- 
gan well over 20 years ago, it was, as she puts it, just a hobby till about 
four years back when she realised the potential of her business—af- 
ter attending a professional insight pr xgramme—and took it seriously. 


Company she keeps: As the name suggests, Baggit is into bags, having sold 
over a million of them since inception. The product portfolio also in- 
cludes belts, laptop cases, caps and scarves; Lekhi recently also ven- 
tured into men's and children's accessories as also footwear. 

Numbers of note: She started with just Rs 7,000, and raked in Rs 5 lakh 
in the first year of operations in 1985-86. Her last reported turnover 
— for 2006-07—stood at Rs 7 crore and she expects to close the cur- 
rent fiscal with Rs 15 crore. Starting off with one tailor, she today em- 
ploys 50 full-time staff and another 450 job-workers in her factory. 


XY factor: None at all. 
Wo(e)man moment: None really, she states. 
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__| Nisha Somaia, 35, Director, Revolution Clothings 
>) The genesis: An accidental retailer—she wanted to be a 
"i cinematographer—Nisha Somaia's disillusionment 





with not finding the right fit for herself in western wear 
could probably make for an apocryphal story on how 
she got started. And to an extent, it could be true, con- 
sidering she is a plus-size herself. “The Indian women's 
body structure is very different from her European or 
American counterpart, which is why western wear 
sizes need to be adapted for an Indian fit,” explains 
Somaia. In May 2001, Somaia opened her first 
Revolution outlet in Delhi's Shahpurjat area. 


Company she keeps: Can rightfully claim to have pio- 
neered the concept of *plus-sized' fashion in western 
wear for women in India. 

Numbers of note: Her Rs 12-lakh investment—scraped 
from personal savings—in the first year saw her earn Rs 
18 lakh in revenues while fiscal 2006-07 saw earnings 
of Rs 11.5 crore with an employee count of 160. 
Revolution now has 12 stores, including one in Dubai, 


Vertical Leap 


The genesis: The r1 


corporated in 2006. 


25 customers. 





and three more are coming up in Ludhiana, Chennai 
and Bangalore by the end of the year. 


XY factor: Husband Pranay, who joined her after six 
months of the opening of the first store, looks after fi- 
nance and production. 


Wo(e)man moment: "People thought we were complete nuts, 
with even my family members saying | will lose the 
money," Somaia reminisces. 


Rakhee Nagpal, 29, Managing Director, Dynamic Vertical Solutions 


connection has been inherited, through her father. After doing 
her post-graduation in marketing from the UK and working there for a year with 
Barclays, Nagpal returned to India in 2002 to assist her father in his company 
Navision India, which distributed Microsoft's base ERP application Navision in 
India. With the distribution rights being transferred to Microsoft in 2005, 
Navision came under the Microsoft Business Solutions portfolio. “During my stint 
at Navision, I realised there was a huge opportunity across verticals for software 
solutions,” explains Nagpal. And so Dynamic 


Vertical Solutions (DVS) was in- 


Company she keeps: Dvs provides end-to-end integrated and adaptable business man- 
agement applications that offer comprehensive solutions to organisations of all sizes 
across all industry sectors. Currently it is focussed on the retail sector and has just 
branched off into the hospitality segment. Its principal partners are Microsoft (for 
its business ready software Microsoft Dynamics), Landsteinar Strengur (for their 
15 Retail and 15 Hospitality software) and Cenium (for hospitality specific software). 


Numbers of note: Nagpal started with an investment of Rs 4 crore, excluding the cost 
for the premises. Turnover was Rs 5-10 crore for year ended March 2007. She cur- 
rently has 40 people on her payrolls, plus another 25 channel partners and another 


IVY 


МУ 


>” = W factor: None so far. “Unless you want to factor іп my male employees,” she jests. 





= Wo(e)man moment: “As a woman, you need to have the same mental strength as a man, 
= though women do have the advantage of better understanding people,” says Nagpal. 
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AISYS and LCOS. 


LCOS Reflective LCD Panels 


resentation or a video showcase, Canon's XEED X600 will win over any client with its powerful performance. Se 
rojector with XGA resolution, the XEED X600 has all the precision and clarity of a high-end projector. 
w-dropping size, simply by combining two of the world's most highly-acclaimed projection technologies: LCOS and AISYS. 


AND SHARP DISPLAY EVEN WITH THE FINEST DETAILS LCOS REFLECTIVE LCD PANELS 
This advanced liquid crystal technology produces 
astoundingly smooth yet amazingly sharp images 
by eliminating virtually all gaps between pixels. 
The panels also refresh at double frame rate 
fora stable, flicker-free projection. 


AISYS ASPECTUAL ILLUMINATION Upto 255; шай? 5. 
SYSTEM corioribusta projectors 
Using an ingenious 3-tier optical design, this patented 

system achieves the perfect balance of contrast, 

brightness and physical size, thereby realising the 


full potential of LCOS technology without adding bulk 
Hirt test display with a XEED projector Small test display with a transmissive LCD projector A 
to the projector. 


Switch to the most impressive views with XEED Projectors 
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* Instant ‘Off & Go 


wWapranty card issued by Canon india Pvt. Lid. 
& Southeast Asia Regional Headquarters: 
Singapore Pte Ltd., 1 HarbourFront Avenue #04-01 Keppel Bay Tower Singapore 098632, www.canon- asia.com 


anon: 1800 345 3366/39010101' or visit us at www.canon.co.in 
india Pvt. Ltd., 2nd Floor, Tower A & B, Cyber Greens, DLF Phase 1, Gurgaon-122 002. 
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They're young, full of beans and very restless. And they're either 
quietly moving into the family business, or starting up on their own. 


Looking for Madison's (New) Avenues 


Lara Balsara, 26, Business Development & Diversification Manager, Madison 


N HER GROWING-UP YEARS, LARA BALSARA— came back to India and joined Madison as a 
like most of us—wasn't sure about too many management trainee in 2003. Although Madison 
things, but what she was pretty clear about— had a presence in key areas like advertising, me- 


unlike many of us—is that she did not want to be dia buying and planning, public relations and 
a doctor or an engineer. That may outdoor advertising, there were still many seg- 
not come as surprise to those who ments that weren't addressed and where op- 
know her father, Sam Balsara, a portunities for value creation existed. That be- 
doyen of the Indian advertis- came Lara's mandate. In her own words: 
ing industry, and Chairman of "The aim was to get into businesses where 
the Rs 1,300-crore (gross an- we were not present and help our clients 
nual billings) Madison with newer avenues to promote their 
Communications. “Talking to brands." 
dad about his work, about ad- Now four years old in the organi- 
vertising, brands and commu- sation, Lara has been responsible for 
nication on a regular basis got some key business units taking 
me interested in marketing shape. These include Madison 
and advertising," says the Teamworks & Entertain- 
26-year-old Business ment Services (MATES, the 
Development and branded entertainment 
Diversification Manager entity), Madison Retail 
at the 19-year-old Paradigm (MRP) and 
diversified communi- Madison RKD retail/iQ. 
cations group. But Lara's main mission 
After a BA (eco- is building the organ- 
nomics) from St isation. *My journey 
Xavier's College, Р 
Mumbai and а 4-5 
: month stint at Mad- 
: ison, Lara headed to 
the UK for her Masters 
in Marketing from 
Bristol University. She 

























so far has been 
exciting but I have a 
long way to go yet and 
I want to take Madison 
to great heights.” Keep 
an eye on her. 

ANUSHA SUBRAMANIAN 
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Ashni Biy. 


F THE NAME ASHNI BIYANI DOES NOT SOUND FAMILIAR TO 
you, that's because the daughter of Kishore Biyani, 
Group CEO, Future Group, has things to do. The 
Future Group’s ‘Innovation & Incubation’ division is 
where this young lady officially got her feet wet in the 
day-to-day functions of the Group. This division was cre- 
ated to manage projects and new ideas for the Group, 
like looking at concepts that are dead and reviving 
them, as well as new product and service ideas. In 
Ashni’s words: “I try to look at design from the point of 
view of how it can really empower business; my focus has 
really moved from doing design to thinking design.” 
Ashni schooled at Queen Mary’s, and did two 
years at H.R. College, both in Mumbai. This was fol- 
lowed by a course in textile design at Bangalore’s 
Shrishti School of Art & Design, another in Design 
Management at the Parson’s School of Design in New 
York and a General Business Program at Stanford. 


xd Dove 
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ani, 22, Design Manager, Future Group 






And she’s just 22, although Ashni is fond of re- 
minding people that she has actually been working in 
the business for the last 22 years. “Dad’s work has never 
been like ‘work’ for us; it’s been a part of our lives, 
Even now, there is no disconnect between the Group 
and our personal lives and I love it because it’s like 
that.” Another bonus is that she has many mentors and 
guides within Future Group egging her on. 

As far as her designation within the company goes, 
Ashni thinks it’s ‘Design Manager’, but is “not too sure” 
of that either. And that doesn’t bother her; because she 
firmly believes that it’s about what you’re doing that 
would define what your role is. “The way I see myself 
in the group is not only about what I’m doing today. 
I'm here not to do everyday work, but to look beyond 
in terms of thought leadership and to take the Group 
to the next level.” Yes, she’s only 22! 

DEEPTI KHANNA BOSE 
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Schauna Chauhan Saluja, 31, CEO, Parle Agro 
Alisha Chauhan, 29, Director, Parle Agro & V3 


Nadia Chauhan Kurup, 21, Director Marketing, Parle Agro 


HEN BROTHERS SPLIT, IT’S TIME FOR THI 

daughters to come to the fore. It's been 

that way at Parle Agro, ever since the broth- 
ers Chauhan, Ramesh and Prakash, decided to go 
their own ways. First to hop on board was Schauna 
Chauhan Saluja, 31, now the СЕО of Parle Agro: “| 
stepped in at a time when restructuring (this was af- 
ter the brothers separated and split the business be- 
tween themselves) was about to get over and there was 
a huge vacuum in the company.” After graduating in 
business management from Switzerland in February 
1999, Schauna joined the business. Today, she’s in the 
thick of day-to-day operations. 

In many ways, though, the business education of the 
Chauhan sisters began way back during their school 
days. “Since childhood our father used to bring us to 
office and make us sit with him in business meetings. 
His idea was if we could even gather 1 per cent of what 
was happening in his meetings, we stood to gain huge 
insight,” says Nadia, the youngest sister, who graduated 
from HR College of Commerce in Mumbai. Today 
she heads the marketing & sales team, which handles 
everything from conceptualising the product to ad- 
vertising, marketing and sales. 

It wasn’t smooth sailing at the start. As Schauna 
points out, systems had to be put in place. “I still 
remember when I joined in 1999 there 
wasn’t an HR department, not even a 
proper logistics department.” Her 
father gave her a free hand. His 
only note of caution: Be patient 
with people around you. “Initially, 

[ was bursting with new ideas, but 

he cautioned me that I have to 

carefully take my steps so that 1 
don't hurt any emotions. After 
all people are important for any 
business," says Schauna, who 
has been aggressive with 
growth. In the last eight years 
employee strength has risen 
five-fold to 1,500, and man- 

ufacturing units have in- 
creased from just one in 
1999 to six in 2007. 
Over the next three 
years, she wants to up- 


Д 
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grade all the plants, automate all facilities and focus on 
international sales. 

Meantime, Parle has forayed into confectionery, a 
business led by Nadia. “In confectionery, distribution 
plays a major role and the intention to get into the busi- 
ness was purely to learn the skills of distribution and 
how to save costs in our beverages business (which in- 
cludes brands like Frooti and Appy),” says Nadia. 
“Our biggest challenge is to bring down costs and im- 
prove margins in Parle Agro,” adds Schauna. 

Going against the grain, 29-year-old Alisha who 
completed her Bachelors in Business Management 
(BBA) in 2000 from Australia opted to step out on her 
own. She’s made passion a business by opening a chain 
of health and fitness centres, branded V3. Today it is a 
two-branch network that’s restricted to Mumbai. But 
as Alisha reveals: “We have plans to 
take V3 nationwide.” She’s ven- 
tured into an unrelated busi- 
ness but the Parle aggro is am- 
ply visible. 

MAHESH NAYAK 






























Supply Chain Maven 


Bhairavi Jani, Director, 28, SCA Group of Companies 


F THE PRECEDING THREE GENERATIONS OF YOUR FAM- understood then why my father didn’t allow me into the 
ily dabbled in the same business, it’s unlikely that the business. Now I do. The entrepreneurial experience and 
fourth generation would veer off the tested track. a free hand have helped me take tough decisions,” 
Not at least if you are Bhairavi Jani, daughter of she explains. To be sure, it wasn’t easy in the early days. 
Tushar Jani, former Chairman of logistics major Blue Bhairavi had to pick up from scratch the fundamentals 
Dart (in late 2004 Global Express and logistics giant DHL — of the business, right from container clearing at the port, 
acquired Blue Dart). The 28-year-old science graduate to warehousing, to delivery of goods. It didn’t help that 
from Miami University, Ohio, had a liking for the few were willing to give her a chance. “The path was- 
business right from childhood, and always n’t easy with people not taking women seriously in our 
wanted to do something in the supply business,” says Bhairavi. 
chain management space. And that’s ex- Today, with a team of 50 employees, ware- 
actly what she’s doing. She set up i3pl, houses in five major cities, and a host of high-pro- 
a fourth-party logistics company (a file clients—such as Mahindra & Mahindra, 
fourth-party firm that typically plans Lego, Frito-Lays, Sara Lee, Airtel and Asian 
and controls all logistic procedures Paints—few can afford not to take her seri- 
with long-term strategic objectives ously. Her progress impressed the SCA 
from procurement to production to Chairman too. “Once she had established 
distribution of goods & services). { her credentials we roped her into the business, 
With, of course, plenty of help from! and today she is the link between the 
her father. “No MBA is better than а | board and the professionals at the 
father's MBA," quips Bhairavi, who SCA group," says Jani. 
started her career as a summer The sca group has four 
trainee in the operations depart- companies, which are in the 
ment of Blue Dart under Ms business of inventory man- 
Cooper (Farida Cooper, wife agement, supply chain tech- 
of Blue Dart co-founder Clyde nology, cargo handling and 
Cooper, who handled opera- warehousing. Says Bhai- 
tions). Her father for his part 
returns the compliment. 
“Today I work for my daugh- 
ter," says the Chairman of 
the SCA group of companies. 
After graduating in 
1999, Bhairavi joined 
KPMG's Washington Dc of- 
fice as a supply chain con- 
sultant. When she returned to 
India, her father wasn't too 
keen on her joining the family 
business. Instead she was told to 
build her own venture. “I never 






























ravi: ^My role has evolved. 
I am involved in building 
new strategies for the 
group and guiding profes- 
sionals to execute these 
strategies." She's got a vi 
sion for the future, too— 
to get into energy logis 
tics and distribution, and 
set up logistics parks in the 
country, which will cater to all 
needs of supply chain man- 
agement under one location. 
MAHESH NAYAK 
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Survive and Cherish 


Rangita Pritish Nandy, 27, Creative Director, PNC 


F RANGITA PRITISH NANDY FINDS HERSELF WORKING IN 

her father’s company today, it’s all because one 

morning nine years ago she reached home at 4 a.m. 
“I remember working long hours at Percept (Profile) 
and being woken up one morning by my father who 
thundered: “Why Harinder Singh, the promoter of 
Percept, why not PNC? I had no answer, which is 
why a month later I landed up as a management 
trainee at PNC." 

PNC in its full form is of course Pritish Nandy 
Communications, a company that is involved in film 
making. Rangita for her part was always keen on me- 
dia and advertising, which is why she enrolled herself 
for a vocational course in advertising, sales, promo- 
tional sales and marketing at H.R. College of 
Commerce. An internship with Ogilvy & Mather 
was followed up with the stint at Percept. 

The day she landed up at PNc, she had no desk, no 
designation, and absolutely no idea what lay in store for 
her. *All I knew was that baba had changed into boss 
and till date has remained so," says Rangita. "Like 
everyone, I was working under seniors and was given 
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no special treatment and at times I was isolated. This 
was a big learning process, which taught me there 
are no free lunches and dinners." 

Today, Rangita has progressed from trainee to 
creative head of the firm. And she attributes her 
progress to her father's instruction methods, not all of 
which were conventional. *He is a monster at work, as 
he just dunks you in the deepest waters, hopes there are 
plenty of piranhas around and expects you to learn 
how to swim and if possible fly at the same time. 
But thank God for him; I would have been a vegetable 
without him around." But it's such training that's 
helped Rangita add value to PNC. In the past she been 
the producer for Bollywood films like Sur, Chameli, 
Jhankaar Beats, Shabd and Pyar Ke Side Effects. 

Rangita now plans to pursue an executive MBA 
from им. “Going ahead I have no idea about my role 
at PNC. Having said that, | know we have a vision. It’s 
a promise we've made to ourselves, our team, our 
shareholders and the world. And I have every intention 
of doing whatever it takes to keep that promise." 

MAHESH NAYAK 


Whistling Whilst 
She Works 


Meghna Ghai Puri, 29, Director, Mukta Arts 


HE'S ALWAYS BEEN MORE OF A SON THAN A DAUGH- 

ter to her father, so it was inevitable that Meghna 

Ghai Puri would one day join the business show- 
man Subhash Ghai started. “I have been involved 
with Mukta Arts since I was 16 years old,” says the 29- 
year-old Meghna, as she recalls being dragged to the of- 
fice by Ghai on a hot summer's day during her vaca- 
tions. "In the beginning it was difficult because your 
father has suddenly turned into your boss." 

In the early years, Meghna restricted herself to 
marketing and management. “I was doing interna- 
tional distribution of films for Mukta Arts and was a 
part of the production team for films like Pardes," says 
Meghna. “I never wanted to be in production as it was 
a well-established segment in which new ideas and 
young talent weren't exactly encouraged.” 

Meghna points out that she was also looking to do 
something refreshingly different. Helping her father ful- 
fil his dream of setting up an institute to teach film, tel- 
evision and media arts seemed just right. After com- 
pleting her graduation in Business Management from 
Kings College, University of London in 1999, she 
worked with a start-up web-based company to pocket 
some experience. She returned from London in 2001, 
and plunged headlong into the institute project. *It was 
a huge learning, as I was involved from day one, 


right from acquiring the land to building the institute." : 


[he Whistling Woods Institute—that's what it's 


called—had just three employees in 2001. Today, > 


Meghna as President of the institute leads a team of 


some 80 professionals. *We have travelled and spent : 


a lot of time studving schools across the globe and in 
preparing the curriculum." 

Meghna sees Whistling Woods as a hotbed for 
talent for Mukta, and she's currently got three batches 
running simultaneously, with over 200 students study- 
ing at the school located at Film City in suburban 
Mumbai over 20 acres. “Apart from operations, the 
biggest challenge is to handle people and mainly deal 
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with the egos of both students as well as profession ils,” 


says Meghna, who brings along her four-month-old 
daughter to work, “I have told women co-workers to 
bring their children along to work. I would like to see 
more women working; family responsibilities should 
not be a reason for them not to work.” 

MAHESH NAYAK 
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The Arrows of Apollo 


Preetha Reddy, 50, Managing Director, Apollo Hospitals Group 

Suneeta Reddy, 49, Executive Director, Finance, Apollo Hospitals Group 
Shobana Kamineni, 46, Whole-time Director, Apollo Pharmacy and Apollo DKV 
Sangita Reddy, 45, Executive Director, Operations, Apollo Hospitals Group 


NE OF THE FIRST THINGS DR PRATHAP C. REDDY 

taught his daughters, when they were kids, 

was swimming. But that would have been just 

the first time that the Chairman of the Apollo Hospitals 
group of companies dumped them at the deep end. He 
did it again when the four—Preetha Reddy, 50, Suneeta 
Reddy, 49, Shobana Kamineni, 46, and Sangita Reddy, 
45—wet their feet in the world of business. Either 
swim or sink was the decree. And swim they have—in 
style, with substance, and in spectacular fashion. 
Together, the four pack a punch that makes the Apollo 
Hospitals group a force to reckon with. Preetha, the eld- 
est, is the Managing Director of the group. Sangita, the 
youngest, heads the human resources function at the 
group (Executive Director, Operations) along with 
the вро & IT solutions. Suneeta, Executive Director, 
Finance at the group level, is the finance whiz, and 
Shobana, who heads the pharmacy and insurance 
arms, is whole-time director at Apollo Pharmacy and 
Apollo pkv (their newly formed insurance company). 
“We may be seen as owners but we are also pro- 
fessional employees," says Shobana, who remembers 
putting in long hours in the business when she was just 
20. That was the time Apollo was giving shape to its 
first corporate hospital venture in Chennai, and 
Shobana was busy working with architects and doctors. 
Adds Sangita: *It was not so much about formally 
joining the business for us and it was more in the nature 





of helping dad make his vision come true. “I still re- 
member, I was in college and was studying for my mi- 
crobiology examination and dad came home and told 
me: If you study for another one hour you may get an- 
other five marks but if you help me now write a press 
note for my press conference tomorrow you will make 
a greater impact." 

One of the most precious lessons their father could 
have taught them was to learn about an individual's 
capability, then have the ability to give responsibility to 
them, and believe in their ability to deliver. *Today 
when I talk scale and say I am doing one pharmacy 
every 22 hours it is because he has taught us to believe 
in ourselves," explains Shobana. From a pharmacy 
retail store chain of just 270 stores last year, these retail 
stores of Apollo are today close to 500 and she hopes 
to hit 1,200 by early 2009. Shobana has clear goals for 
the pharmacy and insurance businesses: A top line of Rs 
1,500 crore by 2010 (last year it stood at Rs 460 
crore). The figures include both pharmacy retail stores 
and its hospital-based pharmacy sales. In insurance, the 
goal is Rs 1,000 crore by 2011. 

“We will not settle for anything ordinary. We will 
have to do better than the best," says the 72-year-old 
Chairman. Preetha translates that passion for excellence 
into a concrete vision. *Our aim is to have a 360 degree 
healthcare offering." 

E. KUMAR SHARMA & NITYA VARADARAJAN 
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Finance, health sciences and FMCG 
sectors employ nearly 70 per cent of 3 2, 
the listed women in senior positions. ^ 
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| 49.8 Years is the average age of the 
| | 25 women listed. SEWA’s Elaben Bhatt, 74, is 
; the oldest. HUL's Leena Nair, 37, is the youngest 


| 42.67 years Average age of the 25 last year 
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Number of MBAs in the list of 25 this year. Last year there were 12 


1 0 Number of women, including Usha Thorat 


and Swati Piramal, who have husbands who 
lead organisations 
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Spark, no ignition: Venu Srinivasan (left) and Rajiv Bajaj (right) set aside their differences 
to pose with B.M. Munjal, CMD, Hero Honda at the SIAM convention in Delhi recently 


TVS vs Bajaj 


The Fight Get 
Bajaj Auto has accused TVS Motors of y 
TVS, which is doing badly in bikes, is entering the three-wheeler 


stealing its technology, a charge it has denied. 
market that is dominated by Bajaj. Which way is this battle headed? 
T.V. MAHALINGAM AND RAHUL SACHITANAND 
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N SEPTEMBER 1, BAJA] 
Auto dropped a 
bombshell by accus- 
ing rival Tvs Motors 
of “infringing” its 


patented digital twin-spark tech- 
nology, DTS-i. TVS, expectedly, re- 
acted angrily and denied the charges, 
and even threatened to file a Rs 
250-crore libel suit against the ac- 
cuser. SO, sparks were expected to fly 
when Bajaj Auto Managing Director 
Rajiv 
Managing Director Venu Srinivasan 


Bajaj and Tvs Motors 


came face to face on a panel dis- 
cussion at the Society of Indian 
Automobile Manufacturers (SIAM) 
annual convention in Delhi on 
September 6. But the gathered me- 
dia contingent was disappointed. 
The duo was the picture of civility. 

BT learns that the panel discus- 
sion was preceded by high drama. 
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MARKING THE BATTLE LINES 
Deconstructing the Bajaj-TVS patent war 


BAJAJ AUTO 


e Says TVS Flame stole its patented 
DTS-i technology. 


e Cites case of China-based Taian Chiran 
Machinery Co and its Sri Lankan 
distributor who were ordered by a Sri 
Lankan court to withdraw their copy of 
the Bajaj Pulsar with DTS-i technology 
from the market 


e Says TVS has applied for a revocation 
of Bajaj's patent, suggesting that this 
“may be a cause of concern for TVS Motors” 


Hero Honda 









Senior SIAM officials and members, 
including a highly respected indus- 
trialist, had reportedly “coaxed” 
Bajaj and Srinivasan to hold a one- 
on-one, which lasted about 45 min- 
utes, to sort out the matter. The 
mission was only partially success- 
ful—the SIAM panel discussion 
passed of uneventfully and the two 
were photographed flanking Hero 
Honda Chairman B.M. Munjal, but 
the dispute between the two re- 
mains unresolved. 

There’s a lot at stake for both 
companies; hence, the high decibel 
mudslinging. Bajaj, which had fallen 
behind in the motorcycle sweep- 
stakes, has turned around its for- 
tunes over the last five years mainly 
on the back of the prs-i technology 
y (See What is DTS-i?) which gave it a 

commanding share of the higher 
end (125cc and higher) bike market. 





April -August 


It alleges that Tvs’s new 125cc bike, 
Flame, uses this same technology, 
which has made its 150cc+ Pulsar 
the leader in its category. 

Bajaj Auto executives cite the 
rvs application for revocation of 
the 075-і patent as “proof” that the 
latter was aware that they were 
“treading on protected IPR." After a 
brief flurry of threats and counter- 
threats of going to court, things 
seemed to have cooled down a bit. 
Bajaj executives say that they will 
take matters further only after “the 
product (Tvs Flame) is launched” in 
the next two months. For now, 
they say that they are talking to 
lawyers and following a wait and 
watch approach to the whole mat- 
ter. “Right now, we are sailing with 
the wind and will see how it goes,” 
says S. Ravikumar, vr, Business 
Development, Bajaj Auto. 


e Plans to “wait and watch" till the 
product hits the market 


TVS MOTORS 
e Expected to go ahead with the 


launch of the Flame and has called 
Bajaj's charges “libellous” 
e Has sent a copy of the patent 
revocation application to Bajaj "as a 
matter of fair game". It clarified that it 
Market size (2007-08) : 
538,600 nis had filed the appeal back in August, 
but that it takes time for the patent 
I 2007-2008 = Office to issue notices for the same 
12006-2007 Е © Threat of a Rs 250-crore lawsuit 
Figures in per cent; : looms if Bajaj doesn't cease-and-desist 


TVS, meanwhile, has labelled 
the Bajaj allegations “a malicious at- 
tempt to tarnish the fair name of 
the Tvs Group, which has consis- 
tently maintained the highest stan- 
dards of ethics in business". It claims 
that its offering, which it developed 
in conjunction with AVL, Austria, is 
completely different from what its ri- 
val offers. 

This claim is borne out by inde- 
pendent experts. “Bajaj is a very pas- 
sionate technology-driven company 
and might have reacted in a hurry 
without seeing TVS's product," says 
Rishad Cooper, an expert on en- 
gines with Autocar India, a leading 
auto magazine, who has had the op- 
portunity to study the Flame. Cooper 
believes that Tvs’s product is signifi- 
cantly different from what Bajaj has 
patented. *The twin-plug technology 
itself has been around for several 
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bt corporate 


decades. It’s a very broad area 
around which several patents exist. 
The Tvs Flame’s fuel efficiency and 
performance can be attributed to 
the use of three valves and not two 
plugs. In that sense, I believe that 
there can be more patents in this 
area,” he says, adding that he “is 
not sure why Tvs has applied for a 
revocation of Bajaj's patent”. 

Srinivasan, who has declared 
that Tvs will continue to use the 
technology, has told the media that 
“we are very confident of what 
we're doing”. Rajiv Bajaj, on his 
part, has gone on record saying: 
“We have no overwhelming desire 
to go to court.” But the ding-dong 
battle shows little signs of abating. 

So, why did Bajaj jump the 
gun? At the heart of the spat is a 
battle for the lucrative 125cc bike 
market. Last year, the entry level 
100cc segment shrank drastically. 
During the first quarter of 2006- 
07, 100cc bikes accounted for 
nearly 75 per cent of the market. 
That has now fallen to 60 per 
cent. “This has happened not 
only because of a hardening of 
interest rates but also due to un- 
exciting product offerings. At the 
same time, the 125cc and 150cc 
market has grown 16 per cent," 
says Amit Nandi, General 
Manager, Marketing, Bajaj Auto. 
To tap into this exciting market, 
Bajaj and Tvs are moving aggres- 
sively into this segment with new 
product offerings. 

Bajaj Auto has just launched XCD 
125, a bike that the company says 
“costs about the same as a 100cc 
bike, has the performance of a 
125cc bike and the features of a 
150cc bike". Bajaj hopes that this of- 
fering will make new customers up- 
grade to the 125cc category and 
"kill off the 100cc market." Hence, 
its aggression in protecting its turf. 
However, a Hero Honda 
spokesperson says "the slowdown in 
the entry-level 100cc market is only 
a temporary phase" and it will re- 
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A Bajaj Factory: Pumping up the volumes 





e The size of the three-wheeler 
market is 404,000 units 


e Bajaj Auto is the leader with 
about 44.8 per cent market share 


e Bajaj's three-wheeler sales 
grew 2.48 per cent in 2006-07 


e Bajaj exports 42.7 per cent of 
its three-wheeler output 


e Its exports grew 87 per cent in 
2006-07 to 140,663 units 


e Nearly 40 per cent of three- 
wheeler sales take place in 
south India, where TVS 
has a great network 


e TVS has launched a gas- 
powered version that can sell in 
regulated markets like Delhi 
where it is mandatory 


e TVS cannot price its three- 
wheelers too aggressively 
because its bread and butter 
two-wheeler business is not 
doing well 


e The other big player in this 
market is Piaggio 


cover once interest rates ease. 

The battle is even more critical 
for Tvs Motors, which is now spread- 
ing its wings to South East Asia. Its 
sales volumes declined 39.4 per cent 
to 130,161 units in the first quarter of 
2007-08, compared to the previous 
corresponding quarter, its market 
share dipped below 10 per cent for 
the first time and its margins to 1 
per cent. It is counting on the Flame 
and the 160cc Apache, which enjoy 
higher margins, to claw its way back 
into the reckoning. Incidentally, Bajaj’s 
125cc bikes are also much more prof- 
itable than its 100cc offerings. *The 
ex-showroom price difference be- 
tween the 100cc Bajaj Platina and 
the 125cc Bajaj XCD is about Rs 
7,000, though their costs of manu- 
facturing are almost the same," says 
Nandi. Adds Vaishali Jajoo, Auto 
Analyst, Angel Broking: “The fuel 
efficiency of 125cc bikes has im- 
proved and their prices are falling; this 
has greatly reduced the total cost of 
ownership for 125cc bikes. That's 
why players like Tvs and Bajaj are 
getting aggressive on the 125cc front.” 
So, for one, it's a battle to save its 








olours work 


because they talk to the heart. 





Ricoh presents a range of best-in-class Colour MFPs that use the emotional 
impact of colour to your advantage. So that your business propositions can 
effortlessly work their way into the hearts and minds of your associates. 

KEY FEATURES: Standard printer & scanner • Built-in duplex & ADF « In-house finishing 

» Remote retrieval & editing of files « Security through encryption & authentication 


* PictBridge support » High-speed, low-cost B/W Printing too 
No.1 





* Colour & B/W Multi-Function Products (A0 to A4, 135 to 16 ppm) « CopyPrinters « 999 


CORPORATE OFFICE: 52-8, Okhla Industrial Estate Phase Ill New Delhi-1 10.020; Tel: 011-41613010-18; Fax 011-41612221: Website wwww.ncoh.co.in; Email 
BRANCH OFFICES; Ahmedabad: 26582883, 26588709 Bangalore: 41477620/21, 22248829/30; Chandi igarh: 2710162, 2701984; Chennai: 30212121/22; Coimbatore: 2493948 
41731867, 23312001, 41731860; Guwahati: 2635311 2543591, 2602949; Hyderabad: 39185081/82 39101898; Jaipur: 2707028, 2706299; Kochi: 2353274, 2352266. Kolkatz 


Lucknow; 3237048, 2239189/76; Mumbai: 67032095 22883042; Patna: 2222830, 2201490; Pune: 30580149/53/54: Ranchi 2331426/069; Visakhapatnam: 2553466, 2754968 





о up-time = Nationwide service network PRINT 


24962 


221¢ 


OPY 


76 


SCAN 


deihi 


ril info@nicoh.co.in; SMS RICOH to 53456 
2335348 






FAX 








bt corporate 


AJAJ AUTO'S 45-YEAR OLD PLANT 

at Akurdi has been in the 
news during the last fortnight for 
all the wrong reasons. It started 
in mid-July with Bajaj Auto MD 
Rajiv Bajaj hinting at the pos- 
sible closure of a plant at the 
company's annual general meet- 
ing. A month-and-a-half later, 
on August 29, Bajaj announced 
the closure of the plant that 
employed 1,310 staff and 
some 847 workmen. The rea- 
son that the company cited 
was the high sales tax and 
Octroi levied by the govern- 
ment that, it said, rendered the 
plant not price competitive. 
The company said it would con- 
tinue to pay its employees wages for 
five-and-a-half days every week 
even if they did not have to report to 
work. No Voluntary Retirement 
Scheme (VRS) was initiated. 

Barely 24 hours after that an- 
nouncement, everybody who was 


bread and butter and for the other, it’s 
a battle for survival. 

There could be another reason 
for the spat between the two com- 
panies. TVS Motors, which recently 
launched seven new vehicles, is tar- 
geting a slice of the three-wheeler 
market, in which Bajaj Auto has a 
dominant 55 per cent share. 

Srinivasan, who declined to speak 
to BT, citing potential litigation, has 
announced his intention of manu- 
facturing up to 100,000 three-wheel- 
ers, which will compete head-on 
with three-wheelers from Bajaj and 
Piaggio. Interestingly, Tvs has not 
disclosed price details of its three- 
wheelers and has opted to start off 
with the more primitive two-stroke 
variant (albeit with both CNG and LPG 
options for now), even though a 
large part of the market has already 
made the transition to the more ef- 
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Akurdi Plant: U-Turn 


somehow related to the matter 
jumped into the fray with their own 
opinions on the issue. Union Minister 
of Agriculture Sharad Pawar stepped 
into the negotiations exhorting Bajaj 
not to close down the plant. The 
Shiv Sena, through its union, threat- 
ened to protest the closure. And the 


Bs Auto's Digital Twin-Spark-ig- 
nition (DTS-i) technology is per- 
haps the biggest reason for the suc- 
cess of its bestselling Pulsar bikes. 
The engine, with two spark plugs at 
the opposite ends of the combustion 
chamber (unlike conventional 4- 
stroke engines that have a single 
spark plug) achieve faster and more 
efficient combustion. The technology 
has been around for higher-end bikes 
for a while, but only Bajaj has a 
patent for technology in the 125- 
220cc category. 


ficient four-stroke variant. But its 
plan of focussing primarily on the 
southern market (and Maharashtra 
and Gujarat) may help it score over 
its rivals. It has one of the best mar- 


worker's union of the plant were 
miffed because they were not 
consulted before the decision to 
close down was announced. A 
week after the initial announce- 
ment, on September 9, Rajiv 
Bajaj said that he would not 
buckle down under pressure and 
there would be "no going back on 
Akurdi plant closure." 

The very next day, the com- 

pany did an about tum. In a state- 
ment issued by the company, 
Rajiv Bajaj said that "it is not 
being shut down" and all plant 
workers were "reporting to work 
Six days a week as per their nor- 
mal routine." 
The main reason for Bajaj want- 
ing to close down the plant was that 
it has shifted its 100cc Platina line, 
which is a low-margin bike, to 
Pantnagar in Uttaranchal to get excise 
incentives. Also, its share in scooters, 
which it made at Akurdi, has fallen 
dramatically. 


NYH* JNSNA 


keting and service networks in the 
region and plans to leverage this 
strength to build up critical mass. 

Can it muscle into Bajaj’s turf at 
a time when its main product is 
under pressure? *There is a 50:50 
chance that Tvs will do well in the 
three-wheeler market. It's a good 
way to de-risk itself. It's also a good 
move to diversify its product port- 
folio. The profitability in this seg- 
ment is better than in the two- 
wheeler segment," says Jajoo of 
Angel Broking. 

So, which way will this battle 
go? The final picture is still far from 
clear. But of the two, Bajaj Auto 
seems to be in a happier position, 
being the incumbent market leader 
in both the product categories in 
which TVs is challenging it. ш 

ADDITIONAL REPORTING 
BY KUSHAN MITRA 





Contributing equally in the dev elopment of the Indian economy, Indian v 


vomen are today at the forefront 
fields which once were majorly dominated by men Whether it is politics, art 


, SCience, sports or even business, the 
have proven beyond doubt that they are second to none 
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bt banking 


The Return of 


1-рапкіпе 


Well, actually, transaction banking never went anywhere. 
Only, banks are rediscovering its virtues now—steady 
income, absence of volatility and predictability. ANAND ADHIKARI 


HE US SUBPRIME MELT- 

down has shifted the fo- 

cus back on stable banking 

businesses worldwide. 
Globally, transaction banking, 
which, shorn of bankerspeak, is re- 
ally good old-fashioned commercial 
banking, contributes between 15 
per cent and 40 per cent of the 
overall revenues of banks. 

In India, the T-banking busi- 
ness is spreading fast to beyond the 
top 200 companies. 
Today, banks 
are even pitch- 
ing for small 
corporate clie- 
nts with turn- 
overs as low as 
Rs 50 crore. 





















THE T-BANKING PIE 


Cash management accounts for 
a bulk of the business. 


Cash management 









Trade Finance 
& Services 


Securities & 
Custodial Business 


Figures in per cent 


From the small, 10-branch Deutsche 
Bank India to foreign biggies like 
Citibank and Standard Chartered 
Bank to homegrown private sector 
biggies like icict Bank and HDFC 
Bank, the T-banking space is fast 
becoming a new battleground for 
banks. The goal: bag the next cus- 
tomer, preferably a mid- or small- 
cap company, and offer it the 
whole gamut of transaction bank- 
ing products. 

But why this sudden resur- 
gence of interest in what is prob- 
ably the oldest segment of the 
banking industry? Ashish Bajaj, 


Managing Director (Transaction 
Banking) at Citibank, says: 
“Transaction banking is an annuity 
business, and has stable and pre- 
dictable revenues flows.” In volatile 
times, that’s a huge attraction. 
Then, the business is growing at 
over 40-50 per cent annually. No 
wonder every banker is keen on 
this segment. 

T-banking, which involves 
banks providing working capital, 
trade finance and securities and 
custodial services to companies, 

also helps build relationships that 
lead to more business. “It allows us 
to offer other value-added products 
like forex, mergers and acquisitions 
and corporate advisory services,” 
says Sameer Sawhney, Mb & 
Regional Head (Transaction 
Banking), Standard Chartered Bank. 

The T-banking business has been 
a money-spinner for foreign banks in 
India because of their international 
linkages. Today, this segment con- 
tributes about 40 per cent of the 
corporate banking revenues of 
Citibank India. HSBC, a late entrant in 
this business (it entered the space 


“Transaction banking is an annuity business. The 
ability to predict revenues and flows is very high” 
Ashish Bajaj/ MD (Transaction Banking), Citibank India 





„Ме are working on building innovative solutions 
for sunrise industries like insurance and retail" 
Sameer Sawhney/ MD (Transaction Banking)/ Standard Chartered Bank 


only in 2004), has seen the segment 
grow at over 50 per cent per annum 
over the last three years. 

Another huge advantage: banks 
don't need thousands of branches as 
the correspondent banking (through 
psu banks) model works very effec- 
tively for them. *The correspon- 
dent banks (mostly psu banks) pro- 
vide last-mile connectivity in re- 
mote areas for doing T-banking. 
This model is very cost-effective," 
says a banker. 

Standard Chartered Bank claims 
that its T-banking products have 
led to significant working capital 
savings for India Inc., and estimates 
this figure to be more than Rs 
30,000 crore annually. Deutsche 
Bank, one of the smaller foreign 
banks in India, claims to have the 
largest number of cash collection 
points in India—10,000—to serve 


the needs of its cash management 
clients. And Citibank claims that it 
was the first custodian to offer cross- 
border custodial services to Indian 
mutual funds for overseas invest- 
ments. 

Within T-banking, cash man- 
agement is the largest contributor to 
revenues (See The T-Banking Pie). In 
fact, it's one business that is easily 
growing at 16-18 per cent per an- 
num. But banks need innovative so- 
lutions to attract new customers. 
"We are proactively working on 
building innovative solutions for 
sunrise industries like insurance, re- 
tail and infrastructure, rather than 
being just a reactive solution 
provider," says Sawhney. 

A cash management client also 
brings trade business to a bank. Over 
the years, banks have been handling 
remittances and opening letters of 


T- BANKING'S 
REVENUE DRIVERS 





Transaction banking has 
three main sub-segments 


(typically from dealers) and 
quicker payments (to suppliers). 
GROWTH TRIGGER: Transactions on 
the RTGS (Real Time Gross 
Settlement) has increased 178 
per cent to Rs 71,67,808 crore 
in 2006-07. Result: banks earn 
"float income" on the funds lying 
with them. 


m Trade Services: This involves 
advising on and financing of in- 
ternational trade. The products 
include letters of credits, bank 
guarantees and remittances, 
GROWTH TRIGGER: India's 
jumped 22 per cent to $126 bil- 
lion in 2 7 and im 
27 per cent to $190 billion. This 
peace a huge opportunity for 
nks to grow in this area. 


m Securities and Custodial 
Services: This involves providing 
depository and retaled services to 
institutional clients. 

te RN Flis inflows ae 
rising; hence, the projection of a 
quantum growth in business. 


credit (LCs) for their clients. T« day, 
the trend is of clients shifting from 
the traditional LC system to elec- 
tronic channels as this is more effi- 
cient. "There is an opportunity for 
banks to do more open account fi- 
nancing as they understand the risk 
better," says Ramesh Ganesan, head 
(Transaction Banking) at ABN Amro 
Bank. This is a new trend; banks 
are taking exposures through open 
accounts where there are no bank 
guarantees; the traditional LCs are 
backed by a guarantee. All this re- 
quires a high level of technology 
integrated from the front- to the 
back-end, both within India and 
across the globe. 

Kaushik Shaparia, мр (T- 
Banking), Deutsche Bank, says: 
"Germany is among the largest ex- 
porters in the world. So, as a 
German bank, our understanding 
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of country risks is very high from 
the trade finance perspective.” 

This gives foreign banks a clear 
advantage over their homegrown 
counterparts. Even large private sec- 
tor Indian banks such as ICICI Bank 
and HDFC Bank are finding it diffi- 
cult to expand aggressively in this 
space. Result: their T-banking busi- 
ness is largely confined to cash man- 
agement of government depart- 
ments and PSUs. And public sector 
banks are largely absent from the 
cutting edge of this business. 

Many banks also offer value- 
added services like advising on 
booking forward contracts in or- 
der to mitigate any currency risks 
for exporters. For example, the 
recent appreciation of the rupee 
caught exporters who had open 
positions off guard, whereas 
those who booked forward con- 
tracts gained. 

Then, the securities and custo- 
dial services business is also boom- 
ing on the back of increased ЕП in- 
flows. Today, banks service fund 
managers, brokers, dealers and as- 

set managers end-to-end 
from the transaction 
perspective. For ex- 
ample, if an MF 
wants to make a 
redemption, all it 
has to do is send 
the relevant file to 
its bank, which han- 
dles the preparation 
of thousands of 
. cheques and 
^ the logistics 
of sending 
them to in- 
dividual 


beneficiar- 




















"There is a need to 


rice the transaction scientifically as 





» 


the float income in India is gradually coming down" 
Natasha Patel/ Head (Global Payments & Cash Management)/ HSBC India 


ies. This business offers banks very 
high margins. 

But strong competition in the 
T-banking space is resulting in a 
fall in the (still high) margins. 
Result: the “float” income of 
banks is down and many are now 
making a strong case for a “fee” 
system. Today, about 70 per cent 
of a bank’s earnings come from 
the former and only 30 per cent 
from fees. “Companies don’t pay 
any fees for cash management 
services because of the float ad- 
vantage enjoyed by banks,” says a 
banker. “There is a need to price 
the transaction scientifically,” says 
Natasha Patel, Head (Global 
Payments and Cash Manag- 
ement), HSBC India. This, how- 
ever, does not always happen. 

Following the gradual rise in 
the popularity of electronic pay- 


“High transaction charges on Real 
Time Gross Settlement is one of the 
key roadblocks to the higher usage of 
electronic payments in India” 

Bhavesh Zaveri/ Head (Wholesale Banking Ops), HDFC Bank 


ments and increased efficiencies, 
companies are able to take advan- 
tage of funds at a faster rate. “The 
electronic mode has also reduced 
the settlement risk,” says Ganesan. 
In a Real Time Gross Settlement 
(RTGS), the funds are transferred 
electronically within seconds and 
there are no movements of 
cheques and clearing hassles. 

Says Bhavesh Zaveri, Head 
(Wholesale Banking Operations), 
HDFC Bank: “High transaction 
charges levied by many banks on 
RTGS is one of the key roadblocks 
to the higher usage of electronic 
payments in India.” 

Clearly, banks have, till now, 
only scratched the surface of this 
segment. With the economy grow- 
ing exponentially, many more com- 
panies will need these services, and 
those that are already on board, 
will require more, and more soph- 
isticated, products. And with the 
buzz about full capital account con- 
vertibility gathering steam, the cash 
registers at banks will continue to 
jingle for a long, long time—and 
this time the sound pattern will be 
more predictable than in the past. 8I 
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Holcim'sW 


India Strategy 


The Swiss giant has already emerged as the country’s largest 
cement player. How does it plan to consolidate its lead? млнеѕн Nayak 


OLCIM, THE WORI D'S SECOND-LARGEST 

cement manufacturer, is consolidating 

its grip over Ambuja Cements. It re- 

cently announced an open offer to ac- 

quire an additional 20 per cent stake 
from minority shareholders. If it does manage to 
garner the full amount, it will take its shareholding in 
the company to over 56 per cent from the current 
level of 36.25 per cent. Says Markus Akermann, 
ceo, Holcim: “The strategy to grow inorganically 
has already brought results and has improved the 
group's revenues and profit." 

For the first six months of 2007, Holcim regis- 
tered a 163 per cent rise in net profit to $2.4 billion (Rs 
9.740 crore) compared to $0.9 billion (Rs 3,680 crore) 
in the corresponding period of the previous year. 
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Markus Akermann, CEO, Holey 


THE GLOBAL PECKING ORDER 


The top 10 global cement companies and their presence in India 


COMPANY COUNTRY CAPACITY CAPACITY 
IN INDIA 
Lafarge France 175 5 
Holcim Switzerland 164 35 
Cemex Mexico 98 N.A. 
Heidelberg Germany 96 3.1 
Italcementi Italy 71 3.4 
Taheiyo Japan 70 N.A. 
Buzzi Unicem Italy 45 N.A. 
Anhui Conch China 42 N.A. 
Eurocement Russia 31 N.A. 
Votorantim Brazil 28 N.A. 
Capacity in million tonnes Note: A.V. Birla Group companies not included 
Source: Motilal Oswal report dated February '07 МА. Not Applicable 





During this period, its 
revenues rose 20 per cent 
to $11 billion (Rs 44,300 
crore) from $9.2 billion 
(Rs 37,100 crore). 
“Although construction 
activity is noticeably lev- 
elling off in some mar- 
kets, the financial results 
for 2007 are expected to 
be encouraging thanks to 
the group’s proven strat- 
egy of geographic diver- 
sification,” says 
Akermann. Over the 
years, Holcim has 
focussed on growth mar- 
kets, particularly in Latin 
America, Asia, Africa and 
West Asia. 


Betting on India 













ACC 19.36 


UltraTech 
Cement 
Ambuja Cements 13.3 
Grasim Industries 13.04 


The India Cements 


Cota m 


63 THE INDIAN 
sı PECKING ORDER 


Holcim is the largest player in 
5.78 India, followed closely by the 


Century Textiles 
and Industries 


Jayprakash 
Associates 


AV Birla Group. 

Madras Cements 5.47 MH Annual installed 
capacity (million tonnes) 

Lafarge India 5 Source: CMA as of FY '06 


Holcim is the largest cement player in India, with a total capacity of 34.66 million 
tonnes. It controls ACC (19.36 mt), Ambuja Cements (13.3 mt) and Ambuja Eastern 
(2 mt). The AV Birla Group is in the second position with a capacity of 28.54 mt. It 
controls UltraTech Cement (15.5 mt) and Grasim (13.04 mt). Century Textiles & 
Industries (6.3 mt) and Kesoram (2.9 mt) will also become part of the group soon 


and in getting environ- 
mental clearances are 
some factors that will 
hold back capacity cre- 
ation. And even though 
capacity will definitely 
expand, it will not have a 
major bearing on 
realisations." 
Incidentally, the two 
top players in India— 
Holcim and the Av Birla 
Group—account for 40- 
45 per cent of the coun- 
try’s total capacity of 
about 160 million 
tonnes; the balance 55- 
60 per cent is divided be- 
tween 48 companies. 
And over the past three 
years, Holcim has ac- 
quired control of Ambuja 


Holcim has already ap- 
proved an outlay of 3.4 
billion Swiss francs (Rs 11,600 crore) to organically in- 
crease its capacity by 25 million tonnes by 2010. The 
bulk of this growth will come from India. Says 
Akermann: “Our estimate is that the Indian market will 
grow at 10 per cent annually over the next few years. 
That’s why we are increasing our total capacity by 15 
million tonnes to over 50 million 
tonnes by the end of 2010.” Holcim 
is the country’s leading cement man- 


“Our estimate is that the Indian 


Cements and Acc and the 

AV Birla Group has taken 
over UltraTech Cement, the erstwhile cement divi- 
sion of Larsen & Toubro. “There is no doubt that 
Holcim has played a major part in setting off the con- 
solidation in the Indian cement industry,” says Guha. 
“Having said that, the consolidation process is far 
from complete as a large part of the industry remains 
fragmented. I foresee a second 
round of consolidation taking place 
in future.” Incidentally, German 


ufacturer and has two operating market will grow at 10 per cent cement major Heidelberg acquired 
companies—Ambuja Cements (for- annually. That is why we are a majority stake in Mysore Cement 
merly Gujarat Ambuja Cements) increasing our total Capacity” from S.K. Birla in July 2006. 

and ACC—in this country with a MARKUS AKERMANN/ CEO/ HOLCIM 


combined capacity of over 35 
million tonnes. 

But Nilesh Shah, CEO & мр, 
Envision Capital, a portfolio man- 
agement services firm says: *About 
75-80 million tonnes of fresh ca- 
pacity is coming up in India, so 15 
million tonnes is nothing big. 
Holcim has to expand here just to 
maintain its market share." This, 
however, is not expected to affect 
prices in any significant manner. 
Says Ashish Guha, CEO, Heidelberg 
Cement India, and Mp, Mysore 
Cement: “The lack of available ca- 
pacity with equipment manufac- 
turers, delays in land acquisition 





Expensive Buy 


Holcim’s keenness, even despera- 
tion, to strengthen its position in 
India becomes evident from the 
premium it paid for purchasing the 
additional 3.94 per cent stake in 
Ambuja Cements from erstwhile 
promoters Narottam Seksaria and 
Suresh Neotia. The price of Rs 154 
per share values the company at € 
218 per tonne, compared to €162 
when it acquired a 35 per cent stake 
in January 2006. Analysts say this is 
expensive. Says Shah: “The last 
tranche of acquisition may be ag- 
gressive, but it had very limited op- 
tions for increasing its holding in 
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Ambuja Cements. For a long 
time now, it has been trying to 
get a stronger grip on the com- 
pany. It, therefore, grabbed the 
first opportunity it got.” Adds 
Promeet Ghosh, Director 
Investment Banking, DsP Merrill 
Lynch: “Everything depends on 
one’s aspiration. No one knows 
what's on Holcim’s mind. The 
Indian cement industry is in- 
terestingly poised and both do- 
mestic and international players 
are showing interest in snap- 
ping up capacities.” 

That's not at all surprising. 
The government has announced 
its intention of investing about 
$300 billion (Rs 12 lakh crore) : 
on creating world class infra- 
structure in the country over 
the next 5-7 years. This will 
obviously benefit a host of industries, including ce- 
ment. Result: the valuation of cement firms has jumped 
four-fold since 2004, from $75 (Rs 3,000) per tonne to 
$300 (Rs 12,000) per tonne. Says Ambareesh Baliga, 
Vice President, Karvy Stock Broking: "The next two 
years will be very bullish for the cement industry. 
Holcim's purchase price sets the benchmark for the in- 
dustry, thus creating an entry barrier for new players." 
A senior Holcim executive admits that India is a very at- 
tractive market. “If opportunity arises, we will definitely 
increase our presence here. However, at this point, it 
will not be appropriate to speculate on our future 
steps," he says. 

A recent Citigroup report points out that cement de- 


CONSOLIDATION TIME 


The cement sector has seen considerable M&A activity over the last few years. 


ACQUIRED COMPANY 
Shree Vishnu 
DLF Cement 
ACC 

Raymond 

Zuari Cement 
Bargah Cement 
Ultratech 

ACC / ACEL 
Gujarat Ambuja 
Zuari Cement 
Mysore Cement 


Source: CLSA 


ACQUIRER 


Capacity in million tonnes 
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Heidelberg Cement's Guha: Expects a second 
round of consolidation in the industry soon 





mand in India has grown at a 
compounded annual growth 
rate of 8.1 per cent. With strong 
demand from the housing sector 
and recent demand from Ir-re- 
lated spending and the infra- 
structure sector, this is expected 
to rise to 12 per cent by 2008- 
09. “So, it's quite natural for 
Holcim to be interested in the 
Indian market. It is, after all, 
second-largest consumer of ce- 
ment in the world after China," 
says Rakesh Valecha, Director, 
Fitch Ratings. 


Holcim's Global Strategy 

Since 2003, Holcim has ag- 
gressively expanded into new 
markets across the world. Of 
the 12 takeovers completed by 
the Big Four cement compa- 
nies worldwide—Lafarge, Holcim, Cemex and Heid- 
elberg—Holcim has been involved in six. This inorganic 
growth strategy is a function of the stagnant cement 
market in the developed world and the massive demand 
for the commodity in Asia. In fact, apart from Holcim, 
global biggies like Lafarge (Tisco's cement division 
and Raymond Cement), Heidelberg (Mysore Cement) 
and Italcementi (Zuari Cement) have also gained toe- 
holds in the Indian market, while others like Mexico's 
Cemex and Russia's EuroCement are still scouting for 
opportunities. Holcim's strategy has to be seen in this 
context—the plan seems to be to emerge as the dom- 
inant player in India before its global rivals get a 
chance to consolidate their presence here. 

Commenting on the relative lull in M&A activity in 
the sector, Ghosh says: *There is lot of interest in ce- 
ment companies. But deals aren't happening because 
sellers and buyers cannot seem to agree on the right 
price, thus slowing M&A activity." Adds Guha: "This is 
a good time to be a seller, and smaller companies 
should capitalise on this, as their lack of size will result 
in them getting marginalised in the long-term." 

But with Holcim raising the bar for its rivals, it 
will be expensive for them to muscle their way into 
the Indian market. Yes, it is also making it more 
expensive for itself to buy up new capacities, but it 
seems to have factored that into the equation as 
well. *Currently, Holcim seems more focussed on 
gaining ownership and consolidating its presence 
here rather than on expansion," says Shah. 

And it has effectively ensured that its rivals remain 
at bay while it does that. m 
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Old Agra’s once-famed footwear makers seem to be caught in a time 
warp from which they are finding it difficult to escape. Kari. ваја 


x Y | ae J joe 1 М A NONDESCRIPT LANE OF 
Nur Tw | ДӘЙ " Jagdishpura in the old quar- 
mss iuga РЕ yo ters of Agra, Ankur Bansal, 
A. 26, sits in his poky, top-floor 
home-cum-workshop, wear- 
ing a vest and wrapped at the waist 
in a towel, supervising a team of 
seven kaarigars or workers mak- 
ing sneakers with their hands and 
tools. Once the ordered pairs are 
made, they are given finishing 
touches in an adjacent room, la- 
belled, put in boxes and dispatched 
to Hing Ki Mandi, the local whole- 
sale market for footwear. 

In the nearby Khataina neigh- 
bourhood of Loha Mandi, 29- 
year-old Mohammad Balo’s small 
house doubles up as his kaarkhana 
or workshop; of the handful of 
kaarigars he employs to make 
ladies’ sandals, many are his rela- 
tives. They make 48 pairs a day. 

Business is brisk, but that’s be- 
cause the season has just started 
for Bansal and Balo and thousands 
of others like them in the two-kilo- 
metre stretch between Jagdishpura 
and Loha Mandi and elsewhere in 









, THE BIG PICTURE 


Types of footwear units in Agra 
Types of Production Units No. of Units 
Household units ) 


Household workshops 125% 
Non-household workshops —— 


Semi-mechanised workshops - 
Mechanised factories 











TI - : * Registered  # Unregistered 
Typically unorganised: Sneakers get finishing touches at a unit in old Agra Approximate figures 
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LIE Ж SHOE story 
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ay, Units in Agra 
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the city famed for its leather indus- Brisk business: (Top) Shoes 
try. But the season will soon be being unloaded at Hing Ki Mandi 


over. “In the last 10 years, we have Foot forms: (Right) Heaps of 
regular work only during the 3-4 PVC blocks in a shoe factory 


months of the festival season Best of Agra: (Bottom) Workers 
(September-December). The rest of at the Metro & Metro factory 


the year, we do not have regular 
business. We produce 40 pairs a 
day, which is more than what we 
produced earlier, but that is not as 
good as having a regular business,” 
says Bansal, some of whose kaarigars 
are family members or kin. 

Balo sounds grim. “The work 
lasts for only few months; pay- 
ments are made in installments 
and invariably delayed. It’s no 
longer a business, just a way of 
scraping through,” he says. Balo 
and Bansal's experiences just about 
sum up the sad plight of the small 
footwear units located almost en- 
tirely in Prem Nagar, Nai Ki 
Mandi, Dholi Khar, Mantola, Qazi 
Para, Sundar Para and Dhanauli 
areas of the city, besides 
/ lagdishpura and Loha Mandi. 

Cut to another side of the 
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footwear business in the city—the 


organised and mechanised part of 


the industry—and the grim tales 
from the old quarters give way to 
stories of success and growth ex- 
emplified by such names as Virola 
International, Tej Shoe, Super 
House, Metro & Metro Ascot, and 
Dawar Footwear, which cater to 
some of the most evolved markets in 
Europe and the us. 


Hopelessly Backward 

Agra’s footwear industry is a study 
in contrasts. On the one hand, it 
boasts of being the nation’s 
footwear supplier as it meets nearly 
two-thirds (60-65 per cent) of the 
domestic demand, a thriving in- 
dustry that overall produces 3.5 
lakh pairs of footwear a day (these 
are unofficial figures in the absence 
of official data) and earns Rs 1,400 
crore every year from exports 
alone, according to Agra Footwear 
Manufacturers and Exporters 
Chamber (АЕМЕС). 

On the other hand, the indus- 
try’s underbelly holds grim tales 
of struggle, deprivation and in- 
debtedness for many of the esti- 
mated 100,000 footwear artisans in 
Agra district, who represent the 
entire gamut of skills in the shoe 
production process. On an average, 
these workers earn Rs 2,765 per 
month and have a debt of Rs 
36,031, according to a survey by 
Aadhar, an NGO that participates in 
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government-funded and private 
projects supporting the local 
footwear industry. 

Says Abhinay Prasad, Secretary, 
Aadhar: “The survey confirms 
that Agra’s unorganised footwear 
industry is increasingly getting 
edged out in the modern world. 
Everything here is caught in age- 
old practices, from designing and 
manufacturing to marketing.” 
While a general lack of mechani- 
sation is hurting efficiencies in 
most units (some of the units such 
as Bansal’s use sewing machines 
for stitching uppers and hand-op- 
erated pneumatic machines for 
attaching soles), the absence of 
quality control means most of the 
output from small units can go 
only to the lower end of the do- 
mestic market; exports remain 
out of bounds. Moreover, educa- 
tional backwardness and com- 
puter illiteracy have meant that 


SHRINKING WORK 


Year Availability of Work 

(in months) 
1992-96 9% 
1997-2001 MET | 
2002-06 51, 
pat M NEED UNIS ае Sea- 
sonal and temporary nature.) 
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Modest means: A shoe designer at work in Jagdishpura, Agra 





computer-aided design (CAD) has 
not caught on. 


Vicious Cycle 

The industry is trapped in a cycle of 
self-perpetuating backwardness that 
feeds on archaic business practices, 
lack of institutional support of any 
kind, and a workforce that has 
failed to modernise in the absence 
of training. For instance, a sub- 
stantial part of the payments made 
by wholesalers to producers is based 
on parchas, handwritten IOUS that 
also act as negotiable instruments. A 
parcha can be encashed immedi- 
ately or used for buying raw mate- 
rial if the parcha-holder is prepared 
to incur a cut of 2-3 per cent in 
the receivable amount. While credit 
is hard to come by, producers have 
to keep bearing small losses like 
these on a daily basis. The trading 
model is outmoded, too. *There 
are small producers in Agra who 
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still carry their shoes on dalias (bam- 
boo baskets) to sell in weekly auc- 
tions at the wholesale market—an in- 
dication of the unbranded, com- 
moditised nature of a large part of 
the output,” says Prasad. 
Munnabhai, who does design- 
ing, grading (replicating an ap- 
proved design in different sizes) 
and styling for local producers, 
apart from training youngsters from 
his workplace in Jagdishpura, 
blames the non-availability of credit 
for the backwardness of these 
footwear units. “Small producers 
never get payments from traders 
on time, and when they need credit 
no one gives them loans,” he says. 


Changing Markets 
Much of the woes of the small units 
in Agra and elsewhere are also 
blamed on cheap Chinese imports. 
Says Mukhtarul Amin, Chairman, 
Council for Leather Exports (CLE), 
which represents India’s footwear 
and other leather product exporters: 
“Even though import duties on 
footwear add up to 35 per cent, 
large numbers of footwear from 
China are entering India through 
legal and illegal channels.” According 
to government data, footwear im- 
ports from China grew from $39.96 
million (Rs 164 crore) in 2005-06 to 
$41.90 million (Rs 171.8 crore) in 
the first nine months of 2006-07. 
C. Chandramouli, a scientist 
of the Central Leather Research 
Institute (CLRI), Chennai, who also 
studies footwear industry eco- 
nomics, says: “There has long been 
an unauthorised inflow of Chinese 
footwear from many border points 
in the Northeast—mainly in Assam, 
Manipur, Mizoram and 
Meghalaya.” Param Garg, a whole- 
saler in Agra’s Hing ki Mandi, cor- 
roborates Chandramouli's fears 
when he says: “The Northeastern 
market used to be a large buyer 
of Agra's footwear. Today, I don't 
have any buyer in that region." 
Amin, who's also Managing 
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"Everything here is caught in age-old practices, from 
designing and manufacturing to marketing" 
Abhinay Prasad / Aadhar 


Director of Superhouse, a Kanpur- 
based footwear exporter that also 
has a factory in Agra, says that 
many small units in Agra and 
Kanpur, which mainly catered to 
the domestic market, have shut 
shop because their businesses had 
become unviable in the face of 
cheap Chinese imports. 

Changing markets have already 
forced many shifts. A majority of 
small units in Agra now work with 
non-leather materials (which ac- 
count for 65.86 per cent of all 
footwear produced in Agra), mostly 
imported from China, Taiwan, and 
Thailand. The leather footwear 
(34.14 per cent) from Agra is now 
almost the exclusive domain of the 
city's 70-75 footwear exporters. 

These exporters run mechanised 
factories that not only draw its work- 
force from the same pool of kaari- 
gars but also often farm out part of 
their work to the small, manual or 
semi-mechanised units. There are 
some among these exporters who 
dismiss the idea that Agra's small 
footwear producers are dying. Says 
Ajit Kalsi, owner of Metro & Metro, 
which caters to brands like 
Germany's Hush Puppies, 


Deichmann and Salamander, 
Austria's Stiefel Konig, Australia's 
Florshiem, and the us's Rack Room 
Shoes: "India's huge shoe market 
will continue to support all kinds 
of manufacturers, including small 
and manual ones." 

Training kaarigars in modern 
methods of production, then, is the 
key to a revival. But all official efforts 
so far have failed to produce the 
desired results. Says Aadhar's Prasad: 
"The government's programmes 
have made a lot of progress in cre- 
ating databases of artisans and ad- 
vancing training in modern ways of 
production, but they have only cre- 
ated supervisors, not shop-floor 
workers." Aadhar is currently train- 
ing kaarigars in computer skills and 
computer-aided design under a 
Microsoft-sponsored project. Other 
than training, people like Amin ad- 
vocate tighter control over illegal 
imports as well as lowering of excise 
duties on footwear so that larger 
units (that pay excise) can cut costs 
and give more business to smaller 
players. What is clear is that Agra's 
small footwear producers can in- 
deed be helped but only if they have 


the will to help themselves. 8i 
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Interest rates are up, but passenger vehicle sales show 


no sign of slowing down. KUSHAN MITRA 


T’S STRANGE, BUT TRUE. THE 
last few months have seen 
interest rates gradually creep 
up, but unlike the real estate 
sector where there has been a 
direct impact on sales, the passen- 
ger vehicle market has seen do- 
mestic sales climb 13.6 per cent 
over the first five months of the 
current fiscal. This pales in com- 
parison to the 20.7 per cent growth 
the market witnessed in the previ- 
ous fiscal but is way above the 7.67 
per cent growth the market saw 
in 2005-06. 
Even the industry complained 
that high interest rates and a high 


rate of excise were hurting sales 
at the recent Society of Indian 
Automobile Manufacturers (SIAM) 
convention in New Delhi, prompt- 
ing the Union Minister for Heavy 
Industries Santosh Mohan Deb to 
say that he would ‘help’ address 
the industry’s concerns. 
However, the industry seems 
to have a point—of the 5,90,653 
units sold domestically in the first 
five months of the fiscal (as com- 
pared to 5,19,930 units for the 
same period last year), a large 
chunk of the new sales, if not all, 
came from newer model launches 
such as the Mahindra-Renault 


“More than the high interest rates, the hope of lower 
interest rates actually impacts sales harder” 
JAGDISH KHATTAR/ MANAGING DIRECTOR/ MARUTI SUZUKI INDIA 
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SATISH KAUSHIK 


Logan, Suzuki sx4 and Swift 
Diesel and the Chevrolet Spark. 
Sales of older models such as 
Hyundai Santro and Tata Indica 
have actually declined. 

Says Rajeev Chaba, 
Managing Director, General 
Motors India: “Launches hap- 
pen at a global level nowadays 
and new launches always seem 
to enthuse buyers.” But he adds: 
“It is incorrect to assume that ris- 
ing interest rates have not had 
an impact on sales, because if in- 
terest rates were at the levels 
they were 12 months ago, I 
would have sold a lot more cars 
than I have.” 

Rajesh Jejurikar, Managing 
Director, Mahindra-Renault, 
agrees with that sentiment. 
“People tend to get more cau- 
tious in the current scenario (of 
rising interest rates), and newer 
models tend to benefit because 
of this, since things like resale 
value start playing a greater 


SHINOD AP 


role." The Logan has done particu- 
larly well over the first few months. 

But bankers have a slightly dif- 
ferent take on the matter. Says N. 
Ravi Narayanan, Group Resource 
Head, Auto Sector Loans, ICICI 
Bank: *At a level it is sentiment 
that is impacting the market rather 
than actual increases in interest 
rates." His point is: “If you assume 
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„And this has meant that Maruti has 
improved its market-share. 


Others 2.64 
Toyota 3.69 
Mahindra-Renault 1.75 
Ford 2.47 
Honda 4.00 
GM 4.24 

M&M 6.57 








Market-share in April-August 2007 
Source: Society of Indian Automobile Manufacturers (SIAM) 


that loan rates have climbed 300 
basis points from last year, on the 
average loan amount of Rs 4 lakh, 
the impact is only Rs 600 
per month.” 

However, Narayanan does point 
out that the percentage of vehicles 
financed has come down from 
around 85 per cent 18 months ago 
to around 70-72 per cent today. 
“This is because earlier people 
knew they would get a higher 
return than the rate of the loan, 
but at today’s 14-14.5 per cent 
rates, they would rather put 
their (own) money into the pur- 
chase.” Also, interestingly, con- 
trary to popular belief, ICICI 
Bank, the largest auto loan 
company in the country, has 
not seen a dramatic rise in 
tenure periods. “The average 
tenure has gone from 38-40 
months to around 42 months.” 

According to Jagdish 
Khattar, Managing Director, 
Maruti Suzuki India, what’s 
hurting more is the fact that a 
large number of consumers are 
steering clear of buying a car 
because they expect interest 
rates to fall. “More than the 
high interest rates, the hope of 
lower interest rates actually im- 
pacts sales harder. We have 
customers who walk into 
dealerships, choose a car and 
then tell the salesman that they 
will return when the rates 
come down.” 

Khattar also believes that 
old models need not see sales 
decline. “Look at Swift, for ex- 
ample, a few months ago we 
were running a promotion of 
Rs 20,000 (discount) on the car. 
Today, after the launch of the 
diesel variant, we have seen an 
uptake in the sales of the petrol 
variant also.” 

Car companies are resorting 
to promotions in many cases to 
keep the production lines 
running, according to Khattar. 
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“We have a promotion on the 
Zen Estilo right now, but that is 
part and parcel of the game,” he 
says matter-of-factly. Maruti has 
also been running innovative new 
schemes to sell cars, including ex- 
tending the reach of their dealers to 
smaller towns, which has paid off 
in a big way. “If it were not for 
such schemes, would we be seeing 
the growth numbers that we have 
posted? I do not think so.” 

Even Honda has 
started offering incen- 
tives on their best-sell- 
ing City, though 
Masahiro Take- 
degawa, Managing 
Director, Honda-Siel 
Cars India, points out that pro- 
motions were being “offered by 
dealers” because the company was 
launching an updated model. “The 
customer wants a good deal, so 
even if we do not offer discounts, 
we have to offer them value for 
money by giving more features,” he 
said recently at the launch of the 
new variants of the City. 


Regional Game 

Another reason growth has been 
impressive over the initial months 
is the resurgence in sales in tradi- 
tionally slow southern markets. 
“All four states have seen tremen- 
dous growth, but Tamil Nadu in 
particular has been very good for 
us,” says Khattar. 

General Motors’ Chaba attrib- 
utes the sales surge in south to the 
fast pace of growth in the southern 
states, higher disposable incomes 
and introduction of several diesel 
models given the penchant for diesel 
vehicles in the southern states. 

“Over the last two years Andhra 
Pradesh and Tamil Nadu have seen 
a massive surge and this is across 
sectors,” admits Narayanan. (See 
Southward Ho!, Business Today, 
August 12, 2007). “I believe the 
southern buyers were a bit more 
conservative in their purchase de- 
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Newer vehicles dominate the list, 
but not all are new... 


SX4: This feature-rich car from 


Maruti has quickly established itself 


in the higher-end of the mid-size 
sedan segment. There is currently 
a three-four week waiting period 
for delivery. 


Swift: Maruti is ham- 
strung by its diesel 
engine supplier's 
inability to provide 
1 more engines 
currently, but the 
pick-up has also 
seen sales of petrol Swift's climb, 


making Swift Maruti's #2 best-seller 


after the Alto. 





Logan: Renault's first foray into 
India has done fairly well, selling 
over 10,000 units within three 
months of its launch. 


Spark: It may not have 
'sparkled' as much as some 
expected, but the Spark has 
played a major role in General 
Motors' revival in India. 





Scorpio: The low-price SUV from 
M&M shows no sign of declining 
popularity despite being a five-year 


old design. 


Civic: While sales of the smaller City 


are down, Civic sales have climbed 
and despite a recent slowdown, the 
Civic dominates its segment 





cisions earlier, and now they are 
more financially liberated," Jejurikar 


points out. 


Seasonal Numbers 


Even though numbers have been 
climbing impressively, auto-makers 
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are cautioning against 

exuberance. “Last year, the 

months of August through 

November were particularly 
good. The early indications from 
this Septem- 
ber are not 
that encour- 
aging; sales 
are up, but 
not as much 
as we had 
hoped," says Chaba. 

Not one to trust raw numbers, 
Khattar points out that car buyers 
in India are quite religious when it 
comes to purchases. *This month 
is going to be bad. Last year, the 
inauspicious shradh period in north 
and west India finished by 
September 23, and the last seven 
days of the month were spectacu- 
lar. This year, the shradh starts on 
the 24th of the month. I do not 
have to gaze into a crystal ball to 
tell you that sales will 
decline this September." 

The rest of the ind- 
ustry, too, does not ex- 
pect sales to climb up 
dramatically over the fes- 
tive season. 

Explains Khattar: “You have 
to keep in mind that the main rea- 
son why sales are up so impres- 
sively over the first few months 
this year are because last year the 
first few months were particularly 
slow." He almost expects sales to 
be sluggish going forward when 
he says: “It will be interesting to see 
if the rate of growth will continue 
over the next few months." On a 

lighter note, he says in case the 
market slows down, he expects the 
media to rain downbeat stories. 

Little wonder then that despite 
the impressive numbers posted by 
the industry so far this year, there is 
a feeling of pessimism in the 
industry. As Khattar jokingly points 
out, "Being excited raises 
expectations. Doing well is to 
exceed expectations." ш 
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Chairman cum Managing Director's Speech 


| at the 49th Annual General Meeting held at Hyderabad оп 31st August, 2007 





Dear Shareholders 


It is with great pleasure that I welcome 
you to this 49th Annual General 
Meeting of your Company. I am grateful 
to you for making it convenient to 
attend the meeting. 


The Directors’ Report and the Audited 
‹ Statement of Accounts of the Company 
for the year 2006-07 and the notice to 
shareholders have been in your hands 
for some time; and, with your 
permission, I take them as read. 


The Nation and the Company 


Just a few days ago, we celebrated the 
sixty years of our Independence. In the 
six decades, India has transformed 
itself from a nascent independent but 

f frail country to a strong and self- 
supporting nation. There has been an 
all-round improvement in various 
sectors. 








. The green revolution has 
ensured enough food to eat. 
The white revolution has made 
it possible for hygienic and 
quality milk and other diary 
products to be widely 
available. Infrastructure is 
improving, paving the way for 
industrial development. 


Industrial development is the 
` growth engine of a nation. A 
_ broad-based infrastructure has 
` been built up in the country in 
= the sixty years 
Independence. The Railway 
line wound its way to 63,221 
route kms. The new roads laid 
stretched to about 33.8 lakh 
kms in 2004. Electricity 
generation has gone up to over 
63,000 lakh kwh. Progress is a 
continuous improvement. 


since 


Public Sector Genre 


Your Company, as part of India's public 
sector genre, is a change agent in this 
great mission. Coming into existence, 
as per the Industrial Policy Resolution 
of 1956, after a decade of our country 
gaining independence, your Company 
is entering its Golden Jubilee Year on 
15 November 2007. Over the years, it 
has grown from а  toddling 
organization, which depended on the 
Government for its subsistence till 
1989-90 in the form of equity capital, to 
stand on its own and be a company to 
reckon with. It now generates wealth 
through the production of raw 
materials, contributes to the domestic 
steel industry and economy, enriches 
the national exchequer, creates and 
sustains employment, takes care of the 


environment, plays its part in the uplift 
of the backward areas around its 
projects, and comes to the aid of the 
people in distress, like floods, 
earthquakes, etc. 


The Company's Splendour 


At the close of the financial year 
2006-07, the profile of your Company 
has developed to reflect the splendour 
of a notable company with turnover of 
Rs.4,186 crore; profit before tax of 
Rs.3,498 crore; dividends totalling to 
352%, ie, Rs.465 crore. It has set apart 
a sum of Rs.89 crore from its earnings 
of last financial year for discharging its 
Corporate Social Responsibility in the 
current year. 


The Company and the Indian Economy 


The importance of your Company in the 
Indian economy can be seen from its 
contribution: 


e It has enriched the Indian 
economy. So far your Company 
has earned foreign exchange to the 
tune of Rs.12,481 crore. It has paid 
about Rs.1,382 crore so far in the 
form of dividends on the 
Government's invest-ment of 
Rs.130.03 crore. It has consistently 
given direct employment to about 
6,000 persons. 


e It is the largest single Indian 
producer of iron ore, making a 
contribution of 15% to India's 
production for this year. 


e It has taken the responsibility of 
supplying principal raw mate-rial, 
ie, iron ore, to the major steel 
producers in the country in terms 
of the Government policies. 
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* Its pioneering exploration works 
have resulted in the establishment 
of other Public Sector Enterprises 
like Hindustan Copper Limited, 
Pyrites Phosphate & Chemicals Ltd 
(PPCL), and Kudremukh Iron Ore 
Co Ltd (KIOCL). Two of its iron ore 
mines, ie, Kiriburu and Meghaha- 
tuburu, were transferred to SAIL as 
captive mines. 


e Its mines and production 
processes are ISO-9000 certified to 
see that the customers get the right 
quality of product and to ensure 
that the scarce and non-renewable 
raw material is effectively 
conserved. 


* Environment Management has all 
along been as important as your 
Company's production plan. 
Getting ISO14001:2004 certification 
from Det Norske Veritas, an 
international certifying agency, for 
the major production projects of 
your Company is well in this 
direction. The commitment NMDC 
has made for itself is that, after 
mining, the area will be left a better 
forest than it was. The afforested 
areas in the mines stand testimony 
to this commitment. 


e From the year 1991-92, when 
NMDC began signing the MoU 
with the Government of India, it 
has been rated as ‘Excellent’ all 
through, except for two years, 
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1998-99 and 2003-04, when it could 
obtain ‘Very Good’. 


e The performance of NMDC has 
been watched by the analysts of 
industry. The Financial Express, in 
its May 2007 issue (FE-500), 
ranked NMDC as the FIRST in 
profitability 
companies) and 35th in the overall 
rank. In BS-1000 companies of 
Business Standard, NMDC was 
ranked as FIRST in Sector 
(Mineral) with a Super Rank at 
18th. 


(among Indian 


e In recognition of the performance 
of NMDC, Indian Institute of 
Industrial Engineering conferred on 
the company the prestigious IIIE 
Enterprise Excellence Award in 
May 2007. 


• The most significant recognition of 
performance and growth plan is the 
decision of the Government of 
India to confer the status of 
Navaratna on your Company. It is 
expected to be formally conferred 
very soon. 


Your Company has every reason to be 
a proud of being a successful 
organization standing tall in the Indian 
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economy. Success, of course, is a 
journey, not a desti-nation. Your 
Company has a long way ahead to 
garner many more laurels. ! 


Core Competency and Diversification 


The ever evolving economy demands 
that your Company should adopt 


suitable means to augment its core 
competency and diversify into value 
addition. I would like to touch upon 
the direction your Company is taking. 


As against the world production of 
iron ore of 1500 million tonnes 
in the financial year ended 


31 March 2007, India’s contribution 
was 176 million tonnes (11.76%). 
Your Company’s contribution was 
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Rupees in Crore 
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27.07 million tonnes, which accounts 
for 15.73% of India's production and 
1.896 of the world production. 


The world-wide trade of iron ore was 
about 768 million tonnes, against which 
the country's export was 93 million 
tonnes (12.196). With the objective of 
meeting the requirements of domestic Y 
customers, your Company's export was 
only 3.29 million tonnes (12.296 of 
production) during the year 2006-07. 
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The Government of Chhattisgarh has 
been encouraging entrepreneurs to 
enlarge the State's industrial base, 
especially the steel sector, which is 
very important to the development of 
other sectors. This has necessitated 
ensuring adequate iron ore supply to 
these steel plants. And to meet the iron 
ore demands of the Chhattisgarh based 
steel and sponge iron manufacturers, 


NMDC апа the Chhattisgarh 


Profit After Tax 
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Government have decided to develop 
Bailadila iron ore deposit no. 13 into a 
modern mine as a joint venture project 
with Chhattisgarh Mineral Development 
Corporation Ltd. The Shareholders’ & 
Joint Venture Agreement has since 
been signed, and the JV company will 
be incorporated shortly. 


In the year 2004, the proposal for broad 
gauge rail link to Rowghat-Bhilai and 
to Jagdalpur was reconsidered and the 
project has gained momentum with the 
Central and State Governments giving 
the necessary impetus. Accordingly, 
the first phase of the project, 
connecting Dalli-Rajhara and Rowghat 
is in advanced stage of starting the 
construction activities. For the second 
phase of the project, connecting 
Rowghat and Jagdalpur, land 
identification process has started. The 
revised MoU between the Railways, 
Y Government of Chhattisgarh, SAIL and 
NMDC is expected to be signed 
shortly. 


Your Company is now at crossroads. Its 








performance was excellent in iron ore. 
But in the changing business scenario, 
it has to get into value addition very 
seriously. For this purpose, your 
Company signed an MoU on 17th 
August 2007 with Steel Authority of 
India Limited and Rashtriya Ispat 
Nigam Limited to set up a 4-million 
tonne per annum integrated steel plant 
in Chhattisgarh, using the iron ore from 
Bailadila. 

The steel plants would require 
consistent supply of met coke to 
maintain production. As India does not 
have sufficient quantity of met coke, it 
has to be imported. It is in this context 
that your Company evinced interest in 
joining the Special Purpose Vehicle 
(SPV) being planned by SAIL, RINL, 
CIL and NTPC under the auspices of 
the Ministry of Steel, Government of 
India. The SPV would organize the 
whole process from looking for suitable 
coal properties abroad to making the 
coal available for use in the plants of 
the SPV members. 





Your Company has expanded its 
activities to foreign shores as well. In 
Tanzania the exploration for gold is 
progressing well. 


As part of looking for business 
opportunities in Africa, the NMDC 
team at Tanzania came across 
information about certain prospective 
mineral properties in the Kingdom of 
Lesotho in Africa. As the local laws 
there require that a company should be 
formed to hold mineral rights, it has 
been decided to form a subsidiary 
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company in the Kingdom of Lesotho. 
The Government of India has now 
conveyed its approval to our opening 
the office in Lesotho. This project is 
expected to take off shortly. 





The Corporate Social Responsibility 
(CSR) has now become a very common 
name in the industry today. However, 
the essence of CSR has been part of 
your Company's activities from the very 
inception. Initially, when the Company 
earned little or low levels of profit, the 
efforts were based on what your 
Company could afford. The activities 
were carried out under Community 
Development and 
Peripheral Development Programme. 
When its profit levels have gone up, 


Programme 


your Company has made it more 
streamlined. The funding has been 
increased from time to time. It has now 
been decided to set apart, exclusively 
for CSR, 5% of the Company's retained 
earnings. For the current year, the 
amount works out to Rs.89 crore. A 
sub-committee of Directors has been 
constituted to prepare a concept plan 
and draft guidelines for the CSR 
activities of your Company. In order to 
make the CSR activities more focused 
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and the benefits flowing from it make 
meaningful contribution to society, 
formation of a Trust is being 
considered. Thrust will be given in the 
areas of health, education, self 
employment, technical skills, social 
infrastructure, etc. 


Domestic Vs Export 
of Iron Ore (2006-07) 


8 Export Domestic 


The Set Back 


While all these commendable works are 
going on, there have been serious set 
backs in the Bailadila complex. On 
Ninth of February 2006, the extremists 
first attacked the Hiroli magazine of the 
Bailadila deposit-14 project, killing 
eight CISF personnel and injuring nine 














who were valiantly 
defending the magazine. 
Thereafter, there have 
been several attacks, some 
of which disrupted the 
production in the Bailadila 
sector very badly. The 
employees at Bailadila 
have borne the brunt of 
these attacks, patiently and carefully. 
They have put in their best to restore 
the plant in record time and make up 
for the shortfall in production. I take 
this opportunity to place on record the 
Management's appreciation of the 
good work done by the 
employees of Bailadila. On my 
behalf and on behalf of the 
Board of Directors of your 
Company, I wish to reassure you 
that all possible steps are being | _ 
taken to ensure that the Bailadila 
region and its surroundings are 
safe for the life of the employees 
and their families and the 
Company's properties. 


Perpetuity of Existence 


A Company is created for the 
perpetuity of its existence. The satisfied 
group of employees constitutes the 
backbone. It is they who shoulder the 
onerous responsibility of taking the 
Company forward. The synergy they 
create will help the Company to get 





over the stiff competition in the years 
to come. 


Looking Forward | 


I wrap up reflecting on the progress. In 
the six decades of Independence, India 
has advanced a great deal. In the five 
decades of growth, your Company has 
evolved into an organization that can 
stand on its own and surge ahead. 
Your Company, which has come up 
with better and better results, year after 
year, has great strengths. Building + 
upon it further, I am confident, your 
Company will be counted, before long, 
as an Indian multinational company. 





" x x 2? r 
The Management’s job is to see the 
Company not as it is but as it can 
become. Let us march forward with 
confidence and determination. 





Thank you and Jai Hind! 


m 


B. Ramesh Kumar ^ 
Chairman-cum-Managing Director 


National Mineral Development Corporation Limited 


(A Government of India Enterprise) 


Regd. Office : “Khanij Bhavan, 10-3-311/A, Castle Hills, Masab Tank, Hyderabad - 500 028. 
www.nmdc-india.com 


NMDC : Eco-friendly Miners to the Nation в - . 
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THE LAYMAN’ 
„„ВЕТІКЕМЕ 
ШЕ ` 


Your twilight years сап be a breeze if you use smart 
investing strategies that optimise your savings. AMAN MALIK 


5 THEY ENTER THE TWI- 
light years, the Khannas 
have earnestly started plan- 
ning for their post-retire- 
ment life. Corporate Head Ramesh 
Khanna, 58, (name changed) plans 
to retire by 2008, but with a current 
expense of around Rs 12 lakh, his 
corpus is a wee-bit short. To main- 
tain the same standard of living after 
apportioning adequate funds for his 
kids’ education, weddings and other 
contingency funds, the Khannas 
have to fill a need gap of Rs 70 
lakh, with a current corpus of just 
over Rs 3.4 crore. His financial plan- 
ner suggests that the Khannas slim 
down to a moderate profile from his 
current equity-heavy portfolio, 
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But for 55-year-old Venkat Rao 
(name changed), the goals are dif- 
ferent. With an annual family ex- 
pense of around Rs 3 lakh, this 
middle level employee with a pri- 
vate company plans to retire by 
2011. Rao wishes to maintain a 
similar standard of living. By that 
time, his planner reckons Rao will 
have to build a corpus of Rs 63.5 
lakh, excluding expenses on kids, a 
holiday home and a car. But to 
achieve his goals, Rao needs to 
bridge a gap of Rs 22 lakh. As Rao 
currently has a debt-heavy port- 
folio, his financial advisor has told 
him to invest aggressively till 2011. 

Asset managers and financial 
planners suggest your planning for 


your post-retirement years should 
be goal-based. If you are near re- 
tirement, you have to decide on 
the kind of lifestyle you wish to 
maintain, what it will cost you at 
today’s prices and if you are re- 
tiring at 60, extrapolate the same 
for a 25-year period, taking infla- 
tion into account. Separate provi- 
sions have to be made for de- 
pendents (children, spouse and 
parents) and their financial re- 
quirements. Since each individual’s 
needs are different, essentially the 
rule of thumb does not apply. 
“There are many variables to con- 
sider in retirement planning and 
each individual has different goals 
and aspirations,” says Viraj 
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FOTOCORP 


THE PRE-RETIREMENT PRIMER HOW MUCH YOU NEED 


Get a handle on the things you need to do before you retire. Set pre-determined targets for the corpus you 


Living standards: Work out the standard of living you'd like to maintain after nme 
retirement. You also have to factor the impact of inflation on your living costs. The Retirement income of Rs 3 lakh per annum 


longer you live, the more it will cost to maintain a similar lifestyle Your required corpus: Rs 40 lakh 

Set a target: Calculate the income you will require after retirement to maintain your "Ifyou retire after 10 years; adjusting inflation at 5% 
lifestyle. Your total corpus should be at least 20 times the income required Your required corpus: Rs 65 lakh 

More sources: Include provident funds and gratuities in your target. Any shortfall in mf you retire after 20 years; adjusting inflation at 5% 
the target corpus should be met by a well-planned savings strategy Your required corpus: Rs 1.06 crore 


Factor in variables: Address issues of children (marriage, college, etc.), parents Retirement income of Rs 5 lakh per annum 
(medical) and any other financial liabilities that you may have. Keep these accounts Your required corpus: Rs 60 lakh 
separate from your retirement account mf you retire after 10 years; adjusting inflation at 5% 


Your required corpus: Rs 1.06 crore 
POST-RETIREMENT INVESTING STRATEGIES ul you retire after 20 years; adjusting ination at 5% 


The living years: Financial planners usually account for a life spanning till 80-85 Your required corpus Rs 1.72 crore 
years. You have to plan for an income for 20-25 years if you retire at 60 Retirement income of Rs 10 lakh per annum 
The basic income: You will require about 80 per cent of your final working year's in- Your required corpus: Rs 1.3 crore 


come in your post-retirement years, if you want to maintain a similar lifestyle. You may . Y ing intel 
want to decrease it, but you will have to cut back on some expenses ет basia gop op ts «5% 


The balance sheet: The income required in the first 10 of your post-retirement years . TP Re 
should be generated from debt and liquid investments. After the age of 70, since you have Л ae АЫ 
taken care of immediate liquidity, invest in equities. Long-term investing in equities is less risky жн oie 


Ghatalia of IL&FS Investsmart. “So, 
it is difficult to lay down a 
thumb rule.” 

Should your investments, there- 
fore, be risk-averse or should you 
adopt an aggressive approach? Says 
Ghatalia: “Irrespective of whether 
you adopt a conservative, moderate 
or aggressive portfolio, you should 
beat inflation by at least a couple of 
percentage points.” In other words, 
at current rates of inflation, you 
should aim for a minimum growth 
of 8-9 per cent. 


The Allocation 

Asset allocations differ between 
individuals according to their risk 
appetites and comfort levels with 
volatility. Broadly, however, allo- 
cate fund to equity from your cor- 
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Viraj Ghatalia/ IL&FS Investsmart Himanshu Kohli/ Client Associates pus depending on the liquidity you 
у y im) à desire. Financial planners suggest 

There are many variables to Appreciation in returns duringthe thar even after retirement, about 
consider іп retirement planning. ^ first 10 years should be covered by — 35.55 per cent of your corpus can 
So, it is difficult to lay down debt instruments, in the remaining ^ be allocated to equity. If you are re- 
a thumb rule 15 by equity-based instruments tiring with a substantially large 
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RACHIT GOSWAMI 





THE Rs 25-30 LAKH RETIREE 


THE Rs 50 LAKH-2 CRORE RETIREE 


THE Rs 2-4 CRORE RETIREE 





The target audience: Bureaucrats and lower- 
middle management employees 

The investing game plan: Invest about 55-60 
per cent in debt-based instruments for the first 
10 years 

The income: Rs 10,000 per month (pre-tax 

8 per cent per annum) from debt corpus of 

Rs 18 lakh. Allocate more to debt for 

additional income 


THE INVESTMENT LIST 





Kartik Jhaveri/ Transcend Consulting 


“People look for safety of capital, 
in bonds and FDs, but they ignore 
the fact that there is an opportu- 
nity cost to locking your money” 
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` The target audience: Senior government and 
private sector employees 

The investing game plan: Invest about 60-70 
| per cent іп equity-based instruments, and 

, 30-40 per cent in debt 

The income: Rs 26,667 per month (pre-tax 

8 per cent per annum) on debt investments of 
Rs 40 lakh. Equity returns to boost income. Tap 
corpus occasionally 

| THE INVESTMENT LIST 








corpus and have benefits like pen- 
sion, stock options and residential 
or commercial property that can 
generate rental income, your equity 
component can be as high as 80 or 
90 per cent. 

*You should ensure that after 
retirement, the appreciation in re- 
turns during the first 10 years is 
covered by debt instruments and 
in the remaining 15 years by eq- 
uity-based instruments, which of- 
fer high returns in the long-term," 
says Himanshu Kohli of Client 
Associates Private Wealth 
Management. While investing in 
equities, ideally take the mutual 
fund route. Agrees Surya Bhatia, 
Certified Financial Planner, Asset 
Managers, but adds: *Over-diver- 
sification is harmful. Moreover, 
take a long-term perspective while 
investing in mutual funds." 

Within the equity segment, you 
can invest up to half the amount in 
mutual funds and the balance in 
systematic investment plans or SIPs 
to hedge against market volatility. 
Another strategy is to apportion 


The target audience: Top management 
executives and business owners 


The investing game plan: Invest almost all 
your money in equity-based instruments, and, 
say, 10 per cent in debt 

The income: Rs 20,000 per month from debt 
investments (pre-tax 8 per cent per annum) on 
debt investment of Rs 30 lakh. Tap corpus as 
per needs 


THE INVESTMENT LIST 
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EQUITY (funds/stocks) 


30-40 per cent of the equity com- 
ponent to large cap and diversified 
funds (growth options) and the re- 
mainder between small-cap funds 
and overseas funds. 

Planners advise against investing 
too much in the 8 per cent (tax- 
able) Government of India bonds 
or fixed deposits as they offer no 
liquidity and are tax-inefficient. 
“While investing in bonds and 
fixed deposits, people look for 
safety of capital, but they ignore 
the fact that there is an opportunity 
cost to locking your money up,” 
says Kartik Jhaveri, Director, 
Transcend Consulting. So, while 
40 per cent of the debt portion 
can be divided into short-term 
fixed maturity plans (FMPs), which 
have seen post-tax annualised re- 
turns of about 8.75 per cent and 
senior citizen bonds that offer 9.5 
per cent taxable returns, a similar 
portion can go into arbitrage funds 
and liquid funds. Also, consider 
instruments like public provident 
fund (PPF) that offer 8 per cent tax- 
free returns. 
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From local to global. 

We have completed 50 years of supporting 

Indian exporters to go further. Now it's your turn. 

For the last 5 decades, it has been our mission to 

encourage Indian exporters to venture into emerging markets 
Ecac RN with cost-effective insurance and services. And the years 

ahead will be no different. If you’ve the will to export, 

we'll cover the risk. Call us today and start thinking global. 


KD 


^ 


ISO 9001: 2000 Certified G 
(For Head Office and 47 Branches) E C C 
(А Government of India Enterprise] 
Insurance is the subject matter of solichation. You focus on exports. We cover the risks. 


Export Credit Guarantee Corporation of India Ltd. 
Express Towers, 10th Floor, Nariman Point, Mumbai 400 021, India 
T Tel: (022) 6659 0500-10 * Fax: (022) 6659 0517 * Toll-free: 1-800-224500 * e-mail mg@ecgc.in * Visit us at: www.ecac.in 


Mumbai: (022) 26571993 * Chennai: (044) 28491017 * Bangalore: (080) 25582576 * Kolkata: (033) 22822218 * Delhi: (011) 41506409 
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In the Yonder Years 


Get that retirement income through pension solutions 
that make earnings hassle-free. NITYA VARADARAJAN 


ILL ABOUT 2001, LIFE INSUR- 
| ance Corporation of India 
had a pension plan with tons 
of benefits for retirees. Jeevan 
Suraksha offered guaranteed re- 
turns as pension, reducing the *un- 
certainty' of income in an other- 
wise uncertain period of one's life. 
The returns were attractive com- 
pared to the premiums paid. But 
private insurers entered the fray 
and objected to this ‘certainty’ in 
payment and changed the rules of 
the game. Today, no insurer offers 
any guarantee of returns on a corpus 
build-up for annuity or recurring 
income after retirement. 

Now, what are your options 
when going for a pension plan for 
income in retirement? Mutual funds 
and life insurers offer pension plans, 
but the latter dominate the pension 
market. Life insurers offer ULIP op- 
tions in pension as also traditional 
plans. The latter guarantee addi- 
tions to the premium with bonuses 
added—that accumulates over time. 
This corpus can be used to purchase 


Choose the right pension plan: And you will enjoy your retired life for sure 


an annuity. This accumulation at- 
tracts some tax benefits, but the 
pension paid (monthly, quarterly, 
half-yearly or yearly) thereafter is a 
taxable income. On a life annuity 
which does not provide benefits for 
survivors, there is no tax on the 
principal payment but only on the 
interest portion. Pension plans have 
a fixed premium payment term, 


DIG THE RIGHT FOUNDATION 


And there are pension plans—what do you want? 


= Annuity for life: This combines a part of the invested principle, along with a 
percentage of the returns on it (like the EMI you pay up in a house loan) as 
pension for life, The incomes terminate with death 


= Annuity for life with guarantee period: Here you determine the period you 
wish to receive a fixed annuity—10, 15, 20 years—irrespective of the fact 
that you survive or not; after which if you survive, the annuity continues for 


as long as you live 


a Joint life and last survivor annuity: After the death of the pensioner, the 
spouse continues to get the annuity, but it is reduced by 50 per cent. Some 
insurance companies, however, give the full pension 

a Life annuity with return of purchase price: After death, the entire capital or 
corpus you paid for the retirement income is returned back to the survivor 


a Life annuity with annuities increasing: Helps if you want your income to 
increase in the later stages of your retirement. The annuity increases at a 


simple rate, usually 3 per cent 
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which if not paid could terminate the 
plan. But there is comfort as tradi- 
tional pension plans have a surrender 
value after a few years. 

The corpus build-up in tradi- 
tional plans are modest. These plans 
invest in the safest of instruments 
and, therefore, the corpus grows 
at around the market rate of inter- 
est, which is around 8 per cent cur- 
rently. These plans also come with 
an insurance component—though 
one need not opt for it thereby al- 
locating more funds for the actual 
pension. From the fund accumu- 
lated, one can buy an annuity from 
any IRDA-certified provider. Current 
annuity rates are around 7 per cent. 
Both Prudential icici and LIC give 
similar annuities in terms of returns, 
but there are others who give less, so 
check the prevailing annuity rates by 
various insurers to maximise your 
income. Apart from the traditional 
plans, unit-linked pension plans 
have gained popularity over the last 
few years. These plans invest in eq- 
uity and debt and have a lock-in 
period of three years. 


IREDA is committed to 


sustainable development 


through alternative energy 








The IREDA advantages 


* Interest rate as low as 9.75% 





* Repayment period up to 10 years 
* Commissioned projects also eligible * 


Come to IREDA with your concept & project and 
get it financed for a cleaner and brighter future. 


^Conditions apply 


Indian Renewable Energy Development Agency Limited 


| E. (A Govemment of Indía Enterprise) 
India Habitat Centre Complex, Core-4A, East Court, 1st Floor, Lodi Road, New Delhi-110003 (INDIA) 


Tei : 18001801351, 18001801350 (Toll Free) Fax : 91-11-24682202 
E-Mail : wind@iredaltd.com Website : www.iredaltd.com 
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Link it to Units 

Unit-linked plans have gained pop- 
ularity over the last few years, thanks 
to a bull market trend. In a ULIP 
plan, the entire risk of capital growth 
or erosion vests with the pen- 
sioner—there are no guaranteed ad- 
ditions per Rs 1,000 as in a tradi- 
tional plan. Charges in a unit-linked 
plan are similar to a traditional plan 
and cannot exceed 7.5 per cent for 
the first year. Agency commission is 
low (around 2 per cent) and, there- 
fore, unlike insurance, pension poli- 
cies just do not get sold. You have to 
do your homework. 

Choose a pension plan with 
care. If you feel the need to monitor 
a fund, you can choose a unit-linked 
pension plan. A traditional plan 
need not be monitored. Unit-linked 
pension plans allow you to choose 
your investment risk. If retirement is 
some miles away, investors can opt 
for an aggressive portfolio and vice 
versa. Returns depend on market 
conditions. In a unit-linked plan, 
for example, a balanced fund—with 
high rated securities and equity— 
could build you a corpus with re- 
turns compounded at about 8-10 
per cent. But this does not include 
the fund management fee of 1.5 
per cent every year which becomes 
substantial in a growing corpus. 

There is an option to withdraw 
before maturity, but that defeats 
the objective of a pension. Once it is 
allowed to mature, about 25 per 
cent can be withdrawn while the 
rest has to be compulsorily vested 
with an annuity plan provided by 
any IRDA-certified provider. Today, 
there are many offering annuity 
products—icict Prudential, HDFC, 
LIC, Max New York Life, etc. 


Mutual Terms 

Mutual funds offer pension prod- 
ucts and they also offer a tax ad- 
vantage—long-term capital gains 
tax during redemption is lower than 
the regular income tax. Post matu- 
rity, dividends (in lieu of annuity) 
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PAY AND GAIN UNITS 


How unit-linked pension plans compare with traditional options. 


UNIT PLANS 

The Corpus Accumulation 

Corpus gets built-in units of 

mutual funds 

The Plan Basics 

Your premium gets invested in units at the 
prevailing price, and you can opt for a choice 
of funds typically with a debt component 
Management Charge(s) 

Increases as corpus increases 


Other Expenses 

Overhead charges capped to 7.5 per cent the 
first year, and 2 per cent thereon 

Life Cover 

Can opt for a life cover 


Corpus is built with guaranteed additions, 
reversionary bonuses, and terminal bonus 


Invested more into debt than equity, therefore, 
returns usually work out to returns from debt 
instruments, which is around 8 per cent now 


No fund management charge 


Same as in ULIP 


Can opt for a life cover 


MUTUAL BENEFIT 


Funds too provide for that much-needed income in your twilight years. 
= They invest up to 60 per cent in high grade debt and the rest in equity — 


= There are entry charges of 2.25 per cent and stiff exit loads—varies. 
between 3 and 10 per cent on the amount of premium and number of 
years paid up. No exit loads are levied if amount is withdrawn during maturity 





= Both growth options and dividend options are available. Dividends are 
ploughed back to purchase more units. Some like UTI may give bonus 


units too 


= After maturity, the amount can be withdrawn systematically; one can opt 
for dividends only as annuity or a combination of both as long as the 
accumulated corpus lasts. Remember, dividends are net of tax and on the 
face value of Rs 10. There is also a fund management fee 





w Unlike a ULIP, you need not purchase an annuity product from an. 
insurance company after maturity. But check out on the returns track 


record of the fund house 


are net of tax. It also allows you 
to monitor your accumulation on a 
regular basis. The entry load is be- 
tween 1.5 and 2.25 per cent, but the 
exit load, if it's before maturity, is 
substantial. For example, in 
Templeton India's retirement plan, 
the exit load is as much as 10 per 
cent if the amount invested is less 
than Rs 10,000 and 3 per cent if the 
amount is greater than Rs 10,000. 
Urt offers lower exit rates—it is 1 
per cent after three years and 5 per 
cent if under one year. 

One can build a corpus through 
Public Provident Fund, which is 
again tax-free in the accumulation 
stage as well as the withdrawal stage. 


This can be used to purchase an 
annuity pension plan to get a regu- 
lar pension. It is just that the inter- 
est is taxed at the regular slab rates 
applicable. Banks manage funds far 
more cheaply and efficiently than in- 
surance companies or mutual funds 
for corpus build-up and the returns 
on fixed deposits offer a cushion 
of safety and predictability. 

One has to carefully decide one's 
options before choosing annuity 
products which are structured in 
different ways. Therefore, depend- 
ing on your needs, you can opt for 
a pension plan. All the effort will be 
worth it and it will ensure you a 
happy and hassle-free retirement. 
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To Shop or Not? 


t's rapidly i sj die floor space, but will the retail sector's 
iria translate into shareholder returns? KRISHNA GOPALAN 





HEN RELIANCE INDUSTRIES 
Chairman Mukesh 
Ambani addressed his 


shareholders at the company's an- 
nual general meeting (AGM) in June 
last year, the title of his speech was 
simple, yet telling—“Embarking on 
a Retail Revolution." Ambani out- 
lined detailed plans for the retail 
sector, but what stood out was the 
size of his investment: a stagger- 
ing Rs 25,000 crore and counting, 
with employment for over half a 
million Indians. 

For long, there were talks of 
big names entering the sector, but 
now the ground level retail jug- 
gernaut is rolling. Reliance 
Retail—this is the company that is 
spearheading the project—has 
rolled out over 300 stores in vari- 
ous formats among which are gro- 
ceries, consumer electronics and 
the most recent being that of hy- 
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About 3 per cent of the total Indian retail comes from the organised 
sector and its value is barely Rs 30,000 crore. There's potential for 
the sector, but it requires equally huge investments 


permarkets. The Av Birla Group 
launched its *More" brand of su- 
permarkets in June this year while 
the Bharti-Walmart alliance is 
slowly unfurling its foray into re- 
tailing and is expected to make a 
splash soon. 


Reserve Stock 
But before taking the plunge into 
the sector, take a good, close look at 
the numbers. About 3 per cent of 
the total Indian retail comes from 
the organised sector and its value is 
barely Rs 30,000 crore. There's po- 
tential for the sector, but it requires 
equally huge investments. And it 
will take time to pay off. 

As of now, the number of listed 


companies is small in number. 
Pantaloon Retail, Trent and 
Shoppers' Stop are the more promi- 
nent names which have enjoyed 
impressive valuations. For exam- 
ple, Shoppers’ Stop's 12-month 
trailing P-E stands at a huge 
86.2. Market observers often de- 
scribe these numbers on account 
of a paucity of traded stocks. 
There's not much for investors to 
choose from. The scenario is simi- 
lar to that of wireless telecom sec- 
tor that till about two years back 
had only Bharti Airtel as a listed 
stock. That has changed to now 
include Idea Cellular, Spice and 
Reliance Communications. 

A recent report on the Indian 


INYASOO LIHOVM 
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retail sector by First Global, a 
` research and brokerage outfit, says 
that the pace and size of the ex- 
pansion plans of some of the players 
are a cause of concern. Bharti-Wal 
Mart, according to the report, will 
invest Rs 30,000 crore while the 
AV Birla Group will put in 
Rs 15,000 crore. “This level of 
competition would be a dampener 
for profits and return ratios,” adds 
the report. 
<: Evidently, this is not an easy 
_ Sector to be in. It's a high volume 
_ business but the margins are wafer- 
o thin. If volumes are low, the return 
on investment and the ability 
to recover fixed costs and break- 
even levels get hard to attain. “We 
got into the business in 1999 and 


spent in learning the business,” 
. explains Nandan Piramal, Vice- 
- Chairman and Executive Director, 

a | Retail. ео to him, 







per cent. “What has bos encour- 


the consumers where levels of 
“s _ Spending have increased sharply,” 
-< adds Piramal. 


The Right Price 
The game is all about valuations 
and it is anything but easy to take 
thar judgment call on any stock. 
aluations in the sector will de- 
| on the number of stores and 
E real estate costs. This is a low mar- 
ness where high volumes 
ssary," points out Pinaki 
shra, Partner, Ernst & 
estors need to assess the 
costs, which is a major 
те. The logic: escalating costs of 
property take up a large propor- 
tion of the cost and so there’s a 
need to maintain a tight control on 
other costs. As selling prices are 
fixed, the smallest of increases in 

costs is a concern. 
Piramal, while declining to out- 
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THE VALUE HUNT | 
There's potential in the sector, but selectively. - 








line investment projections, 
elaborates on how expensive it gets. 
“For our Piramyd stores, which are 
about 60,000 sq. ft in size, the in- 
vestment required will be about 
Rs 1,300-1,400 per square foot. In 
the Trumart format, which is 
around 5,000 sq. ft, an investment 
of Rs 1,000 per square foot is re- 
quired,” he states. The expansion 
plans are impressive with retail 
space doubling every year. From 
500,000 sq. ft, it will increase to a 


provogue | 


Set 11,07 „ 


million sq. ft over the next one 
year. 

As the sector is still in the in- 
vestment stage, it is mandatory for 
investors to take a long-term view. 
Companies are investing in new 
properties. This entails huge capi- 
tal requirements, and so in the 
short run these expenses tend to 
weigh on the profit and loss ac- 
count. On the other hand, foot- 
falls take a while to increase and, 
therefore, sales stagger in the initial 
years. Research houses are con- 
cerned about this massive capex 
plan. "As per our estimates, there is 
a significant mismatch between the 
pace of such massive investments 
and the expected growth in de- 
mand till 2011. There are very 
bleak chances of the retail com- 
panies generating a reasonable re- 
turn for the investors," states First 
Global's report. 

As of now, among the handful 
of companies, only a few seem to 
have value written in them. One 
must take care to invest in the com- 
panies that have a sustainable busi- 
ness model and which can raise re- 
sources for expansion and invest- 
ments easily. Another thing is that 
investors must have a long-term 
horizon as the fruits of the invest- 
ment in the sector will reflect in 
time. But India's changing demog- 
raphy with rising purchasing power 
2 leaves some room for comfort in 
= the valuations. 
= Аз more companies get listed, 

investors will have a choice in the 
sector. In the event of high multi- 
ples not delivering value for the 
investors, things could only get 
tougher for those looking to raise 
money. Clearly, the story of Indian 
retail is not about the willingness 
of the consumer to spend, but de- 
pends on more serious issues like 
real estate costs and providing 
high-quality products. But if you 
are looking for bargains in the 


retail space, there’s hardly any - 


right now. 
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The Millionaire’s Secrets 


The wealthy are upping their spending and investing 
ante, what can you learn? sHALINI s. DAGAR 


NPRECEDENTED WEALTH 
| creation in the last few years 

has not just pushed up the 
number of wealthy individuals in 
India, but it has managed to change 
some of the consuming and invest- 
ing behaviour of this privileged and 
distinguished lot. Like in any ge- 
ography, breaking into the wealth 
club is difficult. But once there, it be- 
comes a different world. The con- 
sumption patterns have changed 
noticeably from the ubiquitous pres- 
ence of global luxury brands in 
India, be it cars, holidays or fashion 
brands. However, more subtle 
changes are taking place as to where 
the rich park their wealth. And 
nowhere can there be a better evi- 
dence than in the rising number of 
wealth management experts—vir- 
tually all the financial services firms 
are pitching for wealth manage- 
ment services. 

The millionaire’s list in India is 
growing. According to CapGemini- 
Merrill Lynch Wealth Report 2007, 
the number of High Net Worth 
Individuals (HNWis)—those having 
an investible surplus of over $1 mil- 
lion (Rs 4.1 crore)—rose by 20.5 
per cent in India from 83,000 to 
100,000 in 2006. The wealth cre- 
ation spree is only likely to con- 
tinue. Last year, Barclays Capital 
had estimated that India’s wealth 
market will be growing at least 15 
per cent a year in the following 
three years with assets under 
management hitting $256 billion 
(Rs 10,49,600 crore). 


A Well-heeled Makeover 


It’s not just that their numbers are 
rising; the nouveau rich are join- 
ing the wealth club from wide rang- 
ing mix of people. 

“The conventional mix was 
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trepreneurs running their businesses, 
those who have sold stakes in their 
companies and employees with em- 
ployee stock options.” 

That happened on the back of 
stupendous appreciation in the cap- 
ital market. Anup Bagchi, Head 
(Global Private Banking), ICICI Bank, 
believes that the sheer momentum of 
re-rating that happens on equity di- 
lution through public offer has lit- 
erally changed the fortunes of many 
promoters. And that has also bene- 
fitted the employees who have an 
ESOPs-linked package. While earlier 
stock options were pretty much re- 
stricted to IT companies, their spread 
over the past few years has increased 
to other sectors. 

The uber-rich are also getting 
younger. “On an average, the age of 
the HNWI client has declined. It is 
not surprising to find someone in 
their early 30s, whereas earlier it 
would mostly be 
people who were p 
older,” says Amit | _ 
Sarup, Head f 
(Wealth Mana- 
gement), Rel- 
igare Enter- 


IWYMSO9 HSIWN 


ICICI's Bagchi: Now, HNWIs take risks 


THEN AND NOW 


How the rich earn and how they invest. 


= Profile: Large business families 
have now been supplemented by 
ESOP professionals, entrepreneurs 
who sold stakes; more from 
smaller towns, younger 

= Assets: Moving from tangible 
assets to financial assets 

и Emerging asset classes: Private 
equity, art, commodities 


made up of tradi- 
tionally wealthy, 
large business own- 
ers, professionals and 
senior managers in 
large corporate 
houses," says Sharad 
Sharma, Head (Private 
Banking), BNP Paribas 
India, adding, *Now, 
there is an emergence 
of first generation en- 





prises. Moreo- 
ver, as Harpreet 
Singh, Business 
Director (Wea- 
Ith Manage- 
ment), Cent- 
urion Bank of 
Punjab, points 
out: “The wea- 
Ith creation in 
Tier II and 






















Tier III cities is also quite 
dramatic.” That has been 
small but a change, never- 
theless, from the mainly 
metro geographic skew of 
great wealth. 


Rich Dad's Investing 
Mind 

The rich are also changing 
their investment patterns. 
Earlier, the predominant 
investment behaviour of 
HNWIs was risk-averse. The 
traditional portfolio was 
largely made of cash, fixed 
income instruments cou- 
pled with some small slivers 
of equity. This was, of 
course, after real estate in- 
vestments. The instinct was 
largely to preserve accu- 
mulated wealth. “Earlier, the in- 
vestors were a lot more cash- and 
real estate-centric. People have ob- 
viously moved away from that,” 
says Rahul Malhotra, Managing 
Director (Global Private Client), 
Merrill Lynch Bank. 

Malhotra has seen the propor- 
tion of fixed income assets in the 
overall portfolio decline from 60-70 
per cent to just around 40 per cent 
over the years. The rising gener- 
ation of wealthy is amenable to 
higher risk and, therefore, 
higher return investments. Note 
the rise of different classes of 
equity investments 
in India in the past 
few years—from 
private equity 
and venture 
funding to in- 
novative struc- 
tures in mutual 
funds. “Many 
of these HNWIs 
are younger 
than the earlier 
generation of 


BNP's Sharma: It's 
all about investments 


Growth over 
previous year 


— _. 
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Wealth of the Nation 


The number of nouveau rich Indians is on the rise. 


83 


Growth over 
previous year 







46.7% 
40% 











2006 


HNWis and since they have a longer 
time to remain invested, they are 
more willing to take risks. They are 
also more confident about future 
incomes,” says Bagchi. 

The mantra has changed from 
preserving wealth to enhancing 
wealth. “Also, as surplus funds get 
larger, the ability to opt for higher- 
risk, higher-return investments im- 
proves,” says Jaipdeep 

Hansraj, Business Head, 
Kotak Wealth 
Management. In the 
last year, new products 
such as gold exchange 
traded funds have been 
introduced, Futures and 
commodities, bullion 
are common lingo in 
the rich club. 

This is not to say 
that the capital 
preservation is out. 
The higher-risk ap- 

petite coupled 
with a require- 
ment to preserve 
wealth has led to 
the rise of struc- 
tured products, 
some of which 









Source: Merrill Lynch 


are capital-protected. They 
offer wealth preservation 
with some equity-like up- 
sides. They are often tai- 
lor-made to suit the re- 
quirements of the big in- 
vestors. Hansraj says that 
such structured products 
have risen fast in popular- 
ity in the last six-to-12 
months. He says that 
around 15-20 per cent of 
the total assets under man- 
agement are flowing into 
such products. *These are 
typically investors who are 
not happy with the 
returns from their fixed 
income portfolio." Kotak 
manages some Rs 10,000 
crore of funds spread over 
3,500 families. 

The HNWI investor is now also 
keen to form a broad-based and as- 
set-diversified portfolio. While some 
of that emerges in trends such as 
art or wine funds, another manner 
of diversification is overseas invest- 
ments through the possibility to in- 
vest $100,000 (Rs 41 lakh) every 
year directly in assets abroad as al- 
lowed by the RBI, or to invest via mu- 
tual funds, which is why there's a 
plethora of new mutual funds with 
overseas investing themes. “There is 
a growing appetite and acceptance 
for investment (directly or through 
investment vehicles) into real estate 
and more exotic asset classes such as 
art and wines. However, these form 
a small part of their overall portfo- 
lio,” says Sharma. 

However, much of the invest- 
ment avenues are still clogged due to 
regulatory uncertainties. This is ev- 
ident from the fact that interest in 
real estate is high as indicated by 
private equity play in real estate, 
but REITs as a product category has 
yet to happen, ditto for products 
such as forex or commodity deriva- 
tives. When the barriers come down, 
the avenues for HNWI investors will 
only balloon. 


100 
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NEWS ROUND-UP 


Taking a Bow 


Home loan interest rates are down some points this season. 


It is time to make your move. NITYA VARADARAJAN 


HE PARTY BELLS ARE RINGING 
| for the home loan borrower. 
After three years of rate in- 
creases, a slew of banks have 
started offering discounts on lend- 
ing rates for fresh home loans. 
While existing borrowers will not 
see a rate reduction, new borrow- 
ers will get better rates. For this 
season, HDFC has cut its floating 
rate by 0.25 per cent to 11 per 
cent, while Bank of Baroda slashed 
its rate by 50 basis points to 11 
per cent for loans up to Rs 20 lakh 
and 11.25 per cent for loans over 
Rs 20 lakh. Many banks are likely 
to announce festive discounts as 
abundant liquidity has seen bank 
flush with funds. 

During festive seasons, banks 
usually announce special schemes 
to attract more borrowers. “This is 
generally a yearly phenomenon at 
the beginning of the festival sea- 
son,” says Mukund Hari Jachak, 
Head (Retail Cell), Bank of Baroda, 
Chennai. The liquidity crunch has 
eased a bit which has helped banks 
offer lower rates. Besides, some 
discount schemes are unique. State 
Bank of India has a policy of of- 
fering discounts on housing loans 
on certain dates. 

For now, the existing borrower 
is not likely to see a rate cut any- 
time soon. Over the last three 
years, the cost of funds for banks 
increased with the increase in 
the interest rates in the economy. 
It will take at least another two 
or three months for benchmark 
rates to ease, if the liquidity sce- 
nario improves, for existing bor- 
rowers to benefit. 

Another reason for the easing 
of rates, reckons Jachak, is the 
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After three years of rate increases, a slew of banks have started offering 
discounts on lending rates for fresh home loans. While the existing bor- 
rowers will not see a rate reduction, new borrowers will get better rates 


slowdown in industrial output, 
which had dipped in July. If 
this becomes a cause for concern 
for the government, then interest 
rates could ease for SMEs and, sub- 
sequently, for retail loans, too. 
“The home loan portfolio is the 
cheapest and a reduction in the 
prime lending rate will benefit ex- 


A DIP IN TIME 


m Banks are offering festive discounts 
to new home loan borrowers 

m The discounts range from 25 to 100 
basis points depending on the bank 
and borrower 

m Existing home loan borrowers still 
continue at old rates 

m lf the rates in the economy come down, 
existing borrowers could benefit 


isting borrowers eventually. There 
is a likelihood of a 25 basis points 
reduction by December," 
says Jachak. 

Fixed rate loans, it may be 
noted, are 100 basis points higher 
than floating rates. Fixed rates 
have climbed to 13.5 per cent (for 
a 15-year loan) and have again 
come down by 100 basis points. 
But the rates are still not as low as 
they were in June 2006. 

Should you opt for fixed rates? 
Not at all, the markets are still 
volatile, says Jachak. Eventually, 
home loan rates will come down to 
what it was 14 months ago, 
but one has to be patient and 
catch this cycle and enter at the 
right time for fixed rates. For now, 
the floating rate loan is still the 
best option. 
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NEWS ROUND-UP 


The Gilt Edge 


Gold prices are firming up, making the yellow metal an attractive portfolio diversifier. 


CLIFFORD ALVARES 


HE GLITTER IS BACK IN GOLD. 
| After peaking in May 2006, 
when the international gold 
price touched $725 (Rs 32,625) 
per ounce, prices tumbled below 
$600 (Rs 27,000) levels in June 
2006. Since then, the gold price 
movement has been patchy and 
sideways. But lately, international 
gold prices have started firming 
up—it’s over the $700 
(Rs 28,700) level and is currently 
ruling at $706 (Rs 28,946). And 
going by the signs in the interna- 
tional market, gold appears set 
for golden times. 

The reasons are many. Gold has 
been a classic hedge in the inter- 
national market against the us dol- 
lar. With the dollar weakening and 
with growth slowing down in the 
Us, investors are flocking back to 
gold. Besides, the recently gold ex- 
change traded funds has also 





Bullish on Gold 
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propped up demand for gold. Says 
Sandesh Kirkire, CEO, Kotak 
Mutual Fund, which recently 
launched the Kotak Gold ETF: “I 
believe when the reserve currency 
of the world is under pressure, the 
next asset to invest in is gold.” Oil 
has increased to an all-time high 
and is currently trading at $77.7 
(Rs 3,185.7) adding further un- 
certainty in the market. At such 
times, investors fall back on the 


Gold has been a classic hedge in the international market against the 
US dollar. With the dollar weakening and with pw slowing down 
in America, investors are flocking back to gol 


traditional yellow metal. Says Tejas 
Parekh, Senior Research Analyst, 
Motilal Oswal Commodities: “I 
am bullish on gold. There are many 
triggers—the dollar’s weakness, 
firm crude oil prices—so I see gold 
prices rising up to $735 
(Rs 30,135) in the short term.” 

On the other hand, international 
gold supply has been tight with 
geopolitical and practical difficulties 
in mining gold. Miners usually 
hedge their position, but this year, 
there as been a record de-hedging. 
Says Parekh: “Producers have de- 
hedged their investments on ex- 
pectations of a better price.” 

Investing in gold has other ben- 
efits, too. It does not move in tan- 
dem with the equity or debt markets 
and, hence, it provides an attrac- 
tive diversification for investors. 
Besides, gold is extremely liquid, is 
internationally acceptable and it 
does not require active manage- 
ment. Gold also does not see-saw 
wildly like the volatile stock market 
and, therefore, helps reduce the 
overall volatility of any individual 
portfolio. 

Ever since gold ETFs were in- 
troduced in February 2007, they 
have made it easier to buy gold 
and investors can make direct mar- 
ket purchases from the stock mar- 
ket. The funds have increased to a 
size of about Rs 300 crore and 
Kirkire feels it will increase as 
“India is the largest consumer of 
gold and with an ETF, one gets the 
highest purity of gold without the 
issue of custody.” With such pos- 
itive cues, investors can put about 
5 per cent of their funds in either 
gold ETFs or bars to add some 
shine to their portfolios. 
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NEWS ROUND-UP 


Back in the Reckoning 


The market has bounced back nicely, but caution still rules the air. CLIFFORD ALVARES 


ESPITE GLOBAL RISK APPETITE 
Der off and the sub- 

prime concerns unnerving 
the world’s stock markets, the 
Indian market has shown a sturdy 
resilience and has been steadily 
gaining ground. After markets tum- 
bled in July-August, the Sensex 
scaled back much of its loss—it’s 
merely 265 points away from its all 
time July 24 high of 15,868.85 
points. What's more, the small- 
and mid-sized indices are at their 
all-time highs. 

Just before the correction, do- 
mestic mutual funds increased cash 
levels, which was re-deployed in 
the correction. Retail investors also 
bought in the market reckoning 
that the correction is a good time 
to buy. Says N. Prasad, cio, 
Sundaram BNP Paribas Mutual 
Fund: “Retail investors reposed 
their faith in the market and 
bought shares, and mutual funds 
also had buyers." 

But the big question is: what 
next? A lot depends on the global 
liquidity and economic situation. 
With UK-based mortgage lender 
Northern Rock wanting to tap the 
Bank of England for emergency 
funds after the credit crunch, the 
sub-prime concerns have again be- 
gun to dog the market again. Says 
Nilesh Shah, Managing Director 
and CEO, Envision Capital, “Sub- 
prime concerns will linger for some 
months. So, it’s going to be a major 
challenge for the market.” 

Among the cues that markets 
are looking forward to is how in- 
terest rates will pan out. With in- 
dustrial production slowing down 
this month, the focus is back on 
whether rates will be cut. If that 
happens, then the infrastructure 
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Nilesh Shah/ MD & CEO/ Envision Capital 





“Sub-prime concerns will linger for some months. So, it's going to be a 


major challenge for the market” 


segment will improve and the 
housing and car sales numbers will 
begin to look better. Says Prasad: 
“But if there’s a rate tightening, 
then it will hit infrastructure spends 
and projects will become unviable. 
If the Us cuts its rates, then global 
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rates will come off.” 

But Prasad reckons that a struc- 
tural change will take place in the 
economy after 2010, which is good 
for the markets. Says Prasad: 
“Software exports will touch about 
$60 billion (Rs 2,46,000 crore), 
and decent gas finds will come 
into production. Many Indian com- 
panies are buying overseas assets 
and de-risking businesses by ac- 
quiring a wider geographical 
reach.” 

All this means that long-term 
investors can continue to stay in- 
vested in this market and buy on 
dips. Says Shah: “It might be wise 
to do so, There are sweet spots 
in infrastructure engineering and 
services companies. They have 
strong order books and their bot- 
tom line growth can be faster.” 
This market will provide lots of 
buying opportunities. m 
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Jobs 1 oday 


BECKONING CAREERS 


‘The Rising 
‘Addiction 


The pull of advertising is not just swaying consumers; 
doctors, engineers and hospitality professionals, too, 
are being lured. ANUSHA SUBRAMANIAN 


HE EXCITEMENT AND GLAM- 
our of advertising is luring 
professionals from the un- 


likeliest of fields. Dumping their 
“safe” jobs and (often) better re- 
munerations, doctors, IT consult- 
ants, hospitality industry profes- 
sionals and rural marketers are all 
heading to the organised chaos 
of advertising. 

When Nirmallya Roy Chow- 
dhury, Co-creator, NLX, the mar- 
keting arm of JWT, decided to quit 
his marketing job in Wester Intern- 
ational, for advertising, his family 
was puzzled. His father thought 
Roy Chowdhury needed counselling 
as he seemed to be taking the wrong 
decision. Then, there’s Nitesh 
Tiwari, whose father was upset with 





NIRMALLYA ROY CHOWDHURY/ 36 
Co-creator/ NLX (the marketing arm of JWT) 


QUALIFICATIONS: Bachelor in Agriculture from 
Andhra Pradesh Agricultural University and 
MBA from Amity Business School, Noida. 


EXPERIENCE: Worked as a Sales, rural and so- 
cial communication professional for over 12 
years with Wester International (Dubai's 

Al Futtaim Group's Watch venture), Ma Foi 
Management Consultants, including P&G. 
Moved laterally into rural advertising 

in 1999. 


him for quitting a safe career in 
one of India’s leading software 
firms, and joining an advertising 
agency as a trainee. It is only after he 
saw the ads created by Tiwari on TV 
that he reconciled to the fact that his 
son was doing a “reputed” job. 





NITESH TIWARI/ 34 


Executive Creative Director/ Leo Burnett 


QUALIFICATIONS: Metallurgical engineer from 
IIT Bombay 


EXPERIENCE: Worked with one of India’s leading 
software firms based out of Mumbai after 
completing his engineering in 1996. Quit after 
four months to take up a trainee copywriter's 
job with FCB Ulka-Mumbai. Joined Leo Burnett 
in 2003 and became Executive Creative 
Director in 2006. 


But such decisions take lots of 
guts and a genuine love for adver- 
tising. Yamini Nair, Creative Super- 
visor, Ogilvy & Mather (O&M), says 
that after she successfully completed 
three years of a rigorous hotel man- 
agement course in 1995 and landed 
a good job with Leela Kempinski, 
Mumbai, her parents began to 
believe that hotel management 
wasn’t a bad career choice after all. 
But, she says: “I found the ‘plastic 


It is an industry where only the passionate 
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smiles’ a bit too plastic and the job 
fairly non-cerebral”. So, she broke 
her two-year contract with her em- 
ployer and jumped into advertising. 
"After leaving Mumbai, I went back 
home to Trivandrum to figure out 
what to do next. One day, a close 
family member drew my attention to 
a newspaper advertisement by a 
well-known local agency called 
Chrysalis Communications calling 
writers for a copy test,” she says. 
Since she had a literature background 
and loved writing, she gave it a shot. 
“1 sat for the copywriter’s test and 
was lucky to land my first job in 
advertising as a trainee copywriter." 

Yudhisthir Agarwal, Executive 
Brand Communications Manager, 
Mudra, says his early interest in 
science and a family lineage of en- 
gineers influenced his decision to 
pursue an engineering degree. Then, 
it was time to do something for 





himself. He says the change came af- 
ter numerous and often painful 
rounds of contemplation. *I was 
pretty committed to the change and 
arrived at the decision after lots of 
discussion and contemplation. I also 
discussed my apprehensions with 
my folks, so it wasn't that I sprung 
this decision on them suddenly," 
Agarwal explains. 

Roy Chowdhury explains that 
he opted to switch over to advertis- 
ing because “I felt it would give me 
a wider range of knowledge as 1 
would work on various product and 
service categories unlike the mo- 
notony of dealing with one brand." 

The intangible returns are 
obviously big enough to beat the 
lure of other attractions. Tiwari, 
who is a metallurgical engineer from 
IIT Bombay, visited several foundries 
across the country after he com- 
pleted engineering and then took a 


SUDHIR NAIR/ 34 


Vice President (South Asia)/ G2 (the activation 
and marketing arm of Grey Worldwide) 


QUALIFICATIONS: BE from Solapur University 


EXPERIENCE: He started his career in sales with 
VANS Information System, then hopped jobs to 
be a creative graphic designer with Repro 
Graphics and later joined Booz Allen & 
Hamilton, a consulting firm, as Head of IT and 
Graphics. Joined Grey Worldwide in 2001 to set 
up its IT infrastructure and today, heads G2 
which deals with digital communications 


job with a leading iT firm in 
Mumbai. “I realised that I was not 
passionate about software like my 
colleagues and did not want to con- 
tinue in my mundane job any 
longer. I wanted a more stimulating 
environment; hence, my switch to 
advertising," says Tiwari, adding 
that he is thankful to FcB-Ulka, 
which believed in him and gave 
him his first break as a trainee copy- 
writer. “The pay was a pittance,” 
but that did not really deter him. 
Dr Mehul Shukla practised as 
a general physician for eight years, 
and got tired of treating fever and 
diarrhoea. So he did an MBA and 
joined Rhone-Poulenc as a man 
agement trainee first and after a 
year, moved to Schwabe India as its 
Ethical Brand Manager. That's 
where, while handling over-the- 
counter brands, he came into 
contact with advertising agencies. It 
was like tasting blood. He knew he 
wanted to be on that side of the 
business. Now heading Lintas' 
Healthcare Division, he uses his ed 
ucation and experience to chalk 
out healthcare communication pro- 
grammes. “I wanted to do some- 
thing challenging and, therefore, 
switched to advertising. It is men- 
tally stimulating and challenging— 
| can strategise as well as come up 
with communications ideas that will 
actually work for brands." 
Advertising is an industry where 
only the passionate survive, it seems. 
There are no half measures. And 


survive. There are no half measures. 





YUDHISTHIR AGARWAL/ 23 


Executive Brand Communications Manager/ Mudra 


QUALIFICATIONS: Electronics and 
Communications Engineer from RV College, 
Bangalore 


EXPERIENCE: Joined Deloitte Consulting in 
Hyderabad in 2005, where he worked with 
the SAP practice of Deloitte for one year 
before moving to advertising. 


the perks of excitement outweigh 
other more tangible benefits like 
reasonable working hours and better 
remuneration in other industries. 
As Agarwal says, he chose to get 
into advertising because of the free- 
dom to express. He says: “For any 
creative person, this freedom to ex- 
press is essential. It’s wonderful to be 
able to walk into an office that’s 
perpetually bubbling with thoughts 
and ideas, all geared up to make the 
next big breakthrough campaign.” 

Secondly, he says, the diversity 
of people one meets is a huge 
turn on. “Where else would you 
get an opportunity to meet a 
funky copywriter, a dismal ac- 
count manager, a perpetually 
harassed servicing executive, a 
pioneer in advertising, some truly 
talented clients, and a brand list 
that can vary from oil to a web 
site, a health insurance scheme or 
a BPO?” he asks. 

Sudhir Nair, УР, G2, the mar- 
keting arm of Grey Worldwide, 
says he grabbed the best oppor- 
tunity that came his way. “On 
the creative front, G2 provided a 
wider horizon. Now, we have 
been doing things which are be- 
yond just campaigns. G2 pro- 
vides other services such as web 
development, creates web-based 
processes for clients, provide CRM 
Services and the like,” he says. 

Most say it was not easy to get a 
break in advertising as agencies pre- 
fer insiders, i.e., people from rival 
agencies when hiring. It’s a small 
world where everyone knows every- 
one else; so, most job offers are on 
word of mouth basis. “The entire 
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set-up is different from a normal 
work set-up. When I went for the 
interview at FCB-Ulka, І was asked 
several times to think over my deci- 
sion of quitting a leading software 
firm and coming on board as a 
trainee. They actually tried to dis- 
suade me from joining advertising, 
but seeing my persistence, finally 
gave in and offered me a trainee 





YAMINI NAIR/ 33 
Creative Supervisor/ Ogilvy & Mather 


QUALIFICATIONS: Post-graduate in Hotel 
Management & Catering Technology from 
IHMCT, Kovalam, Kerala 


EXPERIENCE: Worked with Leela Kempinski in 
Mumbai for a year but found the "plastic 
smiles" too plastic and the job non-cerebral. 
She, therefore, broke her two-year contract and 
quit in 1995-96 to join advertising in 1996-97. 
Rose to her current position in 2004-05. 





copywriter's job," says Tiwari. 

Roy Chowdhury admits he took 
some time to adjust to his new life. 
*[nitially, I found the cultural 
change, the frank and chaotic envi- 
ronment and the absence of a clearly 
defined hierarchy unsettling," he 
says. And after engineering, adver- 
tising terms were Greek to Tiwari. “1 
had a tough time understanding ad- 
vertising terms and | had no 
idea of brand building. I did not 
even know how to write a TV 
(television commercial). But 
learning on the job was the best 
possible way and I soon got into 
the groove," he explains. 

Apart from having to get 
used to a new way of life, all of 
them agree that the first thing 
they had to adjust to was the 
lesser money. Roy Chowdhury 
and Tiwari both say they would 
be earning far more in their 
marketing and software jobs. 
For Dr Shukla, the change was 
possible because his wife, also a 
doctor, took on the responsi- 
bility of paying the bills for two 
years. That said, the pay in the 
industry is adequate, though it does 
not compare any more with what 
many other sectors pay. 

So, if you have passion in your 
belly, a zest for creativity and a 
measured disregard for a fat bank 
balance—and you are tired of your 
current straitjacketed career—then 
advertising agencies may well have 
that dream job waiting for you. 
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Wanted: Researchers 


Pharma research pros are in demand. 


HESE ARE GOOD TIMES FOR PHARMA RESEARCHERS. 
“The stimulus for pharmaceutical R&D has never 
been stronger in India,” says Utkarsh Palnitkar, 
Industry Leader, Health Sciences, Ernst & Young. The 
product patent regime makes new drug develop- 
ment essential for success, he says, adding that India 
is increasingly being identified as a global pharma- 
ceutical R&D off-shoring hub. “Several of the esti- 
mated 17,000-odd Indians with PhDs with this spe- 
cialisation working abroad have returned to India in 
the last couple of years,” says T. Sreedhar, MD, TMI 
Network, a headhunting firm headquartered in 
Hyderabad. And with Indian drug companies in- 
creasingly venturing abroad, the demand for such pro- 
fessionals is growing by leaps and bounds. The nat- 

ural corollary: salaries are rising exponentially. m 
E. KUMAR SHARMA 


WHO'S HIRING: Dr Reddy's, Ranbaxy, Glenmark, 
AstraZeneca, Merck, Reliance Life Sciences and others 


WHO'RE THEY HIRING: Pharmacologists, Pharmaceutical 
Analysts, Clinical Pharmacists and Biotechnologists 














AT WHAT LEVELS: Companies are recruiting staff across all 
levels—senior, mid-level and junior and entry levels 


AT WHAT SALARIES: At entry level: Rs 2-4 lakh p.a.; at the 
middle level: Rs 5-15 lakh p.a. and at senior levels: Rs 
20 lakh to Rs 1 crore p.a. or more plus bonuses and 
commissions. 

WHAT ARE THE NUMBERS LIKE: Industry-wide figures aren't 
available, but given the 12 per cent growth rate in the 
industry, several thousand such jobs are expected to be 
generated over the next 2-3 years 














COUNSELLING 


HELP 
TARUN! 


О: | recently graduated in Statistics. | tried to seek admission 
in Master's in Qualitative Economics at the Indian Statistical 
Institute, but unfortunately, | could not clear the test. 
What options are available for me? | am not very keen on 
going for an MBA at this point. 

If you are keen on pursuing statistics and it is where 
your interest lies, then you can do a Master’s in 
Economics or Statistics in any other university. In 
terms of education, all other options are open to 
you (apart from an MBA). If you have an analytical bent 
of mind and are open to explore other options, then, 
some of the careers you could look at are: CFA 
(Chartered Financial Analyst), Actuarial Science (in- 
surance) and market research. 


Q: | am in the first year of Bachelor's in Microbiology. | am 
interested in pursuing higher studies in Marine Biology. What 
should | do after finishing graduation? What are the 
prospects? Please advise. 

You could work with marine institutes that offer ca- 
reers in marine biology, or do a PhD and pursue a re- 
search career. You could also join companies in 
prawn or fish farming. We do have all these in India, 
though I must confess that the more advanced facil- 
ities are abroad and you might want to look at them. 
Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 


Search for a job witha Monster . 
by your side 


Monster has the best employers hiring online. 
Post your Resume for FREE Today 


A) monster.com 


Sharp search. Right jobs. 





Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 





| Applicant should be e to icon manage 
гапа measure all standards and procedures for 
Success. of Operations i in an International 


hould be able to work closely with 
ctional management: teams to 
features, о reliability and 





Рис m. Logic; тас. NP Sales, 
Mumbai, 15- 20 Years, 4190947 : 
Assist the sales team by: anchoring pre- -sales 
activities for qualified opportunities. The 
individual is usually involved in the early stage 
prospect meetings and scope/solution. 
Responsible for handling Pre sales and Post 
sales customer co-ordination. 

Guru Nanak Auto Enterprises, AGM / 
DGM Engineering, Jalandhar, 15 - 25 
Years, 4192620 

The candidate. will be responsible for all 
activities: related to Engineering. He needs to 
be a team player, good observer, keen learner 
and decision maker. Relevant experience of 15 
years or above in an Automotive Industry 
Candidate must be. В.Е. in Mechanical. / 
Industrial Engineering. 





India Carbon Ltd, GM / VP - 
Marketing, Kolkata, 15 - 20 Years, 
41519013 

The incumbent for this position should 
preferably bean MBA from a reputed institute 
wi und 20 years experience primarily in 


dustrial Products 
'GM/ VP. 















Magna Steyr India Pvt. Ltd., HoD 
CAE & Structural Durability , Pune, 


:8-15 Years, 4222718 


Responsible to. manage. planning and 
executing finite element modeling & analysis 
projects in automotive domain using CAE 
tools like NASTRAN, ABAQUS and Hyper 
Works etc. 

Manthan Software Services Pvt. Ltd., 
Vice President (Sales), Bangalore, 
Delhi, 10-20 Years, 4165560 
Responsible for new. business development 
involving prospect development, 
understanding ‘business and technology 
scenario and needs, identifying opportunities, 
solution offerings and business case to the 


` client etc. 


Newgen Software Technologies Ltd., 


Business Head - АРАС, Delhi, 

10-15 Years, 4094414 

Would Бе responsible for managing sales 
operations for the region. ‘Expected to have 
proven track record of closing large deals in 
verticals like BFSI, BPOs, etc., Should have an 
experience of 10-15+ years in International 
Sales with an existing network of 


‘relationships. 


Objectwin Technology Inc., Head 
Corporate. Communication, 


Bangalore, 10-15 Years, 4215539 _ 


The Head — Corporate Communications is 
responsible corporate marketing operations, 
trade shows and events, brand awareness, and 
website and collateral development. 


Shapoorji Pallonji & Co. Ltd., Vice 
Presidents - Zonal Operations, 
Mumbai, 18-25 Years, 4163059 


The profile desired is B.E.(Civil) with about 25 
yeats of experience in contracting firms 


handling large, highly mechanized projects. 


Voltas Limited, DGM Production 
Engineering- EM & RBG, Mumbai, 
20-22 Years, 4203149 

You willbe responsible for working on 
products like PAC (Package air conditioners), 
CHP (chilling packages- water and brine), 
condensers/chillers as used in central air 
conditioning plants, VAM’S (Vapour 
absorption machines) and AHU'S (air 
handling unit) etc. 


monster.com 


k 
Puranik Builders Pyt. Ltd., Project 
Manager, Construction, Mumbai, 

6-8 Years, 4226971 

Candidate should be BE Civil with around 6-8 
years of work experience in Project 
Management and on site exposure. He should 
have complete responsibility of the smooth 
working of the project, test the material as рег, 
standard norms, co-ordinate with different 
agencies to ensure smooth working of the 
Project. А 
Synergy, Director Produce 
Management: Payments, Bangalore,” 
10-15 Years, 4225140 . 

You should be BE and MBA with at least 10 
yrs experience on Product Management. 
Responsibilities include set the overall 
product roadmap for Clients consumer- 
facing applications. а 
Tops Security, General Manager = 
Customer Relations, Mumbai: 10 - 15 
Years, 4152186 - F 

Candidate should. have worked in ап 
aggressive and hi -speed work. environment 
and in organizations having multi-locational 
offices. You- should be able to head UK 
National Customer Relation's department. i 


Transasia Biomedicals Ltd., DGM / 
GM (Finance & Accounts), Mumbai, 


15-20 Years, 4219042 - 


Responsibilities include Accounts upto 
Finalization, Banking - Monitoring cash flows 
and investments, Statutory -Compliances, 
Costing, Budgeting, MIS and Forex 
Management. Systematic, good knowledge of 
Taxes, good communication skills is essential. 
Unisys Global Services ., Chief 
Technology Office: CTO, 
Bangalore, 15-25 Years, 4236946 
Experiences with CMMi and Rational Unifie 
Process ate strongly desired. Business 
Development ‘experience is desired but not 
mandatory. 


WLC College India, Campus Head, 
Pune, 10-15 Years, 3871500 

The person will be responsible for managing. 
the whole campus, looking after all the 
academic & marketing activities, 
administration & the accounts. You will have 
to manage the academic & admin staff, ensure 
the quality of deliver ү. 
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particular Test gea (eg. 
| m -specification, ~. 


- - execution) during the 


LSI Technologies India Pvt. Ltd., 
Software Development Engineering 
Managet, Bangalore, 2 - 10 years, 
4238456 

The manager will be repal to lead & 
staff up for the Advanced Development 
group which leads the invention of a variety of 
new technologies and research prototyping a 
variety of next generation storage 
technologies including new storage protocols, 
IP-based storage, network-attached, and 
object storage, as well as оше ашсын 
research areas, 


Mascon Global Limited, Datastage 
Project Manager, Chennai, d - ” 


__ years, 4222972 


е ар 
$,4225634 
€ must have prior experience 
ll. organizations with 
etrack records. _ 
td. Oracle DBA - 
ге, 3- 12 Years, 


be amongst the BEST in 
administration, and should 
r4 capacity in fixing 
ide a team of cutting- 

ts to manage world- 


Candidate should be BE / ME / B.Tech / 
м. Tech / MCA / M.Sc with 3+ a 


irant should have ШЫ кысмы. in designing 


 n-tier systems spanning presentation. parol, | 


business logic, and data layers. 


Primus Software Corporation, Senior 


Engineer, Pune, 3-5 Years, 4224316 .— 
Applicant should have Bachelor's degree in 
Computer Science or related field preferred. 
You should have knowledge of C/C++ Linux 
based application development and strong 
knowledge in Web-Based development on 
embedded Linux platforms. 


Sasken, Lead Engineer - Java, 
Bangalore, 3 - 6 Years, 4223934 

You should have excellent OO Java software 
development skills including the ability to 
select and apply well-known ОО design 
patterns. You should have experience of using 
tools for build, source code control, object- 
oriented design, testing, profiling, memory 
leak detection, etc. 


monster.com 
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California Software Co. Ltd., Manager 
- Marketing. Chennai, 5.-.9 Years, 
4184160 ; 

Person should be an Engineer with an MBA 
with. 5+ yrs of exp. Responsible for 
collaborating with front-line sales to teach out 
to prospects and generate continuous revenue 
stream. Experience in ERP domain would be 
preferred. 

Cani Merchandising Pvt. Ltd., Area 
Sales Manager, Mumbai, 3-5 Years, 
4217410 ` 

Person should be B.E./ Diploma in Electrical 

/ Electronics / Instrumentation Engg, With 
34 years relevant sales experience. 

Cisco Systems. (india) Private 
Limited, Assistant Manager. - 
Corporate Sales, Mumbai, 3-7 Years, 

4219203 — 

The AM. Corpor Sales em manages 
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Compare Infobase Ltd., Online 
Marketing, Delhi, 1- -3 Years, 4150142 
The incumbent will be required to shortlist 
advertisers / online accounts through Google 
Inc, Castle Media etc; and run their ads оп 
publishing network websites of the 
organization. 


ISmart Panache (I) Solutions Pvt. 
Ltd., Product Manager - Mobile and 
Web. Applications, Mumbai, 7-10 
Years, 4245344 

This individual will be responsible for product 
management of leading edge consumer 
mobile data applications. This individual will 
be ultimately responsible to define, design, 
develop, and deliver televant applications that 
are successful in the market. 


Everest Kanto Cylinder Ltd., Sales 
Executives, Mumbai, 2 - 5 Years, 
4213863 

The ideal candidate should have experience in 
working on tenders documents, making sales 
calls, collection of payments and if required, 
visit the customers for follow up. He will be 
required to assist the senior managers in the 
Marketing: depáttinent for sales coordination 
wotk. 














Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 






Godrej & Boyce Mfg. Co. Ltd., 
International Marketing, Mumbai, 
3-10 Years, 4176855 

The incumbent is expected to promote our 
products, services and solutions to develop 
and.strengthen new and existing markets and 
consolidate our customer base in the 
international market. 


Hinditron Infosystems Pvt. Ltd., 
Business Development Managet, 
Bangalore, 4-8 Years, 2171001 

Entrant should be Graduate in Engineering or 
Science with 4 to 6 years relevant experience in 
selling high performance servers, 
multi/parallel processing. systems such. as 
IBM/HP/SUN/Sgietc. 


ISmart Panache (I) Solutions Pvt. 
Ltd., Business Development and 
Account Management, Mumbai, 7-10 
Years, 4245136. 


Entrant should have 7+ yrs of experience dno 


consumer web services &/or mobile services 
in sales/business development etc. He will be 
responsible for developing new: business 
opportunities in India, closing deals, and 
managing the account relationship in: call 
respects. 


Matrix Telecom Private - Limited, 


Channel Sales Manager/ Business 
Manager, Guwahati, 1 - 1 ‘Years, 
4218121 
You will be responsible for sales of our entire 
product range in SOHO, SME, SMB and 
Enterprise Segments through Channel 
Partners. n 
Max Health Staff International Ltd., 
Assistant Manager - Sales, Chennai, 
7-15 Years, 4216817 

Candidate should have successful track record 
in sales, operations, people management with 
10 yrs experience in Recruiting / Insurance / 
Staffing / Services sector. 


Millipore India Pvt. Ltd., Sales - 
Regional Manager, Bangalore, 5 - 8 
Years, 4204763 

We require Chemical Engineers with 6-7 yrs 
of prior experience in selling microbial tools 
and devices, analytical, biomedical equipment 
and instruments to the Pharmaceutical and 
F&B sectors. 


3940521 . 


monster.com 


Nous Infosystems Pvt. Ltd., B 
Мапарег/ Business Head BPO/ 
ITES, Bangalore, 8 - -10 Years, 3535219 
The’ Business Development М 
create, develop, and close пе 
opportunities. You will be responsible for an 
understanding of the offshore Business. ^ — 
Photon Infotech Pvt. Ltd., Senior 
Business Development Executive, 
Chennai, 3-7 Years, 4078440 

The candidates would be introducin J 
Business proposition: : / HI- tech services as ü 












Software compan: ha ing minimum of 2+ 
years of experience in Business Development. 
You will be responsible for maintenance of 
the sales report books all India projects wise. 

Santech Cybernetics Pvt. Ltd., AM - 

Outbound Sales, 
Tiruvananthapuram, 4 - 6 Years y^ 








Applicant will be re аны for monitoring 
and quality assessmen of Sales Associates. 
telephone calls to ensure - that quality 
standards are achieved : 
satisfaction and longt term eu 
istothefore : 

Sapat, Market Analyst, Mumbai, 
3-5Years, 3740426 

Responsibilities. include studying, compili 
& analyzing market trends to de 
programs aimed at improv ing 
demand, Monitoring 
promotional сат 
formulate effecti 
activities. - 
Tata Autocomp Systems Limited, 
Manager - Business Development, 
Pune, 8-14 Years, 4210101 . 
Aspirant will bean engineer with Management 
degree in Marketing, having experience of 8 to. 
14 years. You should be able to evaluate 

























efficient marketing? 


“market reactions to product and services to 


ensure the timely adjustment of product 
strategy and co-ordination with QA to ensute 
Quality Standard. 





pP page 








ч Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Alfa Enterprises Pvt. Ltd., General 
Manager - Finance, Bangalore, 8 - 10 






Entrant ld be responsible for complete 
financial management of the company 
including -purchase/sales of materials, 
statutory decelerations, periodical audit of 
accounts and Preparation of service tax, 
central Ne n VAT, TDS etc. 













te will be a B.Com graduate with 
| years experience in Accounts 
“Department of manufacturing firm, 
preferably a chemical company. You must be 
conversant with basic work related to 
accounting, payment to suppliers, vouchers 
, cheque writing, etc. 


(India) Ltd., Accoun 
tive, Delhi, 1- 1-7 Years, 







Candidate will be oH Ê for preparation 
of receipts and. payments account, bank 
reconciliation statement, cash flow statement, 
budgets, trial balance and finalization of 
balancë sheets. | 

COLT Technology Services India Pvt. 
Ltd., Finance Manager, Gurgaon, 

7-10 Years, 4166074 

Works in partnership with the Function, 
Countries or Group to provide 
comprehensive, timely, first-rate and value- 
added financial support and analysis to 
fáci Hec 9 and hid ms 






Officer (CFO), Hyderabad, 15 - 20 
Years, 4200216 — 
The Candidates should be CA or MBA 
















owledge of Tally & all 
maintain. all books of 
profit & loss a/c. and 





Honeywell, Assistant Manager - 
Costing, Financial Planning & 
Analysis, Pune, 3-6 Years, 4201728 


Person must be a Chartered Accountant/Cost 
Accountant/ MBA (Finance) from one of the 
top 10 Business Schools with at least 3 years. 
You should have hands on experience in 
managing accounting , financial planning and 
analysis, costing functions of a medium size 
organization: 

KMG Infotech Ltd., Accounts 
Executive, Bangalore, 3 - 5 Years, 
4184230 

The executive should. have knowledge of 
accounts and Tally. Reporting will be to. the 
Finance Head. Accounts and basic computer 


knowledge is a must. He will be responsible 


for maintaining the books of accounts and 
handling the routine banking operations, - 


Larsen & Toubro Limited, Chartered 


Accountant - Corporate Accounts, 
Mumbai, 1-5 Years, 4113584 

Aspirant should be Graduate & Chartered 
Accountant (with maximum of up to. 2 
attempts in one group of either Inter of Final 
Year). He/she is expected to ensure: 
Adherence to reporting regulations relating to 
financial reporting as per Indian 7 
International GAAP, Corporate 
consolidation and financial Ireportirigand MIS 
& Budgets. 

Magic Software Pvt. Ltd., Manager - 
Finance, Noida, 7 - 12 Years, 4201332 
Responsible for audit, tax & statutory 
compliances, Financial budgets, cash. flow 
managementand MIS, taxation matters and all 
other statutory compliances such as TDS, PF, 
ESI, devel eloping a reliable costing system etc. 
Otis Elevator Company (India) Ltd., 
Executive Finance - Billing, Mumbai, 
3-8 Years, 4182779 

Entrant should have experience in handling 
teceivables billing activity for a similar AMC 
business, having excellent computer skills, 
especially Ms office. 

Raptakos Brett & Co Ltd., Accounts 
Executive, Nagpur, 3 - 5 Years, 
4008134 

Candidate should be Commerce graduate 
having about 3-5 years work experience in 
handling day-to-day accounting, M.LS. and 
banking transactions. Exposure to 
Computerized system is a must. 


| 2. Type the job ID in the "Search Jobs" 
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Rasan Infocom Pvt. Ltd., Accou ifs 
Manager, Mumbai, 3 - A 
4181804 

Applicant must handle da to ay 
should be able to forecast finan 
must have excellent communic 
very fluent in English — 
communicate w ith bank manager 
reporting to CPO. 


Sodexho Pass Servi 
Ltd., Financial Controlle 
5-7 Years, 4216911 


Responsible. for qme 












managing a team ag 20. 35; mem 
includes professionally qualified 
Managers of various divisions and | 





2- беа 4181853. | 
Candidate should have good: kno 
power point & management 
good. communication 
You will be responsible Ё 








таа, dn 









Straight Hire Pvt 





Audit dct Audi 
questionnaires ё MI 
system of various" 
suggesting measures for. 





Zoom Developers. Lui, | 
Executive (Specialised - 
Mumbai, 2-4 Years, 4024209 - 
The candidate should have good know ledge 
of TDS & BRS, Service Tax; FBT VAT 
TDS,ETDS & Central tax etc. You should be 
able to handel filing of various appeals, 
rectification order ete within stipulated time: 


HOW TO APPLY FOR THESE JOBS: 
1. Logon to www.monster.com 


box on the home page 
3. Click the “Go” button 
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Clear vision: Barrett 


Wi-Max 





PHOTOGTRAPHS BY AMIT KUMAR 


Through a series of pilot projects across the country, Intel and its 74-year-old 
Chairman Craig R. Barrett want to take computing to the masses. Business 
Today’s KUSHAN MITRA travelled with Barrett to see one such project. 


Tindivanam, Villupuram District, Tamil Nadu 


HERE IS AN AIR OF EXCITEMENT AT ST. 
Philomena’s School for Girls this Sunday. 
While the rest of Tindivanam wears a 
rather deserted look, there is a hubbub of 
- activity here as tents and speaker systems get 
put up for the visit of Craig Barrett. The dimunitive 
Sister Amili Mary is looking a bit harrowed, with jour- 
nalists, event organisers and public relations people 
breathing down her neck, but she still manages a smile 
while taking us to the school’s computer laboratory. 
The project being implemented at the school by 
Intel, the Union Health Ministry and Tata Consultancy 
Services (TCS) is quite unique. It will monitor the health 
and well-being of the girls in the school by measuring 
their height, weight and circumference. “Malnutrition 
is a problem with some girls, particularly those from in- 
terior areas, and this monitoring system will help us 
identify problems in children before they get critical,” 
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says Sister Amili Mary. 

The school is on the outskirts of the town, which lies 
on National Highway 45, and on the flyover to the gov- 
ernment hospital, down the road, there are posters of 
Barrett with the town's numero uno resident, Union 
Health Minister Anbumani Ramadoss. However, in 
their haste to print posters for this ‘momentous visit’, 
someone forgot to spell ‘Craig’ properly, and the town 
is littered with posters welcoming ‘Graig К. Barrett’. 

That is an amusing sideshow to the serious work that 
Intel and its partners have put into place at the gov- 
ernment hospital. To put it simply, this is a tele-medi- 
cine project, but as Sumanth C. Raman, Advisor, TCs, 
puts it, this is unique in many respects. Standing next to 
the clean room where the project is being imple- 
mented, Raman points out two features that make it 
unique. The first is that there is no ‘physical location’ 
for the project. “The entire hospital is a Wi-Fi (wireless 
internet) zone, because the electro-cardiogram (ECG) ma- 
chine and laptop can be carried about, and information 
can be uploaded from anywhere,” says Raman. The 
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bt reporter’s diary 


uploaded information in the case 
of Tindivanam Government 
Hospital is sent to Narayana 
Hrudayalaya in Bangalore, where it 
is analysed by cardiologists and a di- 
agnosis is sent back within 10 min- 
utes. The second unique bit is 
around the web-enabled system TCS 
has built that allows any number 
of applications to be added and any 
number of locations to be con- 
nected. “The system can be dra- 
matically scaled up,” says Raman. 

The next day, you realise why 
Intel became the lead partner in 
this project, which incidentally is 
part of the chip giant’s ‘World 
Ahead’ programme started by 
Barrett, when the town is taken 
over by supporters of the Pattali 
Makkal Katchi (PMK), the party to 
which Anbumani Ramadoss belongs 
(not the entire town, because sup- 
porters of the opposition AIADMK 
party sensed the opportunity to 
hold a protest rally on the same 
day). “I am so glad that Craig could 
come to my hometown and do 
these projects here,” the minister 
gushes, before adding that by the 
end of the year he expects similar 


Wrong spelling: 
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projects to be in operation in five 
other districts in the country. “The 
minister saw the pilot project we 
had in place at Baramati last year 
and was very impressed by it and he 
wanted us to do work on some- 
thing similar here," says Barrett. 

“This is all part of the National 
Rural Health Mission (NRHM), 
which will transform the country,” 
adds Ramadoss. “The idea is to 
connect towns like Tindivanam that 
do not have access to tertiary hos- 
pitals to better healthcare facilities. 
There is no cardiologist in this town, 
but now locals from here can get a 
diagnosis from doctors from one 
of the best cardiology centres,” he 
tells this reporter before launching 
into another series of discussions 
with his party workers. Barrett, in 
the meanwhile, rushes off to 
Bangladesh, where Intel is work- 
ing on some other projects. 

The next day, on September 4, 
Barrett is flying back to Delhi. His 
schedule is running half an hour 
late, thanks to the daily traffic jam 
up in the skies above Delhi. But 
why has this 74-year-old veteran 
of the electronics industry thrown 
himself into such projects with a 
vigour that belies his age? “Govern- 
ments are very often busy in run- 
ning things that it takes private in- 
dustry to show them what can be 
done. And that is what we are doing 
with these projects.” Barrett 





specifically denies that Intel is push- 
ing money into these projects, but 
rather is trying to build a “sustain- 
able eco-system” of suppliers and 
vendors. “That is something we are 
trying to do with all our projects 
across the world in Lebanon, 
Mexico or in India.” 

The idea, according to Barrett, is 
that the eco-system serving the un- 
connected will spur innovation and 
also competition. *Look at what is 
happening in low-cost laptops, we 
have announced the ‘Classmate PC’, 
(Nicolas) Negroponte has his One 
Laptop per Child (OLPC) and some 
vendors like AsusTek of Taiwan 
are also coming with a low-cost 
machine. Competition spurs inno- 
vation," says Barrett. He goes on to 
talk about the fascinating twists and 
turns in the world of technology, a 
half-decade after he started out, 
firm in the belief that technology has 
made humankind better. 

*You can argue that there are 
some dark sides to technology, but 
on the whole it has transformed the 
way we communicate and how we 
share information. If | were a young 
man today, life would be quite dif- 
ferent than what it was when 1 
started out, the opportunities in 
front of young people today are far 
greater than ever before," he says 
with a laugh. With some help from 
companies like his, the opportunities 
could actually multiply. ш 
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Top-shot executives pick up valuable business lessons during the 
Microsoft Corporate Challenge 2007. AMIT MUKHERJEE 


UA HIN, A TRADITIONAL BEACH RESORT 

overlooking the Gulf of Thailand, gets 

too sultry during August-December to 

attract many visitors. But recently, a 

large group of people descended on 
the largely empty resort that neither looked like tourists 
nor did it do any of the usual touristy things. 

Instead, the group with only men and women of 
ages 25-50 in it split into teams that wore similar 
dresses and worked their way through thick jungles, 
mountains and rivers around the resort on legs, bicycles 
and kayaks, always in search of something. For three 
days, they did mostly that. 

To the casual eye, the 210 people gathered in Hua 
Hin would have looked like members of some sort of 
a cult, as they went about their grind with monastic non- 
chalance. But, in fact, they were top executives from the 
Indian corporate world who had stepped out of their 
boardrooms to test their mettle in the third edition of 
the Microsoft Corporate Challenge. 

The contest sought to make the participants from 35 


companies think, plan, strategise and execute complex 
tasks in unknown settings. This was done over three days 
beginning August 30 through a series of events that tested 
the intelligence and stamina of the participants as they 
made their way through the lakes, rivers and jungles of 
Kaeng Kachan near the Thai-Burma border, the dark 
caves and crevices in the steep hills of Sum Roi Yot and 
other obstacles, picking clues along the way. 

During the five-stage contest, managed and pro 
duced by Sports Media Limited and DNA Networks and 
sponsored by Microsoft, Business Today and others, the 
teams comprising seven members had to have at least 
two women and one senior executive. 

Doug Hauger, Coo, Microsoft India and one of 
the participants, had to collect clues from his colleagues 
returning on a kayak and then proceed to a tropical jun- 
gle nearby where the other members of his team would 
join him with more leads collected during a tiresome bik 
ing ordeal through a harsh oriental terrain—all the 
effort was meant just to solve a puzzle! Did he enjoy? 


You bet he did. 
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A new ball game: Teams make their way across a lake on kayaks 


“It’s just not about physical abil- 
ity. The key to winning the chal- 
lenge was to remain together as 
one unit throughout the course. 
This was not easy to accomplish 
over three days in extreme condi- 
tions. Only the most physically able, 
mentally astute and completely 
cohesive team steals the show,” 
explained Prem Bhatia, Managing 
Director, Sports Media. 

At the end of three days, points 
were awarded on the basis of the 
least time taken to complete the 
various stages after adding bonus 
points and deducting penalties. The 
Accenture team, which was partic- 
ipating for the first time, emerged 
champion clocking 398 minutes. 
Bennett Coleman & Company was 
the runner-up for the third time 
with 414 minutes, while Microsoft 
‘A’ team finished third in 417 min- 
utes. *I think this is an amazing 
competition which brings out the 
best in you and charges your spirits 
up both as an individual and as a 
team," said Ajay Vij, Senior УР, 
Facilities & Services, Accenture. 
“We had differences at various lev- 
els, but we worked them out as a 
team by evaluating our weaknesses 
and strengths." 

For Deep Kalra, CEO of make- 
mytrip.com, who took part in the 
challenge along with his team, it 
was a whole new experience. “This 
has been a fabulous experience. 
Apart from participating and 
enjoying every moment to the fullest, 
I got to know my colleagues bet- 
ter," he said. 


CTOBER 


The teams had to do quite a lot 
of work over three days: run in the 
dark to gather clues for a word 
puzzle; take part in a mock drill to 
restore an electrical grid-network 
of a town that had collapsed; search 
for clues strewn over a large ter- 
rain in an exercise that involved 
running, cycling and kayaking and 
tested stamina, level of coordination 
in the absence of restricted means of 
communications, ability to multi- 
task and deliver under pressure. 

In the last stage, members of all 
the teams had to cycle five kilome- 
tres, climb a rock and run across a 
mountain before converging on the 
beach and doing some number- 
crunching exercises. The teams then 
had to walk with wooden planks at- 
tached to their feet for extra points 
before discarding the planks and 
running towards the finish line on 
the Sam Roi Yot beach. 

“I just loved the competition 
though I wish I had more time to do 
a bit of sight-seeing," rued Aman 
Wasan, an executive with the sales 
division of Microsoft. 

In the 1% and 2"4 edition of the 
Microsoft Challenge held in Goa 
and Kochi, respectively, the win- 
ners were ICICI and Standard 
Chartered Bank. 

Some of the heavyweight com- 
petitors this time round included 
Unilever, MICO, Deutsche Bank, 
Standard Chartered Bank, Satyam 
Computer Services, Barclays Bank, 
Pepsi Foods, rwr, Reliance Capital, 
Morgan Stanley, JM Financial, RMZ, 
Indiatimes, Aircel and NDTV. Ш 





ТОР 10 TEAMS АТ МСС “i 


Accenture 
Bennett, Coleman & Company 
Microsoft India (Team 1) 
Morgan Stanley India Securities 
Standard Chartered Bank 
J.M. Financial Consultants 
Microsoft India (Team 2) 
Pepsi 
Hindustan Unilever 

0. Microsoft Research Lab India 


| ص‎ OO ~ C» Cn {> Со n3 ~ 


т и. 


~ 


Team spirit: Participants run in the 
dark and try to solve a word puzzle (top 
and middle). Accenture, the winning 
team (above) 
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A Seductive Idea 


Could China and India become the new IT partners? Two 
Gartner analysts seem to think so. R. SRIDHARAN 


IT AND THE EAST HINDIA—THAT IS, CHINA AND INDIA—AS А 
James M. Popkin & ( phenomenon is some years old by now. 
Partha lyengar À number of authors, including Jairam 
Harvard Business School Ramesh and BusinessWeek’s Peter Engardio, 
Press have written about the economic rise of the 


Pp: 226 two countries and how their growing impor- 


Price: $35 (Rs 1,435) 


tance in the global marketplace could shift the 
balance of economic power to the East. China 
is, of course, the global manufacturing power- 
house, while India is the new star on the IT 
(outsourcing) firmament. Variously, writers 
have talked about how China could end up 
adding rr to its formidable portfolio of exports, 
and India, manufactured goods. But it is to 
Popkin and lyengar's credit that for the first time 
perhaps, one gets a comprehensive look into 
what's going on in IT in China, and some an- 
swers to the question that everyone—at least in 
India—seems to be asking: How real are China's 
chances of making it big in IT? 

To begin with, China has a far bigger in- 
formation technology market than India. For ex- 
ample, China's rr spend in 2005 was about $119 billion—about four 
times that of India. Most of the money was spent on telecom equip- 
ment, reflecting China's relentless focus on IT infrastructure. The 
country already has the world's largest cellular phone market, and some 
of the biggest hardware manufacturers. But in terms of IT services, China 
is way behind India. It has no firm that has the scale or competency lev- 
els of, say, a Tata Consultancy Services. “Yet, several young firms—typ- 
ically, with headquarters or development operations based in China and 
sales and client teams in the Us—have growing relationships with ma- 
jor corporations,” write the authors. In other words, while it is important 
for the Indian rr companies to keep an eye on China's budding rivals, 
they need not get paranoid about them—at least, for now. 

There are several factors that will determine whether China becomes 
an IT player of significance. The two most important of them, the au- 
thors argue, are the government’s involvement in the economy and the 
relative pace of innovation in IT. At any rate, there are significant com- 
plementary strengths between the two countries. For instance, among 
the things that India could offer China, write the authors, are services 
expertise and process capability. China, on the other hand, offers a large 
iT market, infrastructure, and a hardware industry. But can the tradi- 
tional rivals—if not enemies—come together? Popkin and Iyengar give 
it a relatively high 60 per cent probability. 

Irrespective of whether a Chindia bloc comes into being, western 
companies will have to figure out ways to compete with their rivals 
from China and India, not only in the two most populous nations, 
but also elsewhere in the world. 
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SELLING BLUE ELEPHANTS 
Howard Moskowitz & Alex Gofman 


Wharton School Publishing 
Pp: 252 
Price: Rs 499 


HEN SOMEONE ONCE ASKED HENRY 
Ford how much he went by 
what his customers wanted, he 
replied famously thus: “If | had asked 
my customers what they wanted, 
they would have said a faster horse.” 
Point: Often, marketers spend an 
enormous amount of time and 
money trying to figure out what their 
customers want. But guess what? 
Customers don’t always know what 
they want. And that's the point about 
Selling Blue Elephants. Here, the 
authors, both heavyweights in the 
area of psychology-led market re- 
search, tell you "how to make great 
products that people want before 
they even know they want them”. At 
the heart of their book is a busi- 
ness process experimentation system 
called rule developing experimenta- 
tion (RDE), which they say is far 
superior to focus group exercises. 
How? The authors claim that "RDE 
breeds market success through 
knowledge by clearly and dramati- 
cally revealing how specific factors 
drive consumer acceptance and re- 
jection”. More importantly, 
Moskowitz and Gofman argue, RDE 
tells business what to do, rather 
than leaving suggestions as hy- 
potheses. Managers should love 
that. However, as the authors them- 
selves point out, RDE is not a new 
idea. It's just that “RDE systematised 
the process of discovery and devel- 
opment”. Mercifully, the authors 
have avoided using psychology jar- 
gon, which means that most mar- 
keters should be able to figure out if 
RDE is the way they need to go. 
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Internets 


Online buying has come a long way. 
Virtual assistants and celebrity recos 
are just some of the cool new features. 
PALLAVI SRIVASTAVA trawled the internet 
to shortlist the 10 best online stores. 























e Personal Shopper online companion helps you: 
Shop in real-time with your friends 
Meet your StyleTwins 
Get product recommendations specific to your tastes 
Keep track of your faves from around the web 
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Send a Shopping 5.0.5, and get advice from others mate sho p for 

tees. One can 

eatured StyleFeeders pick from a 
ecoghize any of these StyleFeeders? We've got celebs, experts and regular Joes lined up to express what floats their boat. range of more 
lee teen rap sensation Lil Mama's favorite tip glosses, check out 50 Cent's favorite pieces from the GUnit clothing line, or se than 200 d e- 


at the giris of The Hills are wearing now. Click their pictures to meet them or visit our previously featured SwleFeeders » 
pem emn 


Mee aaa Ean, | signs, with 8-9 new ones being 

и i -—— = added every Monday. Here, you 

ee can find some of most colourful, 
www.stylefeeder.com creative, witty and extremely 
CO SHOPPING JUST GOT MORE EXCITING. STYLEFEEDER'S "PERSONAL ^ unique designer T-shirts. What's 
Shopper" tool helps you shop, narrow down purchases and even find | more, you can even send in your 
StyleTwins! It can also create wishlists, tell what others are buying, add own designs and win prizes! Since 
product lists to your blog and even connect with friends to help такс 2000, the site has received 60,000 
shopping decisions. Users include celebs like the Olsen twins, Mary-Kate, ^ T-shirt design submissions from 








Lauren Conrad and Kelly Rowland. across the globe. ia 
USP: You can display your wishlist on your website or blog or download 45р; Lot of options in design, size = 
the application onto your Facebook page. and prices. 
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Freedom Family ss. 


BAVE А SESERVATIGR GNER VACATION SEARLE 








roy ear 
F YOU ARE PLANNING TO GO ON A CRI JISE, YOU MAY WANT TO CHECK OUT 
D: cabin of the ship. But what if it's docked in another country? 
Never mind, you can do that now through the site, virtually, of 
course! Royal Caribbean allows you to take a virtual 3-D tour of the 
entire ship, besides giving information on the itineraries. 

USP: Virtual tour lets you know what you are getting into. 


Мар and Support 
boe 


."Iaientone масо! & Sales 


"ionad "Users Guides Secucty Canter 


EIT Salem weed Support: (480) 505-8571: vititling; Questions F Ca. (2805586 8855. 





www.godaddy.com 
I THE BIG DADDY OF THE DOMAIN NAME GAME. THE WEB SITE REG- 
isters, renews or transfers a domain name every 1.3 seconds, and 


has under its management 23 million domain names, besides a 
wide array of on-demand and other services. After Quick Blog and 
Quick Podcast, the site has now launched Quick Blogcast, which 
allows people to tell their own stories with audio, video, photos 
and text over the internet. 

USP: Specialist in its trade. 
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www.emusic.com 

T's MUSIC TO YOUR WALLET, LITERALLY! THE SITE 
Is 25 free downloads just for checking out the 
free trial. Subsequently, you can get a song for 33 
cents (Rs 13) or less ($9.99 to $19.99 a month for 
30-75 song downloads). It also boasts of more than 
2.5 million tracks, including a great backcata- 
logue in jazz and blues, and claims to serve eclec- 
tic rather than mainstream tastes. 
USP: Music is in MP3 format; no DRM; monthly 
flat-rate subscription fee for service. 
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www.pricewatch.com 
INCE THIS WEB SITE SELLS HIGH-VALUE STUFF LIKE COMPUTERS, LAPTOPS, MP3 PLAYERS, MOTHERBOARDS, ELECTRONIC Y 
5 items, jewellery and even software, it understands it must create the trust in buyers. And so, it lets you know 
things like how long it’s been working with the vendors! The site also shows price fluctuations for a product over 
the last two hours to enable the buyer get the best bargain. 
USP: Minute-by-minute price coverage for serious penny-pinchers who know what they need. 








www.thisnext.con 

HIS SITE CALLS ITSELF A “SHOP- 
To network where you 
can recommend, share and dis- 
cover great products! Basically, 
when you shopcast, you let the 
world know what you think is 
great. A shopcast could be on prod- 








12 А MAD E-TAILER; SELLS JUST ONE PRODUCT PER DAY, WHICH ucts, lifestyle or even activities. The 

could be gadgets, devices or even wine. The site is loved for the newest items are showcased on the 
element of surprise it offers, be it the “$5 mystery”, *Bag-o-Crap" home page and can also be 

or a “woot-off” that can be released anytime. The products are de- searched by category or tag. 

scribed in a very prosaic way. But the zaniest part is this: Woot an- USP: Shopcast lists and picks are 
ticipates profitability by 2043! tagged and searchable on ThisNext 

USP: Sometimes offers products ahead of their official launch. for easy discovery by others. 
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The Sports Utility Files 


An SUV might never see off-road action in its lifetime, but they are ideal for India's pot- 
holed roads. We feature some of the most popular utes in the market. KUSHAN MITRA 


FORD ENDEAVOUR 

This is a big car in more ways than 
one. The Ford is huge, and is not a | 
driver's car in the true sense of 
the term. 







recent up- | 
grade has meant that 
Endeavour has acquired some more | 
power, this is a саг you would buy | 
only if sheer road presence is your - 
top priority. | 
m Engine: 2499сс 4-cylinder Diesel | 
a Power/Torque 143bhp/33.6 kgm | 
ш Top Speed: 155 km/h | 
и Length/Width/Wheelbase: | 
4998/1789/2860 mm | 
m Price (ex-showroom Delhi): | 
Rs 14.82 lakh (4x2) | 


HONDA CR-V | 
This is the most radical (though - 
slightly dainty) looking car in the | 
segment, and actually feels more | 
like an overgrown sedan than a | 
sports ute, and that reflects in its | 
handling and ride quality; this is 
not a vehicle that will be very com- 
fortable in really rough conditions. 





The newer powertrain on this ver- | 
| Sion is more thrifty than before. 
, m Engine: 2354cc 4-cylinder Petrol | 
| п Power/Torque: 161bhp/22.2 kgm | 


m Top Speed: 205 km/h 


| œ Length/Width/Wheelbase: | 


4530/1820/2620 mm 


= Price (ex-showroom Delhi): | 


Rs 17.8 lakh (Manual) 


SUZUKI GRAND VITARA 


The latest entrant in the segment is | 
well-priced, very thrifty on fuel, but | 
lacks the get up and go of its hy- 
| peractive fuel-guzzling predecessor | 
and is best driven at a leisurely pace. | 
|; However, on the plus side, it has | 
four-wheel drive on the fly 
_ and good off-road abilities. The | 
, interiors on this car are too | 





black, though. 

ш Engine: 1994cc 4-cylinder Petrol 
т Power/Torque: 120bhp/17.3 kgm 
a Top Speed: 165km/h 

ш Length/Width/Wheelbase: 
4470/1810/2640 mm 

ш Price (ex-showroom Delhi): 
Rs 13.8 lakh (Manual) 


HYUNDAI TUCSON 

Fantastic value for money, but the 
Tucson looks dated compared to 
some of the competition and suffers 
from “torque steer"—it sometimes 





seems to get ahead of you if you ap- 
ply too much power too soon— 
occasionally. The Common-Rail 
Diesel on the car is uncannily peppy, 
but does not have the verve of the 
petrol cars in the segment. But the 
Tucson is a good off-roader. 

ш Engine: 1991cc 4-cylinder Diesel 
m Power/ Torque: 112bhp/25 kgm 
ш Top Speed: 165km/h 

ш Length/Width/Wheelbase: 
4325/1830/2630 mm 

ш Price (ex-showroom Delhi): 
Rs 15.98 lakh 
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The All New 


Lotus Notes 


IBM has dramatically changed 
the look and feel of Notes in its 
latest avatar. Result: it is ready to 


take on Microsoft Outlook. 







EOPLE WHO HAVE USED LOTUS 

Notes will testify that the user 

experience on older versions 
of the software could be extremely 
frustrating. As an e-mail, contacts 
and calendaring tool, not only was 
it difficult to use but worse still, it 
looked ugly. That made moving to 
Microsoft Outlook, any version of 
it, feel like bliss. 

But Sandesh Bhat, Director 
(Design Technology Innovation), 
IBM, is trying to change that im- 
pression with the latest version of 
Notes, the Notes 8. And after seeing 
the changes that IBM has put in place 
in this new version, you appreci- 
ate the effort that has gone into it. 

The new Notes is based on the 
Eclipse Rich Client Platform (RCP) 
Java framework, which means that 
it can run on any operating system 
that supports a Java VM. Bhat 
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demonstrated versions of Notes 8 
on Windows, Mac os X and Suse 
Linux, all looking exactly the same. 

Better still, IBM has incorpo- 
rated, among other things, a pro- 
ductivity suite into Notes 8. The 
idea is that users of the organisa- 
tional tool will rarely need to leave 
the Notes framework—even 
browser support is built into the 
suite. Bhat claims that IBM went 
out and listened to its customers 
while designing Notes and the new 
version reflects several of those 
suggestions, such as a Message 
Recall function that allows you to 
recall a message if you have a 
change of heart or the message 
isn't relevant anymore. 

Crucially, the new version of 
Notes will make it easier than ever 
before for customers to deploy their 
own applications with relative ease. 
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At the same time, it also makes life 
easier for the people who use it—al- 
lowing users to actually merge their 
online personal calendars with their 
work calendars to maintain a 
composite calendar. 

Notes 8 may not look as good 
as the current version of Microsoft 
Office, but for an organisation de- 
bating whether to switch operat- 
ing systems, features like the inte- 
grated productivity suite can be 
clinchers. However, like many other 
pieces of software, the Notes desk- 
top client isn't light and requires a 
decently specced machine to run 
it. Bhat claims that Notes runs fine 
on machines with 1 gigabyte of 
memory and that IBM had tested it 
on machines with 512 megabytes; 
but given its tremendous flexibility 
and ability to do different things 
all at once, a more powerful ma- 
chine will be a better choice. 

On the whole, Notes 8 is a great 
improvement, especially on the 
usability front, and while its 
customers are offices and not indi- 
viduals, if your organisation is using 
an older version of Notes, this may 
be just what you're looking for. 
KUSHAN MITRA 


tort aiiud DU, чыё CHI OE 
grees ‘eet Vot vati V0 бшу pietei revine ue Hsin mb nnd to bt dum of ty 


bt treadmill 


Mash-up Your Workout 


HEN YOU FIRST START GOING TO A GYM, THE TRAINERS USUALLY TRY 

\ X / to ease you into a light regimen. Typically, they'll make you do 
some low-impact cardiovascular exercise, like walking briskly 

on the treadmill, then perhaps a short stint on the stationary bike, followed 

by some low-resistance freehand stretching. That drill usually continues 

for a few days before they urge you to go a notch or two higher with your 
cardio training and add a bit of light weight training to your schedule. 

And when you’re used to that, you get to do circuits—a series of ex- 
ercises, usually done with the aid of machines—targeted at different groups 
of your body’s muscles. A few weeks later, you get to do ‘real’ weight train- 
ing, when the trainer draws up a schedule: chest and triceps, say, on 
Mondays; back and biceps on Tuesdays; a day’s rest, followed by legs on 
Thursdays and shoulders on Fridays. That’s pretty much what an 
intermediate to advanced level weight training schedule looks like. You 
throw in a session or two of abs, calves and forearm workouts every week 
and you’re all set. 

1 know many, many seasoned gym-goers who follow a workout 
that is practically like the one described above and they do so diligently 

for weeks, months or even years on end. And 
many of them complain that they 
aren't getting any stronger or 
leaner or more ripped. 

If that's been your story 
too, then it's time to do some 
mash-ups. Junk the chest-triceps 
or back-biceps routine that every 
weight-trainer does. Focus on 
both your upper and lower body 
every day and go for big basic 
exercises like squats, bench 
presses, pull-ups, shoulder 
presses, etc. Here's one combi- 
nation that could work well. 
You'll notice that it focusses on the bigger basic muscle groups and in- 
volves what I like to call ‘building-block’ exercises—like pull-ups or 
chin-ups, squats, bench presses and lunges. 

Take four combinations: 1. Pull-ups and Squats; 2. Bench Presses and 
Lunges; 3. Dumb-bell Flyes and Leg Curls; 4. Dumb-bell Bent-over 
Rows and Leg Extension. You'll see that each combination has two 
parts—one exercise targeting the upper body (chest or back) and the other 
the lower body (thighs). 

In addition, the exercises have to be done in supersets, for example, 
one set (comprising 10-12 repetitions) of pull-ups, followed by one set of 
squats without resting in between. That makes one superset. Do two to 
three supersets of each combination. That's the schedule for one day. 
Likewise, for other days, you could combine exercises for biceps, triceps 
and shoulders. Or, perhaps even calves, shoulders and abs. 

MUSCLES MANI 
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Mix 'n Match: The Pull-up (L) and 
Squat (R) combo 


write to musclesmani@intoday.com 
Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 


FIVE REASONS TO 
GO VEGETARIAN 


VEGETARIAN DIET IS GOOD FOR YOU. 
Don't think so? Read on to 
find out why. 


It Fights Flab: A diet that consists of 
fruits and vegetables contains com- 
plex carbohydrates, and low-fat ele- 
ments. Vegetarians, typically, con- 
sume around 500 calories less than 
non-vegetarians every day. Says Dr 
Alok Kumar Aggarwal, Senior 
Consultant, Apollo Hospital, New Delhi: 
“Vegetarian food is rich in healthy fats 
that are found in soyabean, whole- 
wheat bread, pastas and oats.” 


Makes Your Heart Healthier: Plant 
foods tend to be extremely low in artery- 
clogging cholesterol; so, they are good 
for your cardiac health. Says Dr 
Aggarwal: “Since dietary cholesterol 
is found more in animal foods—eggs, 
meat and dairy products—vegetarians 
have the advantage of enjoying diets 
that can be 100 per cent dietary cho- 
lesterol-free.” Foods like flaxseed, high 
in omega-3 fatty acids, can be con- 
sumed as a substitute for fish foods. 


Slows Ageing: Strawberries, blue- 
berries, cranberries and other berries 
are full of antioxidants that help slow 
down the ageing process. Says Dr 
Manoj Kumar, Consultant, Fortis 
Hospital, New Delhi: “They are ef- 
fective in scavenging free radicals, 
and inhibiting platelet aggregation.” 
Cures Diabetes: Diabetes can be bet- 
ter controlled through a high-fibre 
vegetarian diet. Says Dr Kumar: “While 
a vegetarian diet cannot eliminate the 
need for insulin in people with in- 
sulin-dependent diabetes, it can often 
reduce the amounts of insulin used.” 
It's Calcium-rich: Vegetarian diets, rich 
in calcium, reduce chances of kidney 
stones or gallstones forming. Says Dr 
Aggarwal: “Vegetarians may also be at 
lower risk for osteoporosis as they eat lit- 
tle or no animal protein. Good sources of 
calcium include dark green leafy veg- 
etables, beans and broccoli." 
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When a woman makes 
a winning move, the world 
sits up and takes notice. 
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Speed King 


AS OTHER HONCHOS IN INDIA INC. WERE WINDING 
down for an easy weekend last fortnight, GAUTAM 
SINGHANIA, 42, was busy strapping himself to the dri- 
ver's seat of a Ferrari. It was September 14th and 
Singhania, CMD of Raymond, was getting ready for 
Cannonball 8000 Rally, where every vear about 
150 ultra-rich fast car enthusiasts take to the wheel 
for a three-day run across Europe, starting in 
London and winding up in Zagreb, via Brussels 
and Prague. His third year at the rally, itself just five 
years old, Singhania has also driven in a Lamborghini 
earlier. Cannonball done, he had plans of visiting the 
factories of Ferrari, Lamborghini, and Zonda. “This 
will be my first ever visit to these factories," 
Singhania told Br. But don't think it was all fun for 
the man in Europe. He also took time off to attend 
the board meeting of his Belgium Jv, UCO. 
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A Spat Averted 


EARLY THIS MONTH, WHEN SUNIL BHARTI MITTAL, IN AN 
interview with the Times of India, mentioned that 
many telcos had quit during an adverse phase, 
while his own brand grew against all odds, it raised 
the hackles of Rajya Sabha Mp and former pro- 
moter of BPL Mobile, RAJEEV CHANDRASEKHAR. 
Reacting sharply to Mittal’s references, the 43- 
year-old wrote, in a signed rejoinder in the same pa- 
per: “To characterise me as a quitter requires either 
a lot of naiveté and ignorance or is a deliberate 
doomed-to-fail plan to mischaracterise me.” Mittal, 
49, was double-quick in defusing the situation. In an 
open-letter, again in the same paper, he sought to 
soothe his one-time rival’s feelings, saying that he was 
a great telecom warrior and that the reference to him 
was “misplaced”. The industry is now looking for- 
ward to seeing the two have a drink together. 





From Prey to Predator 


ALL THESE RECENT YEARS, AS HIS CRITICS KEPT SPECULATING THAT B. RAMALINGA RAJU, 52, WOULD 
sell out, the Chairman of Satyam Computer Services kept insisting that he would not 
be acquired, but acquire. Finally, he’s walking the talk. Raju, who launched Satyam way 
back in 1987, is lining up $1 billion in war chest for acquisitions. “These will have to 
be those that have a lot of synergy with what we are doing,” says Raju. Acquire he must. 
Satyam's No. 4 position is already under threat, thanks to Cognizant Technology Solutions, 
besides which profits are under pressure. Analysts say no billion-dollar IT company can 
afford to be everything to every customer, and that it must pick and choose its areas 
; carefully. It will be interesting to see what sort of acquisitions Raju makes. 





Breather on the Greens 


A YEAR AFTER HE JOINED PRIVATE EQUITY FIRM ACTIS, 
SANJEEV SHARMA, the former Nokia India Managing 
Director, is taking a break for nearly a year. After his 
12-month contract with Actis came to an end, 
Sharma, 46, who helped turn around Actis investee, 
Phoenix Lamps, plans to spend time with his family 
and practise his golf, while he evaluates options 
for the future. Sharma, who quit Nokia after a 
successful stint there because he didn’t want a 
global assignment with the Finnish mobile phones 
giant, may well be starting a trend where high-flying 
executives decide to take a mid-career breather 
before they plunge back into stress-laden assign- 
ments. As Sharma says, “These days it is common for 
people like me to take a long break.” 
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The Troubleshooter 


IN THE THREE YEARS THAT HE'S BEEN WITH GERMAN 
cash-n-carry giant, Metro, MARTIN DLOUHY has 
turned around operations in Russia, Czech Republic 
and Slovakia. It's no wonder, then, that the 39- 
year-old has been despatched to India, where Metro 

- has just three outlets to show for a four-year pres- 
ence. In India since July, Dlouhy has been busy 
getting a feel of the place. First impressions? The 
[Indian retail scene is like what Russia's was some 
years ago, and he's very impressed with the high-volt- 
age growth of the economy. “We will identify, say, 
different clusters and open outlets in each one of 
them," says the avid mountain biker, who's moved 
to India with his family. India isn't the easiest of re- 
tail markets. But, then, isn't Dlouhy the sort of guy 
who likes riding uphill just for fun? 





Zegna's New Face 


YES, HE MAY BE PICTURED HERE IN AN OPEN-NECKED SHIRT, BUT SHANTANU MUKERJI, THE NEW COUNTRY MANAGER 
of Italian uber luxury men's fashion house, Ermeneglido Zegna, will be responsible for selling the brand's 
storied suits in India. That shouldn't be a problem because Mukerji is no stranger to luxury brands. For 


he comes to Zegna, which opened a new 3,000-sq. ft flagship store in Mumbai recently, from LVMH Watch 

and Jewellery, where the 30-year-old was involved with developing brands in India and South Asia. Thrilled 
by the move to Zegna, the IIT-IIM alum says it's a unique opportunity. “Zegna is a heritage brand 

recognised the world over. As the economies of Asia and India rise and flourish, the markets here 

| will demand quality and Zegna epitomises this very trait. The challenge is to communicate the 

۸ inherent characteristics of this world-class brand and establish its rightful position.” 
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Released on September 24, 2007. 


NAME: RAVI KANT 

AGE: 63 

DESIGNATION: Managing Directo 
COMPANY: Tata Motors 
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Turnaround Man 


T 63, MOST COMPANY EXECUTIVES WOULD BE CONSIDERED TO BE PAST THEIR PRIME. NOT 
BA: Ravi Kant, MD of Tata Motors, who took over as President of the Society of Indian 
utomobile Manufacturers (SIAM) on September 5. An alumnus of the Indian 
Institute of Technology, Kharagpur, Kant has had a long and varied career, leading 
Philips India's Consumer Electronics Division, but what must have endeared him to the Tatas 
was his previous stint with the conglomerate when he helped launch Titan Watches. 

Kant joined Tata Motors in 1999 (it was still called Telco then) when it was just be- 
ginning its foray into passenger cars. That was also the time when the commercial veh- 
icles market was experiencing a slump. Under Kant, this division, which was (and is) 
Tata Motors' bread and butter department, reinvented itself. The company launched 
a whole new range of commercial vehicles and bolstered its market share. Therefore, 
it came as little surprise when Kant was elevated from Executive Director to Managing 
Director in July 2005. 

Kant, who, along with B. Muthuraman, MD of Tata Steel, is considered Ratan Tata's 
right hand man, also played a critical role in the acquisition of ailing Korean company 
Daewoo's commercial vehicles unit, which has turned out to be a surprisingly prescient 
acquisition. He also played the key role in the tie-ups with Spanish company Hispano 
Carrocera (where Tata Motors has a 21 per cent stake) and Brazilian firm Marco 
Polo—critical steps in Tata Motors’ dream of becoming a truly global manufacturer of 
commercial vehicles. 

However, Kant's main job over the coming year will be the launch of the much-an- 
ticipated “one-lakh” car as well as successfully implementing Tata Motors’ tie-up with Italian 
carmaker Fiat S.p.a even as it rejuvenates its entire product line-up, including the Indica, 
to power ahead in the increasingly competitive auto market. 

Even if the price target of Rs 1 lakh is not met, Kant feels that the *one-lakh car" will 
dramatically transform the way Indians travel, and bring safe mobility to a whole class of 
consumers who do not have it. And while Ratan Tata will be remembered for being the 
visionary who dreamt up the car, Kant realises that he will be remembered, for better or 
for worse, as the man who delivered it. Ш 
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SMART CASU CASUALS 
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Polished stainless steel 40.5 mm case. 
Self-winding mechanical movement, 
Cartier calibre 049 (21 jewels, 28'800 
vibrations per hour). Rotating bezel with 
phosphorescent marks. "Clous de Paris" 
decor in black ceramic. Brushed stainless 
steel bracelet covered in rubber. 

Water resistant to 100 meters. 


есм www.cartier.com = 
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The Regent Watch & Jewellery, Gurgaon: Kapoor & Со, Chennai: Helvetica, Kolkata: Exclusive Lines 
Chandigarh: Talwar Jewellery House, Bangalore: Rodeo Drive, Helvetica, Ahmedabad: Golden Time, 
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